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Up 
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e February, according 
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edit in ¥. ovember increased $21 
llion, compared with $226 million 
ar earlier. 
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900 barrels in week ended 
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F els, according to American 
| Petroleum Institute: 
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/meént’s synthetic rubber plants pro- 
“duced a profit of $59.9 million in 
e year ended June 30, according 
Re ion Finance Corp. 
“Bales totaled $387.7 million. 

| U. S. Exports—Rose in October 
4 600,000 from $1,237,200,000 in 
September. 

Automotive Output—Last week’s 
\\production was estimated by Avrto- 
MOTIVE News at 145,779 vehicles, 
a ee with 86,586 the previous 
acres oo 80,198. 


UP ICTION- ; in 
130. of 

i, compared with 132 in 

D to Federal Re- 

| serve Board. 


}~- Business Invex—Physical vol- 
| ume = business in week ended 


declined i to 102.4 a 
ra ; 












") net decrease of 3,649,000 for the 
_. week 


Freight Loapincs — Totaled 480,- 
978 railroad cars in week ended 
‘a Dec. 19, or 22.2 percent below the 

“previous week. 





Automotive News 
At NADA 


During the NADA convention, 
Automotive News will maintain 







41-62 at the NADA show at 
Miami Beach Auditorium. 
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Earn Less Than 
4.3 Pet. on Sales 


NADA Analysts See 
Disturbing Signs in 
Latest Profit Study 


the average rate of auto 
dealer operating profit de- 
clined only slightly in the third 
quarter of 1953, there were more 
disturbing indications, according to 
a survey just completed by NADA’s 
business management committee. 
The average rate was 4.3 per- 
cent of sales compared with 4.4 
for the first half. 
Operating profit was 7.6 percent 
of sales at the end of the first six 


See Table, Page 116 


ion EEE 
months of 1949. It fell to 6.6 per- 
cent in 1950, to 5.9 percent in 1951 
and to 4.4 percent in 1952. 


* * * 


aaa points were 


1. The fact that many dealers 
have a return well below the aver- 
age. For instance, nearly 80 per- 


‘cent of NADA’s membership has 


@f operating profit below 4.3 per- 
it and 15 percent showed a com- 
bined average operation return of 
only 1.2 percent. 

2. Startling differences accord- 
ing to makes. Where possible, 
Téemmuposite pictures of the line 

have been prepared by 
‘and furnished to the make 
; committees, 

} B® The average return is on great- 
sales. Total sales for 
; “({uarter were off 18.1 per- 
cent from the second, gross profit 
were down 11 percent ‘and total ex- 
penses 5 percent, Operating profits 
fell off 25 percent as a result. 

* * * 






r 


N addition, the committee said, 

it seems highly probable that 
the final three months of 1953 
brought a further decline in profits, 
as most dealers operated under 
pressure to make way for new 
models. These figures are not in 
yet, however. 

The nine-month study showed 
average operating profit for deal- 
ers in various volume brackets 
of the 13 line groups ranging 

(Continued on Page 116, Col. 1) 
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80 Pet. of Dealers |Plymouth, Studebaker Set Layoffs .tupii i ; /g x4 


~ Production 


By Tom Hewitt 
Staff Writer 

Atta chalking up one of its 

heaviest production totals in 
months, the auto industry this 
week is in for some cutbacks in 
output. 

Plymouth is scheduled to cur- 


Each Maker’s Share of Output... 


How They Fared in '53-'52 


(U. S. CAR PRODUCTION) 


Total 
Output 
1953 
1,246,602 
160,410 
129,963 
293,714 
662,515 
1,546,518 
1,184,187 
41,962 
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DETRQ 
;Start 


was made as U. S. plants ended 
their first full week of 1954 with 
a turnout estimated by AuToMmorTivE 
in effect last Friday. Other mak- |News at 119,430 cars and 26,349 
ers reportedly are considering | trucks. 

similar action, eee 

Announcement of the Plymouth ITH 5.4 million cars and 12 
and Studebaker production cuts million trucks due this year, 
the industry is preparing to build 
approximately 60 percent of the to- 
tal in the first half. 

But last week’s hot pace found 
makers producing at a rate of 6.2 
million cars and 13 million 
trucks. It represented the highest 
car week in two months and the 
biggest truck week since July. 

Plymouth, it was believed, may 
reduce assembly work by 20 to 30 
percent, 

The division disclosed no figures 
as to how deeply its production 
would be cut, saying only that it 
was adjusting its schedules to con- 

(Continued on Page 119, Col. 3) 


Only GM, Ford Boost 
Output Shares in ’53 
T= Big Three boosted its share 

of total car production to 91.2 
percent in 1953, compared with 86.6 
percent in 1952. In 1951 its share 
was 87.2 percent. 
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tail assembly operations today 
(Jan. 11), and a further slash in 
Studebaker production was placed 


Gain 
or 

Loss 

—16 


Total Pet. of 
Output 1952 
1962 Total 
952,591 21.9 
120,678 2.8 
97,558 2.2 
259,519 6.0 
474,836 10.9 
1,004,784 23.2 
777,531 
31,992 
195,261 
1,801,457 
321,048 
96,851 
877,950 
228,452 
277,156 
3,758,832 
124,137 


Pet. of 
1953 

Total 
20.3 


2.6 
21 


and Ford Motor rose to 25.3 from 
28.2. < 


Meanwhile, all the independents 
lost ground, loser was 
Kaiser Motors, which was virtually 
shut down in the latter part of the 
year. 


Near ly I 0, 000 on Hand oii chennai ae 


For NADA Convention 


IAMI BEACH.—Nearly 10,000 
dealers and guests were on 
hand here today (Jan. 11) for the 
37th annual NADA convention and 
the seventh annual equipment ex- 
hibition which got under way Sat- 


With competition in the fore- 





vision made substantial gains. 
Chevrolet built 24.1 percent of the —- 
total, against 20.2 in 1952, while 
Ford took 19.3 percent, against 17.9. 
Thus, Chevrolet rose 3.9 points and 
Ford went up 1.4 points. 

All divisions of Chrysler Corp. 
slipped, even though combined 
output of the four divisions set 
an all time record of 1,246,602 

(See BIG THREE, Page 120, Col. 1) 


front, nearly all the sessions are 
in the form of clinics designed 
to give dealers the benefit of the 
practical experience of leading 
experts in the fields of sales, 
service, trucks, business manage- 
ment and employe relations. 


The only strictly business meet- 








ing is that at 2:30 p.m. Wednesday 
when new officers for 1954 will be 
introduced and dealers will hear 
the report of the resolutions com- 
mittee. 






Buick, Ford Hold — - 
Line on Prices; 
Raise D & H Fee 


By Bob Sheldon 
Associate Editor 
CA8® prices designed to hold the 
line in 1954 were announced 
last week by the Ford division and 
Buick. 
Both makers, however, raised * 
dealer delivery 






* * e 
At THAT meeting also, dealers 
will hear from two fellow deal- 
ers who are serving in the Cabinet 
of President Eisenhower — Douglas 
McKay, secretary of the interior; 


NADA Stories 
A digest of the sales-manage- 



















26. A list of factory headquarters 
is on Page 115. 


and Arthur E. Summerfield, post 





Thus, all of Ford’s new models 
will deliver at prices approximately 
master general, Dr. Norman Vin- $10 higher than those of last year ~ 
cent Péale, a noted religious leader,| while most of Buick’s cara i” 
also will address the dealers at|be up $10 or $15. 
that time. ie 

Robert S. Armacost, president [excePrions are Buick’s Super 
of NADA, will deliver a major 
address during the clinic at 2:30 
p.m, Tuesday on “1954 — Year of 
Decision.” 


There also will be addresses at 
this session by Alton M. Costley, 
chairman of the National Affairs 
Committee; Frederick M. Sutter, 
chairman of the industry relations 
committee, and Frederick J. Bell, 
executive vice-president. Charles C. 
(Continued on Page 120, Col. 1) 
































_ Century Series Added to Buick Line for 1954— 


= Buick, which introduced its new offerings last Friday (Jan. 8), has added a Century series, the three models of which ore 
_ priced between the Special and Super series. Bodies of all models have been redesigned, horsepower has been hiked and 
_ windshields of a new design are used. Fifteen models are available this year. Shown is the Super Riviera, modeled after the 
Skylark. The V-8 has been extended to the Special series. (Line story and other photos on Pages 96 and 114.) 
















on Road... 


high rate of auto production 
im 1953 boosted the number of 
t one on U.S. highways to 42,202,349 
‘ of a, uly 1, a 6 percent increase 
’ ; like 1952 date, according 
to Polk & Co, 
the same period, the truck 
sol rose 3.2 percent to 8,692,574. 
The maker with the most cars 
the road was Chevrolet, with 
, compared with 7,520,535 
¢ ord. Last year their figures 
ee: — and 7,211,259 respec- 


s * # 


IRNIA’S roads were busi- 

est, handling 4,337,250 cars, fol- 
by New York with 3,457,750. 
let and California also 
trucks. There were 2,793,- 


- 47,322,177 Units 

















‘Car Population Grows 
_ Six Percent in Year 


, 2 Aa a ronment 


091 Chevrolet trucks on the road, 

and California had 728,133 trucks 

registered. Ford was second with 

2,206,556, and Texas followed Cal- 

ifornia with 625,356. 

By makes the car total consisted 
of: Allstate, 1,631, (578 last year); 
Buick, 3,184,038 (2,969,730); Cadillac 
634,446 (541,159); Chevrolet, 9,644,383 
(9,073,406); Chrysler, 1,171,348 (1,- 
099,930); Crosley; 54,870 (58,283); 
DeSoto, 890,556 (828,608); Dodge, 2,- 
538,895 (2,411,645). 

a * * 
ro. 7,520,535 (7,211,259); Fraz- 

er, 129,995 (133,435); Henry J, 
95,353 (75,251); Hudson, 865,855 
(853,121); Kaiser, 396,865 (369,410); 
LaSalle, 44,269 (54,743); Lincoln, 
238,035 (217,258). 

Mercury, 1,474,477 (1,291,776); 
Nash, 1,081,121 (980,433); Olds- 
mobile 2,276,023 (2,140,367); Pack- 
ard, 670,353 (644,751); Plymouth, 






4,656,949 (4,466,152); Pontiac, 2,- B 


776,897 (2,587,625); Studebaker, 1,- 


K-W Dealers Unveil Plastic Sports Car— 


The Kaiser Darrin 161, new Fiberglas sports car, is being introduced by Kaiser- 
Willys dealers across the country. Fifteen feet long and only 36 inches high, it has 
sliding doors, which move into the front fenders when in open position, and a three- 
position folding convertible top. The 300-pound, corrosion-proof body is fabricated of 
Fiberglas-reinforced plastic. 

















By Bob Finlay 


Managing Editor 
ELIEVED to be the only auto 


Cadillac, Olds Shooting 
For New Records in 


04 


By Sam Sampson 
Staff Writer 


[_ANSENG. — Oldsmobile plans to 


n Sport Car 


6 Shipped tc 
K-W Dealers 


TOLEDO. — First models of the 
Kaiser Darrin 161, plastic sports 
car, are being turned out on Willys 
Motors production lines at Jackson, 
Mich., and now are being shipped 
to dealers and distributors in key 





‘| cities across the country. 


Roy Abernethy, Kaiser - Willys 






}} general sales manager, said the 






rakish two-passenger sportster will 
be marketed through the K-W 
sales network at an advertised-de- 
livered price of $3,668, 


Standard equipment “LiTCi.. - 


overdrive, convertible top, electric 
windshield wipers and washers, 
directional signals, Solex shad 
glass, tachometer, white sidewall 
tires, windshield “wind wings” 
and other accessories, 

Styled by Howard A. Darrin, the 
sports model blends the flavor of 
European styling with American 
engineering refinements. The body, 
fabricated completely of light- 
weight, corrosion- proof Fiberglas 
plastic, weighs only 300 pounds. 

Fifteen-feet long and only three- 
feet high from ground to cowl, the 
Kaiser Darrin’s length and low 





set a new production record of 
400,000 cars during the 1954 calen- 
dar year, J. F. 


maker entering the hotly com- 
petitive 1954 market with a back- 
log of orders—93,000—Cadillac ex- 


432,158 (1,342,467); Willys, 224,699 
(219,168), and miscellaneous, 198,- 
603 (199,182), 


silhouette combine to provide a 
road-hugging center of gravity and 
outstanding stability, particularly 


ee Since War 


m Buyer Lineup 














. pects to set a production record of Wolfram, general/in “cornering” without sway or 
cee ——_| tagshat. Shasta pou tations; | 27200 oars nthe present Zone, manager of the| rou, it is sald ; 
By Tom Hewitt Brockway, 23,291 (23,503); Chevro- 2 ye The 2,175-pound sportster is 


Detroit’s Masonic Temple, Cadil- 
lac revealed the most extensive 
changes it has ever made for a 
new model Details of the changes 
are off the record until Jan, 20, 
when the cars will be displayed 


a@ group of news- 
men attending a 
preview of 1954 
models last week. 

Production of 
64s began Jan. 4, 


Staff Writer powered by a six-cylinder 90- 


(See DARRIN, Page 120, Col. 2) 


Ford’s Nov. Sales 


let, 2,793,091 (2,670,111); Crosley, 4,- 
THE 8% years since the end | 948 (5,379); Diamond T, 58,493 (61,- 
of World War II, U. S. auto! 587); Diveo, 40,772 (28,623); Dodge, 
fants have turned out 37,271,869| 991,370 (962,216); Federal, 18,261 
“end 10,050,308 trucks. (20,380); Ford, 2,206,556 (2,173,683). 




































1,190 cars and 6,- 

trucks were produced. 

pe 1900, when the industry was 

infancy, U. S. plants have 
out 110,517,820 cars and 

trucks. 

* * » 

years after the first postwar 

rolled from Ford’s Rouge 
10:50 a.m. on July 3, 1945, 

hungry American public 

led to get new autos. 


_ the passing years have 
oa d the situation. No longer 
eeple pound on a dealer’s door. 
ly days are over, and dealers 
ntinued on Page 117, Col. 1) 
















STARTS >’ / 





a a similar period preceding * * * 
‘war, 25,67 


WD, 5,599 (5,286); GMC, 629,057 
(580,656); Hudson, 6,020 (6,922); 
International Harvester, 951,578 
(920,136); Kenworth, 6,024 (5,243); 


224 (41,764); Pontiac, 6,850 (6,303); 
Reo, 45,337 (46,946); ‘Sterling, 4,180 
(4,277) ; Studebaker, 284,352 (270,- 
322); White, 96,980 (93,504); Willys, 
Overland, 269,047 (250,974), and mis- 
cellaneous, 106,538 (123,882). 

Car totals by states, with 1952 
figures in parentheses, follow: 
Alabama, 584,851 (516,560); Ari- 
zona, 241,343 (215,914); Arkansas, 
310,273 (299,859) ; California, 4,337,- 
250 (3,956,567); Colorado, 451,514 
(483,624); Connecticut, 699,889 
(610,654). 

Delaware, 110,636 (94,642); Dis- 
trict of Columbia, 176,323 (178,114); 
Florida, 943,463 (848,908); Georgia, 
749,430 (712,660); Idaho, 192,046 I™ 
(187,367); Illinois, 2,488,645 (2,377,- 


(See CARS IN U. 8., Page 112, Col. 1) 





by dealers. 

Don E. Ahrens, Cadillac general 
manager, told distributors, dealers 
and salesmen last week that Cad- 
illac’s production of 109,657 for the 
Mack, 82,456 (82,171); Plymouth, 36,-| 1953 model year came within less 


Don E. Ahrens 


MODEL 


od 
ome CHANGES 


MODEL CHANGES 
COAL STRIKE 





MONTH-LONG 


SUPPLIER STRIKES, 
STEEL SHORTAGE 







100 MILLIONTH 
U.S. VEHICLE 


BUILT 


SUPPLIER 





3. M. Roche 


than two days’ output of matching 
the record year of 1951. 
~ * * 
WAS estimated by J. M. Roche, 
general sales manager, that 75 
606); Indiana, 1,224,312 (1,174,140); percent of the 93,000 back orders 
(See CADILLAC, Page 113, Col. 5) 
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Freer it Tt eee 
73 
ier eee 


he said, and the 
first - quarter 
schedule calls for 
more than 95,000 
cars before the end of March. Last 
year’s first-quarter production was 
86,553. 





J. F. Wolfram 


s * * 


Epes the high production 
level, Wolfram predicted that 
there would be a shortage of new 
Oldsmobiles during the first quar- 
ter. This will be caused, he said, 
by public acceptance of “the out- 
standing product for 1954.” 


The ’54 Oldsmobiles are actually 
‘55 models stepped up one year, 
Wolfram said. Last January, it was 
decided that the move-up program 
could be carried out, and company 
and Fisher Body engineers co- 
operated cldésely to make it pos- 
sible. 

Wolfram said that Oldsmobile 
would sell at least 744 percent 

of whatever overall market might 
(Continued on Page 113, Col. 3) 
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NPA CURBS USE 
OF ALUMINUM, 
COPPER, ZINC 


STEEL USE 
FOR CARS 
cut ‘ag 7 
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100-DAY-LONG 
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ENDS 
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FIRE HALTS 
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OUTPUT FOR 


2-MONTH -LONG 
STEEL STRIKE 
BEGINS 


COPPE R, ALUMINUM 
SUPPLIES EASED 
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Top Chevrolet 


DETROIT. — For the first time 
since January, 1953, Ford in No- 
vember outsold Chevrolet. 

The totals were 108,697 for Ford 
and 106,760 for Chevrolet. For the 
first 11 months of 1953, however, 
Chevrolet kept its sales edge, 1,- 
259,460 to 1,015,654. Sales figures for 


the month may have been infiv-- 


enced by the fact that Chevrolet 
shut down for its model changeover 
earlier than Ford. 


In another sales battle, Mercury 
is steadily closing the gap between 
itself and Dodge as official regis- 
trations are tabulated. In Novem- 
ber, Mercury gained 9,331 units on 
Doage. It has December in which 
to close in by another 10,953 units 
if it is to seize seventh place from 
Dodge. Dodge sales for 1953 through 
November were 270,737. Mercury 
sales were 259,785 in the same 
period. 


















3 MONTHS 
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1946 1947 1946 1949. 1950 ber 
155,674 3,555,665 3,911,335 5,118,293 6,658,510 5,330,594 4,337,443 6,134,823 
1,237,974 1,364,957 1,131 495 1,343,923 1,416,382 1,223,397 
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= column will appear in the 
convention issue of AUTOMOTIVE 
News, which not only will be sent 
to all subscribers but will be avail- 
able gratis to each dealer attending 
the NADA convention, 

I will be at the Automotive News 
exhibit space in the exposition tent 
each day before and after each ses- 
sion. I will be delighted if you stop 
and pass the time of day. It is 
always a pleasure to greet old 
friends and meet new ones. 

I am sure that those of you at 
the convention will get a lot of 
good from it. Those of you who 
are not attending will benefit, I 
am sure, from the “convention by 
mail” in this and succeeding is- 
sues of Automotive News, 

I am sure there will be a lot of 
advice offered dealers by practical 
operators. I am sure that you will 
be urged many times to get better 
set for competition, which will be 
of a much rougher variety than the 
trade has seen since the war. 

If you no longer wish to under- 
take a competitive battle, now is 
the time to liquidate and take the 
proceeds and spend the rest of your 
life alternating between a ranch 
house in sunny climes and a cabin 
in the northern woods. 

s * * 


New Cars Plus 


most dealers, this business 

is in their blood. They have 
families coming on. The business is 
going to grow and expand, There 
will be greater opportunities. Com- 
petition with new-car sales is, of 
course, a challenge, but let us re- 


Customer Abuse 
Laid to Dealer; 
License Blocked 


PORTLAND, Ore.—Issuance of a 
1954 business license to Hollywood 
Ford Motors, 2510 N.E. Sandy Blvd., 
was blocked last week in the City 
License Bureau. 

Police Chief James W. Purcell 
jr. had filed a recommendation 
against renewal of the license. 
Mayor Fred L. Peterson signed an 
approval of Purcell’s view and filed 
it with the bureau. 

Purcell charged Hollywood has 
been “wholly uncooperative with 
investigating officers who have 
found it necessary to contact” 
the firm in regard to complaints 
involving it. He also noted that 
Hollywood’s membership in the 
Portland Better Business Bureau 
was suspended March 14, 1953. 

Newell Fait, Los Angeles, co- 

owner of Hollywood, was quoted 
as saying his firm’s difficulties are 
the result of “pressure from other 
dealers.” 

Fait said this pressure had also 


- caused both daily newspapers in 


“ortland to refuse to carry the 

’s advertising. Both papers car- 
Page One stories on the po- 
*ontinued on Page 117, Col. 3) 
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Dealers tell me 


By John 0. Munn 








AUTOMOTIVE NEWS, JANUARY 11, 1954 
But °52 Models Gain at Auctions... 


U.C. Price Index Off 


That is the highest price regis- | declines were: '48s, down $18; ’5is, 






view our attitude toward it. 

Dealers over all these years have 
been encouraged by factories to 
consider the sale of new cars the 
cream of the business. This is nat- 
ural because it is the only part of 
your business upon which factories 
can make money. 

However, the dealer who prop- 
erly handles used cars and serv- 
ice need have little to fear of 

new-car sales. These are the de- 
partments of his business he can 
control, and if he is solid there, 
he will not need to worry so 
much about factory pressure. 

As we lay plans for the new year, 
we must decide, first, whether to 
attack or retreat. I am sure all have 
considered the necessity for limit- 
ing expenses, but one cannot con- 
tinually cut expense without shrink- 
ing the business. Retreating too 
much does not prepare your organ- 
ization for more intense competi- 
tion. It is bad for the morale of 
your whole organization. It empha- 
sizes doing less instead of doing 
more, 

As the cost of doing business 
goes up, expense adjustments and a 
greater effort made toward more 
sales are necessary, of course. 

om + x 


Some Changes Due 


NCREASED sales will be avail- 

able for some dealers no matter 
what conditions exist. Some deal- 
ers will go after additional sales, 
and the sales will include service, 
parts and used cars as well as new 
cars. 

Theoretically, there is no limit to 
an aggressive sales policy, provided 
a “quality”-type dealership is be- 
hind it. Perhaps it doesn’t mean 
more salesmen but better salesmen. 
It may mean a more careful plan 
to locate and identify prospects. It 
means an adequate compensation 
plan so you can attract and hold 
good salesmen, 

It may mean the revision of ad- 
vertising plans. You will hear at 
the convention, I am sure, 
speeches in which dealers are - 
urged to no longer spend their 
own money advertising cars or 
other products, That is the fac- 

tory’s job. 

Those cars you advertise are for 
sale elsewhere, so you must give 
consideration to telling the people 
in your market area about your 
facilities and what they mean in 
procuring what people really buy— 
satisfactory use of the car. There is 
no room any more for “cute” adver- 
tising, but rather advertising that 
sells your institution and builds it 
into the community consciousness. 

We should all appraise our oper- 
ations to see that we stand up in 
quality of service with any local 
competitor. Perhaps we have some 
natural advantages, such as long 
experience or better facilities. We 
should make the most of them. Are 
we directing our advertising 
through the best medium to put 
our story across? 

* z . 


Standing Together 

HEN, too, we should contribute 

to the advancement of the local, 

state and national trade associa- 
tions. More than ever we need to 
cooperate. 

We all believe in the free enter- 
prise system—we are all independ- 
ent businessmen—but our business 
cannot be free if we are forced to 
take merchandise beyond the mark- 
et capacity. Factories have a com- 
petitive battle on their hands. Deal- 
ers need association effort to save 
themselves from getting in the mid- 
dle of that battle. 

Claude Klugh, general manager 
of the Pennsylvania Automotive 
Assn., warns: “Unless factories 
soon see the light of day, we are 
going to continue to have the 
most demoralized retail auto sell- 
ing market.” 

Montana dealers have urged all 
to “exercise their rights as free and 
independent businessmen to order 
and accept only those cars and 

(Continued on Page 80, Col. 4) 












By Bob Lienert 
Staff Writer 
1.‘ average price of wholesale 
used cars was trimmed again 
last week—$5 to a level of $701— 
according to AvtTomoTive News’ 
index. 

In the face of the declining 
market, 1952 models showed sur- 
prising strength, gaining $41 to 
reach an average price of $1,163. 





aes 


Utah Dealers Elect Officers— 


tered for ’52s in five weeks and 


and ’50s, down $16; 49s, down $8, 


the biggest gain for that model | and ’53s, down $3. 


since last Aug. 17. 


An increase of $8 also was noted 
for ’47s, which averaged $262, but 


HE $18 loss for ’48s depressed 
their average price to $292, 


the gain was just enough to offset | making three model years—’48, '47 


the $8 loss they had suffered the 
previous week. 

Biggest loss of the week was ab- 
sorbed by ’46s, which fell $26. Other 





A. W. Bartlett (seated, right), is the new president of the Utah Automobile Dealers 
Assn. Sitting beside him is Newman C. Petty, first vice-president. Standing (from left), 
are George M. James, secretary; Harold Halley and Wilson N. Lunt, vice-presidents, 


and Grant E. Hayes, treasurer. 


Self-Reliance Is Urged 


Dealers Shouldn’t Expect Government to Solve 
Their Problems, Armacost Says 


WASHINGTON. — Efforts to ob-; would make such practices illegal. 


tain assistance from government in 
solving dealer problems were op- 
posed last week 
in a letter by R. S. 
Armacost, presi- 
dent of NADA, to 
the board of di- 
rectors. 

Armacost as- 
serted: 

“It is my feel- 
ing that as advo- 
cates of the 
competitive en- 
terprise system, 
in most cases, we 
should discourage governmental in- 
terference in our business rather 
than, through our own efforts, en- 
courage public hearings and inves- 
tigations which most of us have 
found so distasteful, and, in the 
final analysis, unproductive of the 
results sought. 

“By this.time, we should be 
conscious of the fact that new 
laws and regulations create as 
many if not more problems than 
are solved by their enactment.” 


Armacost’s letter referred to a 
resolution adopted by the Missouri 
Automobile Dealers Assn. The reso- 
lution condemned certain alleged 
coercive practices of auto makers 
and suggested that Missouri deal- 
ers encourage the adoption of legis- 


R, S. Armacost 


lation at the state level which 


Cleveland Dealers 
Select Berry 


CLEVELAND.—James Berry has 
been elected president of the Cleve- 
land Automobile Dealers Assn., suc- 
ceeding C. Ray Bundy. Berry is a 
Buick dealer. 

Walter Grabski (Dodge-Plym- 
outh), was elected first vice-presi- 
dent; Robert R. Stratton (Mer- 
cury), second vice-president, and 
Ray Koeple (Studebaker), treas- 
urer. 

The board reelected R. Earl Bur- 
rows as secretary-manager and 
Frank X. Schaut as counsel. 


A copy of the resolution was sent 
to the Attorney General of the 
United States “for consideration of 
the Department of Justice.” 

Stanley N. Barnes, assistant at- 
torney general, replied, saying 
that some of the activities men- 
tioned were already under inves- 
tigation by the Antitrust Divi- 
sion. 


Barnes added that corrective ac- 
tion depended upon evidence not 
resolutions and asked for the 
names of dealers who would be 
willing to testify concerning specific 
instances of factory coercion. 

With reference to this, Armacost 
commented: 

“It seems to me that Mr. Barnes’ 
letter contains a very pointed re- 
minder to all of us that before we 
ask government, either Federal or 
state, to help solve our industry 

(See ARMACOST, Page 117, Col. 1) 





Top Cars 


New-car registrations for 11 
months: 


1953 Pos. Make 1952 Pos. 
1—1,259,460 Chev. 776,458— 1 
2—1,015,654 Ford 652,309— 2 
38— 553,226 Plym, 381,070— 3 
4— 427,581 Buick 286,815— 4 
5— 360,631 Pont.  2438,582— 5 
6— 284,370 Olds. 200,934— 7 
i— 270,737 Dodge 222,935— 6 
8— 259,785 Merc. 163,310— 8 
9— 150,748 Stude. 142,099— 9 
10— 141,714 Chrys. 102,026—11 
11— 129,751 Nash 129,719—10 
12— 112,684 DeSoto 81,526—13 
18— 89,179 Cad. 83,029—12 
14— 67,905 Pack. 60,197—15 
15— 62,620 Hudson 172,826—14 
16— 40,476 Willys 37,158—17 
17— 36,656 Linc. 26,220—19 
18— 22,005 Kaiser 37,516—16 
19— 10,464 Henryd 26,926—18 
20— 6,294 MG 6,876—20 
21— 2,926 Austin 4,548—21 
Total All Makes 
5,325,052 8,758,488 


For further details, see page 
44, today’s issue. 









and '46 — fall in the under-$300 
bracket. 

As recently as August, no 
model had been wholesaling at 
an average of less than $300. 
What has happened, in general, 

to used-car prices in a year’s time? 
Remembering that each model is 
now a year older, here’s the 
picture: ’53s, no figure to compare; 
52s, down 34 percent from $1,755 
to $1,163; '51s, down 37 percent, 
from $1,290 to $811; ’50s, down 43 
percent, from $1,080 to $621; ‘49s, 
down 47 percent, from $862 to $455; 
48s, down 57 percent, from $680 to 
$292; ’47s, down 46 percent, from 
$500 to $262, and ‘46s, downs 57 
percent, from $439 to $190. 
. * e 

B* FAR the greatest amount of 

loss on these prices was regis- 
tered in the last half of 1953. In 
the first six months of ‘the year, 
losses on all models ran only 10 to 
20 percent. 

In other words, the rate of de- 
cline roughly tripled in the last 
half of 1953. 

The price spread between model 
years, after last week’s adjust- 
ments, was as follows (price spread 
of previous week in parenthesis): 
"53 to '52, $650 ($694); °52 to ’51, 
$352 ($295); °51 to '50, $190. (un- 
changed); '50 to '49, $166 ($174); 
49 to '48, $163 ($153); '48 to '47, $30 
($56), and °47 to °46, $72 ($38). 

es * @ 

ST-COMPLETED tabulations 

of November registrations of 

new cars show that sales for the 
month were the highest of any No- 
vember in history. 

Registrations totaled 450,311 
units, compared with 444,193 cars 
sold in the previous record No- 
vember of 1950, The only other 
November when registrations 
topped the 400,000 mark was in 
1949, when the total was 409,702. 
Although registrations for the 

month set a record, the total show- 
ed a sharp drop in comparison with 
the immediately preceding months 
of 1953. In fact, November was the 
worst month for al of 1953, except 
for January and February. 

However, November sales shot 

(Continued on Page 119, Col. 1) 


Ohio’s New Rules 
Are Listed for 
Licensing Dealers 


COLUMBUS, O.—The licensing 
board of the Bureau of Motor Ve- 
hicles has promulgated the follow- 
ing rules to govern the issuance of 
dealers’ and salesmen’s licenses: 

1. No two dealers, either of new 
or used cars, may operate from 
the same location. 

2. The premises must have suit- 
able signs identifying the owner 
with the same name appearing on 
the application. 


3. Applicants for licenses must 
show office facilities on the premi- 
ses. 

4. A photograph of the premises 
must accompany the application. 

5. Licensed dealers must not sell 
vehicles for another licensed dealer. 
- 6. All salesmen must hold a li- 
cense in the name of the dealer 
for whom they work. When a sales- 
man quits, the dealer must notify 
the licensing board. 

The board has jurisdiction over 
about 5,700 dealers 12,000 salesmen. 

Proposed new rules successfully 
opposed by dealers included. 

1. New car dealers must have a 
net worth of $10,000 and used-car 
dealers, $5,000. 

2. An applicant must have dis- 
play facilities for at least three 
vehicles. 

3. A dealer must apply for certi- 
ficate of title for any vehicle he 
displays. 

4. A new car is one that has not 
been driven more than 500 miles or 
transferred to a general purchaser. 
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aAvTomo OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
td and vehicles, parts and accessories: § 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 
car or truck. §3. Every dollar of gasoline tax collected by state or federal 
pplied to the building and maintenance of a 

and bureaucratic controls over this 

. 5. lence and the rewards of 

ity, which made America and gave more of her 

more of the better things of life than anywhere else in the world. 


Keep Your Door Wide Open 
To Top Salesmen 


S THERE room on your sales force for a topnotch auto 


salesman? What dealer would answer “No” to that 
question? Yet it is a rare day on which we do not hear an 
indictment of some dealers on this point. 


In any dispute, there are two sides, and we know that 
the dealers have a strong case, too. But this issue is of 
such high importance that we believe they should hear 

the salesmen’s side. It may help dealers to iron out 
culties in what has become the crucial end of their 


In the first place, the auto industry still has a long 
way to go to make the role of auto salesman attractive 
to high caliber men. ‘ 

Other industries have made greater progress in this re- 
spect. Through the years, some of these industries have 

an aura of dignity around their salesmen. The 
public thinks well of them. As a result, the jobs are at- 
tractive to top men. 


It will take the auto industry many years to do a similar 
public-relations job for auto salesmen. 


Yet there is still a strong inducement on which dealers 
can sell top-grade salesmen. It is this: If the dealer is far- 
hted, there is no limit to the amount of money an auto 
can earn. He can be a $350-a-month man or an 


$1,800-a-month man. 


_ There are differences of dealer opinion on this point. 
We’ve heard some dealers worry about high incomes for 
salesmen. 
And we’ve heard other dealers reply that they will 
take all the $1,800-a-month men they can get. The top 
men are the ones who move cars. 
_» If dealers are going to attract top men, they must keep 
the door of opportunity open with a good compensation 
which allows a man to make as much as his ability 
and work permits. 
_ Any chiseling on such a policy will rapidly slam the door 


Auto 
Forum 


“Find a need, and fill it.”— 


Marvin SMALL. 
. + * 


Mythical Point 

Ever since I have been in 
the automobile financing busi- 
ness—since 1916—some people 
have been asserting that the 
saturation point has been 
reached in auto sales. Yet, this 
point has never been reached 
and I don’t believe it ever will 
be reached.—Arthur O. Dietz, 
president, C.LT. Financial 
Corp. 


* * * 


Peace is far too important 
to be left to the civilians.— 
Gen. ALFrep M. GruentuHer, Su- 
preme Allied Commander. 

* + * 


Lifting the Badge? 
“Some talk in Washington 
of taking steps to have the 
Senate return to its ancient 
status of a legislative body, 
and give up trying to be a de- 


Walter Davenport, in Collier’s. 


+ * * 


America is trying to win a 
war without fighting, by be- 
ing so strong no one will dare 
attack us.—Harotp E. Tasort, 
Air Force Secretary. 

- * * 


Progress 


“It’s not until you’ve cranked 
up one of the old ones and ex- 
perienced its bumpy ride, the 
hard steering, its terrible brakes, 
and its generally ornery person- 
ality, and compared it with the 
cars of today, that you can 
really appreciate how far we’ve 
come in the automotive age. 
But don’t take away my Stanley 
Steamer, boys—that’s for me!”— 
James in the American 
Magazine. 


* = > 


“Language is either the in- 
carnation of our thoughts and 
feelings, or a cloak for their 
absence.”—Jacques Barzun in 
the Atlantic. 


To Market 


Few Americans realize how 
many workers are needed to 
distribute the output of U. S. 
factories; some 20 million, or 
about % of the nation’s entire 
labor force. Fewer still know 
an even more startling fact, it 
cost more to get the goods to 
market than it does to make 
them. Of the consumer’s 
dollar, only 47 cents represents 
the cost of the product itself. 
—Time Magazine. 


ath ili 


Letterbox 


Back to Earthy Days 


To one who has lived through 
the various vicissitudes of the 
motor car industry from its in- 
ception, the situation among the 
motor car dealers today is simply 
amazing! 

Reading the advertisements in 
the daily press, listening to the 
conflicting statements blasted from 
radio and TV, all to the end that 
each will trade bigger and better 
than anyone else, is it any wonder 
that buyers are skeptical and are 
waiting and watching to see what 
it is all about and who will. make 
the highest bid? 

When you publicly place such 
evaluations on your products, you 
simply invite the public: to wait 
until you get into more trouble 
and will take bigger losses or 
better trades. 


Sales resistance: Triumph of 
mind over patter.— Lieber’s 
Photo News. 

os . s 


In Last Analysis . . . 


If the end brings me out all 
right, what is said against me 
won’t amount to anything. If 
the end brings me out wrong, 10 
angels swearing I was right 
would make no difference. — 
Abraham Lincoln. 


10 Years Ago... 


The Big Story 


Dealers need not worry about a standardized victory-model car 
built alike by a certain few, in the opinion of George T. Christopher, 
president of Packard ... A WPB order provides for the production 
of more than 1 million trucks and truck trailers for military and 
civilian use during 1944. Of these, 123,492 trucks and 25,045 trailers 
are for civilian use ... Complete satisfaction with auto tires made of 
synthetic rubber is reported by 96 percent of Goodyear synthetic tire 
buyers in a nationwide survey ... Nash announced it would discon- 
tinue its Monthly Income Plan March 15. The plan, started in 1942, 
provided a means whereby Nash advanced monthly interest charges 
to dealers on their new-car inventories without delay, thus relieving 
financial pressure on individual dealers . . . Willys-Overland will build 
its post-war future “against the background created by the Jeep,” 
declared Ward M. Canaday, president ... A new Federal highway 
agency, the Rural Local Roads Administration to supervise Federal- 
state-local expenditures on local roads, is called for in a bill intro- 
duced by Senator Stewart of Tennessee. 

—From the Files of Automotive News. 


Score On T 
1,854 Started; 


he Auto Makers— 
8 Still Going 


t@eher 
of touch and go after World War 1 


There is probably 
business 8 oF 
A VANT, T JUST A THOUGHT, 
=/T WASN'T ALL BEER AND SETTLES 


‘Invitation to Wait 


This is an open forum for the discussion of any subj 
readers, and your letters are welcomed. No attention 


Apparently, the dealers are try- 
ing to sell trades instead of the 
merits of their merchandise, Sell- 
ing existing models on the eve of 
new-model changes was an annual 
procedure in the “good old days,” 
and smart dealers recognized that 
as part of the dealer function. But 
the real value of such trades was 
held back as a last resort and dealt 
with as a confidential matter be- 
tween the buyer and the seller, 
with the definite knowledge that 
it was made in view of the clean- 
ing up before new models were 
coming in, and usually the buyer 
was advised what changes were 
contemplated. 

The general idea being that the 
buyer was getting a special deal, 
but when it is openly shouted from 


the housetops how special can a - : 


deal be made to the buyer, and 
what logical arguments are being 
used? The few samples apparently 
are as follows: 

“Our sales are so good we can 
afford to trade liberally.” 

“Our cars are so popular we 
can give you more for your car 
than anyone else, or more than 
it is worth.” 

“Our profits are so large that 
we can afford to give them 
away.” 
and so on ad infinitum. 

Now how foolish does one think 
the prospective buyer can be? We 
had all these problems in the “good 

old days” and had them every year, 
but they were met on quite a 
different basis. The prudent dealer 
set up reserves for the annual 
cleanup, and when the time came 
for that final drive, he didn’t ad- 
vertise to the world his problems. 

He simply went ahead on well- 
laid plans that were formulated in 
advance and cleaned up. How was 

(Continued on Page 84, Col. 1) 


















In accounting to the industry for our 1953 opera- 
tions, we can report large—even record-breaking 
—figures. But these figures give you only part of 
the story of our place in the life-stream of the 
automobile industry: the makers, sellers and buy- 
ers of cars. Interpreting the figures gives a better 
understanding of Universal C.I.T. Credit Corpo- 
ration’s service and participation in the automo- 
bile industry. 

Automobile dealers have done and will continue 
to do an outstanding job of sales and credit man- 
agement. American car buyers have demonstrated 
that they are excellent managers of their personal 
credit affairs. We believe that the automobile in- 
dustry will occupy an increasingly important role 
in the nation’s economy. We are dedicating our 
organization to the continuing furtherance of that 
important enterprise. 


PRESIDENT 
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UNIVERSAL C.1.T. CREDIT CORPORATION 










q@The record-breaking amount of 
wholesale which we financed for more 
than 10,000 automobile dealers is evi- 
dence of their great stability and of 
their merchandising genius. — 











The largest volume of retail instal-> 
ment financing in our entire history is 
a tribute to the selling ability of auto- 
mobile dealers and to the American 
car buyer’s integrity and ability to 

























q Insurance written by Service Insur- 
ance Companies has afforded dealers 
opportunities to handle repair work 
or car replacements which have con- 
tributed greatly to dealer profit and 
shop absorption. 





The loyal support of automobiledeal-P 
ers and their customers has enabled 
us to develop and maintain the most 
extensive network of sales finance of- 
fices in the United States, manned 
with specially trained personnel. 










4C.LT., with all its resources and the 
largest net worth in the finance indus- 
try, supports Universal C.I.T.’s de- 
sire and determination to serve and 
, grow with the automobile industry. 
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2,277 Registered in Month .. . 


Foreign Car Sales Dip 
After Fast °53 Start 


By Ed Brown 
Staff Correspondent 

NEW YORK — Sales of foreign 
cars in the U. S., which shot along 
at a record rate during early 1953, 
are beginning to run out of gas, 
judging from latest-available sales 
statistics, 

During last October, 2,277 for- 
eign vehicles were registered, 
compared with 2,798 in October, 
1952. The 10-month total for 1953 
was 26,856, compared with 26,218 
for the same 1952 period. 

The 10-month net gain of 538 
units compares unfavorably with 
the 40 percent increase in foreign 
car sales chalked up during the 
first three months of 1953. 

This slowdown of the foreign-car 
market some dealers say, is the 
result of some of the same condi- 
tions plaguing the domestic field, 
including a slow used-car market 
and the tendency of the buyer to 
shop with greater caution. 

N as the market slips, 
the dealers’ headaches multiply. 
Overhead and shrinking net 
profit loom and the manufacturer 
comes in for criticisms peculiar 
to this market. 

However, the top five foreign 
cars remain in their same relative 
positions. 

In October, 1953, the MG headed 
the list and registered 444 auto- 
mobiles in this country, for a mar- 
ket penetration of 19.5 percent, as 
against 687 vehicles during the 
same month last year. 

The 10-month registration figure 


Ford Closes Sawmills 


In North Michigan 
DEARBORN.—Ford Motor Co. 

will close its sawmills at L’Ange 

and Alberta, in Michigan’s upper 





peninsula, about July 1, accord- 
ing to T. A. Manager of 
lumber and sa operations. 


In a letter to the 206 employes 
of the sawmills, Rogge said the 
stands of timber are 
of such a nature and such a long 
distance” from the plants that 
their continued operation is un- 
~vise. Ford had operated the 
L’Anse mill for 30 years. 





for the MG is 6,018 units, and 22.4 
percent of the market, During the 
same 10 months of 1952 the MG 
registered 6,383. 

Hillman remains in second 
place in the foreign-car race, 
with 369 vehicles sold during 
October, for a market percentage 
of 16.2. The 1952 figures showed 


trations for the first 10 months 
of 1953 show 3,984, and 14.6 per 
cent of the market, Total regis 
trations for the similar cae f in 
* 1952 were 4,034, 

Another sports car, the Jaguar, 
captured third place in October 
with 314 registrations and 13.7 per- 
cent of the market. This compares 
with 357 units during the same 
month in 1952, 


The 10-month total sales are 
3,418 for Jaguar, which is 12.7 per- 
cent of the market, as compared 
with 2,644 during the same period 
of 1952. With the recording of the 
10-month figures for 1953, Jaguar 
has exceeded its total 1952 sales, 
which stood at 3,349. 

Fourth place went again this 
month to the English Ford which 
took 10.2 percent of the market 
by selling 234 automobiles, The 
Ford total through October is 
12.2 percent of the market, with 
3,254 automobiles sold. 

During the same 10-month period 
of 1952 the English Ford had reg- 
istered only 3,125 automobiles. 


Austin remains in fifth place in 
October with 9.1 percent of the 
market and 208 automobiles sold. 
The 10-month total is 2,744 auto- 
mobiles and 10.2 percent of the 
total market. This compares with 
322 registered in October, 1952, and 
a 10-month total of 4,263. 

However, Austin Healey sold 
54 units during October. Thirty- 
one of these were sold in Califor- 
nia, with eight going to buyers in 
New York, 

For some months now Austin 
has been awaiting the introduction 
of the Healey into the U. S. in 
numbers. Austin officials believe 
that this will go a long way toward 

(Continued on Page 116, Col. 1) 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 
(Aptco Auto Auction. Sales every Wednesday) 


JAN. 6 
(Prices up $25 to $50 on clean cars. 
Sold 161 out of 122 offerings.) 
BUICK — '51 Special 4-dr., $880. ‘50 
Special 4-dr.. $820, $665, "$620, $375; 
2-dr., $540; Riviera —_ $670*. 
*49 Special 4-dr., $550*, $405. 
KLLAC—’'53 (62) coupe, $3,500*. 
"61 (62) 4-dr., $2,105*. °49 (62) 4- 
dr., $1,530*. "46 (62) 4-dr., $900*. 
'—’51 SL Deluxe business 
aa tod $850*; SL Special 2- 
50 SL Deluxe 4-dr., $615; 
%-ton panel $240. "49 
, $370; 2-dr., $410: 


$380. 
CHRY: es 49 NY club coupe, $520*. 
DeSOTO—’51 Deluxe 4-dr., $840. ‘50 
Deluxe club coupe, 

— '52 Co1onet station wagon, 
$1,200; %-ton pickup, $670; Meadow- 
brook 4-dr., $900, $775. °51 Meadow- 
brook 4-dr., $825*; 2-dr., $600. ° 
Coronet 4-cr., $550; 2-dr., $580, 

(6) 2- 
. 2- 


$1,075*; 
4- 


, $800; 
; (6) 2- 
oe (8) 2- 
dr., $650; 3 mv., $655; 
(6) 2-dr., $490, " $435, ‘$425, "49 (6) 
dr., $340, $310, (8) 2-dr., 
. "48 (8) station ee, _— 


coupe, 
dr. 


$500, $450. 
FORD—’52 (8) 2- 
ar 51 


ar., 
‘8 


65. 
$1, 315°. 
dr., $650, $635. *49 4-dr., 
\ 48 club coupe, $115. 
ASH—’53 Ambassador 2-dr., 
"51 Ambassador club coupe, 
conv. 8 


"50 4- 
$360, 


$1,320. 
$655 ; 
0. 
$410"; club 


jameit . . 
$515; (88) 4-dr., $540. "48 
8) club coupe, $305*. °47 4-dr., 


135. 

PLYMOUTH—’53 Cranbrook 4-dr., 
250°. °52 Cambridge 4-dr., $820. ’5 
Cranbrook club coupe, $820 

$190. 46 Deluxe 


4-dr. ; 
PONTIAC—'52 Chieftain (8) Catalina, 


$1.395*. '51 Chieftain (8) Catalina, 
$1,115, $965; 4-dr.. $960*; 2-dr., 
$920°. '49 (8) 2-dr., '$310°*. 47 2- dr., 


1 
STUDEBAKER—’ 51 Commets (8) 2- 
Fx, 20; 4-dr., $550. "50 Champion 
, $375. ‘0 ‘Champion club coupe, 
’47 4-dr., $125. 


Dec. 30 
(Slow sale due to holidays. Sold 60 
cars out of 100 offerings.) 
BUICK—’51 Special 2- Ps $900°. °50 
Super peng $860*; Special 2-dr., 
. 


$580°; 4-dr., $565*, $550. 
CADILLAC ~"""31 (62) 4-dr., $2,075°. 
*48 (62) 4-dr., $775* 
VROLET — ’52 SL Deluxe 2- dr., 


$196” 


$475. 
DODGE — ‘52 Meadowbrook 4-dr., 
$880*. '51 Coronet 4-dr., $600*, $570. 
FORD—’53 (8) 2-dr., $1,400. "562 (8) 
4-dr., $1,030; 2-dr., $905. ° 
2-dr., $7 


chub coupe, $315; oO 2-dr.. $285, 
KAISER—'51 4-dr., $555. 
LINCOLN—’51 4-dr., $865*. 
MERCURY — ’'53 2- -ar. , $1,325. 
dr., $1,000. °'51 4-dr., $800; club 
coupe, $760. ’50 4- dr., $535. 
NASH — °51 Rambler station wagon, 
$500. ’50 Seema 4-dr., $350, $335. 


49 (600) 4-dr., 
OLDSMOBILE — co <8) club coupe, 
$750*. °48 (98) by $315 
PACKARD—’51 (200) "a-dr., $775". 
PLYMOUTH — ‘51 Cranbrook 4-dr., 
$625, $560. '49 Deluxe 2-dr. $355. 
‘48 _Deiune 4-dr., $200, $186; club 


PONTIAG— 51 ®), aw $865°. 
STUD 
pe "47 


*Indicates automatic transmission or Bi. vi and (ps), power steering. 


Other Auction reports 





are on Pages 102-103 
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Chrysler Consummates Briggs Purchase— 


L. L. (Tex) Colbert (left), president of Chrysler Corp., presents a check for $35 
million to Everett E. Lundberg, president of Briggs Mfg. Co., in payment for 12 plants, 
their machinery and equipment. John E. Brennan (center), former general manager 


of the Chrysler jet-engine plant at Detroit, 


the corporation's new automotive body 
facilities 





has been named general manager of 
division, which will operate the Briggs 


Discount House Peddling 
New Cars by Thousands 


CHICAGO.—Ford Motor Co. last 
week denied any connection with 
a Chicago mail-order house which 
has offered to sell new Fords to the 
nation’s 150,000 National Guards- 
men at discounts of 17 percent. 

The Chicago Better Business Bu- 
reau reports that the firm is an 
“apparently reputable’ company, 

and expects to sell 27,000 cars of 
various makes this year. 

Both Ford and the Metropoli- 
tan Chicago Ford Dealers Assn. 
were dubious of a report that 
Ford dealers had agreed to pro- 
vide cars to National Procure; 
ment & Distributing Corp. 

Charles Leggett, NPDC president, 
said that his company already has 
contracted with Ford dealers for 
10,000 new Fords. 

This claim and offers to sell are 
contained in mimeographed bulle- 
tins, resembling official military 
orders, which have been sent to 
the adjutant general’s office in most 
of the nation’s National Guard dis- 
tricts. 

Carl Dalke, assistant manager 
of the automobile division of the 
Chicago BBB, said: 

“We have received no adverse 
reports about the National Pro- 
curement & Distributing Corp. since 
it was organized in 1948, The com- 
pany was incorporated under IIli- 
nois law in 1949. 

“The latest figures available show 
that NPDC did a business of ap- 
proximately $11.5 million during the 
first six month of 1953. Of this vol- 
ume, car sales represented 27 or 28 
percent, Most makes were handled.” 

Leggett told the Chicago BBB 
that he expects to sell 27,000 cars 
in 1954 to members of the armed 
services, the National Guard and 
other civilian components. 

Leggett added, “We are going to 
offer similar discounts on Chevro- 
lets and Mercurys in a few days.” 

Leggett told Automotive News 
that he has no trouble getting cars 
and that, already this year, he had 
received calls from dealers seeking 
to unload cars. 

He said that he secures the 
cars mostly from dealers in small 
towns where sales are particu- 
larly tough. Orders are taken by 
mail, on the receipt of a $50 de- 
posit, Leggett declared. 

In a public statement, L. W. 


Willard Battery, 
Electric Merge 


CLEVELAND.—Willard Storage 
Battery Co., of Cleveland, has 
merged with Electric Storage Bat- 
tery Co., of Philadelphia, ending 
Willard’s 5l-year history as a 
corporate entity. 

Willard will operate as a division 
of Electric, according to S. Wyman 
Rolph, president of Electric. C. E. 
Murray, president of Willard, said 
all company officers and oper- 
ations would remain the same. 






Smead, Ford division general sales 
manager, said: 

“The Ford Motor Co. is not a 
participant in any such plan and 
has no knowledge that any Ford 
dealers have agreed to provide cars 
for such a purpose. 

“The company does not condone 
any arrangement which purports 
to offer for sale new Ford products 
by other than authorized Ford 
dealers. Individuals entering such 





Ike Asks Better Roads, 
Delays in Tax Cuts 


WASHINGTON.—In his “state 
of the union” 


Thursday, 
asked Congress: 





arrangements should beware of the 
risks involved.” 


Another Ford official said the 
had 


(See DISCOUNT, Page 119, Col. 3) 


ALLENTOWN, Pa.—The factors 
which caused the consumer finance 
industry to adopt extra-conserva- 
tive lending policies early in 1953 
have been adjusted and there may 
be an easing of loan restrictions 
in the near future, according to 
F. R. Wills, president of General 
Acceptance Corp. 

In reviewing the 1953 perform- 
ance of the consumer finance 
companies, Wills stated, “Once 
again, our industry demonstrated 
constant awareness of its respon- 
sibility to the economic health of 
the country. 

“The consumer finance industry 
has never neglected to act when 
corrective measures were in order, 
and that vigilance will always be 
characteristic.” 

Wills said that increases in out- 
standing consumer credit has al- 
ways been in line with accepted de- 
termining factors such as dispos- 
able consumer income, personal 
savings and national employment. 


“To my mind, an even more 


how far he can safely go in un- 





Easier Credit Seen 


Causes of Cautious Lending Now Adjusted, 
Head of General Acceptance Says 





Wibel Is Retiring 
At Nash; Brown, 
Lee Promoted 


DETROIT.—A. M. Wibel will re- 
tire as vice-president in charge of 
procurement for Nash - Kelvinator 
Corp. to become 
consultant to the 
company, it was 
announced last 
week by George 
W. Mason, presi- 
dent and chair- 


man. 

Wibel is widely 
regarded as an 
authority in the 
fields of ma- 
terials, supplies, 
services, patents 
and contracts. 

Before joining Nash - Kelvinator 
as vice-president in 1943, Wibel 
was vice-president and a director 
of Ford Motor Co. He joined Ford 
in 1912 and was named director 
of purchases in 1927, 

Mason also announced the ap- 
pointments of James A. Lee as 
director of procurement and of J. 
L. Brown jr. as administrative as- 
sistant to George Romney, execu- 
tive vice-president. 

Lee had been director of 
purchases for the Nash division 
since 1946. He came to Nash-Kel- 





A. M. Wibel 





3. A, Lee J. L. Brown jr. 


vinator in 1936 as an air-con- 
ditioning engineer. 

Since 1950, Brown had been in 
charge of the corporation’s defense 
activities. He was factory manager 
of the Sikorsky division of United 
Aircraft before joining } Nash-Kel- 
vinator in 1947. 


Lowell Auto Show 
Dated Feb. 26-28 

LOWELL, Mass.—The third an- 
nual Lowell Auto Show will be held 
at the Lowell Memorial Auditorium 
Feb. 26-28, under the auspices of 
the Lowell Automotive Merchants’ 
Assn. and the Lowell Exchange 
Club, according to James Lowrey, 
association president. 

Last year, there were more than 
18,000 paid admissions to the show, 
proceeds of which went to charity. 
A monster vaudeville show « ac- 
companied the auto display. 








dertaking credit obligations,” he 
added. 


Wills stated that consumer cred- 
it figures show that the combined 
judgments of the finance industry 
and the American consumer during 
the first 10 months of 1953 resulted 
in a levelling off in the rate at 
which consumer credit had been 
expanding. 

He stated, “As the used-car 
market has now been stabilized 
at pre-World War II deprecia- 
tion rates — meaning a large de- 
preciation in the first year of an 
automobile’s life—finance compa- 
nies are less hesitant about mak- 
ing auto loans. We feel that the 
value of cars being financed is 
not excessive, as has been the 
case in recent years. 

“The personal loan business con- 
tinues favorable with no disturbing 
influence at this time.” 

Referring to his company’s oper- 
ations, Wills commented “We are 
confident about the immediate out- 
look. Our total business is expected 
to increase substantially as the 
many offices purchased and opened 
during 1953 begin to contribute to 
General Acceptance’s 1954 volume 
and nrefits,” 
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The power of leaedership is yours with the 


BEAUTIFUL CHRYSLER) 
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A Building 
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10 Miles Long 


Ford Postwar Expansion Equals Such a Structure, 
Costing a Total of $900 Million 


DEARBORN. — If all of Ford 
Motor Co.’s postwar expansion 
program were concentrated under 
one roof, the plant area would form 
a structure 500 feet wide and 10 
miles long and would contain 26 
million square feet. 

Since Jan. 1, 1946, the company 
has spent $900 million to 
modernize and expand and $500 
million-~@: ~e will be needed to 
complete currently planned proj- 
ects. 

The completed projects include 
13 manufacturing plants, seven as- 

sembly plants, 16 parts depots or 
warehouses, and four engineering 
buildings. Some 20 other plants or 
facilities have been enlarged or 
modernized. 

Ford plans to bufi. assembly 
plants at Louisville; Mahwah, N. J., 
and San Jose, Calif. two Dearbort: 
office buildings, a Cleveland engine 


land, and a manufacturing plant in 
Ecorse Township, Mich. 

While the company has been 
improving its industrial facilities, 
it has liquidated many properties 
not directly related to vehicle 
production. These include small 
plants, plant si dwellings, 
stores, an inn, a course, and 
timber, commercial, 


, rubber, 

industrial and residential lands 

throughout the world. 

The program has added to the 
Ford facilities in five segments of 
the automobile business—basic ma- 
terials; castings, engines and 
stampings; small forged and ma- 
chined parts; assembly and distri- 
bution, and offices, laboratories and 
styling studios, 

Basic materials at Ford mean 
primarily iron and steel. Ranking 
among the 12 steel pro- 
ducers in America, Ford is nearing 
the end of an improvement 


plant, a stamping plant at Cleve- | program which has increased its 





ingot steel capacity by about 10 
percent. 

A new ship, the 647-foot S. 8. 
William Clay Ford, added 19,000 
gross tons of ore-carrying capacity 
to the company’s ore supply system 
in mid-August. 

Even with the increased capac- 
ity, the company will buy ap- 

tely half its steel from 
other producers. 

Modernization and expansion of 
foundry, engine and stamping 
plants has been one of the most 
imposing areas of Ford’s postwar 
program. The new technique of 
automation—linking several trans- 
fer-type machines together with 
automatic materials-handling de- 
vices — has been brought to its 
highest point of development in 
the. company’s new foundry, and 

ping and engine manufactur- 
ing operations. 

In Dearborn, the engine and 
foundry division has rehabilitated 
the engine plant, iron foundry, and 
specialty foundry. At Cleveland, a 
new plant began turning out Ford 
six-cylinder overhead valve engines 
in 1951 and soon will begin pro- 
ducing Mercury engines. 

In the metal stamping division, 
the Dearborn stamping plant has 


Nash Dealer Supplies Training Car— 


Floyd Lechlitner (left), of Lechlitner Nash, Goshen, Ind., turns over a Nash States- 
man to Allen Miller, New Paris High School instructor in driver training. 


Forgings now are coming from 
the forge plant at Canton, O., 


opened in 1948 after purchase of 


the 


war-surplus plant from the 


HYATT BARREL BEARING Y 


You’re looking at a cross section of industry’s newest 
find—the bearing that’s built with barrel-shaped rollers! 
Developed by Hyatt, the Barrel Bearing is of true 
dual-purpose design—it takes load from any direction. 
But more than that, the Barrel Bearing is self-aligning 
—and misalignment of supporting parts car not cause 
excessive wear, as it does with ordinary bearings. Now 
in volume production, this new bearing is in the newest 
trucks and busses, in farm, textile and construction 
equipment, and in many types of oil field machinery. 
In fact, if you own a new car there’s a good chance 
that Barrel Bearings are in the wheels and differential. 


YATE 


eee Te 


BARREL FAPER 


for construction equipment and 


many types of new machinery. 


ROLLER BEARINGS 


HYATT BEARINGS DIVISION + GENERAL MOTORS CORPORATION - HARRISON, WN. J. 


government a year earlier. Ma- 
chined parts have been flowing 
since 1949 from the plant, at 
Centerline, Mich. 

At Cincinnati, the automatic 
transmission division has been in 
production since 1950 on Fordo- 
matic and Merc-O-Matic units in a 
plant completed that year and en- 
larged in 1952. This division gains 
another plant at Livonia, Mich., 
next December when Ford com- 
pletes its Army M-48 tank contract. 

The parts and equipment manu- 
facturing division has expanded its 
plants at Monroe, Mich., and at 
Ypsilanti, Mich. 

Ford division placed new as- 
sembly plants in operation at 
Atlanta in 1948, and at Kansas 
City in 1953. 

By the end of 1952, Ford division 
had completed modernization 
programs in assembly plants at 
Dallas, Dearborn, and Long Beach, 
Calif. The Norfolk (Va.) assembly 
plant was placed in operation im- 
mediately after World War II. 

New Ford division parts depots 
have been built since World War 
II at Des Moines, Denver, Houston, 
Seattle, Livonia, Mich., Cleveland, 
Cincinnati, Los Angeles, Memphis, 
Atlanta, Dallas, Richmond, Va., 
Boston, Chicago, and Charlotte, 
N. C. Two depots are presently 
under construction at Teterboro, 
N. J., and Pittsburgh. Eight other 
depots were modernized or ex- 
panded between 1950 and 1952. 

Organizing and equipping Lin- 
coln-Mercury has been another 

major accomplishment since 1946. 
The division has new assembly 
plants in operation at Los 
Angeles, Metuchen, N. J., St. 
Louis and Wayne, Mich. 

A new headquarters building in 
Dearborn for the special product 
division is projected for completion 
in 1955. It will house executive and 
administrative offices and manu- 
facturing facilities of the division. 

The company has announced 
plans for a new 12-story central 
staff office building in Dearborn, to 
be completed in 1955. Another new 
office building is planned in the 
Rouge plant area for staff person- 
nel of five operating divisions. 

Expanding engineering staff 
activity has been paced by the 
construction of Ford’s new re- 
search and engineering center, a 
150-acre development started in 
1946 as a memorial to the late 
Henry and Edsel Ford. Four 
units have been completed. These 
are the styling, dynamometer, 
maintenance, and vehicles test- 
ing buildings. A new industrial 
relations building will be started 
this fall, 

Of all the projects, the Ford 
building which most Americans 
will visit is the Ford Rotunda at 
Dearborn. After two years of 
modernization, the Rotunda was 
reopened June 16, Ford’s 50th an- 
niversary date. By year’s end, more 
than 750,000 visitors had toured the 
structure. 


$1,975,154 Best Estate 

MARTINEZ, Calif.— Clarence L. 
Best, one of the founders of Cater- 
pillar Tractor Co. in San Leandro, 
Calif., left an estate of $1,975,154, 
according to a State inheritance tax 
appraisal. Mr. Best was chairman 
of the board and a member of the 
firm’s executive committee from 
1925 until his death, Sept. 22. 





On the finest cars, the finest 


upholstery, naturally. Naturally, 


genuine leather—on the fine '54 
cars now being introduced. 
To give you the greatest com- 
fort—in winter or summer, on long 
trips or just down to the station. The 
easiest for you to care for, and the most 
difficult for anyone—or anything —to 
damage. Only leather actually improves in 
appearance from month to month, from mile 
to mile. And it adds to the trade-in value of your 


automobile when that time comes. 
Welcome, N. A. D. A. Members e« Booths 8S 
and 986 N.A.D. A. Equipment Exposition, Portico 
Annex, Municipal Auditorium, Miami Beach. 


See what they’re doing with Leather 
January 9 thru 13 


UPHOLSTERY LEATHER GROUP, INC. 
141 EAST 44TH STREET, NEW YORK, 17 N.Y. 
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Delivery and Handling Fees Raised ... ary 


Buick, Ford Hold Price Line 


fers to discuss prices on the basis ,1954 is the new Century series, 
of its six-cylinder models, The | priced just above the price-leading 
V-8 engine, for two decades 4 | Special group and including a four- 
Ford trademark, is ©‘--ed a8 | door sedan, a Riviera hardtop and|! 


‘oe oo “a word poe a station wagon. Price of the four- 
sate” door is $2,520.17. 


not want its prices to suffer by 

comparison with those of its two ee ee 

chief competitors in the low-priced -_ Century models boast a 200- 

bracket, both of which are fielding horsepower engine—“the high- 

only six-cylinder jobs. est horsepower per dollar of any 
ee American car,” according to Ivan 





standard equipment on Roadmaster 
=|cars. Buick’s lowest-priced four- 
door, without these accessories, is 
the Special at $2,265.32. 
s + * 

r announcing Ford’s new prices, 

L. W. Smead, general sales 
manager, said: 

“Despite the fact that we are 
introducing two new engines, an 
entirely new ball-joint front sus- 
pension and many new engineering 
advances on our 1954 passenger 
cars, we are holding the price line. 

“Truck prices, too, remain 
basically the same. However, 
there have been some slight ad- 
justments in suggested list prices, 
ranging from a decrease of $24 





(Continued from Page 1) 


Skylark sports car, whose price 
was hacked by $517 and now is 
$4,483. 

Bidding for a greater share of 
the ever-expanding market in 
such models, Buick in addition 
has shifted its two station wag- 
ons to lower price classifications. 
It now has a Special station wag- 
on at $3,163 and a Century at 
$3,470. Last year’s station wagons 


HE Ford V-8 itself, of course,|}L. Wiies, general manager of 
Reed ~ a at COED TR tho Inte a is not being relegated to a sec-| Buick. of iar ac Ge eee cae” 
carrying Dynafiow automatic trans- oeeaty Se —— o a “tT " a ~ Noting that Buick’s prices Bumper Jack— heavy-duty models.” 
mission and power steering as raed —_ this _ t is Pr would be fundamentally un- aaa tock 4 For this season, Ford is offering 
standard equipment. eee. Sere eee eee changed from 1953, and that This air-operated bumper jack, accord-| it, cars in 14 body styles. Smead 





tomary emphasis as Ford baits its 
sales hook for 1954. 
Ford’s lowest-priced sedan is 


ing to Bay Mfg. Co., Torrance, Calif., has| nointed out that by making both 


‘ 3,000 - pound capacity and can be its si d ht- 
rices, Wil = : 7 six and eight-cylinder engines 

the Mainline six at $1,700.50 en ee tae fet been | ee inches. | available on all models, Ford “has 
” mane 6x 6S , Commer It is equipped with an automatic safety added 10 new models to its 1954 


Chevrolet’s One-Fifty delivers for | accomplished “despite the fact | jock. as wah 4 oe em 
$1,630, and Plymouth’s Plaza for | that our entire line features all- a ssw eC = 


1765. At the bottom of Ford’s es - 1. me a 
aaa ae ia die business coupe at | 2° bodies, with numerous styl- | tinue to be $192.50. Power steering NEWCOMERS to this lineup in- 


9 eae ing and engineering changes, and has been reduced by $43 to $134.40, clude the specially styled Crest- 
ay Pears oe a new 150-horsepower V-8 engine | while power brakes are about the|jine four-door sedan, priced at 
coupe is $1,617.50, in the Special series.” same at $49.50. $1,898 for the six, and the Custom- 
A feature of the Buick line for| Dynaflow, as an option. will con-| Dynaflow and power steering are|line Ranch Wagon, $2,121.50. 
. ‘ In drawing up its 1954 price 
schedule, Ford rounded off its 
suggested factory retail prices 
to eliminate the cents figure and 
made some upward adjustments 
in its provision for Federal tax, 
none of major significance, 
Among new optional equipment, 
Ford claims two exclusives in its 
field—a four-way power seat at 
$64.50 and power lifts for all win- 
dows at $102.20. The latter feature 
is not available on station wagons. 
* - . 


OWER brakes will be a dealer- 


installed item, priced at $35 
plus a suggested service charge of 
$5.50. 


rorD’s new style leader, the 
Skyliner plastic-roof hardtop, is 
priced at $2,164 in the six-cylinder 
line and at $2,240.50 in the V-8 — 
precisely the same as the division’s 
convertibles. 

An interesting development — 
and one that serves as a com- 
mentary on today’s market — is 
the fact that Ford this year pre- 


nore Children sitla 
SUPERIORS 


Chan Cay 6hiir School bud 


four models even were being 








Fordomatic transmission again is 
$184; overdrive, $109.70, and power 
steering, $134.40. 

On all Ford cars and Series 100 
through 700 trucks, the delivery 
and handling charge now is $25, 
up from $15. On Series 750 trucks 
and larger, it is $35, up from $25. 

For Buick dealers, the suggested 
new-car makeready fee on the 
Special series is $35, up from $25; 
on the new Century, $50; on the 
Super, $50, up from $35, and on 





You séll more school buses when ne es Se ae eee ae 
you team your chassis with Superior FOLLOWING is a complete list 


of advertised - delivered prices 
of Ford’s six-cylinder models (for 
V-8 prices, add $76.50): 
MAInLtINnE—Four-door sedan, $1,- 
700.50; two-door sedan, $1,651; busi-- 
ness coupe, $1,548; Ranch Wagon, 
$2,029. 

Customline — Four-door sedan, 
$1,793; two-door sedan, $1,743.50; 
club coupe, $1,753; Ranch Wagon, 
$2,121.50; Country sedan, $2,202. 

CresTLINE—Four-door sedan, $1,- 
898; Victoria hardtop, $2,054.50; 
Skyliner, plastic-roof hardtop, $2,- 


Coaches . . . sold by distributors with 
the largest number of pre-sold pros- 
pects . . . promoted by the largest vol- 
ume of advertising . . . backed by the 
most powerful public relations pro- 
gram .. . recognized for leadership in 
safety engineering . . . preferred 
because of outstanding exclusive fea- 
tures. Get set for record school bus 





sales. Contact a Superior Distributor, 164; convertible, $2,164; Country 

or write direct to either factory, for a 

new 1954 literature and complete (THESE are the advertised-deliv- 

specifications. ered prices of all Buick models 
ws for 1954: 


Specian — Four-door sedan, $2,- 
265.32; two-door sedan, $2,206.88; 
Riviera, $2,305.43; convertible, $2,- 
563.17; station wagon, $3,163. 

Century—Four-door sedan, §$2,- 
520.17; Riviera, $2,538.56; station 
wagon, $3,470. 

Super—Four-door sedan, $2,711.17; 
Riviera, $2,625.56; convertible, $2,- 


strongest link between 
home and school 





‘ 963.59. 
Three Strategically Located Plants wth tea ee ee 


vertible, $3,520.56; Skylark sports 


car, $4,483. 
‘i Bandit in Tow 
aris eoareaanies Alert Wrecker Driver Foils 
Bank Robber 


WILLIAMSVILLE, Ill. — When 
: : : — the State Bank of Williamsville 
em P. Se oe ey was robbed, Joseph Edwards, a 
garageman at Lincoln, IIl., 10 miles 
north, was listening to a police 


see” 


F 
ie 





LIMA, OHIO—The parent factory, 
where Superior Pioneer School Coaches 
are made, is within a half-day's drive 
from Detroit, Flint, and other importont 
chassis centers. Two miles of assembly 
lines. Latest precision moss production 
methods. 


KOSCIUSKO, MISS.—tThe Southern 
Division makes Superior Pathfinder School 
Coaches, and is planned throughout for 
streamlined efficiency that turns out pre- 
cision-built coaches at low cost. In oper- 
ation two years, and Glready expanding 
to meet increasing demand. 


OAKLAND, CALIF.—The Western Di- 
vision helps give unequalled service to 
Superior Coach owners by speeding 
equipment and parts to distributors and 
by providing o depot completely equipped 
with latest repair facilities and manned 
by factory trained mechanics. 





broadcast. 

Learning that the patrol was 
chasing the robber in his direction, 
he drove his wrecker onto High- 
way 66, blocking two lanes. 

A few minutes later, the robber 
swerved around the wrecker into 
a sideroad and overturned, and 
police took him in. 
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Here’s a bow to the world’s finest cars— 





LEAMING new cars are now appearing in thou- 
G sands of car dealers’ showrooms all over the nation. 
These automobiles offer the American motorist a match- 
less combination of virtues. 


Even a partial listing of the advances made by car 
makers in the last few years is mighty impressive. Higher- 
compression engines, power brakes, power steering, and 
highly efficient automatic drives. Air conditioning too, 
has become a reality. 

All these advances add much to the motorist’s safety 
and comfort, but they put an extra burden on his tires 
as well. And there’s no way to foretell what added de- 
mands will be made on them in the future. 

Well, Goodyear tires have more than kept pace with 
the improvements in automobiles. 

In fact, today’s De Luxe Super-Cushion Tires are 
delivering ever-increasing safety and mileage in spite of 


De Luxe StgseeLcushion by 





GOoDsY 





America’s 


1954 Models! 


all the extra demands being put on them. The cost of 
driving a thousand miles on Goodyears today is less 
than half what it was in 1926. 


No wonder then, that car makers are putting more 
Super-Cushions by Goodyear on the new, advanced 
cars than any other kind of tire? Or that car owners 
are buying more Super-Cushions than any other low- 
pressure tire? 


Yes, this year, as in every year for 39 
consecutive years, more people the 
world over ride on Goodyear tires than 
on any other kind. 


This preference for Goodyear speaks 
for itself. It assures customer confi- 
dence when a new car is delivered on 
De Luxe Super-Cushions. Goodyear, 
Akron 16, Ohio. 





EA 
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Super-Cushion, T.M.-—The Goodyear Tire & Rubber Company, Akron, Ohio 
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Swiss Bliss 
U. S. Products to Feature 


Zurich Trade Fair 


ZURICH, Switzerland.—For what 
is described as the first time in 
international history, a European 
trade fair June 12-21, will enable 
American industry to exhibit its 
wares to European markets. 

Swiss businessmen will sponsor 
the American Swiss Trade Fair 
here at Congress House, the largest 
exhibition hall in Zurich. 

American displays are expected 
to cover textiles, chemicals, wood, 
metal and plastics. American office 
of the sponsoring group is Werner 
Gabler Co., 1025 Connecticut Ave. 
N. W., Washington 6, D. C. 






By Joe Callahan 
Staff Writer 
cars given away by dealers 
in their showrooms are “gen- 


W. Utter, acting chief of the indi- 
vidual income tax branch of the 
Bureau of Internal Revenue. 
“Where an individual takes 
a in a contest, complies with 
the conditions 


and as a 
result wins a 
taxable 





Australian Chevrolet Grads Meet— 


Eight alumni of Chevrolet's postgraduate school of modern merchandising and 
management, who operate dealerships in Australia and New Zealand, hold their 
first reunion in Sydney, Australia. Plans were made for another reunion in New 
Zealand. Seated at the near side of the table are (from left), K. V. Clifton; G. 
Washer; A. Hellicar, and F. Blackwell. At the far side of the table are (from left), W. 
Willys), Syracuse, N. Y., has opened | £. Durham; S. Cornick; H. A. Cavanaugh, general sales manager of General Motors 


prize, he derives 
income, for Federal in- 
come tax purposes,” Utter said. 
H. 8S. Helmrich, an instructor in 


Sleeth Opens New Home the Detroit office of the Bureau of 


Sleeth Motors, Inc. (Kaiser- 
study for Automotive News of re- 


its new home. Holden, Ltd.; H. Curtis, and B. V. Clifton, president of the alumni group. cent and past court decisions and 


buretor Vole - Put 
Yourself in Your Customers’ Shoes! 


To acquire the priceless asset of owner loyalty is the goal of 
every motor car manufacturer. Nothing contributes more 
strongly to the attainment of this end than a product that 
delivers lasting satisfactory performance. That’s why it’s just 
good business to specify engine components that maintain your 
standards of quality and service. In carburetors, Stromberg, 
because of exclusive design features and mechanical simplicity, 
is recognized as the carburetor that delivers better performance 
longer. Put yourself in your customers’ shoes and make sure that 
you get lasting performance by specifying Stromberg* carburetors. 


*REG. U.S. PAT. OFF. 


Bendix 


AVIATION CORPORATION 


ECLIPSE MACHINE DIVISION OF 


¢ Standard Equipment Sales: Elmira, N. Y. 
¢ Service Sales: South Bend, Ind. 


Export Sales: Bendix International Division, 205 East 42nd St., New York 17, N. Y. 


Giveaway Cars Taxable 


Autos Awarded by Dealers as Prizes Are Viewed 
As Part of Recipient’s Income 


erally taxable,” according to Lester 


‘| Internal Revenue, has made a 





BIR confidential rulings and has 
concluded: 


“While there have been a few 
exceptions, any prize or award is 
taxable at its fair market value.” 

s e s 


aaa findings indicate 
that when “a contestant per- 
forms any act at all, the giveaway 
car becomes the payment of a con- 
tractual obligation” by the dealer 
and the vehicle is then a part of 
the recipient’s income, 

. act” means precisely that, 
Helmrich said. It could be a citi- 
zen writing his name on a ticket; 
it could be his merely sticking a 
numbered stub into a container, 
and it could be his pulling a 
ticket out of a container. Even 
walking into a dealer’s showroom 
could be construed as an “act.” 


Recent rulings have established 
that essay contest winnings are 
taxable, even when the contest con- 
cerns such civic-minded programs 
as good roads. i 


F COURSE, when a contestant 

pays out money in connection 
with a contest, he automatically 
becomes a “participant” and is 
therefore liable for taxes. 


Furthermore, if an individual 
pays money to enter the contest 
or raffle, there is the chance that 
the donor, (the dealer, in this 
case) can violate state or local 
gambling or lottery laws. 
Michigan, for instance, has an 
old lottery statute that has been 
enforced with a vengeance in re- 
cent months. 

Helmrich declared that the most 
notable exception to the ruling on 
the taxability of prizes are the 
various scholarships and fellow- 
ships that are awarded from time 
to time. 

* = * 

H= ALSO said that categorical 

statements are very difficult 
and suggested that any dealer con- 
templating a giveaway would do 
well to write full details of his 
contest to the local BIR office for 
an Official ruling. 

“While the bureau,” Helmrich 
stated, “is aware of the various 
court decisions on this subject, 
the bureau refuses to follow 
these previous cases, until a like 
case has been decided by the Su- 
preme Court.” 

The only possible way to avoid 
taxes on a giveaway, he continued, 
is to get the car out of the “in- 
come” classification and into the 
“gift” classification. 

Current BIR rules say that any 
object or objects valued at $3,000 
or less and given during a one-year 
period, are “gifts” and therefore 
the recipient is not required to pay 
taxes on this object or objects. 

. e ” 


AG if the recipient performs 
the slightest act in connection 
with the award, it becomes “in- 
come” and ceases to be a “gift.” 

Helmrich said that any dealer 
giving away a car is required to 
file a Form 1099, explaining the 
details. This is strictly an in- 
formation return. 

Any car donated, of course, is 
considered an “ordinary, business 
expense” and can be deducted. 

The “fair market value” of a do- 
nated car has perplexed many per- 
sons. It is now generally agreed 
that if the winner has the car ap- 
praised by three dealers and takes 
the average of the three appraisals, 
he will have its “fair market 
value.” 

© ” = 
[As fall, a Federal judge in 
Louisville ruled that a car 
awarded by Summers - Herrmann, 
Inc., was not taxable because the 
contestants had put no money into 
the contest. 

In commenting on this from 
his Washington office, Utter said, 
“We are of the opinion that the 
U. S. District Court for the West- 
ern District of Kentucky in the 
case of Theo W. and Mary Bates 

v. Glenn, Collector, does not cor- 
onal interpretate the provisions 
of section 22(a) of the Internal 
Revenue Code as applicable to 
that case. 

“The Internal Revenue Service is 
not following the decision in the 
Bates case,” Utter said. 
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—Coming Events= 


Dealers Conventions 

fan. 913 — NADA convention, Miami 
Beach, Floida. 

May 10-11 — Missouri Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri. 

sept. 12-14—New York State Automobile 
Dealers' Convention, Saranac Inn, Sar- 


anac, New York. 
* * * 


Dealers Auto Shows 
Jan. 15-24—Southern California Auto Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 23-30 — Baltimore Automobile Show, 
Inc., 5th Regiment Armory, Baltimore, 
Md 


Jan. 29-Feb. 7— Portland Motor Show 
Portland, Ore. 

Jan. 30- Feb. 7—Greater St. Louis Auto- 
motive Assn., Inc., Exposition Hall, Kiel 
Auditorium, St. Louis. 

Jan. 31-Feb. 6—Syracuse Auto Show, 
Syracuse War Memorial Bldg., Syracuse. 

Feb. 4-7— Greater New York Autorama, 
Westchester County Center, White 
Plains, N. Y. 

Feb. 6-13 — Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Feb. 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium, Milwaukee. 

Feb. 11-13—Endicott Auto Show, Endicott 
EJ Recreation Hall, Endicott, N. Y. 
Feb. 13-21—San Francisco Auto Show, 

Civic Auditorium, San Francisco. 

Feb. 13-2I—Indianapolis Auto Show, Man- 
ufacturers Bldg., State Fair Grounds, 
Indianapolis. 

Feb. 17-2i—4th Annual National Autorama, 
Connecticut State Armory, Hartford, 


Conn. 
Feb. 18-2i—Jamestown Auto Show, James- 
town Armory, Jamestown, N. Y. 


Feb. 20-27 — Pittsburgh Auto Show, Hunt 
Armory, Pittsburgh. 


Feb. 20-28—4Ist Detroit Auto Dealers As- 
— Auto Show, State Fair Grounds, 
jetroit. , 


Feb. 20-28—Washington, D. C. Auto Show, 
D. C. National Guard Armory, Wash- 
ington, D. C. 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March igdensburg Auto Show, State 
Armory, Ogdensburg, N. Y. 

March 13-20—Rochester Auto Show, State 
Armory, Rochester. 

March 13-2I—Chicago Auto Show, Inter- 
national Amphitheater. 

March 26-28—Lewiston Auto Show, Lewis- 
ton, Idaho. 

March 27-28 — Kansas Automobile Show, 
Hutchinson Sports Arena, Hutchinson, 
Kansas. 

April 3-7—Canton City Auto Show, Can- 
ton Memorial Auditorium, Canton, Ohio. 

April 3-11 —Quad-City Autorama, Rock 
Island Armory, Rock Island, Illinois. 

April 17-25—Seattle Auto Show, Seattle 
Civic Auditorium. 

April—Denver Auto Show, Denver Munici- 
pal Building, Denver. ‘ 


General 
Jan. 9-13—7th Annual NADA Shop Equip- 
ment Exposition, Portico Annex, Munici- 
pal Auditorium, Miami Beach, Florida. 


Willys Sales Chief 
Cites Untapped 
New-Car Market 


There will be a vast new-car 
market for the ambitious auto 
dealer as long as 17,000,000 Ameri- 
can families still 
don’t own a car 
even though most 
of them could af- 
ford it, according 
to Roy Abernethy, 
Willys sales vice- 
president. 

“Economic 
surveys point 
out,” Abernethy 

> says, “that con- 
Lb sumer credit was 

Roy Abernethy never healthier. 
Four of every 10 American families 
have no consumer financing debt 
at all and their holdings are nearly 
nine times the total of their out- 
standing debts.” 


Of car-owning families, 89 per- 
cent own only one car, indicating an 
untapped market for dealers selling 
pec Aero Willys line, Abernethy 
said. 


“This is not just a theoretical 
market,” he added, “for Willys 
sales studies show that selling the 
Aero Willys line to families already 
owning one car accounted for a 
substantial part of the 130 percent 
gain in Aero Willys sales during 
the first six months of this year 
compared with the same 1952 
period.” 


Commenting on the sale potenti- 
alities of the Willys Jeep and other 
utility vehicles, Abernethy sug- 
gested his distributors re-examine 
the “rich farm market, where 29 
percent of the nation’s farmers are 
still operating without either a car 
or truck.” 








Yancey Names Ferrell 
Tom Yancey, Inc. (Lincoln-Mer- 
cury), Kingsport, Tenn., has an- 
nounced the appointment of A. 
as sales manager. 





Jan. 9-13— NADA Truck Equipment Ex- 
position, Miami Beach, Florida. (Held 
in connection with NADA convention.) 

Jan. 10-13—American Road Builders Assn. 
Annual Meeting, Chalfonte - Hadden 
Hall, Atlantic City, New Jersey. 

Jan. 11-13—Truck Trailer Mfgs. Assn. An- 
nual Convention, Boco Raton Hotel, 
Boca Raton, Fla. 

Jan. I1-15—Society of Automotive Engi- 
neers (Annual Meeting and Engineering 
Display). Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Jan. 21-26— GM Motorama, Waldorf-As- 
toria, New York. 

Jan. 23-31 — Second Annual World Motor 
Sports Show, Madison Square Garden, 
New York City. 

Jan. 28-29—I5th Annual Meeting, National 
Council Private Motor Truck Owners, 
Inc. Conrad Hilton Hotel, Chicago, Ill. 

Feb. 6-14—GM Motorama, Dinner Key Ex- 
position Hall, Miami. 

Feb. 8-l1—Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, Chicago. 


















Mt. Vernon, Ill. 


NOW HAS 100% SERVICE ABSORPTION 


C. C. Wagner, Owner of C. C. Wagner Motors, Nash dealer in 
Kannapolis, North Carolina. 


“Our paint shop now ac- 
counts for 50% of the dollar 
volume of our service work. 
It’s the most trouble-free 
part of the business.” 


SERVICE ABSORPTION UP! 


Bert Holman, General Manager, Holman Motor Company—Ford dealer, 


March 2-4—Society of Automotive Engi- 
neers (National Passenger Car, Body, 
and Materials Meeting), Statler Hotel, 
Detroit. 

March 4-7 — Pacific Automotive Show, 
Seattle Civic Auditorium. 
March 6-14—GM Motorama, 
Auditorium, Los Angeles. 
March 27-Apr. 4—GM Motorama, Civic 

Auditorium, San Francisco. 

April 5-7—American Society of Lubrica- 
tion Engineers, Netherlands-Plaza Hotel, 
Cincinnati, Ohio. 

June 6-l1—Society of Automotive Engi- 
neers (Summer Meeting), Ambassador 
and Ritz-Carlton Hotels, Atlantic City, 


Pan Pacific 


N. J. 

August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 12-16—Society of Automotive Engi- 
neers (National Tractor Meeting), 
Schroeder Hotel, Milwaukee. 

Sept. 15-17 — National Petroleum Assn. 
(52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Week of Oct. 18—Society of Automotive 
Engineers, National Transportation Meet- 
ing), Boston, Mass. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Nov. 4-5—Society of Automotive Engi- 
neers (National Fuels and Lubricants 
Meeting), Mayo Hotel, Tulsa, Okla. 


“Paint department makes 
difference between profit 
and loss on service—in fact, 
during spring and summer 
the labor sales in the paint 
department exceed all other 
service labor sales.” 







50% OF ALL SERVICE WORK 
IS DONE IN PAINT SHOP 





“The addition of a paint and 
bump shop has boosted our 
service absorption. The labor 
sales go a long way toward 
adding revenue to help pay 
the overhead—to say nothing 
of the volume in added parts 
sales. All this is possible with 
a low inventory of paint, a 
compact paint shop, and 
time-saving products.” 






























New Packard Dealership in Meriden— 

Packard Meriden (Conn.), Inc., is a new firm set up by Anthony Maisto (center), 
president. With him at the franchise signing ceremony are C. H. Noll (left), assistant 
zone manager, and C. H. Evans, zone manager. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 










Your Paint Shop 


Can Pay You 
More In ‘54 


HERE’S HOW TO INCREASE 
VOLUME AND PROFIT: 





Your paint shop can make more money for 
you. The Acme field man in your area wants 
to show you how. He is a practical refinishing 
expert with all the facts on profitable paint 
shop operation. Contact your Acme jobber—or 
write us direct—and he'll come to you. For the 
complete story behind the three at left, ask him, 
or us, for the latest copies of Acme’s new bulletins, 
MAKE PAINTING PAY. 



















AUTOMOTIVE 
FINISHES 


GME 


8250 St. Aubin Detroit 11, Michigan 
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Beauty-graced) 


... with seat cover trim in new “Gold” | 





Seat covers trimmed in the handsome Gold and Silver lines of Jason Sealtuft* 
stitchless quilted plastic are matchless for beauty and smart appearance. 
Important—because Sealtuft beauty is the key to more sales . . . more profits 
for you. 

This attractive, heavy-duty trim—made with famous Monsanto Ultron 
vinyl film—provides the styling and quality appearance that impels proud 
car owners to “dress up” the inside of their cars, too, with seat covers 
purchased from you. And beauty’s not all, for Sealtuft is built for good 
looks and hard wear: its Ultron surface is tough, long-lasting ... colorfast 
... and cleans easily with just a damp cloth. 

Jason’s Gold and Silver Sealtuft trim—made with Ultron—appears on 
many of the finer automobile seat cover sets. For the names of seat cover 
manufacturers who will be happy to serve you, please write: The Jason 
Corporation, Hoboken, N. J. “Reg. U.S. Pat. Off. by The Jason Corporation 
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MONSANTO CHEMICAL COMPANY, Plastics Division 


MON SANTO Springfield 2, Massachusetts 





SERVING INDUSTRY ...WHICH SERVES MANKIND 
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Litchfield Gives Key to Highway Problem . . : 
Local Action Makes Good Roads 


AKRON.—The missing key to a 
solution of our staggering highway 
problem is an aggressive organiza- 
tion at local levels so that public 
demand for action can be aimed at 
specific rather than general tar- 
gets, according to P. W. Litchfield, 
chairman of Goodyear Tire & Rub- 
ber Co. 

Declaring that the highway 
problem is beyond the average 
comprehension, Litchfield said, 
“The total national problem is but 
the sum of a multitude of local 
and smaller problems, These we 
can grasp because they confront 
us at every turn. 


“The total national problem can 
be solved only as we solve the 
multitude of local problems. If we 
are to solve our local problems, we 
will have to get action at the city, 
county and state levels, And if we 
do this, we will have just about 
solved the total national problem.” 


He said known local bottlenecks 
should be tackled first. 
Litchfield said wide popular sup- | 











DELCO RADIO 


port for better streets and high- 
ways is recognized at the local 
level and that this sentiment must 
be organized and directed so that 
its full force can be exerted at 
those points where enabling legis- 
lation is enacted and contracts for 
actual construction is awarded. 

He said the U. S. highway 
problem is “so glaring, so urgent 





British Vehicle Exports 


Top U. S. by 47 Pet. 


LONDON.—Britain was the 
world’s biggest exporter of motor 
vehicles in 1952, exceeding United 
States foreign sales by 47 per- 
cent. 

British exports during the year 
totaled 438,305 units, including 
309,882 cars, 124,212 trucks and 
4,261 buses, The United States 
shipped a total of 297,251 units 
abroad, including 141,026 cars, 
151,772 trucks and 4,453 buses. 





and so important to our eco- 
nomic progress that it has 
aroused public sentiment to a 
high pitch. And yet we permit it 
to grow bigger and bigger by 
the day.” Litchfield said that 
this paradox contained the fol- 
lowing basic elements: 

1. Mobility is the very hub of 
America’s amazing economic prog- 
ress. Swift and economical move- 
ment of goods and people from 
place to place is absolutely vital, he 
said. But unless streets and high- 
ways are adequate to the load, he 
said, mobility is sharply restricted. 

2. Eighty percent of the cross- 
country traffic is carried on 20 per- 
cent of the highway system, And 
this 20 percent has deteriorated in 
an alarming fashion. 

8. There are a great many 

studies on where and how to 
make highway improvement, Yet 
these studies are gathering dust. 

4. The highway death toll is 
appalling; losses traceable to traf- 
fic congestion are estimated to run 
into billions of dollars each year; 








Dealer's Gift to Technical School— 


An automatic drive transmission and torque converter is presented to the Long 
Island (N. Y.) Agricultural and Technical Institute by Michael J. Pangia (left), Stude- 


baker dealer in Farmingdale, N. Y. 


D. W. Allee (right), assistant director for indus- 


trial technical education accepts the gift, while Joseph Gibbons, an instructor, looks on. 





property damage due to highway 
accidents is tremendous. 

5. American vehicle production 
has climbed, and will continue to 
climb, to unexpected heights, There 
are 53,000,000 vehicles on U. S. 
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New Signal-Seeking Tuner-—the 
greatest step forward in auto radio- 


is Delco Radios alone! 


An exgfusive General Motors development, 
Delcof Signal-Seeking Tuner finds a station 
and funes it to pinpoint accuracy . . . does it 


eleftronically and automatically. A finger 


next station is lined up 
listening pleasure . . 


a new standard—it tunes 
better but safer than you 


fuch on the selector bar (no dials or knobs 
o twist) and in comes a station, tuned to 
hairline perfection. Another touch and the 


correctly for your 


. and so on across the 
dial. The Delco Signal-Seeking Tuner sets 


not only faster and 
can do it yourself, 


for there is no need to shift your eyes from 
road to radio when you wish to select a 
station. A Delco Radio exclusive, the amazing 
Signal-Seeking Tuner gives you perfect 
tuning—safer tuning—wherever you drive. 
Available on several fine American cars. 
Ask your car maker about it. 


AUTO RADIO 


KOKOMO, 


INDIANA 


roads now and there will be many 
more a few years hence. 

6. The public is willing to pay 
for the needed improvements, This 
has been demonstrated by the 
financial success of the toll-road 
projects and the overwhelming ap- 
proval of recent highway bond 
issues. 

“Quite obviously,” Litchfield 
continued, “we must increase the 
carrying capacity of our high- 
ways and we dare not waste time 
in getting at the job. 

“Equally obvious to any observ- 
ant driver is the fact that there 
is much room for improvement in 
the management of existing street 
and highway facilities,” he said. 
“This opportunity is especially ap- 
parent in our urban areas where 
parking and poor routing of traffic 
contribute to snarls and reduce the 
potential carrying capacity of these 
streets.” 

He declared that more thought 
must be given to urban planning. 
In planning cities of the future, he 
said, full consideration must be 
given to the movement of traffic. 

Attacking the traffic problem 
from another point, Litchfield 
said, “Undoubtedly, too, in the 
most acute centers of congestion 
—the downtown business sec- 
tions of almost every city—we 
will have to improve our facili- 
ties for mass transportation, so 
that more people can get to 
where they want to go with 
greater convenience.” 

He asserted that many are likely 
to become emotional about our 
present troubled situation and be- 

gin looking for a scapegoat. 

“The trucking industry,” he con- 
tinued, “offers a target for such 
barbs. But let’s not delude our- 
selves. The punitive approach will 


| never solve this problem. Re- 


searchers have developed the sig- 
nificant fact that the chart line 
of our gross national product, that 
is, the general state of business, 
varies along lines parallel to the 
flow of traffic at certain key spots 
in our highway system. 

“To reach higher levels of na- 
tional product, which is to say, to 
continue our economic progress, we 
will have to have more highways, 
rather than less traffic.” 

Litchfield said that one of the 
greatest obstacles to progress in 
highway improvement is the 
matter of cost. He estimated that 

the cost of Federal highway im- 
provements was about $40 billion 
and said county and city streets 
would cost untold billions more. 

“But let me remind you,” Litch- 
field concluded, “that the cost of 
not having adequate highways is 
actually proving much more stag- 
gering than the cost of providing 
them. . . . We pay for good high- 
ways, in one way or another, 
whether we have them or not, 

“America did not become great 
by ducking big problems and we 
can’t continue great if we try to 
duck this one.” 


Chrysler for Cooper 

Cooper Motor Co., headed by F. 
W. Cooper, has taken over the 
Chrysler- Plymouth dealership in 
Oakland, Calif., formerly headed by 
G. H. Forman. Forman will retain 
the Chrysler- Plymouth dealership 
in Berkeley, Calif., under the man- 
agement of his son, William For- 
man, 














L: te-Model Cars Surveyed was 


Octane Needs Found 
Steady Over 3 Years 


CHICAGO. — The octane number 
requirements of postwar cars 
showed no change between 1949 
and 1951, and limited data indicate 
that even after the initial 3,000 
miles of operation the octane 
number requirement continued to 
increase for several thousand miles. 


These are some of the con- 
clusions of a report on antiknock 
requirement submitted at a 
national fuels and _ lubricants 
meeting of the Society of Auto- 
motive Engineers by H. W. Best, 
of Yale University; Leonard Ray- 
mond, of Socony Vacuum Oil Co., 
and R. K. Williams, of General 
Motors’ research division, 


Other conclusions are: 

1. As in the 1949 survey, no signi- 
ficant differences in requirement 
were found among cars located in 
the eastern, central and west coast 
areas of the U. S. 

2. Maximum octane number re- 
quirements measured in terms of 
research octane numbers of com- 
mercial type and severity reference 
fuels for the car population as a 
whole are within two octane 
numbers of the requirements 
measured in terms of primary 
reference fuels. 

3. Maximum knock occurred most 
frequently in the speed range of 
750 to 1,400 revolutions per minute. 
The percentage of cars showing 
maximum requirements above 1,400 
r.p.m. increased from 22 percent in 
1949 to 29 percent in 1951. 

4, The percentage of cars using 
regular grade fuel which were 
found knocking was consistently 
greater than the percentage for 
cars using premium grade fuel. 

5. A comparison of the individual 
makes tested in 1952 showed a 
range of from zero to 70 percent in 
the percentages having maximum 
requirements at part throttle. 

6. The maximum requirements 


Midwest Found 
To Own Bulk of 
Farm Vehicles 


TOPEKA, Kans.—The farmers in 
15 midwest states own 56 percent 
of all the farm-owned automotive 
units in the U. S., a magazine 
survey indicates. 

“The Subscribers to Capper’s 
Farmer Report on Automotive 
Equipment” also says that each 1,- 
000 subscribers to Capper’s Farmer 
own 1,141 cars, 676 trucks and 760 
tractors, Seventeen percent of the 
truck owners reported having two 
or more, and 37 percent of the 
tractor owners reported at least 
two tractors. 

And its little wonder. Capper’s 
estimates that today’s tractor and 
associated equipment save each 
farm about 850 man-hours per year. 

Favorable farmer buying habits 
are indicated by the survey, which 
shows that more than half of 
today’s farm cars were purchased 
in the last 2% years. Four out of 







for one 1952 make in which a 
manual transmission was used were 
approximately four octane numbers 
higher than for identical models 
using a torque converter trans- 
mission. 

The 1951-52 tests comprise data 
on 753 cars. The octane number re- 
quirements were studied during ac- 
celeration under level road con- 
ditions. 

Requirements were measured in 
terms of two series of fuels, se- 
verity reference fuels and com- 
mercial type gasolines, in addition 
to the primary reference fuel 
blends. 

The 1951 survey differed from 
the 1949 survey in that no fewer 
than 10 cars of each make were 
tested to obtain more represent- 
ative data for cars comprising a 
small percentage of the total 
registration. 

The data were evaluated statisti- 
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Westbrook Chevrolet Opens Showroom— 


About 7,000 persons jammed the new showroom and service department of West- 
brook Chevrolet Co., Dunn, N. C., at its recent opening. A used-car lot is adjacent to 


the showroom. 





cally by weighing the distribution 
of requirements for the various 
makes according to registration 
figures. The fact that the distri- 
bution curves are practically 
identical indicates that, in terms of 
primary reference fuels, the octane 


number requirements of postwar 
cars did not change between 1949 
and 1951. 

To obtain information on the ef- 
fects of age and use on change in 
octane number requirements, cars 
of the same model years were 


17 


tested in succeeding surveys. With 
few exceptions, each car had at 
least 3,000 deposit miles. The 1950- 
51 models showed an increase in 
average requirements of from one 
to three octane numbers between 
the surveys of 1951 and 1952, 


These data indicate that after 
the initial 3,000 miles of operation 
octane number requirements con- 
tinue to increase for several 
thousand miles. 


The octane number requirements 
in cars using torque converter 
transmission were four numbers 
lower than those obtained on cars 
with standard transmission. This, 
the authors explain, probably is 
due to the fact that automatic 
transmission does not permit full 
throttle operation at low engine 
speeds where maximum knock oc- 
curs with syncromesh transmission. 


Each car was first tested on the 
fuel in its tank to determine 
whether it knocked. In addition, 
car owners were questioned as to 
whether they had observed any 
knock, It was found that the per- 
centage of cars using regular grade 
gasoline, which were knocking, was 
greater than the percentage found 
knocking on premium gas. 





ata FINANCING 


ea. 


Automobile Dealers who finance their own time sales 
or have a discount pian earn a profit on the sale of 
the vehicle and on the financing, but there are three 
more important profits they should be earning and 
can earn with the Resolute Pian. 





PROFIT ON REPLACEMENT VEHICLE 


When a total loss occurs, you receive your full profit 
_ on the new or used replacement vehicle sale, in addi- 
tion to the profit made on the original sale. 


If you finance the cars you sell or have a discount 


» 





seven were purchased new. 

According to the report, sedans 
are the favorite body style, followed 
by coupes and station wagons in 
that order. Twenty-one percent of 
the farm auto owners own two or 
more cars, compared to about 12 
percent of all U. S. owners. 

The marketing study reports that 
the average farmer drives his car 
10,000 miles a year, and that 67 
percent of these miles are on farm 
work. 

Midwest farmers are said to be 
big customers for repairs, services 
and accessories. In the year pre- 
ceeding the survey, 25 percent of 
the farmers purchased piston rings 
for their vehicles. 

Copies of the survey are available 
to those who write on their compa- 
ny letterhead to Victor Hawkins, 
Director of Research, Capper Publi- 
cations, Inc., 912 Kansas Ave., 
Topeka, Kans. 


Whitton Sells to Winfield 


Ray Winfield has purchased the 
interest of his partner, Sidney A. 
Whitton, in Xenia Nash Sales, 
Xenia, O. 


MAXIMUM COMMISSION 


The first of these is maximum insurance commissions. 
How would you like to earn commissions in excess of 
40% on the comprehensive, fire, theft, collision, tow- 
ing and road service insurance written on these vehi- 
cles? This includes vehicles sold on a cash as well as 
a time-sales basis. 


Here are a few examples of the earnings of automo- 
bile dealer-agents using the Resolute Plan: A dealer 
in Ilinois received 61% commission. Another in Rhode 
Island received 58%. Here are a few more: Alabama, 
40%; Georgia, 51%; Virginia, 51%. The names of 
these dealers are available to you upon request. 


These commissions represent an increase of 50% to 
100% more in commissions than auto dealer-agents 
would receive from any other source. Commissions 
earned by Resolute's auto dealer-agents in the past 
12 months exceeded $5,000,000. 


100% OF PARTS AND REPAIRS 


The second profit comes from receiving 100% of the 
parts and repair business when a loss occurs to the 
vehicle you originally sold. As a Resolute producer, 
this all goes to you. Customers who purchased their 
cars, and secured their financing and insurance through 
your organization, always you to do their re- 
pair work. You are given draft-signing privileges for 
quick settlements of losses. 


plan, find out about these additional profits available 
to you with the Resolute Plan. No cost or obligation. 
Send the coupon below today, for the whole story. 


RESOLUTE BUILDING 


Please send me, without cost or obligation, more in- 
formation about your plan for receiving maximum 
insurance commissions on the cars we finance or sell 


for cash. 


NAME Feugtibeatieas sshaais 


RESOLUTE INSURANCE COMPANY 
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Take it from these Studebaker dealers . .. 


“Our |Ifqi promotion created a 


president (at left in photo with Burt Rosenblatt), “that 
LIFE Magazine is the best means of letting the pub- 
lic know about our product. And since so many people read 
LIFE in our neighborhood,* we thought it would be a good 
idea to tell our neighbors—by way of a LIFE promotion— 
that we had the products advertised.” 


*In the Boston area, to be exact, 44.0% of all house- 
holds read a single issue of LIFE. In the course of 13 
issues, 78.3% of all households read LIFE.t 


AT THE LOCAL LEVEL — with his “Advertised-in-LIFE” 
promotion, Jack J. Shapiro literally “signed his own name” 
to the Studebaker advertising in LIFE. 


““Because of this LIFE promotion,” he reports, “the pub- 
lic came to our showroom, bought new Studebakers, and 
the comment about our way of advertising in LIFE Maga- 
zine was just terrific.” He adds: “We look forward to more 
tie-ins with LIFE in the months to come.” 


Seavey Motors (Dorchester, Mass.) staged an “Advertised- 
in-LIFE” promotion—and soon had orders for more cars 
than they could deliver during the next full month. 
“We believe,” writes Jack J. Shapiro, Seavey Motors 
? 
| 
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areal sensation 1n this town! 


CAR-STOPPER: Every automobile dealer has the problem of 
keeping his windows looking exciting and inviting. Here’s how an 
‘‘Advertised-in-LIFE” promotion helped solve the problem for 
Stu Robison Motors, Inc., of Tujunga, Calif. Owner Stuart W. 
Robison reports: 


“It was great—really created a sensation in town. The materials 
blended with the color scheme of our showroom; the pictures were 
superb. We hope we can work with you again.” 


In mapping out a promotion that would cash in on 
LIFE’s tremendous local coverage,** Mr. Robison 
(left, in photo) worked closely with Don Uhlenhopp, 
one of LIFE’s retail representatives. Result: a pro- 
gram of proved effectiveness, custom-tailored to the 
needs of Stu Robison Motors, Inc. 


**I iy the Los Angeles area, to be exact, 27.4% of all 
households read a single issue of LIFE. In the course 
of 13 issues, 64.2% of all households read LIFE.t 





Coast to coast . .. every month of the year, 


BIW3 is the No. 1 choice for selling cars 


-3 


Ww ARE America’s automobile manufacturers now 
investing more new-car advertising dollars in LIFE 
than in any other magazine? 

The answer is this: LIFE has the greatest weekly read- 
ership in all magazine history. A single issue of LIFE 
reaches 11,880,000 households—or one in every four 





in the U. S.+ 
These 11,880,000 households represent 39% of all the 
9 Rockefeller Plaza, New York 20, N. Y. U.S. households who bought their cars new—and 30.4% 


of all car-owning households in the nation. 

And over the course of 13 issues, the LIFE household 
First in advertising revenue audience grows until it includes 26,450,000 households 
First in new-car advertising —or 3 out of every 5 in the U. S.f 


tSource: A Study of the Household Accumulative Audience of LIFE (1952) and A Study 
of Four Media (1953), by Alfred Politz Research, Inc. A LIFE-reading household is 
one in which any member, aged 20 or over, has read one or more of 13 issues. 


First in circulation 


Affecting Factories and Dealers .. . 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 

The old question of whether new- 
car dealers should be forced to pay 
a national rate on advertising in 
their hometown newspaper proba- 
bly took up about as much space in 
this column over the last year as 
any item in the field—except pro- 
motions and appointments of new 
ad managers in the industry. 

A discussion among ad man- 
agers attending the Interstate 
Advertising Managers Assn. in 
Annapolis, Md., last October 
showed a difference of opinion 
on the answer to the rate 
problem. 


Several papers admitted they 


| would give or are now giving local 
dealers the local rate on new-car 
advertising. Others defended the 
national rate as an “established 
practice,” discontinuance of which 
“would have serious consequences.” 

The Gannett chain of newspapers 
in New York State reasoned that 
the new-car dealer should not be 
given the local rate on _ the 
grounds that he is a kind of manu- 
facturer’s “intermediary” who isn’t 
really an independent. merchant, 


but a sort of temporary middle- 
man. 

The newspaper chain said the 
dealer is in business only as long 
as the factory cares to keep him 
there, and then is controlled by 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY 


GENERAL OFFICES & FACTORY—ELYRIA, OHIO + BRANCHES—BERKELEY, CALIF., OKLAHOMA CITY, OKLA. - 
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the manufacturer to a far greater 
degree than any other retailer. 

The New York State Automobile 
Dealers News termed the article a 
“powerful indictment of the auto- 
mobile industry as an unique relic 
of the master-and-slave economy 
of the Middle Ages.” 


Top level advertising appoint- 
ments and promotions were proba- 
bly the second most important 
events to be written in this space 
during 1953. They were as follows: 

JaNuary—Chrysler named J. Fred 
Mitchell, a vice-president of A, Rae 
duBell & Co., Wilmington, Del., di- 
rector of public information at the 
Chrysler Delaware tank plant. 

Fesruary — Fisher Body an- 
nounced the appointment of James 
P. Wines as general director of 
public relations and advertising, 
succeeding William S. McLean, 
who was granted a leave of ab- 
sence due to illness .. . Albert G. 


. 


me 


assumed full direction of Mack’s 
public relations program. 

April—J. P. Schaupner was pro- 
moted to director of sales organi- 
zations’ publications, customer 
relations, special activities oper- 
ations and special product show- 
ings of Cadillac. H, E,. Faulkner 
succeeded Schaupner as director 
of public relations. i 
June — The Hyatt Bearings di- 


A. G. Crockett 
Motors named 


J. P. Wines 
vision of General 


Crockett, Mack Truck executive, Charles C. Wardell as advertising 
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manager, succeeding the late Harry 
M, Carrol. 

Juty — T. J. Henry was namec 
advertising manager of Lincoln 
Mercury. 

August—Harry W. Holdsworth 
was named advertising manager 
of the New Departure division of 
GM, succeeding Carleton B. 
Beckwith, who retired. 

SepremBer — Fred W. Adams, 
former Packard ad manager, was 
named advertising manager of the 
Kaiser-Willys division. 

NovemBer — Robert W. Emerick 
was named director of public re- 
lations at Pontiac. Bedford C. Culp 
succeeded Emerick as_ regional 
manager in Indianapolis, and Gay- 
lord M. Coffin succeeded Culp as 
Detroit region public relations 
chief. 

DecemBer — Jack W. Minor was 
named director of advertising and 
merchandising at Dodge. 

Other highlights of the past 
year were: 

Most Humorous — Kaiser’s good- 

| natured apology for running an ad 

in several national publications, 
placing Boulder Dam in the wrong 
location. 

DeatHs—Karl H. Bronson, 59, di- 
| rector of advertising and sales pro- 
motion for DeSoto... C. P. Fisken, 
| 60, ad manager of Chevrolet from 
1934 to 1946 .. . Harry M. Carrol, 
advertising manager of GM’s Hyatt 
Bearings division. 
| Biccest WisH—A most happy and 
| prosperous 1954 for everyone in the 
advertising and public relations 
fields. 


* * * 


Grant Ups Moyer, Mulock 

| Sheldon Moyer and E. McCord 
Mulock jr., have been named vice- 
presidents of Grant Advertising, 


Sheldon Moyer E. M. Mulock 


Inc., it is announced by Will C. 
Grant, president. 

Moyer, who had been director of 
public relations in the Detroit 
office, becomes group chief on the 
Dodge car account at Detroit. Mu- 
lock will continue to serve as copy 
chief on the same account. 

* * * 
Geyer Promotes Four 

Geyer Advertising, Inc., has an- 
nounced the promotion of four staff 
members. 

John Geyer has been named as- 
sistant general manager; John 
Henry has been transferred to the 
Detroit office to be account execu- 
tive for Nash; Anthony La Sala 
will assist Sam Ballard in super- 
vising the Nash account in the New 
York office, and Leslie Van Cleve 
is New York office manager. 

Geyer had been serving as assist- 
ant secretary and director since 
1949. Henry formerly was New 
York account executive for Nash. 
La Sala, previously assistant to the 
general manager, was elected vice- 
president in 1952, and Miss Van 
Cleve was in charge of office per- 


sonnel. 
x * * 


Kiwi Polish Picks Geyer 


Kiwi Polish Co., Ltd., Philadelphia, 
has appointed Geyer Advertising, 
Inc., to handle its advertising. 

~ * + 


Metro Comics Calendar 


Metro Sunday Comics’ latest 
promotion piece is a miniature 
1954 calendar—each month illus- 
trated with an original full-color 
drawing by a cartoonist. 

Made to stand on a desk top or 
hang from a wall, the calendar 
will have its first distribution at 
Metro’s annual *comics party to- 
morrow (Dec. 29) at-New York’s 
Waldorf-Astoria Hotel. An exten- 
sive mailing will be made during 
the following week, officials said. 

. + = 


Time Reassigns Six 

John McLatchie, director of ad- 
vertising for Time, has announced 
new assignments for six members 
of the magazine’s advertising sales 
staff. The assignments include: 

James G. Downward, New York 
ad manager, to assistant advertis- 
ing director; Garry Valk, assistant 
to the advertising director, to east- 

(Continued on Page 108, Col. 3) 
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facturers, progressive dealers and proud car owners for a Mee 
over twenty-five years! The BLUE CORAL liquid and the Bri SP J 
BLUE CORAL preservative sealer are a combination of pre- Ls 

cious ingredients, designed to work together in bonding 

surface elements of a car’s finish, preserving its innate lustre 

and protecting it against extreme changes of climate, rain, 


snow and road film. If you aim to build a busy, prosperous 


car service department . . . if you’re setting your sights on 


repeat business . . . recommend periodic BLUE CORAL Ch,  Paalay soeh, (l 


TREATMENTS to your customers today! 


© 19§4—H.D.7. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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NADA Clinic Looks at Year Ahead... 


Sales Success Called Vital 


Following are talks made 
dealers at the NADA seneeuiios 
sales management clinic. The 
clinic was held Monday (Jan. 11). 


Opening Remarks 


by 
John H, Lander 
Lander Motors, Inc, (Dodge), Atlanta 
Sales management is today, in 
my opinion, the most important 
phase of any dealer’s operation and 


American Bosch Building 


New Mississippi Plant 

COLUMBUS, Miss. — Work is 
under way here on a new branch 
plant for American Bosch Corp. 
The new factory, of approximately 
100,000 square feet is scheduled to 
be completed Apr. 1, 

Initially, the plant will manu- 
facture high - volume automotive 
products such as voltage regulators, 
electric windshield wipers, and 
small motors. W. C. Robinson, vice- 
president, is in charge of the 
Columbus operation. 








FUEL THE LATEST 


Standard of the World’ 


one which merits a lot of immedi- 
ate thought, study and decisive 
action, 


Any dealer who plans to stay 
in business during 1954 and for 
years to come must face the fu- 
ture with a well-organized and 
well-trained sales force, This ap- 
pdies to any sized dealership, 
whether it employs one salesman 
or dozens of salesmen. 


We are now admittedly in what 
we used to call a competitive mar- 
ket—one which in prewar days 
would be called “normal.” But 
many, many dealers have made no 
preparation for the return of 
“normal” business in our industry. 
Maybe there’s been no big need, up 
to a few months ago, to get ready 
for this market. Maybe it’s been 
more pleasant to sit back and 
dream of the continuation of the 
easy way of running a dealership. 

But don’t be fooled, Brother, the 
day is here—and whether you’ like 
it or not, you’d better take up a 
notch in your belt, get down to one 
yacht and get busy building up a 





real sales organization, or you’ll be 
run over by the hard-working com- 
petition you’re going to have from 
now on! 

* € * 


Planning Panel 


In making our plans for this 
sales management panel, it was 
decided to hold the number of 
speakers down to a minimum of 
three, selecting one from a ‘large, 
one from a medium-sized and one 
from a small dealership. 

Very modestly, I claim to have 
a large dealership. Through the 
help of NADA members, I was 
told about our other two panel 
members, and advised that both 


Yeager Gets NADA Post 


Earl Yeager, president of Lincoln- 
Mercury Sales, Bluefield, W. Va., 
has been elected by the Lincoln- 
Mercury dealers in West Virginia 
as their representative to serve on 
the newly activated national Lin- 
coln - Mercury advisory committee 
of NADA. 


No ordinary carburetor can do justice to the super power 
of the brilliant Cadillac Le Mans. It is significant, 
therefore, that two standard 4-Jet Rochester Carburetors 
were chosen to fuel the mighty motor of this latest “Standard 
of the World.” Significant, too, is the fact that more and more 
motor cars are depending on Rochester Carburetors for 


greater performance plus outstanding economy. 








Training Cars for 2 Mass. Cities— 

Cape Ann Motors, Inc. (Ford), Gloucester, Mass., has presented to Gloucester and 
Rockport one training car each for use in high-school driving courses. Among those 
shown are Richard L. Ranger (third from left), Ford Motor Co. representative, and 
George Stevens (third from right), sales manager of Cape Ann. 


Vince Baker from Pueblo, Colo., 
a medium-sized operator, and Ed 
Kossman from Cleveland, Miss., a 
small dealer, could make out- 
standing presentations on the 
subject of sales management. 

When -these gentlemen—together 
with convention committee mem- 
bers—met in Atlanta several 
months ago, we were delighted to 
find out that Vince Baker had a 
visual presentation on the subject 
of sales and sales training that he 
had been using in his part of the 
country. 

We enthusiastically agreed that 








Codec Mans Powered by a 250-bp 


V-8 engine, this Cadillac experimental sports car is as 
breath-taking in performance as it is in beauty. 


ROCHESTER PRODUCTS 


DIVISION OF GENERAL MOTORS 


ROCHESTER, 


N.Y., U.S.A. 


ALSO MANUFACTURERS OF GM STEEL TUBING 
AND ROCHESTER CIGAR LIGHTERS 





ROCHESTER CARBURETORS 


ay 








his presentation would apply to any 
sized dealership, and decided that 
the major portion of our time 
should be devoted to hearing and 
seeing this young man in action. 
Ed Kossman will then speak for 
the benefit of those dealers who do 
most of the selling themselves, and 
then we’ll throw the meeting open 
and try to answer any questions 
you might have on the subject of 
sales management. 
+ * 


Controlled Selling 


by 
Vincent T. Baker 

W. K. Hurd Pontiac Co., Pueblo, Colo. 

An analysis of present day sales 
methods, which are noticeably 
weak due to the many postwar 
years of operation within a “sellers’ 
market,” has caused great concern 
to all manufacturers as well as 
dealers who operate retail sales 
stores. 


To meet the increasing sales 
resistance of the approaching 
buyers’ market and to prepare 
sales personnel for the problems 
at hand, new techniques and 
methods are necessary. 

In a small way, the material and 
charts which follow are dedicated 
to these problems and the proposed 
systems and techniques offer a new 
approach to the solution of the 
problem as applied to the automo- 
tive sales field. 

The difference between forcing a 
prospect to buy something he 
doesn’t need or convincing the 
same customer that he needs some- 
thing you have for sale, is the basis 
for a controlled sale. 


Developing Salesmen 

If a salesman has the ability to 
control a sale, he is probably able 
to sell in volume. To develop this 
type of salesman, sales training 
methods must be complete with 
definite responsibilities accepted by 
the dealer as well as the Sales 
Manager and salesman. 

Every salesman in the field today 
meets with resistance; this resist- 
ance may be overcome, however, 


| with systematic selling. 


In the following visual presen- 
tation, only one idea will be 
stressed—SYSTEM. System of 
planning and execution of a sale; 
a system which, if followed, 
brings immediate results to any 
industrious salesman. 


Observe the following charts and 
see why this program of “con- 
trolled selling” is called a new sys- 
tem of retail selling today. 

First — Let’s talk about manage- 
ment or the basic planning for suc- 
cessful used-car merchandising. 

No sales force can succeed unless 
plans have been clearly and com- 
pletely devised by management 
with consideration given to the fol- 
lowing subjects 

Objective. 

Penetration. 

Hiring and training a sales force. 

Wholesaling and junking. 

Advertising and display. 

Used-car reconditioning. 

These factors must be constantly 
studied and changed to meet the 
demands of the current market. 
The dealer and those responsible 
for the management of the dealer- 
ship can’t operate in the past or 
speculate on the future. Their plans 
must be formulated on the condi- 
tions of the present market and 
altered daily, weekly or monthly in 
order to meet or beat competition. 

- +. ~ 


Coordination Needed 


Following the basic planning, 
there is a definite link between 
management and the salesman. The 
thinking and actions of the pro- 
ductive group or sales force of the 


organization should be iogiantly co- 
(Continued on Page 107, 
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A PLEDGE 


FROM STUDEBAKER 


A factory must serve the welfare of its dealers 
to deserve the loyalty of its dealers 


In assuming my duties as vice presi- 
dent in charge of sales for Studebaker, 
I can think of no better counsel than 
that offered by Admiral Frederick J. 
Bell, executive vice president of the 
National Automobile Dealers Asso- 
ciation, in an address at Philadelphia 
on October 8, 1953, when he made 
this statement to the factory officials 
present: 
“Your immediate task, it seems to 
me, is to build, through your own 
acts, an unswerving, inflexible 
loyalty between your agencies of 
production and your agencies of 
distribution.” 
Studebaker subscribes in all respects 
to the concept stated by Admiral Bell 
that the factory-dealer relationship 
is one of completely mutual interest. 
The one cannot prosper unless the 
other prospers. Failing to discharge 
their respective responsibilities, both 
will suffer. A factory must serve the 
welfare of its dealers to deserve the 
loyalty of its dealers. 


Studebaker management recog- 
nizes its obligation in the factory- 
dealer relationship as evidenced in 
part by the statements of Mr. Vance 
and Mr. Hoffman quoted below. 


In his talk at the introductory meet- 
ing for the 1954 Studebaker, Harold 
S. Vance, Studebaker’s president had 
this to say: 


“In 1954 we expect to produce 
only what dealers can sell at 
retail on a profitable basis, be- 
cause we know that the true 
measure of success in this business 
of ours is found in the profit and 
loss account— yours and the fac- 
tory’s—and not in sales and pro- 
duction figures.” 


In a speech at Toronto, Canada, on 
October 18, 1953, Paul G. Hoffman, 
Studebaker’s chairman of the board 
said: 
“The automobile factories must 
limit their production to that 


STUDEBAKER 


volume of cars which, with hard 
intelligent selling, can be sold at 
a profit by the retail dealers.” 


Speaking for myself, it will be my 
constant aim to make the slogan 
“Studebaker, America’s Friendliest 
Factory” a living, inspiring reality. 
I shall not be satisfied with anything 
short of having the Studebaker 
franchise recognized as the most re- 


spected in the industry. 


Studebaker’s policy of mutual in- 
terests is certain to cement a healthier, 
happier relationship with its own 
dealers. We hope it may point the 
way to brighter new horizons for all 


of America’s new car dealers. 


To this policy Studebaker pledges 
itself to hold fast and true. 


Jf Ute 


Cc. K. WHITTAKER 
VICE PRESIDENT IN CHARGE OF SALES 
THE STUDEBAKER CORPORATION 


AMERICA’S FRIENDLIEST FACTORY 
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and advertisements always are con- 

fined to one make of automobile.” 
+ o + 

Transportation Merchant 


‘YT the dealer ot bis Det 
merchant of transportation. He 


Merchandising 


Memos to Dealers 
sells parts and accessories, and he 
sells all makes of cars. 

It is true that his advertising 
should help build up the make of 
car he sells, but it also should build 
up his own reputation as & 
merchant of transportation. 

Few merchants have as much 
at stake in their business as an 
auto dealer. In many cases, he 
owns his own building. If he 
does not, he, not the factory, is 
responsible for the lease. 

Unlike the suppliers of many 
local merchants, the dealer’s 
factory does not ship him cars on 
consignment or on credit. The 
factory gets paid immediately— 
either by the dealer or his finance 
company, to whom the dealer is re- 


By Bob Finlay 





A RECENT discourse on why|of dealers appears to be working 

many newspapers charge auto| steadily in that direction. 

dealers general rates for new-car e. oe 

advertising indicates a need for OME of the items in the Gannett 

dealers to promote the new role report point to areas to which 

they occupy in the economy, dealers and their associations 
The discourse was prepared by | should devote consideration. 

the Gannett Newspapers and| For example, take Point 4: 

carried in Edior & Publisher. “The retail store advertises to 
It is obvious from the defense | build the reputation of the store 

of general rates that some news- | and to sell any items which the 

papers have failed to understand | retailer selects from his manifold 

the changing role of the auto | inventory, rather than to promote 

dealer—the metamorphosis from | regularly the sale of one or two 

an agent of the manufacturer to | specific items, parts and equipment he uses to 

an independent local merchant. “New-car advertising is designed| keep his customers cars on the 
This metamorphosis is not yet to build the reputation of the auto- road. 

complete, although the great body mobile rather than of the dealer, It is true that some dealers have 





sells service to his community, he | » 








Garner-Randall Opens in Amarillo— 
The formal opening of Garner-Randall Motors, Inc. (Oldsmobile), Amarillo, Tex., 


drew a crowd estimated at 7,000 persons. 


Attending the ceremonies were (from left), 


C. Garner jr., president; Ken Randall, vice-president; John Porter, zone representative, 
and C. F. Deist, southwest regional manager. 





failed to fully understand their|more dealers are recognizing this 


sponsible. And he pays for the/ own role in their communities, and | need and are 


have failed to advertise to build 


up their own reputations as 


merchants, 
Yet as time goes by more and 











Factory Equipment on 


I MEG LE Leg 


ac All Other Makes Combined 





meeting it. 
+ * s 


Marketing Area 


W= WERE looking over a survey 
prepared by Farrand Publi- 
cations which indicates that six out 
of 10 used cars are sold in the im- 
mediate or general vicinity of a 
used-car lot or dealership. 

From this, Farrand concluded 
that direct mail offers the best 
means of reaching the most po- 
tential customers. 

This is an old argument, and we 
aren’t going to get into it, other 
than to say we’ve seen dealers ef- 
fectively merchandise cars by 
means of all media. 

Some do a terrific job on radio, 
some on televisions, some by di- 
rect mail, and few will miss the 

opportunities offered by the 
classified ad sections of news- 
papers. 

Yet the Farrand survey is inter- 
esting, nonetheless. Farrand, by 
the way, publishes individual news- 
papers for auto dealers in the east 
and middle west. 

“In our survey,” said Herman 
Farrand, vice-president, “we took 
all of the used-car and new-car 
sales records for a 120-day period 
from each of our dealers, These 
were plotted on a map of the city 
to determine where the used-car 
and new-car buyer lived insofar as 
the relationship to the dealer from 
whom he bought was concerned. It 
was discovered that, in every case, 
60 percent of all retail sales were 
made in the immediate or general 
vicinity of the used-car lot of the 
dealership.” 

It was further discovered that 
new cars were sold over a wider 
area in the city than were used 
cars. Yet, paradoxically enough, 
four to five times as much money 
was spent selling used cars than 
new cars. Further, in a city where 
there was more than one dealer of 
a make car, the dealer actually did 
not penetrate his competitors’ 
market to any great degree. 


Inland Increases 
Steel Capacity 
By 4.2 Percent 


CHICAGO. — Inland Steel Co.’s 
rated annual production capacity 
has been increased to 4.7 million 
tons of steel, a boost of 200,000 
tons, or 4.2 percent, according to 
Joseph L. Block, president. 

The increase was gained, he said, 
by the enlargement of four open- 
hearth furnaces at the company’s 
Indiana Harbor (Ind.) works dur- 
ing the last year and improved 
operating practices. 

This expansion followed the 750,- 
000-ton increase in annual capacity 
in 1952 attained by construction of 
four new furnaces at Inland’s No. 
3 open-hearth shop. 

Inland has experienced no slack- 
ening in operating rate, Block said. 
Even on the holidays primary steel- 
making has been uninterrupted, 
although all departments that can 
be suspended are shut down to 
permit time off for employes, he 
added. 

To gain the increased capacity, 
Inland rebuilt four furnaces 
formerly rated at 170 tons of steel 
each so that they now produce 200 
tons per heat. The company also 
increased the use of oxygen in the 
refining of the steel. 
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TWO JAUEAIDS AURIS BIETINEIR TIRLAIN ONE 


ODGE believes that “two heads are 

better than one” in selling trucks, 
too. That’s why each Dodge dealer has 
the assistance of a trained truck sales 
specialist to counsel with him. 


These specialists are members of the 
Dodge truck field force . . . newly increased 
to a sizable organization and exclusivély 
devoted to only one job: helping dealers 
sell trucks. Teamed with such a full-time 
truck field force, Dodge dealers enter 1954 
ready for the best year in their history. 


Completely New Line 
of Trucks 


In addition to the exclusive truck field force, 
Dodge dealers now have—in the brilliant 


new C-1 trucks — the most completely new 
line of trucks being offered today. From 
the ground up, these great new Dodge 
*‘Job- Rated’? trucks present completely 
new, yet thoroughly tested and proved, 
concepts of truck design and engineering. 


With their new low body floors for easier 
loading . . their powerful V-8 and 
6-cylinder engines . . . their unmatched 
visibility, cab comfort and maneuver- 
ability . . . these new trucks mean a better 
deal for the man at the wheel. And the man 
at the wheel is the key to truck sales, 
because nearly 80% of America’s truck 
owners drive their own trucks all or part 
of the time. The new Dodge C-1 trucks 


are designed to meet competition, are 
priced with the lowest! 


Profit Opportunity 


In 1954, as always, active truck dealers 
will profit from such advantages as sales- 
building merchandising and advertising, 
the Dodge reputation for dependability, 
and factory supervised training for service 
personnel. 


Add it all up. An exclusive field force... 
an unequalled product, priced right . . . full 
support in sales promotion. No doubt 
about it, 1954 presents an outstanding 
truck profit opportunity for aggressive 
Dodge dealers! 


DODGE %6-Rated’ TRUCKS 








NADA Service Clinic .. . 


AUTOMOTIVE NEWS, JANUARY 11, 1954 


Customer Control Comes First 


Following is the major address 
of the NADA convention service 
clinic. The clinic was held Satur- 
day (Jan. 9). 


Master Key 
To Profit 


by 
C. P. (Jack) Williams 
Automotive Dealer Consultant, 
Inglewood, Calif. 
When notified that I was again 
to address you on the subject of 
service I spent a lot of time decid- 


Fruehauf Opens Plant 


In Westfield, Mass. 

WESTFIELD, Mass. — Fruehauf 
Trailer Co. has opened a new 
manufacturing plant here. | 

Fruehauf will use the plant, 
formerly owned by Brown Equip- 
ment Co., as the production center 
for trailers for eastern seaboard 
business. 


ing what phase of service to talk 
about. 

There are so many fundamental 
elements involved in service oper- 
ation: Customers, space, manpower, 
tools and equipment, supplies, poli- 
cies, systems and methods. 

Each has so many factors; for 
example, the incentive factor of 
the manpower fundamental. I 
could spend hours on that alone. 
Space planning is another topic 
I find absorbing and policy, sys- 
tems, methods and practice—well, 
you are all lucky in that I didn’t 
select that topic, 

The subject I finally settled on is 
one that needs special considera- 
tion at this time. It is the matter 
of service customer control. It is 
known by many names, such as 
customer relations, service control, 
service records, service followup, 
etc. 

Regardless of what you call it, it 
is a vital factor in successful serv- 
ice operation. Size of the operation, 
type or make of vehicle or area lo- 


cation make no difference in the 


need for it. 
+ * * 


Clinic Objectives 

The objective of this clinic is to, 
first, illustrate the need for im- 
proving customer control in dealers’ 
shops; second, establish the value 
of good customer control and, third, 
to suggest ways and means for you 
to improve your system and 
methods. 

This will be partially handled 
during the question and answer 
session following the clinic talk. 
We will have little to say about 
workmanship today although its 
bearing on holding customers is 
acknowledged and it will be a 
part of the clinic tomorrow. 


But now we want to talk about 
service customer control. Properly 
operated, a thorough system of 
service records provides informa- 
tion absolutely essential to healthy 
development in service operation. It 
provides information essential to 
intelligent customer classification 
and control that cannot otherwise 








FRAM 


WHY 
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& FRAM FILTERS 





National advertising (biggest program 
; in the industry)* tells millions of 
motorists why FRAM’S best. The 
complete FRAM line is custom-engineered 


for most every engine. Make filter profits the 
easy way—sell FRAM, s 
guaranteed best. 


*Spearheaded by 


VACATIONLAND AMERICA 
Starring John Cameron Swayze 
on TODAY (NBC-TV) with 


Dave Garroway. 
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BECAUSE MORE CARS 
ARE EQUIPPED WITH 


FRAM CORPORATION, Providence 16, R.l. — 
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Hudsons Roomy, No Joking! — 


In Memphis, 10,000 spectators at a Clyde Beatty Circus performance stared with 
disbelief when they saw 18 clowns, plus a dog and a pony, alight from a 1954 
Hudson Super Jet. During the circus’ six performances,— new Hudsons were on 
prominent display, reports C. C. Crane, assistant zone manager of Hudson Sales Corp. 


be obtained without detailed and| broad classes of service customers: 


costly analysis. 
* * * 


4. Customer Classes 


Although it may seem at times 
that there are only two classes of 
customers, the ones we want and 
the others that we would be better 
off without, basically there are four 























Fram Canade Ltd., Stratford, Ont. 


1. Profitable and pleasant. 

2. Profitable but unpleasant. 

8. Pleasant but unprofitable. 

4. Unprofitable and unpleasant. 

Satisfactory service operation 
needs all four classes, but in proper 
ratio. No. 4 helps us to appreciate 
the other three and develops our 
ability to handle No. 2. No. 3 is a 
“sweet sorrow” but we would miss 
him, 

No. 2 is a challenge and No. 1 
is our dessert. He is a small part 
of our daily bread but that is also 
good for us. A steady diet of dessert 
tends to create a soft, fat condition. 

Too much of No. 4 in ratio to the 
others creates a condition similar 
to the upset stomach we get from 
an unbalanced diet. 

This fourth class breaks down 
into several divisions. While some 
are “self made” the great majority 
are the result of our treatment and 
training. It takes a pretty well bal- 
anced individual to endure the 
rapid, jolting change of pace that 
marks the short interval between 
awakening desire for a new car and 
meeting the cold hard facts of 
maintenance and repair costs. 

. x * 


That Grim Period 


The flattering attention, the wild 
promises, the big moment, the hon- 
eymoon of “free” service and then 
all too soon, but sure as death and 
taxes, comes the grim period “end 
of warranty.” That well - charted 
reef on which so many shiploads 
of customer relations still -crash, 
the first large service charge—usu- 
ally the 5000 mile service. 

The first act starts with the 
well known line, “Do you mean 
that you expect me to pay a bill 
like this on a brand new car.” 
The last act ends with those fa- 
mous last words, “Well, that’s the 
flat rate price.” 

There is another classification. 
Current studies show that the aver- 
age car passes through four stages 
during its service life insofar as 
dealer operation is concerned. It is 
an item of expense from time re- 
ceived until sold. 

After sale and during the first 
eight to 10 thousand miles or eight 
to 10 months it is, barring an acci- 
dent, more apt to be a liability 
rather than an asset to the service 
department. Studies show that the 
average service transaction during 
this first period results in a gross 
sale of less than $7, which means a 
net operating loss unless depart- 
mental operation is above average 


in efficiency. 
* x os 


Profit Era 


The next stage is the profit period 
during which the average service 
transaction climbs to a peak of 
over $25 during the 20 to 35-thou- 
sand-mile operating span. It then 
enters the third stage during which 
the Repair Order average sale 
starts downward around the end of 
the three-year-old or the 40,000 mile 
mark with the trend accelerating 
until the profit disappears when 
mileage gets up around 60,000. 

It then goes into the fourth stage, 
becoming a jalopy depending on 
junk yards and home talent for 
maintenance and repair. 


The rapid drop in R.._O. sales 
average after passing the third 
year or 40,000 mile mark is due 
to several the two pre- 
dominant being: Most original 
owners keeping a car that long 
do not use it heavily and the 
second or third owner and the 

(Continued on Page 110, Col. 2) 
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Have you ever said 
anything like this to Detroit ? 


business — both tangibles and intan- 
gibles. And because this marks the begin- 


ning of a new year, which is always a time 


. [> BEEN THINKING about our Hudson 


of checkup, here are some of the things 
that occur to me. 


“Through the years I’ve learned that 
being a Hudson dealer is not like being 
an ordinary dealer. To begin with, I have 
enough territory to develop profitably; 
then you work with me through your 
fine field force, and even with your top 
men in Detroit, to do the job. 


*What’s more, I’m not forced into the 
truck business, or into any activity or 
inventory that doesn’t fit my operation. 


“With this kind of background, and with 


the truly distinctive and great cars we’ve 


had to sell, I find my business is now 
worth 133 times what it was when I 
started out. My place of business has 
over 10 times the area it had then, and 
our annual gross business has now grown 
into seven figures. 


**Those are the tangibles. 





Mr. Charles G. Morris, Hudson 
Dealer, whose revealing letter 
about his business appears above. 


**The intangibles may be just as impor- 
tant. I’ve raised what I think is a grand 
family of three youngsters, and have been 
able to give them every material advantage. 
I’ve been able to assume social, civic and 
religious responsibilities that have given 
me great satisfaction. 


“Most important of all, with Hudson 
cars, I’ve been able to transmit my own 
lifetime love of fine automobiles to a great 
group of wonderful customers, and to 
serve them with the most satisfying per- 
sonal transportation known, at costs as 
low as in most ordinary cars. 


‘When I write all this down, I begin 
to suspect that the intangibles in a 
Hudson franchise may be more valuable 
than even the very solid tangibles.” 


This statement is typical of many coming to Hudson regularly. If it sounds © 
like the kind of situation you’d like, better contact: C. A. J. Hadley, Sales 


Manager, Hudson Motor Car Company, Detroit 15, Michigan. 





FOB FACTORY 


Raising Productivity 
Is Aim of Planners 


A 


TREMENDOUS competitive battle is being fought over 
a line that is labeled 28 cents in General Motors’ report 


‘to stockholders for 1952. This 28 cents represents the pro- 
portion of every GM dollar taken in that goes for payrolls. 


Why such a formidable attack on the 28 cent line? The 


answer is simple: Most of 
the other items are largely 
out of control of GM—prices 
paid to suppliers, 48 cents; taxes, 
14 cents. Depreciation, dividends 
paid to stockholders and earnings 
left in the business add up to only 
nine cents. 

With wage rates fixed by con- 
tract—if not by corporation policy 
—GM’s best hope of building a 
better car tomorrow to sell at to- 
day’s prices (or the same car at 
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lower prices) is to get more output 
per payroll dollar. 

The corporation has a name to 
describe all this activity: Process 
improvement, This activity has 
as many facets as a beautifully 
cut diamond. 

For instance, most of the work 
at the GM tech center, directly or 
indirectly, will be aimed at process 
or product improvement. A process 
improvement activity, now es- 
tablished at Cadillac but soon 
scheduled to move to the tech 
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ELLENBORO MILLS, INC., ELLENBORO, N. C. 


Looks 
High Tensile Nycor. 
1 am a trimmer. Please send me names of distributors handling 
Nycar. C) 
1 am a seat cover manufacturer. Please have your representative 
call on me immediately. C) 
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center, works directly on process 
improvement, In addition, every 
GM plant has its own process im- 
provement activity, usually headed 
by the plant’s master mechanic. 

s * s 


More Changes Due 

CTUALLY, there has never been 

a time in the history of the 
auto industry when processing got 
so much attention. Automation is 
only one phase of this problem. 
Selection of materials, materials 
handling, forging, stamping, ma- 
chining and metal finishing are all 
part of the many-sided problem. 

At the moment, large automo- 
tive foundries are going through 
the most searching examination 
of methods and practices in the 
history of the industry. Cupola 
operation, molding, sand con- 
ditioning and core blowing are 
being studied intensively. Im- 
portant changes have already 
been made. More changes are 
coming, 

The possibilities of shell molding 
are being evaluated — both as a 
volume production process and as 
a method of producing limited 
quantities of parts and fixtures that 





Welding Safety Film— 


“The Guy Behind Your Back,” produced 
by Air Reduction Sales Co., New York, is 
a sound slide film on the use of oxyacety- 
lene cutting and welding equipment. The 
story is presented in cartoons and a narra- 
tive. Running time is 20 minutes. 


require a substantial amount of 
machining. 
* s 


Forges Up Output 

PEA ce nlpig t forge shops have 
already adopted new, fast-heat- 

ing furnaces that have substan- 

tially jncreased production per 

square foot of floor space, Forging 

presses are replacing antiquated 





HAS FRANCE PRODUCED ANYTHING BETTER? 


LABORATORY JESTS SAY N 0 / 


POINT BY POINT Zéycat 
SURPASSES ANY OTHER SEAT COVER 
FABRIC, IMPORTED OR DOMESTIC, 
AT ANY PRICE 


® SHOCK-PROOF 

® BURN-RESISTANT 
@ TEAR-RESISTANT 
® STAIN-RESISTANT 


® DOPED-DYED, 


LOCKED-IN COLORS 


@ SUMMER AND WINTER COMFORT 


@ AVAILABLE IN SMARTEST 
patterns and color combinations 


® ONLY SLIGHTLY HIGHER 
y than ordinary plastic materials 
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The Outstanding New Material 
For Auto Seat Covers 
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good to me. Rush me 


samples 


The enthusiastic reception given Nycar* by leading seat cover manufacturers is 
proof that here is the fabric the industry has been waiting for. 
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ond literature on 


ELLENBORO, N. C. 


"| forge hammers. Automation of th: 


entire forging operation has mad 
limited progress—but more is ex 


pected. 
The trend toward automation 
of machining is moving 


processes 

steadily forward, Technological 
advances in tooling the new 
Pontiac V-8 and Chevrolet V-8 
engines are e to be ex- 
tensive, despite the long forward 
strides that have already been 
made. 

Efforts to improve spray painting 
have been given a lot of impetus 
during the past year. Most spec- 
tacular of all process improvements 
perhaps will be the gains made in 
the big metal press shops during 
1954. These gains in efficiency, have 
resulted from improvements in 
press design as well as from auto- 
mation. 

The auto industry has seen many 
advances in processing since the 
end of World War II. It appears 
that 1954 will be second to none in 
this respect. Car manufacturers or 
parts suppliers who sit tight on 
today’s processing methods, sooner 
or later are going to be left at 
the post. 


Booklet on Metablast 


NEW YORK.—The Metablast 
process for controlled surface fin- 
ishing is described in a two-color 
bulletin issued by American Meta- 
seal Mfg. Corp., West New York, 
N. J. Photographs show how a pre- 
determined, consistent finish can be 
applied to metal parts through the 
use of a special abrasive suspension 
applied by means of air pressure. 

* * * 


Steel Ball Data 


MIDDLETOWN, 0O.—A catalog 
on chrome alloy steel and stainless 
steel balls contains a specification 
chart and data for extreme high- 
speed and high-temperature appli- 
cations. It is issued by Coolidge 
Corp., Middletown, O. 

* * * 


Columbium Curbs Ended 


WASHINGTON.—With the revo- 
cation of Order M-106 as of Nov. 1, 
the sole remaining restriction on 
the use of columbium and colum- 
bium-tantalum for the production 
of civilian goods has been removed 
by the Business and Defense Serv- 
ices Administration. The alloys are 
used chiefly as a stabilizing agent 
for stainless steels which require 
welding in their application. 

a * * 


Gear Speeders Described 


DETROIT. — Having added two 
new machines to its line of gear 
speeders, Michigan Tool Co. has 
now issued a four-page bulletin 
covering the four such machines 
now available. Bulletin MS-10 may 
be obtained by writing to Michigan 
Tool Co., 7171 E. McNichols Rd., 
Detroit 12, Mich. 

a 


Expansion Brochure 


NEW YORK.—“Basic Planning— 
Plant Modernization and Expan- 
sion” is the title of a study avail- 
able free from Walter Kidde Con- 
structors, Inc., 140 Cedar St., New 
York 6, N. Y. The brochure was 
prepared as a guide to engineers 
and company officials dealing with 
plant modernization and expansion. 

* ¢ @ 


All-State Welding Catalog 


WHITE PLAINS, N. Y. — A 
pocket-size buyers’ guide to the 
complete line of All-State alloys 
and fluxes for welding, brazing, 
soldering, cutting and tinning is 
available from All-State Welding 
Alloys Co., Inc., White Plains, N. Y. 

7 s s 


Rapistan Catalog 


GRAND RAPIDS, Mich.—A ‘16- 
vage catalog of Rapistan convey- 
ing equipment is now available 
without charge from Rapids-Stand- 
ard Co., Inc., 342 Rapistan Bldg., 
Grand Rapids, Mich. The catalog 
explains how the conveying equip- 
ment can be used as separate units, 
or combined in a variety of ways 
to fit individual handling problems. 

CJ * * 


Rundown on Broaching 


DETROIT.—Broaching’s past, 
present and future are described 
and pictured in the 35th anniver- 
sary issue of “Broaching News,” 
just released by Colonial Broach 
Co., Box 37, Harper Station, De- 
troit 13, Mich. An informative list 
of current Colonial Broach litera- 
ture now available on broaching 
machines, hydraulic assembly 

(Continued on Page 106, Col. 3) 
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Los Angeles Unit Lists Goodwill Principles . . . 


Auto Ad Code Offered by BBB 


LOS ANGELES.— The Better 
Business Bureau of Los Angeles 
has published a booklet, “Los An- 
geles Automobile Dealers New & 
Used Car Advertising Principles,” 
in an effort to help auto firms 
build and maintain public confi- 
dence for the benefit of themselves 
and the community. 

Use of the principles—divided 
into four sections and compiled 
with the cooperation of an auto- 
mobile advisory committee— 
would demonstrate “the ability of 
business to keep its own house in 
order for the benefit of the pub- 
lic, the trade and the American 
way of life,” the writers say. 

In the “general section,” it is 
provided that: 

1. Advertised statements as to 
make, model, year, condition, 
equipment, price, trade purchase, 
etc., shall be clearly factual and 
without subterfuge. 

2. Advertising claiming a policy 
of underselling shall not be used. 

3. The words “finance,” “loan,” 
“discount” and similar words will 
not be used unless the dealer is 
primarily engaged in the finance 
business. 

4. In advertising a car, no dealer 
shall pose as a private party. 

5. Words implying financial dis- | 
tress shall not be used. 

6. Ads indicating that the dealer 
is going out of business shall not 
be used without a permit from the 
Los Angeles police. 

7%. Classified ads, indicating a 
desire to swap cars, will be under 
the heading of “swaps.” 

8. The word “wholesale” shall not 
be used when advertising cars at 
retail. 

9. When a “full price” is adver- 
tised, it shall be the entire price 
for which the car can be purchased 
for cash, except for sales tax and 
license. 

10. Ads offering special induce- 
ments shall not include the words 
“free,” “given” or “our gift.” 

11, The words “carload,” “truck- 
load” and similar words shall be 
used only if the cars offered have 
been delivered to the advertiser in | 
the lots stated. | 

12. No advertising shall be used 
which ties in with contests contain- 
ing elements of a lottery. 

13. Offers of “Will you take?” 
and “We will pay” and similar 
offers shall be used only if the 
dealer is willing to allow or buy 
for the exact amount stated. 

14, No stipulated amount of 
money or merchandise shall be | 
advertised as a “trade allowance,” 
‘*‘bonus,’’ “overallowance” or | 
“eredit” on any car, when such | 
an offer is subject to appraisal. | 

The “new-car section” requires | 
that: 

1. Only franchised dealers will 
advertise “new cars” and the price 
will be the price for which the car 
is deliverable at the dealer’s estab- 
lishment, | 

2. New-car price comparisons | 
shall be based on identical points | 
of delivery, body types, series and 
equipment, 

3. Only a new-car tradein shall 
be advertised as a “new-car 
tradein.” 

4. Strict honesty shall be observed | 
in the advertising of “official’s cars” 
and “demonstrators.” 

5. When “official’s cars” and 
“demonstrators” are advertised by 
more than one new-car dealer, the 
location of the cars will be listed. 

6. Cars which have been driven 
or towed to California shall show 
their correct mileage and adver- 
tisements of these cars shall state 





the mileage. 
The “used-car section” provides | 
that: | 


1. Strict honesty shall be ob- 
Served and if an advertised car is | 
sold before an ad can be amended, | 
proof of the sale shall be avail- 
able to the Better Business Bureau. | 
No current model may be adver- | 
tised as a used car for a period of 
60 days after its introduction date. 

2. A used car shall not be ad- 
vertised as “new,” “perfect,” “like 
new,” “never registered,” “same as 
new,” “never sold,” etc. 

3. When a used car is adver- 
tised, the license number shall 
2ppear in parentheses. Radio and 
television commercials shall also 
contain the license numbers or 
serial numbers of advertised cars. 





4, Classified ads of used cars shall 
be listed under “Automobiles, 
Used” and shall tell the make, body 
type, correct year, series name and 
license number. 

5. Both “as is” and “guaranteed” 
used cars in the same ad shall be 
grouped separately and each car 
shall have an individual price, un- 
less all bear the same price. 

6. Former taxicabs and Police 
cars shall be labeled as such. 

7. The term “factory guaran- 
tee” shall not be used regarding 
a used car and a written docu- 
ment spelling out the terms shall 
accompany all “guarantees.” 

8. Car buyers on a “trial ex- 
change” basis shall be entitled to 
apply the money paid on their 
original selection toward the pur- 
chase of any car in the dealer’s 
stock. 

9. Cars shall not be advertised 
as “repossessed,” “sold for balance 


1. The terms “no money down,” 
“no down payment” and similar 
phrases shall not be used unless all 
conditions are clearly stipulated. 

2. Time payment ads shall list 
the downpayment and the 
amount and number of monthly 
payments on the total cost of the 
car. 

3. Number of payments mention- 
ed shall refer to monthly payments, 
unless otherwise specifically stated. 

The booklet also contains a dis- 

cussion of a U. S. Supreme Court 
decision which ruled that advertis- 
ing must not create a misleading 
impression, that advertising must 
be judged for the probable effect 
produced on an ordinary mind and 
that ads must not conceal facts. 

This decision also determined 
that advertisers must not divert 
readers from the true nature of an 
offer and that advertising shall be 
free of fradulent traps and strate- 


due,” etc., unless such is actually | gems. 


the case. 


BBB also declared that mis- 


The “finance section” states that: | representation may be made by a 











Heil Office Moves in Jersey— 


The eastern district sales office of Heil Co. has moved to 2095 Route 22, Union, 
N. J. The office handles truck body and hoist sales in New Jersey, eastern New York, 
Pennsylvania, Connecticut, Rhode Island, Massachusetts, Vermont, New Hampshire and 


Maine. 
direct statement or by an omis- 
sion, that advertisers must have 
proof of all claims and that the 
burden of proof rests on the ad- 
vertiser. 

Concluding the booklet is the 
following section from the United 
States Code: 

“Fraud by wire, radio or tele- 
vision. Whoever, having devised or 
intending to devise any scheme or 
artifice to defraud, or for obtain- 





ing money or property by means of 
false or fraudulent pretenses, 
representations, or promises, trans- 
mits or causes to be transmitted 
by mieans of interstate wire, radio 
or television communication, any 
writings, signs, signals, pictures or 
sounds for the purpose of executing 
such scheme or artifice, shall be 
fined not more than one thousand 
dollars ($1,000) or imprisoned not 


more than five (5) years, or both.” 





overhead! 





Here’s the MODERN LOW-COST way to expand 
your service facilities and INCREASE PROFITS! 








Clear your floor for ACTION ...use ARO Reels 
More “bend-over” space... reduce 
hose wear... all control nozzles handy for chassis 
grease, gear oils, motor oils, water and air. 


SEE YOUR ARO JOBBER 


The Aro Equipment Corporation, Bryan, Ohio 
Aro of Canada, Ltd., Toronto, Ont. 


LUBE EQUIPMENT 
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Here 
the stylists 
went all out 





E predict that the first question folks will ask — when they 
\ step into our showrooms where these cars are on display— 
will go something like this: 


2 “Can we really buy them? Are these production models—or more 
" Re - yy of those tantalizing ‘car of tomorrow’ examples of what future 
styling may be?” 


And the answer, we’re glad to say, is this: 


Come and get ’em—they’re rolling off the assembly lines today. 


For this year, Buick gave the stylists a once-in-a-lifetime oppor- 
. tunity to translate into free-flowing lines of metal—and gleaming, 
graceful arcs of glass — the cars of their dreams. And they 
certainly went to town. 


Bat the wonders do not cease with styling. 


villa” 
Mm Beneath the hood of the brand-new Buick 

a SPECIAL is a brand-new V8 engine—higher in 
horsepower, increased in thrift, to give new 


f/f 
. 


nimbleness to this agile performer. 


7 , mh = Next above the SPECIAL in price is‘a brand- 
a) 7 A cope new thriller—the Buick Century—delib- 
X , \  “£ erately built to deliver more horsepower per 





f ° 
pound of weight and morc horsepower. per 


dollar than any other-American automobile in its 
price class. 


Then, there’s a brand-new, more spacious and higher-powered 
SUPER that brings new luxury to the middle-price field—and the 
top-of-the-line RoADMASTER, with the superb smoothness, instant 
and silent getaway of Twin-Turbine Dynaflow included in the 
delivered price. 


Bisonghout this phenomenal line of high-fashion beauties, you 
find a host of new-day features — new fabrics — new instrument 
panels — new front suspension — new wheelbases — new compres- 
sion ratios — new ease of handling, and new levelness of ride. 


By all means come and see them — and price them — for you’ll 
find them the new year’s outstandingly beautiful buys. 


When better automobiles are built Buick will build them 


i MILTON BERLE stors for Buick 
Tune in the BUICK-BERLE SHOW on TV Tuesday evenings 


See your Buick Dealer 
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A Plymouth That Reveals All— 


Valued at $25,000, this Plymouth captures the attention of Virginia dealers. Fitted 
with all the instruments used to test cars at the Chrysler Corp. proving ground, the 
car is a feature of the firm's ‘‘New World's in Motion” show. Among the gages is 
a fifth wheel, temperature recorder, decelerometer, air speed indicator, shake meter, 
fuel consumption meter, brake pressure meter, and dynamite cap blowout device on 
the left front wheel. From left are Nick Wright, Chrysler dealer in Norfolk; Lester 


Luhring, Dodge dealer in Norfolk, and Edward Beale, DeSoto dealer in Portsmouth. 


Auto Personnel 





Appointment of Russell A, John- 
son as divisional sales manager in 
charge of refrigeration for Hou- 
daille-Hershey Corp. has been an- 
nounced by Frank T. Downs, sales 
manager. 

Prior to joining Houdaille- 
Hershey, Johnson was assistant 
sales manager of Hoosier Cardinal 
Corp., Evansville, Il, 

* + * 


Borg Boosts Gehlbach 


Election of H. Hunter Gehlbach 
as an assistant secretary of Borg- 
Warner Corp, has been announced 
by Roy C. Ingersoll, president. 
Gehlbach retains the title of as- 
sistant general counsel, which he 
first assumed in 1949. 

* * * 


Young to Head Operations 


Of Trailmobile Branches 


Promotion of Joseph O. Young 
from general manager of branch 
operations to vice-president in 
charge of branch operations of 
Trailmobile, Inc., a subsidiary of 
Pullman, Inc., has been an- 


nounced by W. A. Burns, presi- 
dent. 

Young, who will have charge of 
all service operations, has been 
associated with Trailmobile since 
1931. 


* * + 


Osborne Rejoins Kendall 


G. Harold Osborne, general sales 
manager of Kendall Refining Co., 
has announced the appointment of 
Judson D. Munsell jr. as_ sales 
manager for Kendall’s west coast 
division. Munsell succeeds J. R. 
Feinen, who resigned to locate on 
the east coast. Munsell rejoins Ken- 
dall after an absence of three years 
during which he was sales manager 
of Pyramid Oil Co., a Kendall dis- 
tributor in Benton Harbor, Mich. 

* * + 


Sales Staff Is Realigned 


By Columbus McKinnon 


Don S. Brisbin, sales vice-presi- 
dent of Columbus McKinnon Chain 
Corp., and its Chisholm - Moore 
hoist division, Tonawanda, N. Y., 
has announced the promotion of 





{or Satoty's Sake... 


wherever you turn you'll 


Actual counts at key highway points all over the nation 
show more trucks use Signal-Stat directional signals than 
all other makes combined. Check and see for yourself. 


Ask Akers, or almost any operator and you'll find they insist on 
Signal-Stat. They know the best investment—for safety wherever 
they turn—is superior Signal-Stat rimless lamps and dependable 


Signal-Stat Switches. 


Signal-Stat Class A—Type 1 Lamps are available in King 


(SIGSTAT) or Regular (ACRYSTAT). Both sizes are identical 


in quality—differ only in size and price. 


Approved and legal in all 48 States 
and the District of Columbia 


(SEE US AT THE N.A.D.A. SHOW—BOOTHS C @ D) 





see Signal-Stats! 


AKERS MOTOR LINES, INC. 
GASTONIA, N. C. say: 


“We use Signal-Stat practically 100% 


turn signals we 


Size 





OF DIRECTIONAL 
FOR COMMERCIAL 





on our over-the-road equipment. All 


have to replace on ve- 


hicles not already equipped with Signal- 
Stat, we replace with Signal-Stat.” 


Signal-Stat 


LHE LARGEST PRODUCER 






SIGNALS 
VEHICLES 


SIGNAL-STAT CORPORATION, Signal-Stat Building, 523-539 Kent Ave., Brooklyn 11,N.Y. 








seven staff members and the ap 
pointment of a regional sales man- 
ager. 

Promoted to manager of field 
sales with headquarters at th: 
home office in Tonawanda is F. T 
Benjamin, formerly Chicago dis- 
trict manager. Appointed to fill 
Benjamin’s post is Karl L. Miller, 
formerly assistant general sales 
manager of Buffalo Bolt Co., North 
Tonawanda, who will be regional! 
sales manager in the Chicago area 

Promoted to product manager 
with headquarters in the Tona- 
wanda office are E, J. Byrne, 
hoists; G. F. Grace, industria! 
chain, af—d R. E. Gerspacher, auto- 
motive chain. Promoted to cus- 
tomer service managers were R. L. 
Pfanner, hoists; O. H. Hager, in- 
dustrial chain, and F. G. Schweitzer, 
automotive chain. 

* * * 


Campbell Joins Reo Sales 


As Branch Manager 


Appointment of Kenneth O. 
Campbell as Kansas City branch 
manager of Reo Motors, Inc., has 
been announced 
by A. L. Struble, 
truck sales vice- 
president. 

Campbell, who 
joins Reo after 
serving as an 
executive of Co- 
lumbia Terminals 
Co. for five years, 
will be in charge 
of sales of new 
and used trucks 
and industrial en- 
gines, and will supervise operations 
of Reo Truck Leasing, Inc., wholly 
owned subsidiary of Reo Motors. 

* * * 


Garber Shifted by Porter 


L. L. Garber, vice president of H. 
K. Porter Co.. Inc., Pittsburgh, has 
been elected general manager, vice- 
president and a director of Alloy 
Metal Wire Co., a newly acquired 
division of Porter. Garber had been 
general manager of Porter’s Hin- 
derliter Tool Co, division. 

* cd * 


Reeve Elected Treasurer 


Of Mack Companies 


Election of L, E. Reeve as treas- 
urer of Mack Trucks, Inc., and its 
subsidiary companies, Mack Mfg. 
Corp. and Brunswick Ordnance 
Corp., has been announced in New 
York by E. D. Bransome, chairman 
of the board and president. 

Reeve, who succeeds the late 
F. W. Sommer, had been assistant 
to the president since joining the 
Mack organization in 1950. 

x * * 





K. O. Campbell 


Ford Names Holmes, Copp 


To Posts in New Division 


Douglas A. Holmes has been 
named divisional controller and 
Harley F. Copp chief product engi- 
neer of the newly formed special 
product division of Ford Motor Co. 

Holmes formerly was manager of 
the financial analysis department 
of special product operations, fore- 
runner of the new division. Copp 
was chief product engineer of spe- 
cial product operations. 

* a *” 


Thompson Products Names 


Brelsford as Treasurer 


Ernest C. Brelsford, assistant 
treasurer of Thompson Products, 
Inc., since 1950, has been elected 
treasurer of the company. 

Brelsford joined Thompson in 
1945 as assistant to the treasurer. 
Since then his duties have con- 
cerned financial planning, fore- 
casting and budgeting and bank- 
ing and stockholder relations. 

* ok 


+ 


Johansen Promoted 


William Johansen, general sales 
manager of Magnesium Co. of 
America, has been elected sales 
vice-president. He has been with 
the company since 1948. 

* ok * 


Goodyear Promotes 3 


On Management Level 

Key appointments on the man- 
agement level at Goodyear Tire & 
Rubber Co. have been announced 
by President E. J. Thomas. 

Sam DuPree was made genera! 
manager of all industrial products 
and Herman R, Thies was made 
general manager of all chemica! 
products. Both are newly created 
positions. 

Frank R. Evans was promoted to 

(Continued on Page 33, Col. 1) 








, Auto Personnel 


(Continued from Page 32) 
general manager of the shoe prod- 
ucts division, succeeding Harry L. 
Post, who is retiring. 

uPree for the past year had 
been assistant to R. S. Wilson, sales 
vice - president; Thies had been 
manager of the chemical division 
since it was organized in 1948, and 
Evans had been production man- 
ager of shoe products since 1936. 

* * * 


Creed Is Elected to Head 


NHUC Administrative Group 


Joseph M. Creed, counsel for the 
American Bakers Assn., has been 
elected chairman of the adminis- 
trative committee of the National 
Highway Users Conference, accord- 
ing to a Washington announcement 
by Arthur C. Butler, NHUC director. 

John B. Hulse, managing direc- 
tor of the Truck-Trailer Manufac- 
turers Assn., was elected as the 
committee’s vice-chairman. 

Creed succeeds A, W. Koehler, 
secretary-manager of the National 
Assn. of Motor Bus Operators, who 
had served as chairman of NHUC’s 
administrative committee since 
1949. Hulse replaces William J. 
Cronin, managing director of the 


Automobile Manufacturers Assn. 
* * * 


Chrysler Corp. Ups Lovett 


In Defense Contract Post 


Appointment of James F. Lov- 
ett as defense contract adminis- 
trator of Chrysler Corp., has been 
announced by F. W. Misch, comp- 
troller. Since January, 1952, Lov- 
ett had served as assistant de- 
fense contract administrator. 

oe a * 


Brown Heads St. Paul Region 


John E. Brown has been ap- 
pointed district manager of the 
north central territory of St. Paul 
Hydraulic Hoist. Brown has been 
with the firm and its parent com- 
pany, Gar Wood Industries, Inc., 


since 1928. 
* * ” 


Marshall Appointed Manager 
Of L-M Quality Control 

Appointment of Lewis K. 
Marshall as manager of quality 
contro] for Lincoln-Mercury has 
been announced by D. J. Bracken, 
general manufacturing manager. 

Formerly manager of the aircraft 
turbine plant in the division’s de- 
fense production operations, Marsh- 
all will continue to direct termina- 
tion activities in connection with 
recently canceled Navy jet-engine 
contracts. 

He succeeds G. S. Spilman, who 
has been appointed staff assistant 


to Bracken. 
” *” *~ 


Barthol Chosen as Manager 
Of AC’s Chicago Region 

John C. Hines, general sales man- 
ager of the AC Spark Plug divi- 
sion of General Motors, has 
announced the appointment of 
Walter A. Barthol as Chicago re- 
gional manager. 

Barthol replaces W. C. Lee, who 
has been elevated to the head- 
quarters staff in Flint. Barthol 
formerly was zone manager at Los 
Angeles. 

* x 
Spencer Board Chairman 


Of Petroleum Institute 


P. C. Spencer, president of Sin- 
clair Oil Corp., New York, was 
elected chairman of the board of 
the American Petroleum Institute 
at the Institute’s 33rd annual meet- 
ing in Chicago. 

Spencer succeeds L, S. Wescoat, 
president of Pure Oil Co., Chicago. 

Frank M. Porter, president of 
Fain-Porter Drilling Co., Oklahoma 
City, was reelected president. 

* ” 


* 
Gar Wood Transfers Spears 
To New Mattoon Division 


Appointment of A. L. Spears as 
purchasing agent of the newly 
formed Mattoon division of Gar 
Wood Industries, Inc., at Mattoon, 
Tll., has been announced by Hunter 
Dietz, division manager. 

Spears formerly was staff assist- 
ant to the director of purchasing 
at Gar Wood’s executive offices in 
Wayne, Mich. 

The Mattoon division was formed 
in order to create a self-sufficient 
road machinery production center 
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and provide closer cooperation with 
the Allis-Chalmers tractor dealer 
organization, which sells Gar Wood 
scrapers and bulldozers, 

* x oa 


Goodrich Ups Vittone 

Anton Vittone jr., has been named 
plant manager of B. F. Goodrich 
Chemical Co.’s Avon Lake (O.) ex- 
perimental station, it was an- 
nounced by Harry B. Warner, tech- 
nical vice-president. Replacing 
Warner who was recently named 
vice - president, Vittone formerly 
was manager of the Institute (W. 
Va.) rubber plant. 


* * * 


Dr. Fritz Retired Jan. I 


As Goodrich Research Chief 

Dr. Howard E. Fritz, research 
vice-president of B. F. Goodrich 
Co., retired Jan. 1, it was an- 
nounced by John L. Collyer, 
president. 

Dr. Fritz joined Goodrich in 
1925 after having served on the 
engineering school faculty at Ohio 
State. He was placed in charge 






























of a small department engaged 
in bonding rubber to metal. Un- 
der his leadership, this division 
grew to the extent that it was 
referred to as “an industry with- 
in an industry.” In 19384 he took 
over the direction of the develop- 
ment and sale of Koroseal, a syn- 
thetic elastic developed by the 
company. 

In 1946, he was made a vice- 
president. He now is in charge 
of the Goodrich research center. 

* ” oe 


Engineers Pick Dinsmore 

Dr. Ray P. Dinsmore, research 
and development vice-president of 
Goodyear Tire & Rubebr Co., has 
been elected a director of the 
American Institute of Chemical 


Engineers. 
* oe 


Ford Division Picks Menkel 


As Aide to Executives 


Appointment of A. M. Menkel jr. 
as assistant to the general man- 
ager and the assistant general 
manager has been announced by 
L. D. Crusoe, general manager of 
the Ford division. 

Menkel had been manager of the 
division’s salaried personnel de- 


partment since June, 1949. He will|Co., has been elected to the board 





The speed limit in England was 
two miles per hour in 1896. 





be succeeded by William J. Quinn, 
of the division’s industrial re- 


lations staff. 
* « * 


Case Elects Richardson 


William 8S, Richardson, executive 
vice-president of B. F. Goodrich 


Get 50% 


of trustees of Case Institute of 


33 


Technology, Cleveland. Richardson, 
who joined Goodrich in 1926, is also 
a member of the company’s board 
of directors. 

* * + 


Clark Equipment Elects 


Killebrew Vice-President 


’ The election of Clarence E. Kille- 
brew as vice-president of Clark 
Equipment Co., manufacturer of 
materials handling and earth-mov- 
ing equipment, has been announced 
by George Spatta, president. 
Killebrew formerly was manager 
for marketing and sales in Clark’s 
construction machinery division. 
* * a 


Floyd Appointed Chairman 


Of API Farm Committee 


Appointment of Ross Floyd, Con- 
tinental Oil Co., as 1954 chairman 
of the committee on agriculture of 
the American Petroleum Institute 
has been announced by Sidney A. 
Swensrud, chairman of the agri- 
cultural advisory committee of the 
API board of directors. 

Floyd, Director of Continental 
Oil’s agricultural service, will suc- 
ceed M. C. Enright, Gulf Oil Corp. 

Swensrud, board chairman of 

“(Continued on Page 52, Col. 1) 


More 


Profit on your 
UNDERCOATING JOBS 





Nokorode 


UNDER-CAR SEALER AND SILENCER 


50% More Jobs Per Drum 

* Nokorode is concentrated—no excess solvent. 
You spray Nokorode to %” thickness—and it 
dries to almost %”. It’s made entirely by Lion 
under U.S. Patent 2393774, assuring controlled 
uniformity, controlled quality. Nokorode goes 50% 
farther, yet costs no more than ordinary under- 
coatings. That means 50% more profit for you. 


Easier Application ...Lower Labor Cost 
* Nokorode is uniform for smooth application 


—no troublesome “blobs’’. . 


. flows freely, per- 


mitting steady pressure in the gun. There’s no 


lost time due to lost pressure. 
Nokorode is stable, made of 


highly compatible 


materials—won’t separate in storage, won’t clog 
guns or hoses. You avoid unnecessary clean-up 
jobs—you save man-hours and money. 


Made and guaranteed by 


LION OIL 


EL DORADO 


undercoating profit. 


Name 
Address ‘icdeasinevabiose 
City_ 
State__ 








REE: Details on how to increase 


LION OIL COMPANY, El Dorado, Arkansas 


Please send information on higher profits 


with LION NOKORODE. 





COMPANY 


ARKANSAS 




















PONTIAC MOTOR DIVISION, GENERAL MOTORS CORPORATION 





ms Pontiac Dealers in 1954 will have the broadest mar- 
| P ket opportunity in their history. Not only do Pont- 


iac Dealers sell America one of its most popular 
medium priced cars, but with the introduction of 
this magnificent new Star Chief Series, every new 
car prospect in the country is a Pontiac prospect! 


A COMPLETELY NEW LINE BRINGING NEW LENGTH, BEAUTY, 
LUXURY AND POWER TO PONTIAC’S LOW PRICE RANGE 


Here is the magnificent new Pontiac Star Chief for 1954! 


Here is the car that does much more than offer a complete list of the 
finest of new features—it is, in fact, the first genuine luxury car in 
Pontiac’s low price range! 

Look it over and let the facts speak for themselves. Look at its size— 
a full 213 inches from end to end. That new size is important because 
it is the key to many things: to the superb sweep of modern styling 
that sets the Star Chief apart from any car on the road; to the smooth- 
est ride you ever had in your life. And, of course, that extra length 
means a great deal in added passenger comfort and extra luggage space. 


Inside this car there’s another wonderful story. For Pontiac has employed 


the finest of fabrics with luxurious top-grain leather in sparkling new 
colors, perfectly matched right down to the smallest detail. 


And what a performer this beauty is! Under its hood is the most powerful 
Pontiac engine of all time! 


Pontiac now offers, optional at additional cost, all the modern power 
controls of the finest cars— Power Brakes, Power Steering, Dual-Range 
Hydra-Matic Drive, electric window lifts and air-conditioning. 


For 1954, Pontiac has also created a wonderful new line of Silver Streak 
Chieftains, bringing you all of Pontiac’s traditional quality at a price 
just above the lowest! These great new lines offer double proof that 
dollar for dollar you can’t beat a Pontiac—see and drive one soon. 











DETROIT.—Competition, eco- 
nomic production, automation and 
new industrial developments for the 
atomic age will feature industrial 
1954, according to a group of indus- 
trialists questioned as to their out- 
look. 

Although specific statements vary 


Memphis Firestone Plant 


Sets Record for Safety 


AKRON.—A record for industrial 
safety in the rubber industry has 
been set by the Memphis plant of 
Firestone Tire & Rubber Co., Ned 
H. Dearborn, president of the Na- 
tional Safety Council, has an- 
nounced. 

Up until the Christmas weekend, 
the plant’s 4,000 employes had com- 
pleted 7,103,472 man-hours of work 
without a single lost-time accident. 
The previous record of almost 6.5 
million safe hours was held by a 
Firestone plant in Akron. 












NOW This 


More Profitable 


Than Ever 
To Use 


RUGLYDE 


Rubber Lubricant 











look.” 














NEW CARS 


up tires, rubber mold- 
ing and stripping 
after car is polished; 
also to remove pro- 
tective coating from 
white sidewalls. 


Competition Welcomed 


Detroit Tool Makers Take Long Look at 1954, 
Find Reason for Optimism 


USED CARS 


Get $25 to $50 more on every used car! 
Use RuGlyde and Service Kit to dress 
up rubber floor mats (all colors), rub- 
ber molding and stripping, tires, etc. 
Gives them a new look, not a painted 


Give your cars that “show 
room look”! Use RuGlyde 
and Service Kit to dress 
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according to the fields represented 
by the spokesmen, stiff competition 
is a common denominator in all 
forecasts, 

Broaching machine manufac- 
turers should enjoy a good year 
because of the competition fore- 
cast, according to Arvid Lundell, 
president of Colonial Broach Co., 
Detroit. 

“Demand for broaching machines 
should continue firm throughout 
the coming year,” he said. 

“The accent is now on competi- 
tive modernization with machine- 
tool customers being primarily in- 
terested in the machines that will 
do the work with the lowest re- 
quirements for man-hours and ma- 
chine-hours. At the same time these 
machines must be able to meet the 
accuracy requirements of modern 
industry. 

“Broaching machines are special- 
ly qualified to meet these condi- 
tions, since one broaching machine 


RuGlyde Service Kit available 
only with purchases of RuGlyde 















New Castle Motors Builds New Home— 


A building comprising 2,000 square feet of showroom space has been erected by 
New Castle Motors, Inc. (Oldsmobile), New Castle, Pa. The shop area extends over 


11,000 square feet. 


can out-produce several conven- 
tional machines. With a return to a 
competitive condition, a wider 
cross-section of manufacturers is 
expected to turn to broaching to 
meet the requirements of lower 
cost and increased accuracy,” Lun- 
dell said. 

Demands of the atomic age are 


RUGLYDE 


going to be felt in 1954 according 
to another machine-tool manufac- 
turer, Oscar L. Bard, president of 
Michigan Tool Co., Detroit. 

“The age in which we are now 
living is already being called the 
atomic age,” Bard said. “The huge 
power output of future atomic in- 
stallations predicates the produc- 


SERVICE KIT 
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details on this 
offer!! 


TIRE MOUNTING 

Do it safer, faster, easier! Use 
RuGlyde and Service Kit for 
all tire mounting. Assures 
proper tube seating .. . 
prevents failure from 
pinching and over- 
stretching. 


Designed for you to get the most from 
RuGlyde!!! It’s new — It Pays all car 
dealers to use this durable, stream- 
lined kit. Includes a special brush for 
all rubber dress-up. Also, applicator 
for tire and tube lubrication. Saves 
time and material. No bottles to break 
—no cans to spill. A $6.95 value for as 
little as $2.95. See your supplier for 


AMERICAN GREASE STICK CO., 
MUSKEGON, MICHIGAN 
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tion of power gear trains capabl« 
of transmitting huge loads at hig! 
speeds. To the gearing industry 
this means the production of big 
ger quantities of precise gearing in 
large sizes.” 

Bard added, “Gear equipment 
manufacturers, like other machine- 
tool builders, have a continuing re- 
search and development program. 
This enables them to make gear 
production equipment which will 
produce gears of greater accuracy 
in larger quantities and at lower 
cost. To the manufacturer using 
gears in his product, the use of this 
modern equipment offers a means 
of meeting increased competition 
with lower production costs.” 


W. H. Bibbens, president of 
Modern Industrial Engineering 
Co., Detroit, sees a highly com- 
petitive year coming up. His firm 
manufactures production gear 
burring and chamfering equip- 
ment, pressure testing equipment 
and special machines. 

“We expect that 1954 will be a 
highly competitive year for us,” he 
said. : 

“However, the outlook is very 
good and business should be as 
good or better than in the past 
year.” 

“We expect to do better in 1954,” 
said Clyde Mooney, chief executive 
of Pioneer Engineering & Mfg. Co., 
Detroit. Pioneer is an independent 
design engineering company. 

“Industry is tightening its belt to 
meet increased competition,” Moon- 
ey said. “This means that we will 

be doing more and more product 
design and re-design to improve 
quality and reduce costs.” 

“The business outlook for in- 
dustrial pumps in 1954 is similar 
to that indicated for the machine- 
tool industry,” said J. Ralph Grif- 
fith, sales manager, Detroit Har- 
vester Co.’s Pioneer pump divi- 
sion. “Pump business,” he added, 
“will be partially sustained by the 
demand for certain types of ma- 
chines and equipment which are 
now scheduled for uninterrupted 
production through the third and 
fourth quarters of 1954.” 


Automation will encourage in- 
creased business for marking de- 
vice manufacturers, according to 
Carl O. Malmstrom, manager, New 
Method Steel Stamps, Inc., Detroit. 
Malmstrom said: 

“Business prospects for the mark- 
ing device markers in 1954 are very 
encouraging. Many manufacturing 
concerns are incorporating these 
devices in their ‘automation’ equip- 
ment. Automatic marking devices 
are now being used extensively in 
many automatic machine tools such 
as screw and bar machines to elim- 
inate expensive secondary oper- 
ations. Parts that never have been 
marked before because of extra 
handling costs are now being 
marked automatically. 

“New modern capital equipment 
will be purchased by marking de- 
vice manufacturers to make oper- 
ations more efficient to meet com- 
petition.” 

The United States will continue 
to need more engineers in 1954 
and will have to utilize the avail- 
able technical talent to its best 
advantage, two executives of na- 
tional technical societies said. 

Harry E. Conrad, executive sec- 
retary, American Society of Tool 
Engineers, Detroit, said: 

“Industry’s need for engineers, 
properly trained to do their jobs, 
will remain a pressing problem in 
1954. We need a long-range pro- 
gram directed toward developing 
an adequate number of trained en- 
gineers to assure our country of 
enough technical skill to cope with 
the problems of military and civil- 
ian production. 

“This program must include pro- 
visions for training individuals al- 
ready employed in manufacturing 
as well as encompass the regular 
four-year engineering courses in 
our universities.” 

Albert F. Lehmann, president, 
national Assn. of Engineering 
| Companies, Detroit, said: 
“Competition will be stiff in 1954. 
Large industries will place more 
and more reliance on independent 
design engineering companies to 
do the rush jobs on special projects 
in order to keep their own engi- 
neering staffs concentrated on the 
larger projects. Shortage of design 
engineers will center attention on 
our member companies where this 
needed talent can be pooled for 
the benefit of all industry.” 
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are created to bring 


new luxury to motor car interiors 


_ GoopaLL produces fabrics for every purpose using every fiber 
known to man. Goodall’s new dye methods produce clear, 
soft colors so important in the new textured weaves 


now in demand by the automotive industry. 


Het the f 
thew, you, ttn, sell the tar 


© 1953, Goodall Fabrics, Inc. Subsidiary, Goodall-Sanford, Inc. (Sole Makers of World-Famous PALM BEACH® Cloth) *Registered Trade Mark 
GOODALL FABRICS, INC. - NEW YORK - BOSTON + CHICAGO + DETROIT + SAN FRANCISCO + LOS ANGELES 















































On the Financial Front... 


‘54 Cutback Expected 
In Output of Steel 


aur three years of shortages, 
the steel industry's expanded 
productive capacity caught up with 
demand in the second half of 1953, 
according to Standard & Poor’s 
Corp. 


Realization that most steel 
products would be readily avail- 
able touched off widespread in- 
ventory corrections by steel con- 
sumers in the late months of the 
year, it said. Order cancellations, 
reductions and stretchouts in 
turn caused a moderate decline 
in the steel industry’s operating 
rate, 

Most of the decline was concen- 
trated in electric furnaces, the 
source for most alloys and much 
of the carbon steel produced for 
conversion by others during the 
shortage period, S & P said. Based 
on prospects of a further moderate 


decline and expectations that con- 
sumers will keep steel inventories 
about in balance with require- 
ments, steel production is unlikely 
to match year-earlier levels for 
some months, the firm said. 
* * @ 

paceracts for 1954 point to 

lower steel sales and narrower 
margins than in 1953, according to 
S & P. In addition to reduced pro- 
duction, net mill returns will be 
lowered by price _ concessions, 
chiefly consisting of absorbed 
freight charges and reduction of 
elimination of some extra charges, 
it said. 

These factors also will exert 
pressure on profit margins, al- 
though suspension of operations 
at some old facilities and in- 
creased efficiency from new facil- 
ities will be partially offsetting, 


The man who insists on genuine parts 
is just as particular about his tools. Now, you 


can sell him quality tools and compete for this 
profitable business with anybody—including 
chain stores and men who sell tools from trucks. 


Less than $175 brings you the Bonney 
‘“‘merry-go-round”’ and a stock of the . 
most popular, fastest-moving tools 
—quality tools any mechanic 
would value at prices anyone / 
can afford. The Bonney 
“merry-go-round” combines 
display appeal and self- 
service features that remind 
customers that your counter | 
is the place to buy the tools 


they need. 
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J 


re 


Don't overlook this sere 
of additional tool sales! 


Your mechanics should be buying their tools 
from you. Sell them Bonney and you’ll profit 





the firm said, Some additional 
costs may also be incurred when 
labor contracts are renegotiated 
at mid-year. 

Accelerated amortization of facil- 
ities constructed under certificates 
of necessity will be generally much 
higher in 1954 than in prior years. 
Removel of excess profits taxes at 
the 1953 year end will be an im- 
portant factor supporting earnings 
of steel companies in 1954, S & P 
said. = ee 


as power production in 
coming months will be aided 
by the 9.2 million kilowatts addi- 
tional generating capacity installed 
during 1953 and the 14.1 million 
kilowatts scheduled for installation 
during 1954, S & P said. 

Revenues of the electric com- 
panies probably will increase ad- 
ditionally over the near term, it 
added. Industrial demands 
should remain relatively large, 
and consumption by residential 
and commercial customers is ex- 
pected to rise indefinitely, it said. 

Operating costs should continue 
under good control. Recent weak- 

ness in prices of bituminous coal 
and economies stemming from new 


IE them tools, too! 
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interest rates on new bonds sold 
to meet expansion costs. 
e & 6 
ALES and revenues of natura! 
gas transmission companies ar: 
to score new peaks wei! 


4 | into 1954, according to S & P. Gains 


will reflect continued expansion 
and extension of lines to new areas 


7 | it said. 


Converted Ambulance— 


The ability of the aluminum litter cot 
to convert commercial vehicles into am- 
bulances is demonstrated in this photo. 
The design was developed by Simmons 
Tool Corp. in cooperation with Aluminum 
Co. of America. The combination cot and 
stretcher can be used or stacked lixe 
bunk beds. 


fuel-saving generating equipment 
will cushion the effects of any 
further rise in wages and salaries, 
it said. 

Earnings probably will rise fur- 
ther, S & P said, despite higher 


» 


<a 


at least two ways: (1) You'll reduce costly 
interruptions to work; (2) you’ll make a profit 
on tool purchases by your own employees— 
business that someone else is getting now. 





Write for complete information today. 
BONNEY FORGE & TOOL WORKS ...ALLENTOWN ... PENNSYLVANIA 


Profits, which have been 
squeezed by the lag in obtaining 
higher rates to absorb rising 
wellhead costs, would improve 
considerably under more liberal 
rate treatment, it said. 

Reflecting the business-minded 
views of the present Administra- 
tion, S & P said, recent rate deci- 
sions have upped the return to 6 
percent and 6% percent, as against 
the whittling-down policy previ- 
ously in effect. 

Construction expenditures will 
continue heavy, The total is bud- 
geted at $1.2 billion in 1954 and 
over $600 million in each of the 
two following years. The industry 
expects to raise 29 percent of es- 
timated new money needs through 
internal sources, 51 percent through 
long-term debt and 20 percent 
through sales of preferred and 
common stocks, S & P said. 


[pan for farm machinery 
will continue slack, S & P 
said, reflecting a prospective fur- 
ther decline in farm income, Out- 
put of defense goods also will de- 
cline as a result of the truce in 
Korea, indicating lower overall vol- 
ume. 

While prospects for steam 
generating equipment, chemical 
machinery, heavy presses and 
atomic plant equipment remain 
favorable, shipments of most 
other types are likely to decline 
in 1954, it said, 

Aggregate machinery sales prob- 
ably will recede roughly 10 percent 
from the record total indicated for 
1953 and, along with keener com- 
petition, narrower profit margins 
are expected, S & P added. 

Since not all machinery compa- 
nies will benefit importantly from 
the ending of the excess profits tax, 
lower earnings generally are in 
prospect, although machine tool 

builders may have another good 
year, as they were heavily in the 
EPT bracket. 
*> = 8 

TOCK dividends reached a new 

peak last year, according to 
Bernard T. Frevert, editor of S & 
P’s Outlook. Frevert said 267 com- 
panies made payments of this type 
in 1953, as compared with the previ- 
= record of 224 established in 
1952, 

Stock dividends fall into two 
broad categories. 

One consists of the extraordi- 
narily large payments (100 per- 
cent or so) made primarily for 
the purpose of adjusting the 
price of the shares, as in a stock 
split, so as to secure wider mar- 
ket distribution. These are more 
or less one-shot propositions. 

The other category, which is 
much broader, consists of smaller 
payments from time to time, some 
with punctual regularity in accord- 
ance with established company pol- 


icy. 

Stock dividends are nontaxable if 
no change in the stockholder’s 
equity is involved, but instead are 
used to write down the average 
cost of the investment. 

Whatever profit is derived later 
from the sale of stock held longer 
than six months becomes subject 
to the capital gains tax, which im- 
poses a lower rate than that ap- 
plicable to other forms of regular 


income. 
m ~ = 


3-M Sales Crack Record; 


9-Month Net Is $13 Million 

Minnesota Mining & Mfg. Co. 
sales for the first nine months of 
1953 reached $162,996,479, some 22 
percent over the previous nine- 
month record set last year. 

Net income for the nine months 
was $13,708,826, compared with $11,- 
~— for the first three quarters 


Brooks & Perkins 
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U.S.ROYAL LIFEWALL | 
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U.S. ROYAL MASTER 


The only tire with 


e@ Royaltex Tread and Traction—world’s ut- e Prevents blowouts W 
less of age OF condition 


kid stopping power 
e Doubles the strength of new tires, 


most non-s 
e Renewable Safety Tread—offering UP to 
plies the strength of old tires 
from impact damage 
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twice as many safe miles 
e Curb Guard* Protective Rib—ending curb- @ Protects tires 
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Highways & Safety... 
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$575 Million Road Aid 
Divided Up by U.S. 


‘By Gerhardt Neumann 
Staff Writer 


yperans on the apportionment 
of $575 million authorized as 
Federal aid to the states for high- 
ways in the fiscal 
year which began 
July 1 were an- 
nounced last 
week by Segre- 


: a 
5 = tary of Com- 
* merce Sinclgir 


4 > eeks. 
Ust RY oI Allotted by Gon- 
gress were $247,- 
500,000 for projects on the Fedefal- 
aid primary highway system, $165 
million for projects on secondary 
roads, $137,500,000 for urban proj- 
ects, and $25 million for work on 
interstate highways. 


The funds became available: to 


be expended under the super- 


Participation is limited to half 
the cost of roads. 

The funds for primary highways 
are apportioned in relationship to 
area, population and mileage of 
post roads. Funds for secondary 
roads are apportioned in the same 
manner, except that rural popu- 
lation is considered rather than 
total population. 

The funds will be available for 
expenditure until June 30, 1957. 


The state of New York leads all 
other states with total Federal aid 
of $35,428,657, of which $11,573,650 
is earmarked for primary high- 
ways. In second place is Texas 
with $34,757,747, and in third place 
California with $30,269,263. 


the states as of Jan. 1 and will Last on the list is Vermont with 





trained drivers have saved nearly 


$2,342,840, while Hawaii is 
scheduled to receive $2,464,524. 
* . * 


| nation’s road bridges are 
hopelessly inadequate, says the 
American Automobile Assn., which 
found in a survey that one out of 
three bridges was built for the 
horse-and-buggy era and was not 
strong enough to stand the strain 
of modern cars, buses and trucks. 

AAA estimates that of approxi- 
mately half a million bridges, 
170,000 are below modern 
standards. 
An earlier survey in Ohio had 
shown that 38 percent of all 
bridges on the rural highway 
system were either too narrow or 
too weak to carry modern loads. 

A surprising’y high number of 
wooden covered bridges, fondly 


much better car!” 


known as “kissin’ bridges,” are still 
in use, some of them on important ee Ge | or cong more than 


routes. ‘ The o 


* . 

Savings in Driver Training 
Dv training in high schools 
has saved the nation $39 mil- 


lion, according to AAA calculations. 
It is also estimated that these 


special 


GMC forecast for fifty-four: 


The prospects 





never were brighter 


HERE’s no doubt in our minds about 
the 1954 market for trucks. Here’s 
why: 
Instead of hoping for the best, we built for 


it. The 1954 GMC line takes every modern 
trucking need into consideration. 


We put the field’s highest-powered stand- 


ard engine into GMC light duties — and 
styled them, inside and out, with a smart- 
ness that makes a powerful appeal to pride 
of ownership. 


We have 8-speed — as well as 4-speed — 
Truck Hydra-Matic Drive* to start the 
world’s only complete family of Hydra- 
Matic-shifting trucks. This marks the 
great and inevitable changeover from 
ordinary trucking to ‘‘Hydra-Matic 
Hauling” 

We’ve given the heavy-duty field a range 
of cab-over-engine models with a 72-inch 
bumper-to-back-of-cab dimension — a 


range that provides 3 engines, both gaso- 
line and Diesel; single and tandem axles; 
wheelbases to fit any need. 


We have a full line of 6-wheelers, both 
gasoline and Diesel. And the only 2-cycle 
Diesels, whose simplicity, economy and 
power-to-weight ratios are unmatched. | 
We’ve taken engine roar away with the 
already-famous Silent Power Exhaust 
System. 


And, of course, we provide Safety Power 
Steering? for all models 2 tons and up. 


So we’re in the best position in our history 
—and, we think, in the field. 


What’s this to youP Well, you know the 
old advice: “If you can’t lick ’em — jine 
“em!” We'll be glad to share our prospects 
with you if you’re in an open territory. 
"Set eo & some models; optional at extra cost on 
tOptional at extra cost 


Sella modem muck! 


GMC Truck & Coach Division of General Motors 


U. S. Needs Bridgework ie (7 


“Darling, come liste 
man—he seems to be selling a 
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rganization figured the 
cost of driver education 
that of young drivers without 
training. About 1% mil- 
lion persons have completed 
driver courses since the program 
was started in 1936. 
This training cost approximately 





$34 per student. Surveys hav: 
shown that such courses result i: 
an accident reduction of at leas 
50 percent, compared with untrain- 
ed drivers. 

On the basis of this report, the 
experts say, community leaders 
must recognize that the training 
program deserves the support of 
everyone concerned. 

aa s * 


Accidents and Personality 


PSYCHOLOGISTS again have 
found an explanation of acci- 
dents in the driver’s personality. 

In a study sponsored by the 

Pittsburgh Better Tratfic Com- 
mittee, it is stated that selfish- 
ness, self-importance, guilt feel- 
ings or the desire to “live danger- 
ously” may be responsible for 
inany accidents. 

Similarly, Paul H. Blaisdell, di- 
rector of the traffic safety division 
of the Assn. of Casualty & Surety 
Companies, stated recently: 

“When the human element is no 
longer the neglected element in our 
highway transportation 
planning and safety development, 
then we can scrape the surface of 
the traffic accident prevention, and 
not before.” 

What is needed, said Blaisdell, is 
a@ reappraisal of highway and 
traffic programs in terms of human 
capacity rather than the efficiency 
of roads and machines. 

e . & 

N. Y. Safety Board 
e 

Puts Hope in New 

° 
City Government 

Hope that the incoming adminis- 
tration of Mayor Robert F. Wag- 
ner jr. will produce “tangible 
results for traffic improvement” in 
New York City in 1954 keynoted 
the first annual meeting of the 
Citizens Traffic Safety Board. 

Declaring that the board does 
not look upon itself as a “400-day 
wonder,” Percey C. Magnus, presi- 
dent, told the meeting that the 
welfare of the city hangs in the 
balance as it faces congestion 
losses which total $1,100,000,000 
annually. - 

Magnus said it was “high time 
for business leadership to take an 
aggressive position, seeking more 
and better official action and then 
constructively supporting any proj- 
ects which were launched or any 
proposals resulting from competent 
study and analysis.” 

Business leaders and civic 
groups, he added, have been dis- 
appointed before by well-inten- 
tioned schemes to solve the traffic 
problem through cooperation and 
coordination. 

He said that any new organiza- 
tion—and the citizens’ board is no 
exception — must win support by 
the sincerity of its effort, by doing 
well all that its funds and facilities 
permit it to attempt, by facing 
facts squarely and by proving to 
public officials that it is neither an 
organization of do-gooders nor a 
means of lambasting traffic author- 
ity. 


Rays of Hope 
Light-Reflecting Cloth Strips 


Point Out Pedestrian 


Strips of cloth impregnated with 
light - reflecting particles and de- 
signed for sewing to the outer 
clothing of pedestrians are reported 
to have aroused the curiosity of 
cities seeking to cut down on their 
pedestrian accident rates. 

Called Nite-Rays, the strips are 
said to pick up and flash back the 
headlights of approaching vehicles 
as much as two city blocks away, 
although the reflected beam is in- 
visible to the wearer. . 

The strips were developed by 
Minnesota Mining & Mfg. Co., 
which makes similar plastic strips 
for auto bumpers. 

a e s 


Edward J. Nugent, traffic super- 
intendent of the Yonker (N. Y.) 
Department of Public Safety, has 
been named to the staff ef the 
insurance industry committee on 
motor vehicle accidents to help 
administer the group’s program for 
assistance in safety problems in 
cities in New York. 
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| DRIVERS STAY AWAKE...ALERT...ALIVE 
WITH “MOTOR MASSAGE” CAR CUSHION 


“LIFESAVER” INVENTION HELPS MOTORISTS, 
TRUCKERS FIGHT DROWSINESS AND FATIGUE 


Tops in safety for modern high-speed, long-distance motoring 
is the wonderful, new CARSSAGE—a “mechanical” auto 


cushion placed on the market by Niagara Massage, Adams- 


ville, Pennsylvania. 


MASSAGE MOTOR Contained 
in the wedge-shaped, foam-rubber 
cushion is a novel massage motor. 
This motor (a Niagara exclusive 
and not a common vibrator) oper- 
ates with a brisk, pulsating or throb- 
bing action that helps to stimulate 
blood circulation, ease nervous ten- 
sion, and soothe tired muscles. All 
of this, of course, helps you kee 
alert and attentive behind the wheel. 

A REAL BACKSAVER Because of 
Carssage’s unusual (and beneficial) 
effect on the human body, you’ll be 
able to drive unbelievably long dis- 
tances comfortably and easily. The 
DEEP penetrating motor-massage 
action will keep your back and 
stomach muscles limber and re- 
laxed. This same action will create 
a welcome feeling of exhileration 
and good, old-fashioned “‘pep.”’ The 
sense-dulling monotony so com- 
mon to motoring will disappear; 
you’ll stay pleasantly alert for hour 
after hour. 

USE INTERMITTENTLY The 
Niagara Carssage may be kept in 
position behind your back like any 
car cushion, but the motor need be 


The Niagara CARSSAGE is a foam-rubber unit, wedge-sha 
a durable, attractive new type of ee plastic fabric. 


lighter and is long enough to reach to 


operated only for ten or fifteen 
minute intervals every hour or so— 
whenever you feel drowsy or tense. 
The unit uses a very small amount of 
current—scarcely as much as the 
dash lights. A cord plugs into the 
cigarette lighter and is long enough 
to permit back-seat_passengers to 
avail themselves of Carssage. Units 
are available for either 6 or 12 volt 
systems for autos and up to 24 volts 
for trucks. 

Niagara Carssage is viewed with 
favor by safety councils, insurance 
companies, and safety-minded in- 
dividuals and organizations every- 
where. It’s been tried and proved 
by truckers, state police, salesmen 
and many others who spend long 
hours behind the wheel. 

Full details will be furnished to 
all interested parties. Sale of Cars- 
sage will be through car dealers, 
auto supply stores and auto manu- 
facturers. For complete information 
on distribution, prices, discounts, 
etc., write to Niagara Massage, Auto- 
motive Dept. 11, Adamsville, Pa. For 
those in a hurry, the phone number 
is Jamestown (Pa.) 2201. 
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Carssage one of many prog 
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LOUNGE CHAIR YJ 
Chair is an attractive re 
on which the user 
while enjoying th 
duced by the t 


motors. 

“PROFESSIONAL” MECHA 
ISM Niagara has pioneered in 
adapting of professional-type y 
sage equipment to use in the 
For example, design of the 
Chair is based on Niagara’s ##fhous 
Combination Table, built hos- 
pitals, clinics, etc. Massagé mech- 
anisms and operation of these two 
units are identical. 

NATIONAL DISTRIBUTION 
Niagara is sold through exclusive 
dealers in all principle cities and in 
most leading department stores. 
However, Carssage—the auto unit, 
will be sold through car dealers, 
auto supply stores, and car manu- 
facturers. For complete information 
on Niagara products, send in coupon 
or write Niagara, Dept. AUTO-11, 
Adamsville, Pa, 


GOPR. 1953 BY NIAGARA MFG. @ DIST. CORP. 
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The Niagara CARSSAGE is an auto cushion with a built-in massage motor. It will keep you alert and 
refreshed during long highway trips. Plugs into lighter. Designed primarily for salesmen, truckers, and 


ce driv 
A he 


other wo g-di: 
ee il 


eae | 


Pmsent-Customer List 


iagara’s Carssage Auto Massage 


‘| Cushion is one of the very few items 


Over 100,000 Niagara 
Home Massage Models 
Sold This Year 


America is becoming ‘Niagara 
Conscious” —and at the rate of over 
2,000 motor-massage units a week! 

Yes, sales figures of Niagara Mas- 
sage, Adamsville, Pa., point to the 
fact that more and more people are 
relying on Niagara’s Home Massage 
units to help keep them in tip-top 
shape ... mentally and physically. 


that .can be sold to a customer after 
he has purchased his auto. 

It’s a simple matter to run down 
the list of customers and offer each 
a demonstration. The unit sells 
itself. It’s a simple, easy way to 
geste earnings for salesman and 

er. 


Car Salesman Sells Four 
Units Immediately After 
Sales Meeting 


Recently, a Pennsylvania Cadillac 
dealer introduced Carssage to his 
salesmen as a ible source of 
additional commissions. Acceptance 
was universal. One salesman started 
to call his entire customer list but 
sold complete stock of four units 
within an hour! 


id th Pugs | 
h Camsage Safe to 


| 


gara Carssage Cushion 
Help to Truckdrivers 


Niagara’s CARSSAGE Auto 


hion was designed to 


fight the 


iver’s greatest enemies— 


wsiness, monotony, fatigue. 


Rhe Carssage contains a full- 
iagara massage motor (not a 
fprator) which develops a pleasant, 
ting or throbbing action. This 
help keep the driver alert 


t will hel 
a bac 


him ease 
muscles, 


end “‘driver’s cramps.” He’ll be 
Ste efficient and much happier 


er 


geat morale 


2 Niagara CARSSAGE is a 
booster for the truck- 


ndustry. Every truck should 


sped with one. 
‘ 5 pasily wired to i 


> a cigarette lighter. Ava 
a ’ job in 
ploffec MEE Lon’ descriptive booklet today. 


SEND COUPON FOR FREE BOOKLET 


Niagara’ Massage 

Automotive Department 12. 
Adamsville, Pa. 
Telephone—Jamestown (Pa.) 2201 


Gentlemen: 


Please send me complete information on Niagara 
CARSSAGE. 


Name 
Address 


Type of Business 


uf 


J 


ition 


meestem in five minutes, or Plugged 


5, 12, 24 voltages. Write for 


ee ee ee 








Top Salesman— 


Don A Seeley (left), manager of the 
automotive division of Martin-Senour Co., 
Chicago, congratulates William 1. Creak- 
baum, Michigan territorial manager, on 
his election as the paint firm's top sales- 
man of 1953. 





ONDON. — (UTPS) — Britain 
faces a glut of cars for the first 
time in 14 years, 

Reasons are these: 

1. The purchase tax is fixed in 
April, encouraging customers to lay 
off from December to April an- 
nually, in hope of a tax cut. 

2. Increased output, putting many 
more cars on the home market. 

8. Increased competition from 
other European makers and in- 
creased consumer resistance. 

4. A decline in buying in northern 
hemisphere markets. 

These factors have been admitted 


Auto News from Britain 


English Face Glutted Market in New Cars 
For First Time in 14 Years ' 






in a flurry of price cuts in the 
home market. Margins have been 
squeezed by makers to encourage 
buyers to keep production rolling. 
This has stimulated demand for 
small cars but has not helped 
medium-priced models. 

One result has been a revival of 
second-hand trading on a larger 
scale, although both buyers and 
sellers are cautious. 

.f 


2 * 
Used Cars Come Back 


TILL now, distributors have 
sold all they could get and 
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many have refused to accept used| paid and more — as they HAV! 


units. But with new cars more 
plentiful and cheaper, the new cars 
are more competitive. 

The result is that distributors 
are once again being forced to 
accept tradeins to make sales of 
new cars, as in the “good old 
days.” 
Many have opened used-car 
sections in the last month or two, 
although with ill grace. 

But those who see it as an in- 
evitable phase of trade revival are 
less pessimistic, They regard the 
tradein as a welcome method of 
keeping their service sections busy 
while helping to sell new models. 

One sour note is that owners are 
still living in the dream land of the 
past 14 years. They imagine their 
cars to be worth the money they 











EARLY TWO YEARS AGO, as the small ad reprint shows, 

Naugatuck announced the production of an experi- 
mental reinforced-Vibrin plastic car body—a body that was 
dent-proof, rust-proof, amazingly strong and light! 

And now Kaiser Motors Corporation has begun to 
produce a Vibrin-bodied car for the public—the breath- 
taking Kaiser-Darrin being admired above! 

Good news? You bet! Look how the Alembic I, Nauga- 
tuck’s experimental car, has fared in over 45,000 miles of 
grueling road tests—equal to almost twice around the world! 


In two years’ time, the amazing Alembic I... 


e sped along highways, jounced and twisted through tor- 
turous back roads from coast to coast, Texas to Canada. 


@ withstood burning desert sun, snow, sleet, and rain. 
@ had a fender scraped in Philadelphia. 


Vébrin-Fiderglas bodtes for Katser-Darrin (Matn IUustratton) molded by Winner Mfg. Co., Trenton, N.J., Lunn Laminates, Huntington Sta., L. I.,and Ashtabula, O., Molded Fiber Glass Body Co., Ashtabula, O. 





MORE GOOD NEWS ABOUT... 


e was rammed while entering a driveway. 
@ overheated from a broken fan belt till the hood became 


too hot to touch. 


@ took roughly 214 times the wear and tear the average 
car is subjected to in that time—in the hands of at least 


100 drivers! 


And Vibrin came through unharmed! A dab of paint 
for the fender scratch, a slight change in body mounting, and 


the body was better than ever! 


No wonder reinforced Vibrin has risen to the very top of 
the “most promising materials” list ...not only for car bodies, 
but for structural applications of all kinds! 


To learn more about Vibrin® bodies, write us on your 
letterhead for the Story of Alembic I. 


Naugatuck Chemical 


Division of United States Rubber Company 





501 ELM STREET, NAUGATUCK, CONNECTICUT 
BRANCHES: Akron « Boston * Charlotte « Chicago « Los Angeles * Memphis * New York « Philadelphia. INCANADA: Naugatuck Chemicals, Elmira, Ont. 





been until now. 


High Tax Decried 


HE British minister of trans- 

port has been told by W. R 
Black, president of the Society of 
Motor Manufacturers & Traders 
that taxation on the British motor 
industry has reached ludicrously 
high proportions. 

The purchase tax on cars 
should be abolished, Black said, 
and trucks and vans should 
especially be freed, on grounds 
that it is illogical to tax the tools 
of industry. 

Black also attacked taxes on 
gasoline and fuel oil. He recalled 
that the tax had been levied to 
form a fund for improving British 
roads, but declared that the 
Government was still hesitant to 
delve into the enormous sums it 
had accumulated. 


Diesels for Cars 


[pet engines are now being 
made in Britain for use in 
autos, and within a matter of 
months one firm will be producing 
300 auto diesel engines a week. 


L, P. Lord, chairman of British 
Motor Corp., said experiments 
with gas turbine engines for cars 
now are well advanced and he is 
sure they will be used in cars of 
the future, 

Resumption of normal deliveries 
of car bodies to Jaguar has en- 
abled the firm to return to a full 
work week, 

Sir John Black, new chairman of 
Standard Motor Co., Ltd., has an- 
nounced an agreement with 
Massey - Harris - Ferguson, Ltd., to 
continue making tractors for an- 
other 12 years. Standard will con- 
tinue with the present range of 
Ferguson tractors at its Coventry 
plant, while a new and larger 
tractor model is to be introduced. 


Renault has cut its United King- 
dom price for the two-liter model 
by $300. 


Postwar Spending 
On Improvements 


Listed by Nash 


DETROIT. — Nash - Kelvinator 
Corp. has spent more than $160 
million since World War II im- 
proving its manufacturing facili- 
ties and products, George W. Ma- 
son, president, told stockholders in 
the corporation’s annual report for 
the fiscal year ended Sept. 30, 1953. 


Included in this total is an in- 
vestment of more than $72 million 
in expanding and modernizing plant 
facilities and manufacturing equip- 
ment, and in subsidiary companies; 
$27 million for engineering, and $61 
million for tooling for new prod- 
ucts, Mason said. 


Nash-Kelvinator’s sales in the 
1953 fiscal year totaled $478,697,891 
compared with $358,400,502 in 1952. 
Net earnings were $14,123,026, or 
$3.25 per share, against $12,603,701, 
or $2.90 per share, in the previous 
year. 


Mason reported that the corpora- 
tion’s equity in undistributed earn- 
ings of five unconsolidated subsi- 
diary companies, not carried as an 
asset in the 1953 balance sheet, was 
$10,913,956, or $2.51 per share. Total 
book value of Nash-Kelvinator 
stock on this basis was $32.24 on 
Sept. 30, 1953. 

Capital expenditures during fiscal 
1953 were $21,673,951, compared 
with $30,847,580 in the previous 
year, Mason said. 

Net working capital was $67,755,- 
415 compared with $70,040,713 a 
year earlier, he added. 

Property, plant and equipment, 
after accumulated depreciation, was 
carried at $66,103,039 at the close 
of the 1953 fiscal year, an increase 
of $6,981,679 for the year, accord- 
ing to the report. 

Nash automobile production in 
the 1953 fiscal year reached the 
third highest level in the corpora- 
tion’s history, with 166,918 cars 
produced, Mason said. This was 
21.3 percent ahead of 1952, and only 
6 percent less than in the record 
years 1950 and 1951, he added. 


The corporation’s employment 
averaged 25,745 men and women 
in the 1953 fiscal year, or 4,619 
more than in 19652, 


























CHRYSLER CORPORATION’S No.1 CAR 


rene ngage eras 





3 big reasons why 
the Plymouth flag 
is flying high! 


Here’s why the future looks so bright for Plymouth dealers: 


4 Plymouth popularity with the public is growing steadily—over 630,000 units built in 1953— 





the biggest year in Plymouth’s 25-year history ! 


a Plymouth has millions of satisfied users—more than 50% of the over 8,000,000 Plymouths 


ever built are still registered and on the road. 


= Plymouth gives customers more low-cost miles than any other car. Actual records kept by 
taxicab companies prove that Plymouths operate most economically. That’s why there are more 


Plymouths used as taxis .than all other makes combined. 


YOU ARE CORDIALLY INVITED TO VISIT US IN PLYMOUTH’S HEADQUARTERS AT THE N.A.D.A. CONVENTION: 
The Veranda Room, Saxony Hotel, Miami Beach, through Wednesday, January 13 ) 
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New Passenger Car Registrations, All States for November, 1953-1952 
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New Commercial Car Registrations, All States for November, 1953-1952 



























Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in sate 
capitals. 


Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 
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* 129 White trucks incorrectly credited have been removed from 1953 year-to-date figure. 
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2-dr ; 
aa To” shina; See ted, Woebaa, 
transportation state . -62; . . 
taxes, optional equipment or any other | models, optional at $189 co Windoor De- sed., $2,209.43; cl. cpe., $2,256.11. Super | —4-dr. sed., $2,362; hardtop, $2,468. Am- | seat stat. wag., $2,439; 3-seat stat. wag 
charges that may be passed on to the | luxe.) Wasp—4-dr. sed., $2,465.84; Sa: “Ga | bapades’ Btowe—4-de. sed., $2,412; 2-dr. | $2,494. Obleftain 8 Deluxe — 
retail buyer. Telit tintin ie tate sed., | $2,413.28; cl cpe., $2,465.84; Hollywood, | sed., $2,360. Ambassador Custom — 4-dr. | $2,205.51; 2-dr. sed., $2,148.32; 2-seat 
CADILLAC $2,385.75 (8-pass., $3,281); cl. cpe., $2,- | $2,704; conv., $3,004.20. Hornet — 4-dr. | sed., $2,595; hardtop, “se. (Hydra-Matic | stat. wag., $2,579. Star Chief 8—Deluxe 
eilge: ds — nee A ty o ant... : stat. ~. §3,107.75:; Fire Dome V-8 | 5¢4., $2,768.86; cl. epe., $2,741.99; Holly- | optional at ‘$178.85 on all models. 4-dr. sed., $2,301; 4-dr. 
$3,904.57; conv., $4,143.72. Series 60 Spe. |—*-GF. sed., $2,673 (8-pass., $3,558.75) ; wood, $2,987.75; conv., $3,287.70. (yara- | | OLDSMO OBILE — 88 — 4-dr. sed., | $2,394; conv., $2,630. tain 
wane 8 : . i cl. cpe., $2,651.50; spertenen, $2,922.50; Matic optional at $178.03 on all models in | $2,327.09; 2-dr. sed., $2,261.62, Super 88|6 Deluxe, $2,316.30; Chieftain 6 Custom, 
clal—4 4s . Sa ae ot Eldo. | COnV., $3,144.25; $3,381, | Jet category. Borg-Warner automatic |—4-dr. sed., $2,461.71; 2-dr. sed., $2,- | $2,382.43; Chieftain 8 Deluxe, 
pass. sed., $5,604. $5,817.73. Eldo- | (oo ermiite Sptaniaal ot G200 on Gt enedite.) transmission optional at $178.03 on all | 396.25; hardtop, $2,673.89; conv., $2,852.59. | Chieftain 8 Custom, $2,458; Star Chief 8 
ie i Cc CRE | "onan teeienhees int other models. ) Classic 98—4-dr. sed., $2,785.82; hardtop, | Custom, $2,557. (Hydra-Matic optional at 
ard on all models.) _— Menarwheesi: | KAISER — Carolina — 4-dr. sed., $2,- | $3:021.75; conv., $3,228.84; Fiesta $178.35 on all models.) 
—4-ar. sea., | $7,07475: wed, $2170.70; cl cl. cpe.,  $2,- 8172.69; 2-dr. sed, 42,312.58, Delwne--4-ar Fiesta’ opti $178.35 sil other | 4-dr. sed., $1,801.11; 2-dr. sed., $1,708.07 
’ - 3 .79: club sed._ ° ¥ sta, optional at $1 on all other | 4-dr. , $1, ; . . , 
$1,680; 2-dr. ood., $1,623; utility sed., $1,- | 154 on Coronet Six—4-dr. » $2, 136; sed., ange 9 Bg sed., $2,459; 4-dr. models: ) Champien’ Deluzs — 4-dr. 00d. $1,918.18 
pass. : 


; -» $2,020. cpe., $2,109; 2-dr. stat. 2 $3 228.00; Traveler, $2,618. . sed., & et 
—4-dr, sed., $1,771; 2-dr. sed., $1,717; '4 ar Dseat’ stat. wag., $2,719.25; 4-dr. | $2,049.63; club sed., $2,596.76. Dragon— |, PACKARD—-Clipper—4-dr. sed., wy oe 2-dr. sed., $1,875.18; 5- cpe., 
: : a , 2-dr. sed., $2,544; Sportster hardtop 971.93; stat. wag., $2,187.23. Champion 
epe., $1,782; 6-pass. stat. wag., s. | S-seat stat. wag., $2,790.25. $3,923.91. (Hydra-Matic on Cl Del a Eo 3 i . 


¢ standard Drag- 

Bel -dr. sed., $1,884; 2-dr. sed., ional ther models. " Regal—-dr. , $2,026.29; 2-dr. sed., 

830; hardtop, nent conv., $2,185; | Coromet V-8—4-dr. sed., $2,244.50; cl. cpe., en =e a - oe ) 2-dr. sed., $2,691, Peckard—Cavaller 4-dr. | $1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
B-pass, stat. wag., §2,283. Corvetie—Conv., | $2,223; spt. cpe., $2,380.25; conv., $2,- Lincoln — 4-dr. » $3,522; | sed. §3,244; Mayfair hardtop, $3,278; | $2,241.29: stat. wag., $2,295.33. Com- 
$3,523. (Powergiide standard on Corvette, | 513.75; 2-dr. stat. wag., $2,517; 4-ar. 2- | hardtop cpe., $3,625. Lincoln Capri—4-dr. | conv. $3,486; Patrician 4-dr. sed., $3,740; |mander Deluxe — 4-dr. sed., $2,179.13; 
optional at $178.35 on all other models.) | eat stat. ., $2,960.25; 4-dr, 3-seat | Sed... $3,711; hardtop cpe., $3,869; conv., | Caribbean conv., $5,210; formal sed., $6,-|2-dr. sed., $2,136.13; 5-pass. cpe., $2,- 

stat. us bi Royal V-8—4-ar. | $4,030.50. (Hydra - Matic standard on ali | 531; executive sed., $6,900; corporation | 232.88; stat. wag., $2,447.88. Commander 

CHRYSLER—Windsor Deluxe—4-dr. sed., | sed., $2,372.75; cl. cpe., $2,349; spt. cpe., | Models.) lim., $7,100. (Ultramatic standard on Pa- | Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
$2,562 (8-pass., $3,492.25); ci. cpe., $2,- | $2,503; conv., $2,632. (Gyro-Matic optional MERCURY — Custom — 4-dr. sed., §2,- | triclan and formal sed., optional at $199 | $2,340.98; hardtop, $2,502.23; stat. 

50; Newport, $2,830.75; conv., $3,- | at $130.10 on Meadowbrook Six and V-8. | 250.50; 2-dr. sed., $2,193.50; sport cpe., | on all other models.) $2,555.98; Land Cruiser 4-dr. sed. $2, 
045.75; stat. wees $3,321. New Yorker— | PowerFlite optional at $189 on all other | $2.215 Menterev —4-dr. cad. $2.222.50: PLYMOUTH — Plaza 4-dr. sed., $1,765; | 438.28. (Automatic Drive optional at $216 
4-dr. $3, 75 (8pass., $4,368); cl a oe wagons.) | hardtop $2,451.50 Sun oe ed cl. sed., $1,727.25; bus. cpe., $1,617.50; | on Champion, $226.50 on Commander.) 

” 262: Ni stat war ¥Y J— Corsair Four — 2-dr. sed., | conv., $2,609.50; stat. » $2, (Mi stat. wag., $2,064. Savoy—4-dr. sed., $1,- WILLYS — Aero Lark — 4-dr. sed., $1 
,024.25. New Yorker Deluxe—4-dr. sed., | $1,399. Oorsair Deluxe Six — 2-dr. sed., | 0-Matic optional at $189.77 on oy | modele.) 872.50; cl. sed., $1,835; cl. cpe., $1,842.50; | 727.15; 2-dr. sed., $1,640.99. Aero Falcon— 
433; cl. cpe., $3,406.25; Newport, $3,- | $1,561.18. NAS£H—Rambler Super—4-dr. $1,- | ent. cpe.. $2,064; conv., $2,220; stat. wag., | 4-dr. sed,, $1,856.95; 2-dr. sed., $1,792.33 
.25; conv., $3,938.25. Custom Ii HUDSON—Jet—4-dr. sed., $1,858; 2-dr. | 995; hardtop, $1,945; aaa $1,945. $2,207.25. Belvedere—4-dr. sed., $1,953.25; | Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed. 

4-dr, sed., $4,259.50; lim., $4,797; New- | utility, $1,836.75. Super Jet—4-dr. sed., | Rambler Oustom—4-dr. sed., $2,175; hard- | spt. cpe., $2,145; conv., $2,301; ctat, wag., | $1,963.50. Aero Eagie—Hardtop cpe., $2 
port, $4,560.25. Crown Imperial—4-dr. sed., | $1,954; 2-dr. sed., $1,932.75. Jet-Limer— | top, $2,095; conv., $2,125; stat .wag., | $2,288. (Hy-Drive optional at $145.80 on | 157.18. Station wagons — 4-cyl., $1,862.70 
to be announced; lim., to be announced. | 4-dr. sed., $2,056.60; 2-dr. sedan, $2,- | $2,095. Statesman Super—4-er. sed., $2,- | all models.) (four-wheel drive, $2,304.55); 6-cyl., $1 
(Powerlite standard on all eight-cylinder | 045.85. Wasp—4-dr. sed., $2,256.11; 2-dr. | 178; 2-dr. sed., $2,130. Statesman Custom | PONTIAC—Chieftain 6 Special—4-dr. sed., | 949.23 
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Roundup from State Capitals .. . 


Legisla tion Affecting Hilts Industry 


By Bethune Jones 


Legislative Correspondent 


A N ABUNDANT supply of developments of direct and in- 
direct significance to the automotive industry will come 
out of state caiptals this year, despite the fact that only 14 
legislatures convene in regular session. 

Regular or budget sessions are scheduled in Arizona, 


California, Colorado, Ken-@———— 


tucky, Louisiana, Maryland, 
Massachusetts, Michigan, 
Mississippi, New Jersey, New York, 
Rhode Island, South Carolina and 
Virginia. 

All of these sessions are now in 
progress, with the exceptions of 
Maryland, which starts in Febru- 

sa ary; California, in 
. March, and Loui- 
siana, in May. 

The California 
session will be 
limited to budget, 
revenue and tax 
matters, but 
other topics prob- 
ably wiil_ be 
brought up at 
concurrent special 
sessions. Mary- 
land sessions in 
years deal with 





Bethune Jones 


even-numbered 
budget, revenue and tax matters, 
with matters of general public wel- 
fare, and with emergencies. 


A special session in Nevada 
was called to consider, among 
others, proposals for revision of 
motor vehicle licensing laws en- 
acted last year. 

An Ohio special session faced 
the problem of implementing a 
half-billion-dollar road bond issue 
approved by the electorate in No- 
vember. A special session on high- 
way financing is expected late in 
the year in Louisiana. 

oe oe ~ 


Higher Road Levies 


- ADDITION to legislative de- 
velopments, important issues 
will be submitted to the voters in 
many states through referendum 
and initiative action. 


The trend toward increased high- 
way-user taxes, highway bond is- 
suance and toll financing will 
spread in the face of mounting 
public pressure for more adequate 
highway facilities. 


Gasoline tax boosts and new 
and heavier taxes on trucks will 
be widely sought. Pressure for 
truck taxes of the ton-mile or 
weight-distance variety will con- 
tinue despite industry opposition. 


Because acceptable levels of 
highway-user tax levies alone can- 
not provide more than a fraction 
of highway modernization costs in 


U.S. Is Advised 
To Streamline 
Steel Allotments . 


WASHINGTON.—Modification of 
the Defense Materials System to 
make it a more effective instru- 
ment for achieving defense goals 
in either a hot-or cold war was 
recommended at a meeting of the 
steel products industry advisory 
committee and officials of the 
Business and Defense Services Ad- 
ministration. 

A task group reported that many 
small subcontractors, making a 
large number of individual com- 
ponents for prime contractors, use 
only a relatively small proportion 
of the total steel allotted to the 
prime contractors for the manufac- 
ture of military and atomic-energy 
end products. 

Each subcontractor, however, is 
required under the present system 
to keep records of the amount of 
controlled steel-mill products used 
by him to go into the end products. 

It was recommended by the task 
group that the small subcontractors 
be permitted to self-authorize their 
orders for controlled steel-mill 
products. The recommendation re- 
ceived unanimous approval of the 
committee, and BDSA officials said 
it would be given immediate con- 
sideration. 





many states, however, borrowing 
will be imcreasingly proposed. The 
Ohio electorate’s recent approval 
of a $500 million road bond issue 
and the absence of public op- 
position to large highway bond 
floatations in other states will tend 
to minimize political hesitancy to 
sponsor such proposals elsewhere. 


Toll road developments will cen- 
ter mainly on carrying out financ- 
ing and construction plans and 
further feasibility studies under the 


terms of existing laws, although the 
1954 sessions will produce some ad- 
ditional toll-road legislation. 

Further adoption of constitu- 
tional amendments and legislation 
restricting the use of automotive 
tax revenues to highway purposes 
will be proposed in a number of 
states. Such an amendment, along 
the lines of those adopted previ- 
ously in 24 states, already is 
scheduled for a November vote in 
Wyoming as a result of 1953 legis- 
lative action. 

* t * 


Other Tax Pressure 


| automotive industry can ex- 
pect proposals in most legis- 
lative sessions for new and in- 
creased general taxes. 

Whatever, if any, state tax re- 
ductions may be enacted will be 
scattered and minor in character, 
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and will not reverse the general 
uptrend. No widespread public 
willingness to accept the cutback 
in state governmental services, 
which would have to precede any 
sizable tax reductions, has yet 
made its appearance. 

Faced with increasingly pressing 
revenue problems of their own, the 
states may show stiffer resistance 
to demands by municipalities and 
other political subdivisions for 
larger shares of the receipts of 
state-collected levies. Instead, law- 
makers may lcok with more favor 
on proposals for broadened local 
nonproperty taxing authority and 
liberalized debt restrictions. 

Changes in truck size and 
weight regulatory laws will be 
raised as a legislative issue in Ken- 
tucky, Virginia and other states, 
with indications that the trend of 
recent years toward liberalization 
of such restrictions will continue. 
Heavier taxes and more stringent 
penalties for overload violations 
will accompany the trend, however. 

* * + 


Stricter Driving Laws 


Ne laws aimed at providing 
more effective protection 
against financially irresponsible 
motorists will be widely considered, 
(Continued on Page 74, Col. 1) 





Fee Under Protest— 


Howard L. Willett jr. (left), executive 
vice-persident of Willett Co., Chicago, 
hands Latham Castle, attorney-general of 
Illinois, a check for $80,002.93, bringing 
to more than $3 million the amount paid 
by truckers since last June after the courts 
upheld the Legislature's amendment to the 
Motor Vehicle Act increasing 1952 license 
fees, protested by the truckers. The Will- 
ett check was the largest single payment 
to date in the attorney-general's drive to 
bring in $12 million in delinquent fees 
and taxes from truckers. Willett said that 
his firm paid license fees of $151,376 and 
gas taxes of $125,809 in 1952, in addi- 
tion to the latest payment. Another $50,- 
000 was paid for:Chicago vehicle taxes. 





Meguiar’s MIRROR GLAZE stands alone as the ultimate in a quality auto 


polish. Car dealers from coast to coast find that it “adds the shine that 


sells” to both new and used cars... creates satisfied service customers, too. 


MIRROR GLAZE can do the same for you! 


Turn your polish department from a problem into a profit...ask about the Meguiar 
MIRROR GLAZE dealer help program at the NADA Show, Booth #77. 


MIRROR GLAZE 





MIRROR BRIGHT POLISH CO. 


PASADENA, CALIFORNIA « 
EASTERN DIVISION: P. O. BOX 6263, WASHINGTON 15, D.C. ¢ 


FINE POLISHES SINCE 1901 
OFFICES IN MAJOR CITIES 
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ForD LEADS THE WAY WITH THE 





More than ever... 


the Standard 
for The American Road! 


GREATEST ENGINE ADVANCES since the original Ford V-8. Ford’s new 130- 
h.p. Y-block V-8 and new 115-h.p. I-block Six are America’s most modern engines. 


REVOLUTIONARY NEW BALL-JOINT FRONT SUSPENSION is the great- 
est advance in chassis design in 20 years. Only Ford in the low-price field has it. 


FIVE OPTIONAL POWER ASSISTS you'd expect to find only in the 
costliest cars . . . Master-Guide power steering, Swift Sure Power Brakes, 
Power-Lift Windows, 4-Way Power Front Seat, famous Fordomatic Drive. 


reEQhons. WwW 
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GREATEST ADVANCEMENTS IN THE INDUSTRY! 


O04 FORD 


TRIPLE BFCONOMY 








Take the lead in all 
3 vital factors that make for 
| gant lower-cost trucking! 


NEW POWER! Now a LOW-FRICTION, high-compression, overhead-valve, 
deep-block engine in every model . . . and that saves gas! 


NEW CONTROLS! New Driverized Cabs, Master-Guide Power Steering, 
Power Brakes, Fordomatic Drive ... and easier control saves time! 


NEW CAPACITIES! Low curb weights, high payload capacities! New 
factory-built 6-wheelers, gross up to 48% more . . . Big loads save money! 


itk_ GREAT to be a FORD Dealer! 


FORD Division of FORD MOTOR COMPANY x 
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Auto Letter from Europe 


RANKFORT, Germany.—Ameri- 

can cars offer more for the 
money in some respects than Euro- 
pean cars, but at the same time 
American makers forget some im- 
portant considerations. 

Foremost of these is the state of 
European roads. They are a lot 
worse than those of the U. S. 

Another consideration is that 
the low-priced cars of the U. S. 

become high-priced cars in 

Europe, due to shipping costs 
and import duties, As a result, 

they compete against the high- 

priced European cars. 
. ‘To get the continental perspective 
on road-holding considerations, I’d 
suggest American makers test ride 
their own cars against the new 
Mercedes 180 for comparison. 

«Ignore the engine, but study the 
ease with which the Mercedes can 
*be handled along the narrow Euro- 


















come and see how SUN 





pean roads which have so many 
curves. 
* * * 


Test Ride Shocking 


TOOK a test ride in a 1953 U. S. 

car, which was driven at top 
speed for four hours on a French 
road from Chateauroux to Bor- 
deaux. We made good time by 
generous use of the brakes, but I 
could have used an operation after 
the ride. 

This car is good for slow driving 
or city driving, but on the road 
it shook me to pieces. On curves, 
when accelerating, it certainly 
thought it was a sail boat and 
swayed too much to the side. I am 
pointing this out only in order to 
urge the auto industry to promote 
the “exportability” of U. S. cars. 

American car makers should test 
the cars on European roads as 
they can’t reproduce long stretches 
of narrow, poorly surfaced roads 
with typical European curves in 
the test areas. 

I know they test the jobs over 


makes iT 


for you 


eeeto sell all the work the ENGINE needs! 


Shops using suN Equipment and sun's New Testing Programs are 
meeting the challenge of servicing today's more complicated 
engines, including both 6 and 12 volt ignition systems! These shops 
are doing more repair operations per car, making more profit per 
car, eliminating comebacks and making happy, steady customers. 


stone pavements and other poor 

roads, but they must travel in 

Europe from town to town be- 
fore they can appreciate what a 

car must be able to do in Europe. 

The German branches of Ford 

and General Motors could tell 
them the same story. 

Things we would never notice in 
the U. S. can become highly annoy- 
ing in Europe. For example, the 
rough roads cause vibrations in the 
car body that are deafening. Also 
the ashtray, when pulled out for 
use, rattles to beat the band. 

a * * 


°54 Plans Discussed 
EANWHILE, car makers are 
busy laying plans for 1954. 
The Mercedes 300 SL six-cylin- 
der sport car has been further 
pepped up and gasoline injection 
has been tried. Hangers-on at 
the sport bars of Stuttgart talk 
of getting 250 horsepower out of 


easier 
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Grant's Inaugurates New Building— 





This T-shaped sales and service building is the new home of Grant's Auto & Sales 
Service, Puyallup, Wash. The operation is geared to save 22 percent on service work, 
due to the introduction of assembly line service methods. At the left is a two-car dis 
play room. The wing to the right is the main service department, with overhead doors 


in front and back. Lloyd and Ruby Grant are owners of the firm. 





engine. This job will start in only 
three races: The Mille Miglia 
(the 1,000-mile road race in 
Italy), in the 24-hour Le Mans 
race, and the Pan-American road 
race, already held, 


The new race car, a V-8 without 
supercharger and with only about 
this smaller - than - Chevrolet |152.5 cubic inches of volume, also 


You too can profit with sun! TEST—Don't Guess! Pin-point 
trouble spots quickly and accurately! With suN, you can uncover 
two to three times as many NEEDED repair operations per car as 
are usually found by guessing. Your time is saved, the customer 
/ knows what has to be done, and once completed, the results of 
repairs can be checked, with the same equipment, to assure com- 
plete satisfaction. While at the convention stop in at suN's Booth, 
for complete details. 


_-~ Su" Equipment is also available for fleet and military use—in 6-12-24 volt units 


LECTRIC CORPORATION 


IN Technical Training Schools in 16 cities. Night and Day Courses. 


6327 AVONDALE AVENUE 
CHICAGO 31, ILLINOIS 


R-490 


will start three times: In the Euro- 
pean Grand Prix in Germany, in 
the Grand Prix of France, and 
the one of Spain. And it may wind 
up the season with a race in 
Argentina, 

The success of the new 180-type 
with four cylinders supposingly 
made Mercedes change to the “220,” 
a six-cylinder with overhead cam- 
shaft. 

Mercedes is said to be testing a 
small, rear-engine, four - cylinder 
car in the $900 class. 


Back in Sports Field? 


MW, of Munich, soon will be 
back in the sport-car field, as 
before the war, it is reported. 

Opel reportedly is weighing 
plans to add to the success of the 
Olympia Record by offering still 
another lower-priced version with 
simpler makeup and .a smaller 
engine. At the Auto-Union DKW 
the old friends are waiting for 
the long-expected, low-priced car 
with plywood body, air cooling 
and front-wheel drive. 

It appears that dealers on the 
Continent have plenty of sport- 
|loving customers lined up for the 
|new “Magnette,” the British four- 
|door unitized sedan with the me- 
chanical parts of the 1954 MG car. 

On the New French Simca the 
horn ring is beneath the steering 
| wheel but does not turn with it, 
}and on the center hub you can 
|switch on and off the windshield 
| wipers, directional signals, etc. 
| In Italy the latest discussions are 
| devoted to ideas of how to produce 
| vehicles capable of mass-production 
|and to fit the limited economy. 
| Fiat, which produces 85 percent 
|of all Italian cars, may have an 
|} answer with a new, very light car, 
| but others also are studying this 
question. Vespa and Lambretta, the 
two most successful scooter makers, 
|are said to be reviewing the possi- 
| bilities of closed-cabin scooters. 
Alfa Romeo probably is going into 


|a smaller class also. 
| a 


|New Home for Nash 


NASH is going to have a fine new 
| home in Paris. The Royal 
| Elysees, a leading car importer, is 
| building an ultra modern dealer- 
|ship in Paris. The firm is the 
French distributor for Nash, Mer- 
cedes and Jaguar. 

Expect a clutchless SHIFT trans- 
mission in Germany. 

Citroen now is tooling up for a 
new model. 








Textileather Sales Top 


$19 Million 


TOLEDO. — Textileather Corp., 
manufacturer of plastic-coated fab- 
rics and processed textiles, has re- 
ported 1953 sales exceeding $19 mil- 
lion. The increased automotive use 
of Textileather was largely credited 
for giving the firm its largest vol- 
ume in history. 

Jules D. Lippmann, president of 
Textileather, attributed the record 
sales also to the growing consumer 
acceptance of plastic coated fabrics 
and the use of the materials in 
more fields. 

Lippmann said that new trends 
in automobile styling and home in- 
terior decoration have caused -a 
greater use of plastic coated mate- 
rials. 

During 1953 Textileather marketed 
a record number of new patterns, 


ranging from designs representing 


western brands to patterns resem- 
bling hand-tooled leather. 


| 
Record Year 
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and looks it! 


In every smart, sparkling detail, the °54 Dodge is an elegant car. Outside, 
it has new size, new sleekness, new grace. Distinctive, color-harmonized 
interiors feature luxurious Jacquard fabrics, the first time this exclusive 
cloth has been used in any medium-priced car. Here is a car styled to 
command admiration and desire . . . a car designed to give Dodge Dealers 
a product of smartness and quality far beyond its price and whose popu- 


larity and saleability add up to a good, steady profit. 


economical 


and proves it! 
Dodge—America’s Top Economy 8! 
In the recent Mobilgas Economy Run, 
Dodge beat all cars in its class, topped 
all other 8’s in every class! Never be- 
fore, in all competitive tests, has a 


manufacturer offered its dealers such 





sales ammunition on_ performance, 
engineering excellence, economy, dependability and value. What a 
promise of motoring pleasure this °54 Dodge makes its owners . . . 


and what a promise of rich rewards it makes to the men who sell it! 
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powerful 


and acts it! 


The famous Dodge Red 
Ram V-8, now stepped up 
to 150-h.p., gives even 
greater response, smooth- 
ness and all-around safety. 
Official proof of its power 
and ruggedness came on the Bonneville Salt Flats. 
The °54 Dodge set 196 official AAA records for 
endurance and stamina, speed and acceleration. 
In one continuous 72-hour stretch Dodge covered 
6,576 miles at full throttle! Now teamed up with 
fully-automatic PowerFlite, the Red Ram V-8 
gives Dodge a tremendous new power punch—a 


powerful new sales punch! 
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Royal V-8 Four-Door Sedan 








Dodge Makes Big News-Wins New Friends 


The °54 Dodge is “hot”! Dodge Dealers all over the country report enthusiastically of 
the new respect, new popularity, new sales their 54 Dodge is making with its new style, 
new power, new performance. This points up the fact that the Dodge franchise, along 
with the excellent Plymouth selling agreement, is a long-range, profitable business oppor- 
tunity. A limited number of Dodge franchises are now available. If you are interested, 


write Dodge Division, Chrysler Corporation, Detroit 31, Mich. 


DODGE DIVISION « CHRYSLER CORPORATION ¢ DETROIT 31, MICHIGAN 
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By Leo T, Parker 
Attorney at Law 


A “If an automobile dealer 
promises to pay a salesman an 
agreed commission on all orders, 
can the salesman collect the com- 
mission on all orders he takes for 
automobiles not delivered to 
purchasers?” 

According to a higher court 
decision, the answer is no, unless 
the salesman definitely proves 
that the dealer promised to pay 
commissions on all purchase con- 
tracts. 

For illustration, in Nieberding v. 
E. M. Stivers Co., 227 S. W. (2d) 





took orders for new cars amount- 
ing to $388,828.64. The contract be- 
tween the salesman and the dealer 
was an oral contract, with no wit- 
nesses. 

The salesman alleged that he was 
to be paid his 2 percent commission 
upon the writing of orders and not 
upon the delivery of the car and 


School Gets Equipment from Ford— 


Students of Oshkosh (Wis.) Vocational Scheol will soon be working on this six- 
cylinder engine donated, among other automotive equipment, by Ford Motor Co. 
Shown (from left), are J. R. Bohr, field manager for Ford; Curtis R. Gehling, instructor; 
Harold Hafemann, manager of Dahi Motors; Glenn Clark, parts manager of Dahli 
Motors, and A. M. Bleyer, director of the school. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


READER asks this question: | 


462, it was shown that a salesman | 





Lawsuits Affecting Dealers ... 
Court Decisions 


accessories covered by said orders, 
|as contended by the dealer. 


Few Deliveries 
E salesman sued the dealer for 
$7,555. The dealer proved that 

only a small number of cars had 
been delivered to persons from 
|whom the salesman had taken 
| orders. 

The higher court held that the 
salesman was entitled to receive 
payment of commissions only on 
cars accepted by and delivered to 
|the purchasers. The court said: 
“There was no evidence that 
| defendant (dealership) had in 
bad faith, refused to execute any 
of the plaintiff's (salesman’s) 
orders, or that it arbitrarily and 
capriciously refused to deliver 
automobiles to customers on 
orders procured by plaintiff. 
“The plaintiff has the burden of 
proof to show that his commissions 
were due and payable upon the 








In Chicago, it takes 2—- 
for broad coverage 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must 
be the... 


CHICAGO 


SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 





READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


REPRESENTED BY: SAWYER-FERGUSON-WALKER CO., LOS ANGELES, SAN FRANCISCO, PHILADELPHIA, DETROIT, ATLANTA e HAL WINTER CO., MIAMI BEACH 





writing of orders and not upo» 
the delivery of the same.” 


This court also explained tha 
when a salesman sues for com 
missions on a verbal contract, th: 
salesman cannot win a favorab): 
verdict unless he presents befor: 
the court disinterested witnesses 
who testify in his favor as to th 
alleged contents of the verbal! 
agreement or contract. 

s o & 


Muffler Laws 


ONSIDERABLE discussion ha: 

arisen from time to time over 
the legal question: “Is a state law 
or city ordinance valid which re 
quires use of efficient mufflers on 
motor vehicles?” 

According to a late higher court 
decision, the answer is yes. 

For example, in Department of 
Public Safety v. Buck, 256 S. W. 

(2d) 642, it was shown that a 
State law provides that every 
motor vehicle shall at all times 
be equipped with a muffler in 
good working order to prevent 
excessive or unusual noise and 
annoying smoke. 

In holding the law valid and en- 
forceable, the higher court said: 

“We think any ordinary and 
interested person would have no 
difficulty in determining whether 
or not an excessive and unusual 
noise or offensive or excessive 
exhaust fumes accompanied the 
operation of a motor vehicle.” 

For comparison, see Kovacs v. 
Cooper, 336 U. S. 77. The U. S. 
Supreme Court upheld an ordi- 
nance which declared it unlawful 
for any person to use or operate 
on the public streets any device 
which emits loud, raucous noises 
and which is attached to any motor 
vehicle. 


Ohio Dealers Pay 
$163 Per Man to 


Workmen’s Fund 


COLUMBUS, O. — Ohio auto 
dealers pay an average annual 
premium of $163 per employe into 
the Ohio workmen’s compensation 
fund, according to a survey of the 
compensation program by E. I. 
Evans & Co., actuaries for the 
Ohio Automobile Dealers Assn. 

The survey indicated that com- 
pensation insurance rates for Ohio 
dealers were increased this year 
from 46 cents to 62 cents per $100 
of payroll. This boost was the re- 
sult of drains in recent years on 
the compensation fund’s surplus 
which were greater than premiums 
paid into the fund. 

Evans reported that the payroll 
of contributing firms increased 12 
percent and that the fund’s prem- 
ium income was boosted 8 percent, 
but that losses were up 17 percent. 

Employers in the dealers’ classi- 
fication also include operators of 
parking and storage garage build- 
ings. All sales, office, demonstra- 
ting, service and repair personnel 
are included. 

The actuary firm said: “An em- 
ployer can greatly minimize the 
cost of accidents that have not 
been prevented. This is possible 
through assuring that injuries have 
been promptly reported (and) that 
they receive prompt and adequate 
medical attention.” 


Gas Station Bids 
Sought by N.Y. 


The State Thruway Authority is 
asking private operators to bid for 
leases on 14 gasoline stations along 
the 427-mile New York-to-Buffalo 
express route. 

Bertram D. Tallamy, chairman of 
the authority, said the authority 
expected a yearly return of at least 
$40,000 from each station—or a total 
of $560,000 a year. 

The authority will build the 
stations near restaurants already 
contracted for and will lease them 
to private operators. It said a 
variety of brands would be made 
available to motorists along the 
route, but that each station would 
handle only one brand. 

Each station will be required to 
stay open 24 hours a day unless 
shorter hours. are authorized 
specifically. 


Jack Named Manager 
Jd. E. Jack, El Paso (Tex.) auto- 
mobile dealer, has been named 
manager of El] Paso Motor Co., 1300 
Texas St. 
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See the Safe-Turn in action at the Miami NADA Show Space 39 and 40 

































































(Continued from Page 33) 
Gulf Oil Corp., also announced the 
appointments of three vice-chair- 
men: Mark Butterworth, General 


Petroleum Corp.; N. B. Curtice, 
Pure Oil Co., and Dr, K. G, Mac- 
kenzie, New York City. 


* * ™ 


Whyatt Now with Gould 


E. IL. Whyatt, formerly vice-pres- 
ident and comptroller of Northwest 
Airlines, Inc., has been named as- 
sistant to the president of Gould- 
National Batteries, Inc., St. Paul. 


+ * * 


Top Post for Fraula 


American Brake Shoe Co. has an- 
nounced the election of W. Scott 
Fraula as vice-president of labor 
relations and operations, includ- 
ing engineering and mechanization. 
Fraula, who formerly was operat- 
ing assistant to the president, 
joined the company in 1921. 

* * 


Controllers’ Group Adds 2 

John C, MacMicking, comptroller 
of Thompson Products Ltd., St. 
Catharines, Ont., and Martin “A. 
Thompson, assistant comptroller 
and auditor of Raybestos-Manhat- 
tan, Inc., Passaic, N. J., have been 
elected to membership in the Con- 
trollers Institute of America. 

* * * 


Material Handling Institute 


Elects Elledge President 

Charles B. Elledge, General Elec- 
tric Co, N. Y., has been elected 
president of the Material Handling 
Institute. 

Others elected were Walter E. 
Schirmer, vice-president of Clark 
Equipment Co., Buchanan, Mich., 


Auto Personnel 





first vice-president, and Edward 
W. McCaul, secretary of Jervis B. 
Webb Co., Detroit, second vice- 
president. 

Elledge succeeds Howard M. Pal- 
mer, Lewis-Shepard Products, Inc., 
Watertown, Mass., who becomes a 
director of the association. 


Rockwell Ends Retirement 


To Head Board of Acro 


Walter F. Rockwell, who retired 
Sept. 30 after 33 years as president 
of Timken-Detroit Axle Co., has 
been elected chairman of the board 
of Acro Mfg. Co., Columbus, O. 

Rockwell announced that F. G. 
McCloskey, executive vice - presi- 
dent and director of Acro, had been 
named president, Acro builds pre- 
cision switches and controls. 

* * * 


Van Aman, Areen Promoted 


By Associates Investment 


Election of Robert H. Van 
Aman as assistant vice-president 
and of Gordon E. Areen as as- 
sistant to the chairman have 
been announced by Robert L. 
Oare, chairman of the board of 
Associates Investment Co., South 
Bend. 

Van Aman previously served as 
assistant to President William F. 
Gaunitz, Areen was assistant 
comptroller. 

* = * 


U. S. Rubber Promotes 


Greenan and Wolfe 
Appointment of Thomas F. 


| Firestone 
Divisional Manager 
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the Phoenix branch has been an- 
nounced by U. S. Rubber Co. 

Formerly assistant operating 
manager of the Detroit branch 
Greenan joined U. S. Rubber in 
1945. Wolfe, who also joined U. S. 
Rubber in 1945, was formerly ware- 
house superintendent in the Los 
Angeles branch. 

am * * 


Warehouse Distributors 


Elect Cook President 


Irvin M. Cook, president of Imco 
Mfg. & Sales Co., Baltimore, has 
been elected president of the Auto- 
motive Warehouse Distributors 
Assn. 

Other officers elected were Robert 
McGill, of F. Somers Peterson Co., 
San Francisco, and J. S. Connell, 
J. S. Connell Co., Dallas, vice-presi- 
dents; Walter Devine, Lenk Inc., 
Boston, secretary, and A. P. Walter, 
president of Gabriel Distributing 
Co., Chicago, treasurer. 

* * + 


Superior Appoints Larsen 


Executive Vice-President 

Laurence H. Larsen has been ap- 
pointed executive vice - president 
and treasurer of Superior Coach 
Corp., Lima, O. 

He had formerly served as sec- 
retary, director, treasurer and vice- 
president, 

+ * + 
Haverkamp Promoted 

Promotion of Lawrence P. Hav- 
erkamp to budget director of Trail- 
mobile, Inc., has been announced by 
W. A. Burns, president. Haverkamp 
had been general plant controller. 

a = * 


Names Largent 


Appointment of ©, L. Largent as 


Greenan jr. as operating manager | eastern division manager of Fire- 
of the Denver branch and Charles | stone Tire & Rubber Co. has been 
E. Wolfe as operating manager of| announced by H. D. Tompkins, 





Great Names, Yes.... BUT, Mr. DEALER, 
YOUR NAME IS IMPORTANT, TOO! 


SCOTGHLITE ADS 


CHROME ° CRAFT FRAMES 


NOW also a New Product—SCOTCH KROME KAL 


‘DISPLAY YOUR NAME WELL WITH DOUGLAS EMBLEMS 


Finest Advertising Emblems Made. Permanent, Attractive, Leyible, Individual and 
Distinctive Designs made by Douglas Craftsmen. 


Write for Free Sample Without Obligation. 
Some ferritories open for top salesmen. 


The DOUGLAS CO 


630 12th AVENUE SOUTH 
@ MINNEAPOLIS 4, MINNESOTA 


Serving Auto Dealers Well Since 1932 








Winners in Chevrolet Accessories Drive— 


Bill Gaut (right), sales manager of Potter Motor Co., Alhambra, Calif., emerged as 
champion and George Robertson (left), sales manager of R. V. Dorweiler, Inc., EI 
Monte, Calif., was runnerup in a six-month accessories sales campaign conducted 
by Chevrolet Dealers of the Los Angeles zone. They are receiving trophies from J. V. 
Steele, zone manager, at a sales award banquet for dealers, general managers and 


sales managers. 





Firestone vice-president for trade 
sales. 

Largent was formerly district 
manager in Houston. He joined the 
company as a budget salesman in 
1938, 


* * * 
Wolf Becomes Counselor 
Carl Wolf, who has been in the 
auto business in Los Angeles for 
34 years, has opened an automotive 
counselor service in Los Angeles. 


* * + 
Strick Sales Post Filled 


Appointment of Barto E. Tulk as 
southwest regional manager of 
Strick Co., Philadelphia, has been 
|}announced by Sol Katz, sales vice- 
president. Strick manufactures 
over-the-road trailers and trucks. 
The southwest region’s main office 
is at 4301 Hyer Ave., Dallas. 

~ a” * 


Young, Olsen Appointed 


By Automotive Equipment 


Appointment of Merion Young as 
Portland (Ore.) branch manager of 
| Automotive Equipment Co. 

been announced by J. H. Shafer, 
general manager. Young previously 
was. International Harvester’s as- 
sistant district manager at its 
motor truck district office in Port- 
land. 

Shafer also announced the ap- 
pointment of Roger N. Olsen as 
manager of Automotive’s parts and 
service division. Olsen formerly 
'was parts and service sales man- 
ager of White Motor Co.’s Portland 
branch. 





Sherman Joins Battelle 


Thomas L. Sherman has taken a 
consulting assignment with Bat- 
telle Institute, Columbus, O. Sher- 

|man, who has specialized in the 

| development of high - performance 

| diesel engines, will work with Bat- 

telle’s mechanical engineering divi- 

sion. He formerly was a consulting 

engineer with Fairbanks-Morse Co. 
* * - 


Ringsby Appoints Pair 

| Joseph J. Wade has been ap- 
pointed western division sales 
manager of Ringsby Truck Lines, 
| Ine, Ringsby has also named 
| Charles Reardon as manager of 
| the Chicago terminal. 

| ee 


Ford Division Appoints © 
Bosworth in Purchasing 


| Charles E. Bosworth has been 
| appointed special purchasing agent 
| for the Ford division, according to 
A. E. Conn, genera! purchasing 
| agent. 

| Bosworth since 1949 had been 
| manager of the organization de- 
partment of Ford Motor Co. He is 
succeeded in that post by H. R. 
Leonard. 





* x 


Superior Coach Ups Shields 


To Southern Division Chief 


Dwayne A, Shields, formerly as- 
sistant general manager of the 
southern division of Superior Coach 
Corp. at Kosciusko, Miss., has been 
appointed general manager, ac- 
cording to J. H. Shields, president. 
Shields was active in the original 





| Schwenk and 


planning, construction, development 

and organization of the Kosciusko 

plant, which manufactures buses, 

funeral coaches and ambulances. 
* = * 


L. A. General Motors Club 


Names Leahy President 


The General Motors Club of Los 

Angeles has elected as president 

Leahy, branch manager of 
Motors Insurance Corp. 

Other officers elected were J. J. 
Shaw, Buick zone manager, vice- 
president, and J. H. Allen, man- 
ager of the Chevrolet plant at Van 
Nuys, secretary-treasurer. 

* * * 


MIC Transfers Yundt 


Joseph E. Yundt has been named 
manager of Motors Insurance 
Corp.’s south side Chicago branch 
at 1057 W. Seventy-ninth St. He 
succeeds R. A. Turner, who has 
been transferred to the Louisville 
branch. Yundt had been manager 


of the Grand Rapids (Mich.) 
has | branch. 


* * * 


Messer Heads Board 

Quaker State Oil Refining Corp., 
Oil City, Pa., has announced the 
election of Samuel Messer, as 
chairman of the board. Messer has 
been with the company for more 
than half a century, serving as 
vice-president, president and vice- 
chairman of the board. As chair- 
man, he succeeds Harry J. Craw- 
ford, who died Nov, 3. 


* * 


Mann Advanced 


To Bohn Vice-Presidencies 
The board of directors of Bohn 
Aluminum & Brass Corp. announces 
the election of two new vice-presi- 
(Continued on Page 78, Col. 1) 






















Son Carries On— 


C. Fred Forsythe (right), new president 
of Clell Forsythe Motors Corp., signs o 
sales agreement to continue operation of 
the Dodge-Plymouth dealership in Syra- 
cuse. The firm was founded by his father, 
Clelian S. Forsythe, in 1928. Looking on is 
R. H. Nixon, regional manager. 
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First the boy; then the man. 


In 1904, Spicer was a new company, standing with hundreds of other companies on the 


threshold of America’s brilliant automotive era. 


In 1954, Spicer is an international economic force that has grown through 50 years 


of uninterrupted service to the great automotive industry. 


This is the Golden Year for Spicer. This is the year for projecting new plans; the year for 
looking forward to new horizons; the year to start building for another 50 years of golden 


opportunities to grow and to serve. 





THIS IS SPICER IN TOLEDO, OHIO 


Major products of the Toledo plant 
are the large sizes of the famous 
Spicer Universal Joints and Pro- 
peller Shafts, Transmissions, Rail- 
way Generator Drives, Torque 
Converters, and related materials 


Synchronized Transmission puts more productive horsepower 


Moving more tons at less cost per mile, with increased 
driver comfort and efficiency, are important functions being 
rendered daily in thousands of Spicer Fully Synchronized 


Transmission applications. Its advantages include: 


Fully Synchronized in All Speeds above Ist 
Faster Shifts No Missed Shifts 
No Double Clutching Less Driver Fatigue 


This assures: 
Faster Trips Fuel Savings 


Lower Upkeep Increased Safety 


SPICER MANUFACTURING DIVISION 


of Dana Corporation . Toledo 1, Ohio 


TRANSMISSIONS ¢ UNIVERSAL JOINTS ¢ PROPELLER SHAFTS ¢ BROWN-LIPE 

and AUBURN CLUTCHES *« FORGINGS « AXLES e« STAMPINGS e¢ SPICER 

BROWN-LIPE GEAR BOXES © PARISH FRAMES ¢* TORQUE CONVERTERS 

POWER TAKE-OFFS  ¢ POWER TAKE-OFF JOINTS ° RAIL CAR DRIVES 
e RAILWAY GENERATOR DRIVES « AIRCRAFT GEARS e¢ WELDED TUBING 
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_ Fletcher Urges Bulk of Volume in First Half... 
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Dealer Cites Sales Lesson 


By L. H. Houck 
Staff Correspondent 
CEDAR RAPIDS, Ia.—We’re not 
afraid. We know that 1954 will be 
a year of decision. Problems are 
here but they will be met and we’ll 
come out on top, The public needs 
us and we need the public.” 


Fletcher said he thought the end 
of a cycle had been reached and 
that a period of normal business 
would set in soon. If both new and 
used cars meet with greater sales 
resistance during the pre-an- 
nouncement period, he said, this‘ is 
only a natural seasonal de- 


Such is the opinion expressed | velopment for which a long-range 


by G. O. Fletcher, owner of Rapid 
Chevrolet Co. and a Chevrolet 
dealer for 30 years. 

Discussing market conditions, 





solution can be found. 

Fletcher added that dealers 
were n to the consumer 
and that the public realized this 


Excalibur J Headed for Le Mans— 


This rugged, low-slung Excalibur J sports car, built completely in the U. S. with a 
large percentage of Henry J and ‘Willys parts, will take a fling next June at the 
Le Mans Grand Prix, France's 24-hour endurance and speed race, according to Brooks 
Stevens, road racing enthusiast. The little car, relatively inexpensive as road racing 
cars go, has set something of a record during two years of competition in U. S. 
events—Class D first place in nine out of 16 events. 


Henry J Engine to Power 


+ 


U.S. Racer at Le Mans 


DETROIT. — The “Excalibur J,” 
Class D formula sports car using 
a Henry J frame and engine, will 
be entered this year in the 24- 
hour speed and endurance race at 
2 Mans, France, it is announced 
y Brooks Stevens, president of 
S8rooks Stevens Associates and a 
»d@ racing enthusiast for several 
2. 
‘tevens designed and built the 


ar. 
This will be the second car 
made entirely in the U. S. to be 
atered in the annual Grand 
Prix event. 

Thus far, the only U. S.-built 
cars to compete have been the Cun- 

inghams, unlimited-class cars 
juilt by Briggs Cunningham at his 
plant in West Palm Beach, Fla. 
They are powered by modified 
Chrysler V-8 engines. 

Other U. S. engines, however, 
save seen service at Le Mans. The 
Nash-Healey, which has fared well 
for the last three years, is powered 

ith a modified Nash engine. 

Stevens said that the decision 
to enter the Excalibur J in the 
Le Mans event was not a hasty 
one, since the car has been 
thoroughly tested in two years of 
competition in U. S. road racing 
events. 

Two cars, one powered with a 
modified Henry J L-head engine, 

1d another with a modified Willys 
#-head engine, have competed in 
16 major races. The record, accord- 

*g to Stevens, is nine first places, 

second places, four thirds and 

.e fourth. 

In the first race at Janesville, 
Wis., in July, 1952, Ralph Knudson 
drove the Excalibur to second place 
‘despite the usual initial pains of 
early competitive running.” It was 
found, Stevens said, that the car 


3unday Off? Ads 
Urged in St. Louis 


ST. LOUIS. — New and used-car 
dealers here have been urged by 
Byron Roberts, chairman of the 
Sunday closing committee of the 
Greater St. Louis Automotive Assn., 
to use their weekend classified ads 
to advise the public that they are 
“Closed Sundays.” 

Roberts said the more the public 
reads and hears about it, the less 
Sunday shopping will be done. 

Nonmember dealers in adjoining 
St. Louis County, who have been 
keeping open despite State laws, 
are considering closing due to the 
small amount of business, accord- 
ing to Roberts. 


was “fantastically stable in the 
corners and highly maneuverable 
in a true sports car manner.” 


During many of the events, the 
2.9 - litre- capacity Ferrari gave 
the Excalibur the most trouble. 
Stevens pointed out, however, 
that the Ferrari is an expensive 
semi-racing machine, and not in 
the same price class as the Ex- 
calibur. 


Some of the wins chalked up by 
the Excaliburs include Class D 
firsts at Dubuque (Ia.) Hill Climb; 
Willmot Hills (Wis.) Road Races; 
Watkins Glen (N. Y.) Grand Prix; 
Stout Field Airport Races, Indian- 
apolis, and Turner Air Force Base 
International Races, Albany, Ga. 


In many cases, Stevens con- 
tinued, the Excaliburs turned in 
additional firsts in other class com- 
petition, and second and third 
places in unlimited classes. 


Stevens said that the engines 
often ran a total of more than 
1,100 miles, revving up as high 
as 6,000 rpms, without inspection. 
Even then, he added, appreciable 
engine wear was not apparent. 

“It is my firm conviction,” Stev- 
ens declared, “that this true Amer- 
ican sports car would appeal to a 
definite cross-section of the Amer- 
ican public, and its competition 
performance will act as a continu- 
ous public relations and advertis- 
ing medium for the standard 
Henry J and Willys automobiles.” 


fully from its experience with 
some makes where local repre- 
sentation and service had been 
discontinued. 

Fletcher does not go along with 
the current dealer criticism of 
factories. 

Looking back on his 30 years 
with one maker, he said: 

“Our factory-dealer relations are 
of the best. Both of us know that 
we have a job to do and that, 
working together, it can and will 
be done. If the dealer doesn’t pros- 
per, then the factory cannot pros- 
per. 

“We've always had people in the 
business who grow panicky every 
time the wind changes. Fire-sale 
methods are those of the unsure 
and shaky. Blitz sales and ‘no- 
down’ deals are no cure for an ail- 
ing market. 

“No sales operation can operate 
efficiently without the supporting 
influence that is top management. 
Many blitz sales are the result 
of inefficient or absentee manage- 
ment. Sales effort must be di- 

rected.” 

The most important lesson in 
future selling tactics, according to 
Fletcher, can be learned from the 
1953 sales picture, 

“We only sold 75 percent or less 
of the demand for the first six 
months because we couldn’t get 
enough cars,” he said. “Consequent- 


ly, we should easily sell 25 percent |. 


more in the first six months of 1954 
because we will have the cars. 

“Then we need each year to sell 
60 to 70 percent of the year’s 
total during the first six months 

in order to offset the normal 
‘pre-new-model’ period during the 
last few months. 

“If we sell as much of the volume 
as we should during the first six 
months, the slower volume and 
the discounts during the last two 
months will not be important.” 


U.S. Consumption 
Of New Rubber 
Slips 7% in Month 


NEW YORK.—New rubber con- 
sumption in the U. S, during No- 
vember amounted to 96,388 long 
tons, 7.99 percent below October's 
consumption of 104,754 long tons, 
according to the Rubber Manu- 
facturers Assn, 

Natural-rubber consumption in 
November totaled 43,500 tons, 6.41 
percent below the October con- 
sumption of 46,480 tons. 

Natural rubber, however, in- 
creased its proportion of total new 
rubber used to 45.13 percent, com- 
pared with 44.37 percent during Oc- 
tober. During the first 11 months 
of 1953, 41.14 percent of the new 
rubber consumed was natural, as 
against 35.74 percent during the 
comparable period in 1952. 

Synthetic-rubber use declined 
9.24 percent in November to 52,888 
tons, compared with 58,274 tons 
during October, 

Consumption of reclaimed rubber 
was estimated at 19,923 tons, 8.53 
percent below the October con- 
sumption of 21,781 tons. 





Michigan Dealer Wins 'Pot o' Gold'— 


P. D. Warren (left), Detroit district sales manager for Lincoln-Mercury, presents a 
victory plaque to Stewart Evans, owner of Evans Motor Sales, Inc., Ecorse, Mich., for 
outstanding performance in the “Pot o’ Gold” Mercury and used-car sales contest. 
Similar awards were made to Dennis Hickey, Inc., Monroe, Mich., and John Dixon 
Motor Sales, Inc., Bowling Green, O. 


















BE THE FIRST TO OFFER YOUR CUSTOMERS 
THESE 


NEW LURA-TWILL 


Beautifully Textured ° Vat Dyed 
Satin-finish, Tackle Twill 


LACED WITH NEW “LUREX" 


NON-TARNISHABLE 


SILVER METALLIC YARN 


For customers with discriminating taste, who 
want something different in their cars. Tests 
by dealers have proven salability. 


DEALERS COST............... $25.00 


(includes tax) 
$2.00 extra for center arm rests. 





a era ESTES 


Colors: Blue, Maroon, Green, 
Gray. 


SEND FOR SWATCHES 


FREE 


ORDER one set of each color today for display purposes. Money refunded if 
not completely satisfied. 


NEWARK AUTO TOP AND BODY CO. 
80 Central Ave. Newark 2, N. J. 
Manufacturers for the trade only. 

SEAT COVERS — CONVERTIBLE TOPS — CARPETS 


ae re ere 


































Got A Hard-To-Reach ( Place } 


WHERE YOU 
wave To put A( NUT ? 


aS 


MIDLAND 
Welding Nuts 


Midland Welding Nuts anchored* to parts | 
in inaccessible places eliminate the need for 
holding them while attaching other parts. 


a eae 


*THIS IS ALL YOU DO—Just insert 
collar of Midland Welding Nut in 
hole for bolt or screw, resistance weld 
the Nut in place, and the Nut is there 
for the life of the job. Nuts can be 
automatically fed to the welder. Speed 
your production . . . save money. 














The MIDLAND STEEL PRODUCTS COMPANY | 


6660 Mt. Elliott Ave. * Detroit 11, Michigan | 
Export Department: 38 Pearl St., New York, N. Y. 4 
Manufacturers of 


AIR AND VACUUM AIR AND ELECTRO-PNEUMATIC 
POWER BRAKES DOOR CONTROLS 










AUTOMOBILE AND 
TRUCK FRAMES 









AUTOMOTIVE NEWS, JANUARY 11, 1954 








FRIDAY afternoon, Nov: 20, 


MP scan Scott Crossfield, 32, re- 
search pilot for the National Advi- 
sory Committee for Aeronautics, 
fiew a Douglas D-558 II Skyrocket 
at 1,327 miles an hour—a little 
“more than twice the speed of sound 
—for the first time in history. 
(The speed of sound varies with 
temperature from 760 miles an 
hour at 60 degrees Fahrenheit to 
660 miles an hour at 67 degrees 
below zero, which usually occurs 
at above 30,000 feet.) 
The tiny, swept-wing rocket 


feet in the belly of a B-29 before 
it was released, after which it 
reached a height “in excess of 
60,000 feet.” The world’s unofficial 
altitude record of 82,235 feet was 
set by Marine Lt. Col. Marion E. 
Carl, in the same plane, Aug. 21. 
Crossfield first climbed at a 45- 
degree angle and “did a noseover 
to reach a level or a slight dive.” 
He was in the air under his own 
power only about three minutes. 
His plane used three tons of fuel. 
* * * 


Time Turns Backward 


Am officials: say that if that Sky- 
rocket could take on enough fuel 
to fly from New York to Los An- 
geles at that speed it could take 
off at 8 am. (Eastern standard 
time) and arrive on the West Coast 
two hours later, which would be 
7 a.m. (Pacific standard time). 


Hey! Get outa my way. Can’t 
yuh see I’m in a hurry? 

That narrative took me back 
nearly 40 years to that sad Sunday, 
March 14, 1915, when I stood on 
the Pan-Pacific Fairgrounds in San 
Francisco in a crowd of 50,000 be- 
side a “newspaper gal,” Lillian 
Gatlin, whom Lincoln Beachey had, 
the night before engaged to marry, 


plane was carried to about 32,000 | and saw Beachey fall from a height 








A Prop for the Shriners— 
This 1921 Studebaker was one of the props during the Shrine ceremonial in 

Wausau, Wis. Shown (from left) are John Bursek, of Fritsch’s Auto Sales Co. (Stude- 

baker), Manitowoc, Wis.; Charles A. Brandt, Sam Hyman and Herbert E. Koepke. 





of 300 feet to his death in San;Co. The newspaper boys and girls 


Francisco Bay. 

(I was out on the coast organiz- 
ing a dealership to replace the 
branch which had been organized 
by Louie Bill, before he became 
general manager of the old Jeffery 


(S~ for Your Long 
ba 
“yal Jobs! 


were, of course, my pals). 
+ ea a 


First and Foremost 


INCOLN BEACHEY was the 
first and foremost of those early 






2 
New Hercules KDLL itil, haginoored for 9 and 10 Ft. Dump Bodies 


Here’s a doggone good bet for boosting hoisting 
efficiency 25%! The new Hercules KDLL Hoist 
is designed specifically for your hauling needs on 
144-2 ton longer wheelbase (72” and 84” 
cab-to-axle) trucks utilizing 9 and 10 ft. bodies. 
Incorporating heavy duty hoist construction, , 
the KDLL features stronger boxed and reinforced 
girder-type lift arms; 











50% longer piston stroke; 


larger piston rod diameter plus a longer 

“built-in” dimension for greater lifting leverage. 
For dumping, spreading batchwork ... 

hopper, hand, or power shovel loading . . . the 


Hercules KDLL Hoist gets your jobs done 
faster. Get complete information—write, 
wire, or phone today. 


buy from the line of strongest design 


* GALION, OHIO 


HERCULES STEEL PRODUCTS CORPORATION 

















TRUCK DUMP 
BODIES AND HOISTS 
Medium @ Heavy 
Rock @ Conversion 
Platform 


SPREADERS 
Agricultural 
Cinder @ Cement 












TRAILER 
DUMP BODIES 
AND HOISTS 












stunt flyers who thrilled the crowd: 
with their gymnastics in the air. H: 
had flown in hundreds of exhibi- 
tions with apparent disregard fo: 
the law of gravity. 

He had complete contempt for 
the crowds which gathered to sec 
him fiy. 

He carried in his pocket a list 
of about 40 young pilots who had 
been killed while trying to imi- 
tate his daring in the air. Every 
boy who was killed in a plane 
was accused by the papers of try- 
ing to “out-Beachey Beachey.” 

Beachey knew the mothers of 
those boys held him responsible. 
Then he retired from the air in a 
speech before the members of the 
Olympic Club in San Francisco, He 
said he had heard some “kid flyers” 
talking about trying his famous 
act, the “Dip of death” and it made 
him ill. “The truth is,” he said, “the 
crowds are morbid to see something 
dreadful happen. They come to see 
me die. They bet and the odds are 


always against my life.” 
* + * 


From Clouds to Boards 


EACHEY went into vaudeville 

at $3,500 a week. Friends catch- 
ing his act said it was pitiful. 
Beachey said, characteristically, 
“They missed the chance of pickin’ 
up a clot of blood.” 

One day he had lunch in the 
famous King Cole Room at the 
old Knickerbocker Hotel in New 
York, with an old flying pal, 
Beckwith Havens, who told 
Beachey that Adolph Pegoud, a 
French flier, had made the first 
airplane loop in history, Beachey 
jumped up, eyes glittering. He’d 
known for years that he could 
loop the loop but he was afraid 
that the lads imitating him might 
be killed. 

He canceled his vaudeville en- 
gagement, went to France and 
bought a Gnome motor, which could 
fly upside down. Then he got Glen 
Curtiss to build him a special plane. 
It didn’t work. 

He killed one girl, Ruth Hildreth, 
who was perched on a barn roof 
with two Army pilots for a point 
of vantage, watching him fly, and 
seriously crippled her sister, 


Dorothy. 
~ + o 


Hottest Made Hotter 


fimo Beachey bought a German 
Taube—the “fastest and hot- 
test” pursuit plane in the first 
World War. With his Gnome motor 
it became even faster than the Ger- 
mans had intended. That was the 
plane “Linc” was flying that day in 
San Francisco when he met his 
death in San Francisco Bay. 

P.S. Beachey had “looped and, 
looped and looped the loop,” 
much to the excitement of his 
national audience. But he was 
disappointed because he hadn’t 
done it FIRST. He wasn’t crazy. 
(Like the blind mule who ran 
headlong into the broadside of 
the barn, he didn’t give a damn.) 
He just had to do it first. 

Lillian Gatlin loved the guy, per- 
haps because he was afraid of 
nothin’. Maybe Eddie Rickenbacher 
became the top ace of World War I 
because he so admired his old pal, 
Beachey. 

Lucky for the automobile indus- 
try and Eastern Airlines that Eddie 
didn’t completely follow the urg- 
ings of the guy who wanted him to 
“ballyhoo” in the air with him. 


Morris Sets Up 


Canadian Plant 


HAMILTON, Ont.— Morris Mo- 
tors (Canada), Ltd. has been 
formed by Morris Motors of Eng- 
land, with headquarters here. 
Capital investment of the new com- 
pany has been authorized by the 
Bank of England at $1 million. 

Morris has in the past few years 
sold 40,000 cars in Canada. The new 
plant will pre-service Morris cars 
made in England, set up a parts 
stock and aid dealers through mer- 
chandising plans. It will handle 
primarily Morris Minor, Morris Ox- 
ford and MG. 

H. J. L. Suffield has been ap- 
pointed general manager, with 
C. W. Davies in charge of service 
and Frank Steele as parts superin- 
tendent. 


Box Gets K-W Deal 
Roy E. Box Motors, 334 South 
Chaparral, has been named to 
handle Kaiser and Willys in Corpus 
Christi, Tex. 


—- 
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Specified by More Car Manufacturers 
| Than Any Other Make 


Since the earliest days of the industry, car manufacturers have entered each 
model year with a host of new improvements that represent added value 
for the motoring public. 


While all of these advancements have contributed to greater motoring 
enjoyment, the “new car features” that have basically altered previous 
motor car standards of performance are relatively few in number. For 
example, four-wheel brakes, a Bendix development, brought new safety ‘ 
to the highways; automatic transmissions materially increased driving 
ease; and today another great new feature, Bendix* Low Pedal Power 
Brake, is recognized as a revolutionary advancement in motor car control. 
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NOW opting 
IS AS EASY AS accolorciting 














It is the only low pedal power brake that has met the test of millions of 
miles. In fact, Bendix Low Pedal Power Brake is specified by more manu- : 
facturers than any other make. It is the product of Bendix —world’s largest 
producer of power brakes and leader in braking developments since the 
earliest days of the industry. 

To make your line more popular, it pays to equip with the performance 
proven Bendix Low Pedal Power Brake. a ea 
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working the accelerator, is all the physical effort re- 
quired for braking. And by merely pivoting the foot 
on the heel, shifts from “go” to “stop” controls are 
made in far less time. 


















Leotubt/ mort DRIVING COMFORT, 
LESS FATIGUE AND GREATER SAFETY 





Export Sales: Bendix International Division, 205 Eas} 
42nd St., New York 17, N. Y. © Canadian Sales: 
Bendix-Eclipse of Canada, Ltd., Windsor, Ontario, Canada 
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305,000 Employes Added in ’53 





“AUTOMOTIVE NEWS, JANUARY 11, 1954 





Trucking Investments | 


Total $2.8 Billion 


WASHINGTON. — The American 


trucking industry invested $2.8 
billion in new equipment and add- 
ed 305,000 em- 


ployes in 1953 to 
meet record- 
breaking de- 
mands for motor 
transport service, 
according to Jack 
Cole, president of 
the American 
Trucking Assns. 
The well-being 
‘of the trucking 
eZ industry is inte- 
Jack Cole grated with the 
health of the entire economy, and 
the outlook for 1954 is good, Cole 
said. This conclusion, he noted, 
takes into account minor adjust- 
ments in industry, agriculture and 
commerce, but does not anticipate 
any serious decline in the general 
economy. 
During 1953, the industry bought 





ce 


the Long 
Torque converter 


910,000 trucks and 63,000 trailers, 
for a net increase of 385,000 units 
after retirement of old equipment. 

It is estimated that the registered 
truck fleet in the U. S. totaled 9,- 
215,000 at the end of 1953, not in- 
cluding more than 400,000 Govern- 
ment-owned trucks and an unde- 
termined number of military vehi- 
cles. ‘ 

Already the nation’s second 
largest employer, topped only by 
agriculture, the trucking industry 
increased its working force in 
1953 to an alltime high of 6,773,- 
000, according to preliminary 
estimates by ATA’s research de- 
partment. These employes earned 
about $24 billion—more than $1 
billion more than in 1952, 

No exact data are available to 
show the total tonnage moved by 
all trucks quring the past year, 
since many trucks, particularly 
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As the Old and the New Meet— 






Willard Karl (center), who has been with DeSoto more than 25 years and is now 


owner of Willard Karl Motors, 


Pasadena, Calif., stands 


between a 1929 model 


introduced in 1928 and the 1954 Firedome-8 with automatic drive. At left is Jack 
Lawlor, salesman, at right, Charles Haley, manager. 


farm-owned vehicles, are not re- 
quired to report their tonnage. 

Previous studies, however, have 
demonstrated that, in terms of ton- 
nage, the trucking industry at one 
time or another hauls almost 75 
percent of the freight moving in 
domestic commerce. 

In inter-city service, private and 
for-hire motor carriers performed 








an estimated 200 billion ton-miles 
of freight service in 1953, an in- 
crease of approximately 16 billion 
ton-miles over the previous year, 
according to Cole. 

Tons of inter-city freight trans- 
ported by trucks increased about 
10 percent over 1952, according to 
preliminary figures for Class I in- 
terstate carriers. However, a 


Cutaway view of Long torque converter 
shows compactness and clean, functional 
design of assembly units. 


It combines simple design, low-cost manu- 


almost. entirely from 


trial applications. 


facture and high performance. Fabricated 


stampings. Direct 


air-cooled for simplicity. Torque multi- 
plication of 2.1 to 1 at stall. Now in 
production for passenger cars and indus- 


LONG MANUFACTURING DIVISION e BORG-WARNER CORPORATION 
Detroit 12, Michigan — Windsor, Ontario 
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moderate decrease was reported i: 
inter-city tonnage in the fourt) 
quarter compared with the sam. 
period in 1952. 

For-hire carriers operating unde: 
authority granted by the Interstat: 
Commerce Commission earne: 
gross revenues of about $5 billior 
in 1953. Carriers handling com 
modities exempt from ICC certifi- 
cate and permit regulations earned 
about $3.5 billion. 

Expenditures by the industry 
in 1953 for truck parts, fuel and 
tires totaled approximately $5 
billion, in addition to $27 billion 
the industry paid out for new 
vehicles and salaries. 


While the outlook for 1954 is 
generally good, Cole said, the 
trucking industry must anticipate 
serious problems arising out of the 
threatened breakdown of interstate 
reciprocity due to ton-mile and 
other third-structure taxes now be- 
ing considered or already imposed 
by some legislatures. 


Ten states which tried the ton- 
mile tax and then discarded it, 
he said, found that this method of 
taxation is costly and difficult to 
administer, creates obstacles to 
development of reciprocity agree- 
ments with other states, and, in 
many cases, results in a cost to 
the carrier in bookkeeping and 
reporting that is at least double 
the amount the carrier pays in 
taxes to the states. 

The trucking industry, Cole em- 
phasized, is in full agreement with 
state officials, planners and high- 
way users on the need for improve- 
ment of obsolete highways. In 
partnership with other highway 
users, he said, it will continue its 
efforts for better highways. 


Delinquent Credit 
More Prevalent, 


Collectors Say 


MINNEAPOLIS. — More credit 
accounts are becoming delinquent 
and it is increasingly difficult to 
collect past-due accounts, accord- 
ing to the American Collection 
Assn., which has its headquarters 
here, 

Repossession of appliances and 
automobiles, compared with a year 


| ago, rose 157.1 percent in the upper 


midwest, and 75.8 percent nation- 
ally. 

“Money definitely is getting 
tighter and more accounts are be- 
coming delinquent,” said Glenn B. 
Sanberg, executive secretary of the 
association, an international trade 


| group of collection agencies. 


“This should be a caution to 


| granters of credit,” Sanberg added. 


The association noted a 15.1 per- 
cent rise over a year ago in the 
number of credit accounts in the 
upper midwest turned over to col- 
lection agencies. The national in- 
crease was 13.3 percent. 

Dollar volume of delinquent ac- 
counts in this area was up 5.9 per- 
cent but the average size of claims 


| here was down 1.6 percent from a 


year ago, against a national in- 
crease of 5.8 percent. 

Bankruptcies rose 23.9 percent 
here, against a nationwide increase 
of 36.5 percent. 

Sanberg said the index shows 
that marginal credit accounts are 
becoming increasingly risky. He 
attributed part of the decline in 
the upper midwest’s credit position 
to the drop in farm income. 


Calif. Rent-a-Car 
Buys 1,500 Fords 


SAN MARINO, Calif. — Fifteen 
hundred 1954 Ford cars have been 
ordered by Don Hankey, of Cali- 
fornia Rent-a-Car Co. 

The order was placed with Cor- 
son Ide, of the San Marino Ford 
dealership. 


Dubbs Goes to Chrysler 


Irving Dubbs, veteran automobile 
dealer, is head of the newly acti- 
vated Dubbs Motor Sales, (Chrys- 
ler- Plymouth), 1201 Wick Ave., 
Youngstown, O., former home of 
Mahoning Motors. Dubbs formerly 
held a Kaiser- Frazer sales fran- 
chise on Market Street. The site of 
his former dealership will be used 
as a used-car lot and showroom, 
Dubbs said, 





eee 





a, a 


AUTOMOTIVE NEWS, JANUARY 11, 1954 














43 Tarek THEIR PROFITS 
Paya aN 


COMFORT rN: 


ra) Vas 


LC) Leer CLL 


TL ele 


ny CAR A BETTER cA 


- A MORE 
a! nA may Le CAR 


MAKE A 


AUTO VENTSHADE CO. 
Chamblee, Georgia 


lam a_____+_s—ss—s dealer. Please send me com- 
Make of Car 


plete information about Ventshades, including 1954 models. 





Fe YOU'RE IN BUSINESS TO MAKE MONEY... 


Name. 


CUCM LMM CM ee 


i ssinisnitcseitersitensichtiirantnipiigpiiancneaigi Mics ee 


a 
. 
a 
= 
« 
es | 
oa a 
* 
® 
we 
1F YOUR JOBBER CANNOT SUPPLY, ORDER DIRECT rs 
* 


xf —7 


60 AUTOMOTIVE NEWS, JANUARY 11, 1954 








A 
a ae 


Shiftable Tandem Axle Suspension— 


This device is said to eliminate the necessity of reloading or shifting the load to 
meet varying state limits. Solid steel bar (upper left) is inserted into holes in stationary 
steel beams to hold the Trailmobile shiftable tandem suspension in place at any 
position, at three-inch intervals, over a 45-inch range. Clutch at upper center holds 
steel bar in position. The device is used when cab-over-engine tractors are inter- 
changed with conventional-type tractors. The driver can make the change in a few 
minutes, says Trailmobile, Inc., Cincinnati 9, O. 





Dealer 


A fire has demolished the build- 
ing housing Hughes Pontiac Co, in 
Eustis, Fla. Two cars in the repair 
department were destroyed, 
although all 1954 cars on display 
were removed safely. The blaze 
started when a defective kerosene 
heater tipped over. 

+ * +. 





Heck Opens Showroom 
Heck Motors (Nash), Kingsport, 
Tenn., has opened a new showroom. 
Heck Motors is successor to More- 
lock Motors. 
+ * * 


Alameda Rejoins Melrose 


After an absence of five months, 
Bill Alameda has returned to Mel- 
rose Motor Sales (DeSoto-Plym- 
outh), Oakland, Calif., as service 
manager. ran 


Francis Names Dollefeld 


Francis Motor Car Co. (Ford), 
Portland, Ore., has named Henry A. 
Dollefeld, formerly a dealer in Port- 
land and Hood River, Ore., as gen- 
eral sales manager. He succeeds 


Doings 


John Linville, who has resigned 
after 15 years with the dealership. 
* +” * 


U. C. Post for Stockwell 


Glen Stockwell has been named 
used-car sales manager of Dalton 
& Norton (Chrysler-Plymouth) in 
San Leandro, Calif., according to 
Phil Dalton. 


* * * 


Sales Room Streamlined 


A sales conference room, stress- 
ing comfort features, has been 
added at the Studebaker dealership 
of Larry Wright Motors, Monrovia, 
Calif. 

* a ok 
2 Cirimele Salesmen Place 


First, Second in Ford Contest 


Jim Frazer and Ed Keller, both 
of Cirimele Ford Sales, Oakland, 
Calif., were first and second-place 
winners in the recent northern Cal- 
ifornia Ford sales contest, accord- 
ing to Jack Curran, Cirimele’s gen- 
eral manager. 


Frazer and his wife were award- 


100% MORE BOGIE PAYLOAD—MORE TRACTIVE EFFORT 
—MORE PROFIT on 12, 22, 2 or 3 ton CHASSIS 

































The THORNTON Four-Rear-Wheel DRIVE® Bogie is rated as America’s outstanding conversion 
unit. Doubles the earning power of standard trucks in the popular price and capacity range. Only 
tandem drive capable of using 2-speed axles efficiently. Doubles operating ratios. All gear changes 
may be made from cab while vehicle is in motion. 


STUDY THESE IMPORTANT FEATURES: 


THORNTON EQUALIZES power and 
Weight—Massive, heavy duty duel 
walking-beam spring suspension 
plus the unique power-train 
design combine to give — 
equal weight on each 
wheel—equal driving 
torque to each wheel. 


THORNTON® 
suspension provides 
absolute MINIMUM 
of DAMAGING UN- 
SPRUNG weight. 

+ aa e 
The free axle and 
walking-beam action 
of the dual spring as- 
semblies give extreme 
flexibility and maximum 
traction. Pay-loads are sta- 
bilized—LOAD and ROAD 
SHOCK greatly REDUCED. 
se 7 
ALL DRIVING and BRAKING 
, TORQUES are TRANSMITTED to 

FRAME through THORNTON special 

BALL-TORQUE design. 


CLEAN simplified design. SINGLE, fixed JMLLIA 
position DRIVELINE. 


Heavy duty overlaying FRAME ZB m 
CHANNELS greatly IN- 
CREASES SECTION 
MODULUS. 














Four wheel brakes on 
the bogie and two on 
front axle are actu- 
ated by special heavy 
duty power booster kit 
(air or vacuum ). 


The INTER-AXLE, 
FRAME MOUNTED 
THORNTON 2-speed Mfg a>, 
gear case with TANDEM Mey g. ; “ js 
2-speed DRIVING AXLES in- ’ 4 : 
creases tne gear range to 20 Ui 

speeds—with single speed axles 10 
speeds are available. (5-speed trans.) 


The exclusive use of the famous military type NoSPIN Overrunning Clutch in the THORNTON gear case auto- 
matically eliminates “axle fight” . . . it also relieves drivers of all responsibility for manual declutching as required by 
most other types of “rigid lock-up” tandem drives. Automatic overrunning clutches are required in transfer cases to 
permit electrical or vacuum power shifting of 2-speed axle bogies while the vehicle is being driven. 


GREATER TRUCK CAPACITY 


The Super LOAD-BOOSTER third axle (pusher type) has ard bodies from 9 to 20 feet long. This PUSHER TYPE 
many important advantages. third axle permits shorter wheelbase highway-tractors 

The patented, walking-beam Wedge-Locked TORQ- than is possible with a trailing type third axle. The drive 
LEAF springs plus a tubular, DROP CENTER THIRD AXLE axle at the rear provides MAXIMUM TRACTIVE EFFORT. 
DOUBLES LOAD CAPACITY. Increases tire life. Introduced in 1951, the Super LOAD-BOOSTER third axle 

Power operated brakes insure quick, safe stopping. has proved its LONG-LIVED, TROUBLE-FREE operation to 
MEETS all LEGAL HIGHWAY REQUIREMENTS. Reinforced the trucking industry. WARRANTED for 100,000 miles or 
frames handle increased payloads—accommodate stand- ONE (1) YEAR of highway service. 





Supplementary special Traction Kits are available. 


NoSPIN Differentials 


Entirely automatic in operation 
NoSPIN Differentials function 
to give positive traction to each 
driving wheel by preventing indi- 
vidual wheel spin underallroadcon- 
ditions. The high performance char- 
acteristics of NoSPIN equipped 
vehicles in all types of service has 
led to their general acceptance by 
automotive engineers and fleet operators where maximum 
traction is mandatory. Tens of thousands in daily field 
operation throughout the world. 

~ For complete model and price data ask our nearest 
distributor or contact the factory direct. 

DETROIT AUTOMOTIVE products are warranted under 
the standard Automotive Manufacturers Association form. 


All NoSPIN products are manufactured under U. S. and/or 
certain foreign patents and patent applications. 


PRODUCTS CORPORATION 


DRIVES LOAD-BOOSTER 





ALT TOMOTIVE 
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ed a trip to Hawaii, and Keller re- 
ceived a gold watch. Frazer bega» 
selling trucks in 1928 and has bee 
selling Fords since 1948. Keller b: 
gan his career two years ago. 

* + * 


Melville Chevrolet Sold 


Melville Chevrolet Co., Fillmor: 
Utah, has been purchased by Georg 
Earl from D. L. Melville. The firm’ 
new name will be Earl Chevrole 
Co, 

oa x ~ 

Fire Damage at May 
Estimated at $15,000 

Damage resulting from a fire 
at May Motor Co. (Pontiac), 
Remington, Ind., has been esti- 
mated at $15,000 by Hollis May, 
manager. 

Several new cars and auto 
parts were damaged. 

oa *~ 


Stafford Picked by Club 
Theo Stafford, a co-owner of 
Stafford Buick Co., Laconia, N. H., 
has been named a director of the 
Laconia Country Club. 
* * * 


Groff Names Delcomyn 
Groff GMC Trucks, Jacksonville, 
Fla., has named Louis C. Deleomyn 
as used-truck sales manager. 
* a a 


Fire Hits Nebel Motor 


Damage estimated at $200,000 
was caused at Nebel Motor Co. 
(Oldsmobile - Cadillac), Jefferson 
City, Mo., by a fire which started 
in an overhead storage section 
when a gas furnace exploded. 

* * 


Duet Gets Kaiser Deal 


David Duet has been selected as a 
Kaiser dealer in New Orleans. The 
firm will be known as Duet Motors 
and is located at 1743 St. Charles 
Ave. 2 

* * 


Hussey Promoted by Luke 

V. J. Luke, president of Luke 
Motor Co., Inc. (Chrysler-Plym- 
outh), New Orleans, has appointed 
A. M. Hussey as used-car manager. 
The used-car lot is at 2740 Canal 
St. 


* * * 


Ballew Sells Dealership 


James E. Ballew, owner of Red 
Ballew Pontiac Co., McComb, Miss., 
has announced the sale of the com- 
pany to Buckner Pontiac Co., Mc- 
Comb. 


* * * 


Bank Names Wildermuth 


Dwight G. Wildermuth, president 
of W. S. E. Motor Sales Co., Inc., 
Logansport, Ind., has been ap- 
pointed a member of the board of 
directors of the National Bank of 
Logansport. 


* 


Barchalk Buys Nash Deal 


Steve Barchalk jr. has pur- 
chased Graven Nash, Inc., Raven- 
na, O., and has renamed the firm 
Portage Nash Co. 

x * 


” 


Seaman Takes L-M 


Martin-Francis, Inc. (Lincoln- 
Mercury), Fremont, O., has been 
taken over by S. H. Seaman, who 
has been in the auto business in 
Zanesville, O. 

cg Ea x 


New Kane Showrooms 


H. J. Kane Motors, Inc. (Nash/, 
has opened new showrooms at 
1111 Whirlpool S8t., Niagara Falls, 
N. Y. H. J. Kane is president of 
the firm, and E. K. Mycue, vice- 


president. 
* * * 


Knight Buys H-M Co. 


R. D. Knight has purchased the 
interests of his former partner 
Frank Humphrey in H-M Co. (De- 
Soto-Plymouth), Medford, Ore. New 
name of the company is Dick 
Knight Motors. 

* a” x 
Benson Chevrolet Opening 


New Brooklyn Building 
Benson Chevrolet is opening 4 
new sales and service building at 
Eighty-sixth St. and Sixteenth Ave. 
Brooklyn, N. Y. More than 300 rep- 
resentatives of the auto industry, 
City Government, civic organiza- 
tions and the press were invited to 
a preview of the establishment. 
Jack Neidorf, Benson president 
said the 265-foot building has 24,- 
000 square feet of space. Included 
are a contemporary - style show- 
room, an elaborate parts and acces- 
(Continued on Page 61, Col. 1) 
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(Continued from Page 60) 


sories department, a radio room, a 
ontrol tower, a conference room 
nd a paint and body shop. 

* + * 


Winningham Sells Out 


W. I. Winningham has retired 
from the partnership with Donald 
D. Erickson in the Kaiser dealer- 
ship in Grants Pass, Ore. The latter 
is now sole owner. 

* * * 


Talking Turkey 


McDonald & O’Boyle (Chevrolet- 
Oldsmobile), Monrovia, Calif., cele- 
brated its 29th anniversary by of- 
fering a 15-pound turkey with the 
purchase of any used car or truck. 

= * * 


New Mo. Showroom 


Warrensburg Motor Co. (Chev- 
rolet), Warrensburg, Mo. has 
opened a new display building on 
US-50, The present facilities in 
downtown Warrensburg will be 
maintained, and all service work 
will be done in the old location. 

* * * 


Dallas’ Third Pontiac Deal 
Put in Operation by Helm 


Walter -Helm, former Pontiac- 
Cadillac dealer of Sulphur 
Springs, Tex., has opened Dallas’ 
third Pontiac dealership. 

The firm is known as Helm 
Pontiac Co. A new building has 


been constructed. 
* * * 


Lot Manager for Chieftain 
Robert E. Cruse, former used-car 
dealer, has been named manager 
of the used-car lot opened by 
Chieftain Pontiac, Inc., at 3746 N. 
Illinois St., Indianapolis. 
* cd * 


Murphy Names Ivie 

Appointment of Ted Ivie as serv- 
ice manager of Murphy Buick Co., 
Oakland, Calif., has been announced 
by Gerald Murphy. Murphy also 
announced an “eight-point service 
policy” which includes a check sys- 
tem to guarantee that no customer 
is mistakenly charged for work not 
performed, and that no repair or 
maintenance work is done without 
authorization. 


Ex-Oldsmobile Aide Witt 


Buys Wash. Dealership 


Neville T. Witt, former district 
manager for Oldsmobile in the 
Seattle territory, is the new owner 
of the Oldsmobile dealership in 
Puyallup, Wash. 

The dealership, now known as 
Witt Motor Co., was purchased 
from W. S. Hawks. Hawks is 
moving to southern California, 
where he is planning to buy a new- 
car business. 

7 
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Crafton Leases Lot 


Crafton Motor Co, (Buick), Craf- 
ton, Pa., has leased a lot to make 
additional space for new and used 


cars. 
* * * 





Toohey Takes to Air 


Toohey Motor Co. (Ford), 412 
E. Eighth Ave., Homestead, Pa., is 
sponsoring a five-minute section of 
Joe Tucker’s sports broadcast over 
WWSwW, Pittsburgh. 

= 


Reynolds Picks Malefyt 


Everett A. Malefyt has been ap- 
pointed sales manager of the Ford’ 
truck and used-car division of Rey- 


nolds Motors, Syracuse. 
+ * ok 





Pletcher Spruces Up 


Pletcher Motor Co. (Buick-Olds- 
mobile), Nappanee, Ind., has in- 
stalled a half-block-long used-car 
sign framed in red neon lights, and 
has redecorated for its new-car dis- 
play. 

* * ~ 


Sciortino Moving 
Sciortino Motors, Inc. (De- 
Soto - Plymouth), is moving to 
larger quarters at 29 E, Main, | 
Peru, Ind. 

* * * | 
Gardener Takes Part 


in Religious Meeting | 
George Gardener, New York Olds- 
mobile dealer and president of the| 
New York State Automobile Deal- 
ers Assn., was one of three busi- 
nessmen who took charge of the 


breakfast for the Full Gospel Bus- 
inessmens Fellowship International 
in Springfield, Ill. 

They also appeared at a citywide 
evangelistic campaign meeting con- 
ducted by Evangelist Tommy Hicks. 


* * * 


Chamber Elects Milhon 


Kenneth Milhon, Ford dealer in 
Larned, Kans., has been elected 
vice-president of the Larned Cham- 


ber of Commerce, 
* * + 


Bauer Franchise Expires 
The franchise of Fred Bauer Mo- 
tors (Nash), three-year-old dealer- 
ship in Portland, Ore., expires Jan. 
1, Bauer expects to remain active 
in the automotive field. 
+ * * 


Key Men at McKay’s 
Ray McKay (Ford), 1703 E. Thir- 
ty ninth St., Indianapolis, has 
named Richard Dougherty as used- 
car manager, William O’Rorke as 
general sales manager, Fenton 





Auckley as truck and fleet sales 
manager, Herbert Boone as parts 
manager, Tom Gillum as service 
manager and Dean Richard as body 
shop chief. 
oo * ak 
Skeeles Turns to Ford 


Wamberg Ford Sales, Inc., Wel- 
lington, O., has been purchased by 
William Skeeles, who will do 
business as Skeeles Ford Sales, Inc. 

= * Ed 


Homer Sells to Goddard 


Bob Homer has sold his Chevro- 
let dealership in Fostoria, O., to 
Trent Goddard, Cuyahoga Falls, O. 
The new firm name will be God- 
dard Chevrolet, Inc. 

* * * 


Nagels Motor Promotes 


Cerrone to Vice-President 


John Cerrone, formerly shop fore- 
man, has been named vice-presi- 
dent and general manager of 
Nagels Motor Co. (Studebaker), 
1400 Kansas Ave., Topeka, Kans. 

The dealership has been trans- 
ferred back to E. CC. Nagels. It 
formerly was known as Wiley 
Fisher Motors, Inc. 


Ted Schlesener has been named 


sales manager, and Bill Rosser 








Engine Wizard— 


Gene Oliver, Clinton (N. Y.) garageman, 


enhances his mechanical reputation by 
maintaining a prize-winning 1914 recon- 
ditioned Moyer car. This peek under the 
hood shows the job he has done. Except 
for tires, the car features original parts 
and accessories. 


service manager. F. N. Emmons is 


secretary-treasurer of the company. 
- * * 


N. H., Mass. Dealers Stage 


Record Advertising Drive 

Auto dealers in Lowell, Law- 
rence, Nashua, Haverhill and 
other cities in — northeastern 
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Massachusetts and southeastern 
New Hampshire are spending an 
unprecedented amount of money 
on newspaper advertising for 
their new models and their used- 
car departments, a survey re- 
veals, 





* * * 


Brown Heads Service 

Cc. W. Brown has been named 
service manager of Fred Williams 
Jr., Inc, (Lincoln-Mercury), 850 N. 
Meridian St., Indianapolis. Brown 
has had 18 years of service experi- 
ence. 

* * * 


Gates Opens Second Lot 


L. O. Gates Chevrolet, South 
Bend, has opened a second used- 


car lot at S. Michigan and Calvery © 


St. A four-man staff is operating 
this lot. 


Taylor Motor Suffers 
$150,000 Loss in Fire 


Estimated loss of $150,000 was | 


suffered by Taylor Motor & Imple- |} 


ment Co. (Studebaker), Pocahon- 
tas, Ark., when the one-story frame 
structure burned to the ground. 
William Taylor, owner, said 
(Continued on Page 68, Col. 3) 


Coll Easy Terms?” 


STOP, LOOK 
AND RECKON! 


When you write fewer “easy terms” contracts, you hold a better 


position today. 


© More of your customers are ready to buy again soon. 
e Their cars are newer, with higher trade-in values. 


¢ Because they like the deals you make, they like their dealer too. 


e And so you have faster turn over— 


e With more profits, more margin, for more 
good deals that keep inventory under control. 
© Most important of all, you remain in the 
business of selling cars, not terms! You will 


still be a successful, esta 


the community when “easy terms” spe- 


cialists are gone. 


You can outsell “easy terms” with 
shorter, thrifty terms, when you 
use the GMAC Thrift-Guard Plan! 
Show your customers how this 
Plan saves them expense, time, 
worry and trouble, and permits 


full consideration if their 
circumstances change. 


This Thrift-Guard Plan gives 


you other advantages too: 


1. Control of the whole transaction. 
2. Gross from time contracts. 


3. Extra business from sa 
customers. 


4, Repeat sales from GMAC service. 


blished dealer in 


tisfied 
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Weis, introduced, the new Nash Rambler 
four-door sedan provides Nash Dealers with another added wedge 
. 


in Nineteen Fifty-Four’s challenging market. 


No other automobile dealer body enjoys such a wide range of modern 


compact-type cars. With hardtop, station wagon, convertible and — now — 






sedan models, Nash dealers blanket the entire compact car field. 





Lots of seat room, leg room and head room for six passengers in the smart 
new Rambler 4-Door Sedan . . . more space than you ever thought pos- 
sible in a compact automobile. 














The new Rambler 4-Door Sedan is the first of many good things 
to come from Nash in the New Year. More headline news 
is in the making . . . news that spells out one of the most complete 


product and merchandising programs in the industry. 


There are Nash products to cover every segment of the market... 
penetrate every price field. From the smart Ramblers — through the new, 
more powerful Statesman series — to the luxurious Ambassadors — 


Nash dealers have merchandise to satisfy every need, desire and pocketbook. 






Yes, Twin Beds are the proof of Rambler’s new interior spaciousness. This 
feature is combined with Nash Airliner Reclining Seats to make the new 


Each is supported by advertising and promotion programs 4-Door an ideal family car. Exclusive with Nash! 




















realistically geared to today’s market conditions. 


No wonder the Nash franchise is so valuable. None is broader or more 
comprehensive. None is built on a more solid foundation 

of product and merchandising assistance. No other dealer group can offer 
the motoring public automobiles with so many exclusive 


built-in features that mean extra value and owner satisfaction. 


Look to Nash for more in Nineteen Fifty-Four! More in progressive thinking. 


More in the broad line of automobiles designed to satisfy 







America’s motoring needs. More in PLUS advantages for Nash dealers! Take all the family luggage—there’s more room in this new luggage com- 


partment. Note the continental rear tire mount—one of many custom 
accessories, like—radio, Weather Eye System and directional signals that 
are included at no extra cost in the Rambler Custom 4-Door Sedan. 


- 
AMBASSADOR e STATESMAN e RAMBLER 


Built With A “Double Lifetime”... Your Safest 
Investment Today . . . Your Soundest Resale Value Tomorrow 


NASH MOTORS, DIVISION NASH-KELVINATOR CORPORATION, DETROIT 32, MICHIGAN 
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LTHOUGH motor-fuel tax 

receipts are continuing their 
general uptrend of recent years, 
evidences of a possible leveling off 
are starting to appear. 

A sampling of revenue reports 
from 10 states reveals current 
receipts continuing at a higher 
level than a year ago in seven of 
the states and declines in three. 

States with higher motor - fuel 








4 Firms Select Hamos 


As Export Agency 
NEW YORK.—J. James Plesser, 


Ohio Dealers Get Fill-in on Brakes— } 

The dean of automotive salesmen, Harry Moock (left), shows a group of southern 
Ohio dealers what is going on in brake research. The dealers visited Chrysler Corp.'s president of Hamos Co., New York, 
New Worlds in Motion exhibit in Dayton. Listening to Moock are (from left) Ray|has announced that his firm has 


been appointed the export repre- 
sentative for four manufacturers of 
automotive garage equipment. 

The companies are Barrett 
Equipment Co., St. Louis; Weaver 
Mfg. Co., Springfield, Ill.; Quincy 
Compressor Co., Quincy, Ill, and 
Gray Co., Inc., Minneapolis, 


Curtan, Chrysler division sales manager, and Lee Hilgeford and ‘‘Dinty” Moore, both 
of Dayton. 





Fort Wayne Lots Merged 
Harper Clifford (Lincoln-Mer-| by closing the Bueter Rd. lot and 
cury), Fort Wayne, Ind., has con-| moving the entire used-car stock 
solidated its used-car department | to a new lot at 25 N. Clinton. 
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Gasoline Tax Receipts 
Down in Some States 


tax collections than a year ago in- 
cluded California, Colorado, Iowa, 
Mississippi, Oklahoma, Tennessee 
and Vermont. The three exceptions 
to the general trend were Louis- 
iana, North Carolina and Wyoming. 

California’s 6-cent state tax on 
gasoline and other high-test motor 
fuel brought receipts of $21,711,036 
in September. Gross revenues were 
up almost 40 percent over Septem- 
ber, 1952. 

Colorado motor fuel collections in 
October showed an increase of 4% 
percent to $2,855,357, from $2,729,- 
755 in the corresponding month 
last year. 

* * * 


ety gasoline tax collections in 
Iowa totaled $4,850,242 in No- 
vember, a little more than a million 
dollars higher than revenue col- 
lected the same month in 1952. 
Receipts for the first 11 months of 
this year were nearly $3,000,000 








; Which millions 





are automotively ambitious? 


These 3°4-million families, screened for the BUY on their minds! 


(’ ALL three biggest man-woman maga- 
zines, only Better Homes & Gardens families travel more than 
screens its readers for their interest in 


what you have to sell. 


Only BH&G grew big by showing better- 
off families how to make their 







living standards even higher 
—and what to buy to do it. 


A study made in 1952 shows 
. BH&G families own a total of 
1,124 automobiles per 1000 


families! They go places buying. 


e 9 out of 10 BH&G families own at 


sories, in these 334-million 


in their cars, too—in one year BH&G 


four billion 


vacation miles in their automobiles. 


What a market for cars, gas, tires, acces- 


e 


‘automo- 


tively ambitious” families! 


You get action from ad- 
vertising in BH&G because 
BH&G readers have BUY 
on their minds and a 
greater ability to do the 


filter cartridges—spark plugs—tires— 


BH&G least one automobile. 1 out of 6 owns in one year. 
two or more. Al 1 000 bought ba : 
BUYOLOGICAL ah e Almost 1,500, ought batteries— 
ame * mee Suites. poets 900,000 auto- 670,000 bought seat covers—350,000 
BRIEFS 2 eon ; bought tire chains—250,000 bought 


e Over 1,500,000 BH&G families bought car radios. 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 











higher than for Iowa’s record fu/| 
year of 1952. 

Mississippi’s gasoline tax col- 
lections for November totaled $2, 
997,791.41, compared with $2,873,- 
338.65 for the same period a yea: 


ago. 

Gasoline and fuels excise in 
Oklahoma totaled $3,839,074.49 in 
November, an increase over last 
year’s $3,689,299.54. Tennessee's 
gasoline tax collections for Novem - 
ber were $4,578,445, for a 13.7 per- 
cent increase over 1952. 

* *€ + 

GA of 10,467,947 gallons of 

gasoline in Vermont during 
September resulted in state tax 
receipts of $523,408.87. Collections 
for the same period last year 
totaled $492,919.98 on 9,857,432 
gallons sold. 

Gasoline collections in Louis- 
iana in October were down $74,- 
206 to $3,657,867 from the corres- 
ponding period in 1952. 

Supported mainly by the gasoline 
tax, North Carolina’s highway fund 
dipped in November, although it is 
still running 3.32 percent ahead of 
last year. Highway fund collections 
amounted to $34,148,000 up to Nov. 
30, compared with $33,052,000 on the 
same date last year. 

Wyoming’s gasoline tax col- 
lections for November dropped off 
$35,017.22 from the same month a 
year ago. Receipts totaled $506,- 
494.12, compared with $541,511.34 
for 1952. 


'Ford Increases 
‘Top Suggestion 
Award to $3,000 


DEARBORN.—Ford Motor Co. is 
increasing from $1,500 to $3,000 the 
maximum award its employes can 
receive for sub- 
mitting ideas 
which improve 
methods or oper- 
ations, John S. 
Bugas, industrial 
relations vice- 
president, an- 
nounced. 

Bugas said the 
minimum award 
in the company’s 
suggestion plan 
would be raised 








J. S. Bugas 


from $5 to $20. 

In the six years the suggestion 
plan has been in operation at Ford, 
38,000 awards totaling nearly $2 
million have been made. The aver- 
age award has been $49.63 and 163 
| have been for the $1,500 maximum. 

Cash awards for adopted ideas 
will continue to be based on the 
| existing formula. The suggester re- 
| ceives one-sixth of the first year’s 
| calcuable savings or 100 percent of 

the first two months’ savings, 
whichever is greater. A suggestion 
| committee determines awards for 
| accepted ideas which contribute to 
|employe safety or morale. 

The Ford suggestion plan now is 
|}open to about 136,000 hourly and 
| salaried employes at 83 locations. 
|The plan will be inaugurated at 
| other Ford plants early in 1954. 


| Medical Insurance 
Offered Autoists 


| NEW YORK.—Greater protection 
against medical expenses for in- 
| juries suffered in auto accidents 
| will be offered motorists by mem- 
|ber firms of the National Bureau 
|of Casualty Underwriters or the 
| Mutual Insurance Rating Bureau, 
| starting today (Jan. 4). 
| ‘The new coverage will be offered 
| at extra cost as an optional feature 
| of auto liability insurance policies. 
| It provides reimbursement for 
| medical expenses arising out of 
| accidents and also protects the 
policyholder and spouse while driv- 
ing or riding in another car, except 
| @ public conveyance. 

The policy will first be offered in 
Virginia, Approval in other states 
is pending. 


Walsh Platt Adds Space 
|For Display, Parking 
Walsh Platt Motors (Dodge- 
Plymouth), Everett, Wash., has ac- 
quired an additional 41,000 square 
| feet of space to be utilized for dis- 
play and parking purposes. 
Owners of the firm announced 
they are considering other major 
improvements in the physical lay- 
out of the dealership. 











Orleans Are 
Dealers 


Use 
Underwood Sundstrand 
Accounting Machines 


Progressive auto dealers in the New Orleans area agree 
enthusiastically with fellow dealers all over the U.S.A.: 

. .. Underwood Sundstrand Accounting Machines help 
get the most profit from a dollar, the most minutes 
from a day! 

The Underwood Sundstrand Automobile Dealers Account- 
ing Machine and System gives you on the spot operating 
and management controls. 

It gives you completed financial statements in a matter 
of hours. 

It eliminates work duplication. 

It pays for itself in a very short time and repeats the 
savings over and over again! 

Require special personnel? Not on your life! Your 
present employees will learn to operate an Underwood 
Sundstrand Accounting Machine quickly and easily. And 
enjoy doing it! 

So why wait? Send the coupon today for complete informa- 
tion without obligation. 


* * * 


Ask for a demonstration at the Show 
Booths 36-37-38 









































A. N. 1-11-34 


Underwood Corporation 
One Park Avenue, New York 16, N. Y. 


Please send me your illustrated folder, Form S-1328, 
describing the -Underwood Sundstrand Automobile 
Dealers Accounting Machine and System. 


Underwood Corporation 


Accounting Machines...Adding Machines... 
Typewriters...Carbon Paper... Ribbons 


One Park Avenue, New York 16, N. Y. 
Underwood Limited, Toronto 1, Canada 
Sales and Service Everywhere 





Name of Company 


Name and Title 





Street 
CY errr See OCE 














N. Y. Sales Executives Give Away Ford— 


Top prize at the annual Christmas party of the New York Sales Executives Club 
was a 1954 Ford. It was won by J. G. Reddal, of Western Electric Co., who stands at 
right of Lilo, musical comedy performer. Looking on (from left), are C. R. Beacham, 
northeastern regional sales manager of the Ford division; Ralph T. Horgan, New York 
Ford dealer, and John F. Connors, New York district sales manager. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


GOFFSTOWN, N. H.—(UTPS)— 
L. E. Whitten, Inc., was the scene 
of the annual Christmas tree sale 
sponsored by the Goffstown Lions 
Club for the benefit of its charity 
fund. 

Seven members of the club pur- 
chased the trees and put them on 
display at the used-car concern 
where club members took turns in 
selling them. e 

The funds were used for the 
Lions’ Christmas basket and swim- 
ming pool projects, as well as for 
improvement of various civic enter- 
prises in the community. 


* * nd 
Ex-Dealer in Philadelphia 


Returns to Face Tax Case 


PHILADELPHIA.—Ralph Fisher, 
a former North Philadelphia used- 
car dealer who fled the country 
when he was indicted for income 
tax evasion five years ago, has 
surrendered to Federal authorities. 

Fisher, who operated OK Motors 
on Broad St., was indicted for 


evading income taxes of $95,372 
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during the years 1945 and 1946. 
Fisher said he had become “fright- 
ened” and fled to Israel where he 
had been operating a small garage 
for the past four years. 

om ~ * 


Dealer, Salesman Admit 


$11,590 Bank Robbery 


MARION, Ind.—Bruce V. Saylors, 
Marion used-car dealer, and one of 
his salesmen, James W. Shell, have 
admitted the $11,590 robbery of 
Cass County State Bank, Walton, 
Ind., police reported. 

Police Chief Emil McPherson 
said Saylors used the stolen money 
to pay off a part of his debts, total- 
ing upward of $30,000. A Federal 
warrant charging the pair with 
bank robbery was authorized by 
Phil McNagny, assistant U. S. at- 
torney in Fort Wayne, police said. 

. = * 


Bright Acquitted of Charge 
Of Failing to Assign Title 
BALTIMORE. — (UTPS) — Temis 


Bright, used-car dealer, has been 
acquitted in Criminal Court of one 








Peg 








75" OF 
SOLID 
COMFORT 





A large locked storage space (under the berth) of nearly 
5 cu. ft. for tools, luggage or packages is reached through 
flush type doors on either side. 


Segre 


LEEPER CABS FOR MODERN TRUCKS 
featuring NEW STYLING...COMFORT...CONVENIENCE 







A Pullman-type berth in the sleeper section provides a new 
degree of comfort for drivers. This latest Sleeper Cab was 
designed by automotive engineers to meet an obvious need 
for an integral unit having matched design plus ‘‘factory’”’ 
finish, inside and out. 


At last truck operators can get Sleeper Cabs styled to com- 
pliment the smart lines of today’s modern truck cab design. 


By extending a standard (or C.O.E.) cab 30” a sleeping compart- 
ment is formed directly back of the driver's seat. Easy to enter or 
leave while the truck is in motion. 


The smooth flowing cab lines blend into the rear 
structure making one integral unit of solid, welded 
steel. Sound deadening material mutes noise— 
welded steel risers and roof bows give maximum 
strength and prevent rattles. 


The deep berth is fitted with a luxurious 1-piece 
inner spring mattress. The interior is completely 
lined and finished to match the cab. A roof grille, 
ventilator, two side and two rear windows, and a 
dome light are standard equipment. 


How to Order: Dealers may specify on their chassis 








charge of failing to assign title 

a car buyer at the time of sale. T 
decision was a reversal of a co: 
viction and a $25 fine imposed 

Traffic Court. 

Criminal Court Judge James ! 
Cullen said the law is “very co 
fused” on this matter and add: 
that Bright should have be 
charged under another section 
the code. Six similar charges ar 
pending against Bright. 

. + = 


Wives of Miami’s Dealers 


Form Group for Charity 


MIAML—A ladies auxiliary has 
been organized to cooperate in 
civic and charitable activities of 
the Miami Used Automobile Deal- 
ers Assn, 

The auxiliary, to be known as 
the Dealerettes, elected Mrs. Os- 
car Mohlo, president; Mrs, Rich- 
ard McMahon, vice-president and 
chairman of the membership 
committee; Mrs. Crawford Brown, 
secretary; Mrs. Art Watson, 
treasurer, and Mrs. Tony Clausi, 
publicity chairman, 

Membership includes wives of 
used-car dealers, salesmen and 
affiliated firms. 


* * * 


Doc Greiner Is Named 


Span-O-Life Distributor 

TOLEDO.— Doc Greiner, presi- 
dent of Flying Dutchman Corp., 
announces that his company has 
taken on the distributorship for 
Span-O-Life batteries in the Toledo 
area. 

* = * 


Webb Forms English Firm 


DETROIT. — Jervis B. Webb Co., 
conveyor manufacturer, has an- 
nounced the formation of Jervis 
B. Webb, Ltd., Bexley, Kent, Eng- 
land. Officers are: General man- 
ager, P. L. Stonard; chairman, 
E. W. McCaul; managing director, 
J. C. Webb, and secretary, W. Mor- 
rison. 


Sales Executives 


To Open Parley 


| Jan. 27 in N.Y.C. 


NEW YORK. — Ways in which 
sales executives plan to meet 
marketing problems in 1954 will be 
reported by representatives of large 
and small industrial and consumer 
companies at the annual market- 
ing conference of the American 
Management Assn. Jan. 27-29 in the 
Hotel Roosevelt here. 

More than 1,000 sales executives 
are expected to attend. 

On display throughout the 2%4- 
day conference will be the AMA 
marketing conference exhibit of 
company materials illustrating the 
session topics. 

Forms, charts, records and re- 
ports gathered from member 
companies will deal with recruit- 
ing, selecting and training sales- 
men; compensation plans; apprais- 
ing men and measuring job per- 
formance; communications between 
headquarters and the sales force; 
organization charts and manuals; 
reports to top management; techni- 
ques of forecasting sales, and job 
descriptions for sales and market 
research positions, 

Speakers for the conference will 
include: 

Roy Ingersoll, president of Borg- 
Warner Corp., hicago; C. W. 
Bount, vice-president of Bakelite 
Co., New York; Paul R. Larimer, 
general sales manager of Ansul 
Chemical Co., Marinette, Wis.; D. 
D. Couch, sales vice-president of 
American Radiator & Standard 
Sanitary Corp., Pittsburgh; Robert 
F, Elder, marketing consultant, 
Boston; John L, Busey, marketing 
vice-president of General Electric 


Also, Stanley C. Hope, president 
of Esso Standard Oil Co, New 
York; W. F. Allen, sales vice-presi- 
dent of Upjohn Co., Kalamazoo, 
Mich.; William D. Roesser, vice- 
president and secretary of J. W. 


—— 


ence 


Clement Co., Buffalo; Dr. C. W. 
Walton, general manager of the 
adhesives and coating divisions of 
Minnesota Mining & Mfg. Co., De- 
troit, and Fen K. Doscher, vice- 
president of Lily-Tulip Cup Corp., 
New York. 


orders to the manufacturer's distribution department that 
chassis are to be delivered to Automotive Industries Inc., 
Owendale, Mich. for the dealer's account. At the same time 
the dealer should order the Sleeper Cab from Automotive 
Industries and supply any information that would tend to 
expedite the completion of the unit. 





Meets all 1.C.C. Regulations 


AUTOMOTIVE Chevrolet Deal Incorporates 


Incorporation papers have been 
granted Ideal Chevrolet, Inc., Wells- 
ville, O. 


INDUSTRIES INCORPORATED 


P MICH. 


PY OWENDALE 
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Here is number five in an interesting series of 
H-W Continental “cars of tomorrow” by Richard Arbib, 
one ofjour prominent associate designers. 


—we 







Add this 
Famousjyuon Feature 
to Your Sales Force in 94 









ORIGINAL 





CUSTOM REAR CONVERSION 


Now it’s a buyer’s market. People still have plenty of money, but they are becoming very choosy. 
Fine mechanical features are not always enough to close a sale. More and more buyers are 
demanding extra styling and distinctive custom appearance as well. That’s why dealer after 
dealer the country over is finding that the famous fashion features of H-W Continentals added to 
display cars serve as powerful additions to their sales forces. Buyers really appreciate the extra 

style and beauty, and slightly higher monthly payments seem to make very little difference. 
This distinctive Custom Rear Conversion is also a ~ 








functional accessory... with many practical, useful 
The H-W Continental permits easy access to the features. Remember, too, that H-W Continental instal- 
trunk. Just push button in center of hub cap 


and push forward on the top of the spare . 
wheel. This releases the latch, and the spare shop. Here is an all-around source of added sales 


wheel tilts back with finger-tip control. and profits you’ll need in 54. Make use of it! Ask 


lations provide desirable extra business for your 


your parts jobber or write, wire or *phone... 


HUDELSON-WHITEBONE CO. 


: Factory-Assembled. Custom-made for 
522 North Hickory St., Champaign, Illinois practically all American cars, the 
950 Van Ness Ave., San Francisco 9, Calif. H-W Continental unit is factory- 


assembled as far as possible... as- 
suring faster, easier, lower cost in- 
stallation in your shop. This enables 
you to give quicker service and offers 
an opportunity for extra profit. 


*Pat. No. 2553686 






BOOTHS 125-126 
N.A.D.A. CONVENTION 
JANUARY 9-13 






New '54 Latch Striker... adjustable to Engineered for Maximum Strength and 
mate properly with the special floating Stability... H-W Continental’s sturdy 
latch .. . holds spare wheel tightly without = understructure supports the rear exten- 
pressure on the trunk lid. This latch striker sion, spare wheel and bumper. It meets 
is attached to a rigid bracket, preventing _all car factory specifications for support- 
any metal fatigue. The floating latch also _—ing strength when a bumper jack is used. 
\ provides the flexibility to counteract road _It also gives strong reinforcement to rear 
bumps. deck and fenders. 





FO® BUICK, CADILLAC, CHEVROLET, CHRYSLER, DESOTO, DODGE, FORD, HUDSON HORNET, HUDSON JET, LINCOLN, MERCURY, NASH, OLDSMOBILE, PACKARD, PLYMOUTH, PONTIAC, STUDEBAKER, WILLYS 











Buick Builds Engines for Jet Planes— 


These Wright J-65 jet engines coming off the assembly line at Buick'’s Willow 
Springs (lll.) plant soon will be ready for the flight line. Rated at more than 7,200 
pounds thrust, the J-65 has sufficient power to fly a B-29 bomber. Production is 
reported increasing steadily to meet Air Force schedules. 


Dealer 





about $50,000 worth of equipment 
was saved, but eight new cars, 
eight late-model used cars, tractors, 
new tires and parts were destroyed. 
The property was partly covered by 
insurance, Taylor said. 

” = * 


Christiansen Lure 


Christiansen Motors, which has 
taken over the Ford franchise in 
Downey, Id., is offering a free lube 
job to every Ford owner in the 
Downey trading area. A company 
spokesman said the offer already 
had led to several new-car sales. 

* ~ * 


Cleveland Pontiac Dealers 


Elect Jilek President 


Joseph J. Jilek has been elected 
president of the Cleveland Pon- 
tiac Dealers Assn., succeeding 
Charles A. Sirl, who held office 
for two terms, 

Al Lang, Broadway - Pontiac, 
Inc., was elected vice - president, 
and Sanford Nudelman, Sanford 
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Motors, was reelected secretary- 
treasurer for his seventh consecu- 
tive term. 

dilek is president of Tillman 
Motor Co. 


Miller and Nutt Serving 


On Christmas Committee 

Two Monrovia (Calif.) auto 
dealers were serving on the Mon- 
rovia Chamber of Commerce 
committee in charge of Christmas 
home decorations. 

They are Bud Miller (Ford), 
who is chairman, and Clifford T. 
Nutt (Packard). The Chamber of 
Commerce had offered 16 prizes 
for the best outside home decora- 
tions. 

> 2 © 
Beckman, Miller Buy 
Bernie Beckman and Hy Miller, 
of the Lincoln-Mercury dealership 
in Van Nuys, Calif., have purchased 
the L-M dealership in Palm 
Springs, Calif, on Sunny Dunes 








Why car sales are 43% higher 


in the American Home “super” market 


Like shoppers in a grocery super market, The 
American Home reader families are looking to buy. 
And when it comes to things for the home—includ- 
ing cars—they buy more and buy them quicker. 


The latest American Home Automotive Survey 
shows that the incidence of car ownership among 
the over 3 million American Home reader families 
is 43% higher than the national average. The survey 
also shows that today: 


93% own cars. Almost 25% own two cars. 


And 39% plan to buy a car in the next twelve 
months. 


What’s the reason car sales should be so high 
among The American Home “super” market fam- 
ilies? The American Home is 100% home “how-to.” 
So its readers are 100% homemakers. And home- 
makers need their cars. They need them for chauf- 
feuring—for chore-doing—for so many of those 
tasks that keep a house running smooth as a 


super-highway. 


And you reach this “super” market through The 
American Home alone. For The American Home 
audience shows only 11.5% inter-duplication with 
that of the other mass circulation home magazine. 
Why not get the whole story from our Ed Sullivan? 


There’s no place like The American Home 


pe Mesilts. 


THE AMERICAN HOME - PENOBSCOT BUILDING - DETROIT, MICH. - WOODWARD 5-9878 








Rd. Marty Beckman, formerly wit! 
the Milbeck dealership in Var 
Nuys, will supervise the new firm in 
Palm Springs. 

oa 
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Reason Ups Carriger 


Reason Buick Co., Springfield, Il. 
has announced the appointment of 
Elmer Carriger as new and used- 
car sales manager. He formerly was 
used-car manager. 

+ * ” 


Shafer Selling Business 

Roy Shafer, Nash dealer in Pratt 
Kans., has sold his building at 519 
S. Main to Ray Barnes, Pratt 
County farmer and stockman. 
Shafer, a dealer for 30 years, said 
he planned to sell his auto business 
also, 

* * * 


Hardings Get L-M Deal 


Otis G. and Otis S. Harding, a 
father-son team, have purchased 
Boyer Motors (Lincoln - Mercury), 
Independence, Mo. The Hardings 
sold their Ford-Mercury dealership 
in Liberal, Kans., to Palmer G. 
Spaniol. 


* * * 


Barr-Cullen Gets Cadillac 


Barr-Cullen, Inc., 815 N. Broad- 
way, Larned, Kans., has been ap- 
pointed a Cadillac dealer, accord- 
ing to Butts Cadillac-Olds, Inc, 
Wichita (Kans.) distributor. Wal- 
ter J. Barr and Howard Cullen are 


owners of the firm. 
aa a 


Wilks Undergoes Operation 


|For Appendicitis in Calif. 


John Wilks II, head of John 
Wilks Chevrolet Co., Pasadena, 
Calif., is recovering after an emer- 
gency appendectomy. Dufing his 
absence, Al Bilyue has acted as gen- 
eral manager. 

Three staff changes have been 
announced by the firm. George Tor- 
gerson, a 20-year veteran with the 
company, has been named general 
sales manager. Leonard Goodwin 
has been advanced to new-car sales 
manager, and Bill Wilson has been 
appointed used-car manager. 

a * od 


Caustin Takes Over 


Don Caustin, former auto sales- 
man in Los Angeles, is the new 
owner-manager of Fair Oaks Mo- 
tors, a Ford dealership in South 
Pasadena, Calif. Jim Willerford will 
continue as sales manager. 

cg * c 


Toronto Ford Deal Set 


Saunders-Cook Ltd., 2850 Kings- 
ton Rd., Toronto, has been appoint- 
ed a dealer for Ford, Monarch, 
Anglia, Prefect, Consul and Zephyr 
cars and Ford and Thames trucks. 
President of the company is Rear- 
Adm, W. V. Saunders, former pres- 
ident of Sheaffer Pen Co., Malton, 
Ont. 


* * * 


Wile Gets Studebaker 


Wile Motor Sales, 3192 W. Broad 
St., Columbus, O., has been named 
a Studebaker dealer. 

* K * 


Davis Gets Pontiac 
Davis Pontiac, Inc., has been 
opened at 805 Main St., Bartow, 
Fla. John Davis is president. 
* * * 


Raylor Closes Doors 
Ralph Raylor, a Nash dealer in 
Mt, Vernon, O., for two years, has 


gone out of business. 
os * * 


Packard Deal Chartered 


Packard Ashtabula, Ashtabula, O., 
has been granted a charter by the 
secretary of state. 

a ok 


* 


Colonial’s U. C. Manager 


Vernon Gaiennie, owner of Colo- 
nial Buick Co., New Orleans, has 
appointed Dick Tutt as used-car 
manager. The company now has 
used-car locations at 2411 Canal, 
2611 Canal and 231 N. Carrollton 
Ave. 

of a + 


Bigger Lot for Southern 
Charles Quartararo and William 
Payne, co-owners of Southern Hud- 
son, New Orleans, have moved their 
used cars to a larger lot at 2500 
Canal, 
ok x * 


Packard Distributor Anthony 


Names Scott City Manager 
Willard Scott, resident manager 
of Earle C. Anthony Inc., Packard 
distributors in San Francisco, has 

(Continued on Page 69, Col. 1) 
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announced the appointment of G. 
R. } roiseth as city manager for 
Anthony. 

Froiseth previously served as 
credit manager, district manager 
and, most recently, zone business 
manager for the firm. 

* od 


C of C Elects Lehto 


Kauno A. Lehto, Wilmington 
(N. C.) auto sales executive, has 
been elected president of the local 
Chamber of Commerce. 

* * * 


Service Chevrolet Moves 


Service Chevrolet Co., Wake For- 
est, N. C., has opened a new build- 
ing a few block from its old loca- 
tion. Owner of the firm for nearly 
19 years has been C. D, Matheny. 

* * * 


Reising Rejoins Nash Family 
As Dealer in Reading, O. 

John Reising, auto dealer in 
the Peebles Corner area of Cin- 
cinnati for more than 20 years, 
has announced acquisition of 
Reading Nash Sales, 1612 Read- 
ing Rd., Reading. Reising previ- 
ously was a Nash dealer from 
1945 to 1952. 

He said he would retain the en- 
tire Reading organization, Wil- 
liam Wormes will be general 
manager; Jack Nieman, service 
manager, and Virginia Meyers, 
office manager. The used-car op- 
eration is at Gilbert and Florence 
Aves, - 

* * 


O’Daniel Remodels 
O’Daniel Motors, Inc. (Studebak- 
er), Louisville, has remodeled its 
building and showroom at 217 Guth- 
rie St. 


* * * 


Hively Names Snare 


Walter Snare has been named 
Lincoln sales manager of Howard 
Hively, Inc. (Lincoln-Mercury), 
Cincinnati. 


Jones Joins Holt 


Hugh B. Jones, formerly sales 
manager of Bluefield Lincoln-Mer- 
cury Sales, Bluefield, Va., has be- 
come sales vice-president of Holt 
Motors (Lincoln-Mercury), 

Va. 
* * * 


Dealer Prehn Changes Lines 


—New Cars to Ice Cream 


Harold W. Prehn, former 
Dodge-Plymouth dealer in Spring- 
field, Ill., has switched from new 
cars to ice cream. 

Prehn announced that his How- 
ard Johnson’s Restaurant would 
open early in 1954. It will be “un- 
der the supervision of longtime 
Harold Prehn, Inc., associates,” 
he said. Prehn still operates a car 
rental service. 

x * * 


Loop Packard Names 2 


Ken Gage has been appointed 
sales manager of Loop Packard 
Co., Minneapolis, and Roy Johnson 
was named used-car manager, ac- 
cording to Andy Adlis, general 


manager, 
* * * 


Cope Adds U. C. Building 

Newton A. Cope, owner of New- 
ton A. Cope Buick Co., Sacramento, 
Calif. has announced the opening 
of a used-car building, across the 
street from his main showroom at 
Fifteenth and Kay Sts. It will dis- 
about 50 automobiles, Cope 


* * ® 


Coates Succeeds Father 


In Firm’s Ownership 

Thaine L. Coates has taken over 
the ownership of Lee Coates & Son 
(Oldsmobile - Chevrolet), Titusville, 
Pa., following the death of his fa- 
ther, Lee Coates. 
_ The elder Coates started the bus- 
iness in 1921. He was a member of 
the Chevrolet Dealer Planning 
Council. 


* * * 


Follestad Reappointed 


S. G. Follestad, Nash dealer in 
Everett, Wash, has been reap- 
Pointed chairman of the Everett 
Chapter of National Federation of 
Independent Business, Follestad’s 
duties are to assemble mandate bal- 
lots voted by local members, tabu- 


late them, and send them directly 

to Congressman Jack Westland, 

thus giving him a cross section of 

local opinion on legislative issues. 
+ * * 


Taylor, 32 Years a Dealer, 
Opens New Building 

Frank Taylor, Ford dealer, cel- 
ebrated his 32nd anniversary in 
the auto business by opening a 
new building at 122 BE. Washing- 
ton Blvd., Los Angeles. 


Dow Names 2 
Dow Motor Co., Dallas, has ap- 
pointed A. T. Johnson jr. as new- 
car sales manager and John Fer- 
rata as truck sales manager. 
+ * * 


Newport Adds Oldsmobile 


To Hominy (Okla.) Deal 


Cal Newport, president of the 
Oklahoma Automobile Dealers Assn. 
for 1953 and a Chevrolet dealer 





to his Chevrolet dealership in Hom- 
iny, Okla. 

Newport purchased the Oldsmo- 
bile dealership from O. L. Hinkle. 
Newport is located at 117-23 N. 
Price St, 


Providence Dealers Renew 
Chevrolet TV Program 


Chevrolet dealers in Providence 
have renewed a contract for the 
Friday night program, “TV Sports 
Page,” with Warren Walden on 
WJAR-TY. 

Walden has been sponsored by 
the Chevrolet dealers since last 
February. The program will now 
continue until next May. 

7 * + 


Smith Constructing Plant 


Construction has begun on the 
new showrooms, general offices and 
service center of Bill Smith Pon- 
tiac, Inc., 1244 Kings Ave., Jack- 
sonville, Fla. The firm was founded 
Jan. 1, 1953, by W. F. Smith, presi- 
dent and general manager. 

* * * 


Anthony Names Keyes 


Gordon Keyes has been named 
manager of the car distribution de- 
partment of Earle C. Anthony, Inc., 


since 1928, has added Oldsmobile| Packard distributor, according to 





“Today is my day off. If any 
prospects come in, will you sales- 
men tell ’em to come back to- 
morrow so’s we all can have a 
chance at them?” 





William Scott, San Francisco resi- 
dent manager. Keyes formerly was 
northern California district man- 


ager. 
+ * * 


Bailey Transfer 
Arrangeinents are being made for 
the transfer of Bailey Motors 
(Dodge-Plymouth), Brunswick, Ga., 
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All under one roof . 
ing complete facilities, from 
designing and engineering to 


. . Offer- 


finished metal working models. 


— 









WETT 


to Gordon M, MacGregor, who has 
been operating a dealership in Au- 
burn, Ky. The Bailey firm has been 
in receivership for some time. 

* + 


Reed Takes Helm 


Phillip A. Reed has been named 
as the new manager of Bonfield 


~ | Motor Sales, Inc., 607 J St., LaPorte, 


Ind., replacing Victor Boyle, who. 
resigned, 


* * * 


Krieger Joins Blank 


Samuel Krieger has joined Joe 
Blank Motor Co. (Dodge -Plym- 
outh), West Palm Beach, Fia., as 
sales manager. He formerly was 
manager of Harry Loprete Motors 
(Chrysler-Plymouth), in West 
Orange, N. J. 

* * com 


Rosenstein Picked to Assist 


New York Arthritis Drive 
Herman O. Rosenstein, vice-pres- 
ident of Standard Motor Products, 
Inc., has been named the chairman 
of the automobile parts division of 
the 1953-54 Development Fund 
Drive of the New York Arthritis 

and Rheumatism Foundation. 
NYARF is a nonprofit agency con- 
ducting a program of clinic estab- 

(Continued on Page 76, Col. 1) 
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hibits its copyrighted advertising 
campaign for auto dealers, entitled 
Speedy. It is drawn by a leading 
cartoonist. 

Representatives at Booth 124 are 
R. F. Purpus, John C, Ryder, 
Grady Tyler, H. B. Van Voorhies 
and George McPhail. 





TESTING EQUIPMENT—Sun Electric 
Corp., Harlem & Avondale Sts., Chicago 
31, IU, displays its line of test equipment, 
plus some new small quick-test units, like 
Model TUT (tuneup tester) and Model BT 
(battery tester). (Representatives: T. C. 
Hornick, A. C. Cook and L. C. Henderson. 
Booths 50, 51 and 52.) 


TOOL DISPLAY—Bonney Forge & Tool 
Works, Allentown, Pa., shows the Bon-E- 
Con Tool Merry-Go-Round which can be 
started with a basic three-board unit and 
be increased up to six boards. (Represent- 
atives: Eills J. Wright, Roger O. Bay, 
Harry J. Seaman and Thomas G. Judd. 
Booths 68 and 69.) 
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ACCOUNTING MACHINES—Two Under- 
wood Sundstrand machines are displayed 
by: Underwood Corp., 1 Park Ave., New 
York 16, N. Y. Shown here is Model E 
accounting machine. (Representatives: F. V. 
Hibbits, J. A. Bradbury Jr., L. P. Brooks, 
S. Green and L. E. Lucie. Booths 36, 37 
and 38.) 
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SERVICE TRICYCLE—Servi-Car is used to 
pick up and deliver customer cars. It is 
one of the exhibits planned by Harley- 
Davidson Motor Co., Milwaukee 1, Wis. 
(Representative: George Balmer. Booths 41 
and 42.) 


Local Trademarks Shows 
Cartoon Ad Program 


KEY CONTROL BOARD—Convenient for 
keeping car keys in place. Key spaces are 
numbered, and each board has space for 
24 keys. A service dispatcher desk also 
will be shown. Norick Bros., 705 N.W. 
Fourth St., Oklahoma City 1, Okla. (Rep- 
resentatives: Henry Norick, James Norick, 
F. E. Barlow, Roy Evans, D. B. Nevin, 

Local Trademarks, Inc., 87 Madi- | J. R. McConnell, Al Aiello and Sam Price. 
son Ave., New York 16, N. Y., ex- | Booths 74, 75 and 76.) 

Se ee 7 Guine 





BRAKE DRUM LATHE—Model 3000 Safe-Turn brake drum lathe has a 2%-inch 
spindle and 3%4-inch cross feed support. It also features Infimatic Feed, which allows 
adjustments up to .002 inches. Also on exhibit are other engine repair and brake 
service tools and equipment. Ammco Tools, Inc., Commonwealth Ave., North Chicago, 
Hl. (Representatives: Marty Bazner sr., Al Goodgame, John Suttles and Walter Kushmuk. 
Booths 39 and 40.) 
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Shop Products at NADA Show 





SALES BOARD—Lauder Co., 121 E. Hill 


St., Thomson, Ga., displays its latest 
dealer sales program. This sales board 
serves as a new-car inventory, used-car 
inventory, or management and training 
board. Also shown are a production con- 
trol system, car service menu, prospecting 
system and the Friendship Accounts 
ledger. (Representatives: Harold Johnson. 
Booths 132 and 133.) 


gt 
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TRUING ATTACHMENT — Barrett Equip- 
ment Co., 21st and Cass Aves., St. Louis 6, 
Mo., shows its new tire truing attachment 
for Model B-500 Drum Dokter series of 
brake drum lathes. It is recommended as 
a cure for wheel tramp and pound and 
as a supplement to wheel balancing. 
(Representatives: H. B. Barrett, H. D. 


eee 


POWERFUL 


DUST COLLECTOR HIGH SPEED 


: V-BELT 
ATTACHES HERE ORIVE MOTOR 


Smith and Earl R. McAtee. Booths 117, 
118 and 119.) 





TOW HITCH — Model 2209, displayed 
for the first time, can be picked up by 
the wrecker while at an off-center posi- 
tion. The arms telescope and adjust them- 
selves so the tow truck need not move 
directly in front of the car that is to be 
raised. Manley Division, American Chain 
& Cable Co., Inc., York, Pa. (Representa- 
tives: R. W. Nagel and W. W. Berchtold. 
Booths 33 and 90.) 





WHEEL BALANCER —This lid and rim 
assembly for balancer spinners is one of 
several additions to the Hunter balancing 
equipment line. Also introduced were the 
Group 6 universal bus and transport truck 
wheel balancer; the Group 5 wheel bal- 
ancer; the 112-A jag wheel adaptor for 
foreign cars, and Model 48-L runout gage. 
Hunter Engineering Co., Hunter sve. & 
Ladue Rd., St. Louis 24, Mo. (Representa- 
tives: Lee Hunter, Hal Seago, Ed Wern- 
gren and Joe Hunter. Booths 16, 17 and 
js) 


* * * 


New Service Poster Series 


Shown by Litho-Paint 
The exhibit of Litho-Paint Poster 


alizer Control, shown for the first time, is 
designed 


systems for all departments. Reynolds & 


ton 7, O. (Representatives: W. G. Pfeiffer, 
G. W. Gross, J. W. Morrow, E. F. Wefler 
and A. W. Cooke. 
and 15.) 


a 25-by-100-inch window display 
banner in colors. 


Harry Coleman, Robert A. Mc- 
Intyre, Charles A. Auerbach, Sid- 
ney Auerbach, Edward J. Kelly and 
William J. Moroney represent the 
firm in Booths 167, 168 and 169. 





CAR LIFT—The Globe Frame-Kontak! 
hoist lifts a car by means of its frame, 
thus exposing the underside for quick 
service attention. Two synchronized hy- 
draulic cylinders supply a lifting force of 
8,000 pounds. Also shown will be the 
Globe two-post SR hoist and TD-141 Globe 
transmission dolly. Globe Hoist Co., E. 
Mermaid Lane and Queen St., Philadel- 
phia 18, Pa. (Representatives: B. M. Long, 
Ed Moon, M. T. Obee and R. E. McCon- 
nell. Booths 79 and 80.) . 

* 





TIRE DEMOUNTER — Jack P. Hennessy 
Sales Co., 159-34 Riverside Drive, New 
York 32, N. Y., displays this unit which 
is used for removing stuck or frozen tires 
from all types of trucks by hydraulic pres- 
sure. Also on exhibit are the Safety Flater, 
which protects the operator when inflating 
truck tires, and other products. (Repre- 
sentatives: Jack P. Hennessy, James D. 
Hennessy, Robert A. Hennessy, J. P. Hen- 
nessy jr., Phil A. VanDriest, T. A. Manu- 
pello and Charles Doring. Booths 45 and 
46.) 


* * * 





VACUUM CLEANER—The Pullman Auto- 
Vac is described as portable and highly 
maneuverable. Capacity of the dirt con- 
tainer is 1% bushels. Accordion hose 
stretches to 14 feet. Pullman Vacuum 
Cleaner Corp., 33 Allerton St., Boston 19, 
Mass. (Representatives: Stanley Berns, Paui 
Holte and Johnny Deniel. Booth 1.) 





CONTROL SYSTEM—The Used-Car Visu- 


to give dealers control over 


used-car inventories. It helps determine 





tradein allowances and is easy to main- 
tain, the maker says. Also shown are pros- 


STEEL WORK BENCH—Blackhawk Mfg. 
Co., Milwaukee 1, Wis., displays the Porto- 
Power service center for body and fender 
repair. The bench-rack incorporates a steel 
work bench with storage panels. Adjust- 
able clamping arms and anchoring bar 
hold removable body sections for all op- 
erations. (Representatives: Dave Wester- 
velt and Bill McCorkle. Booths 112 and 
113.) 

(Continued on Page 71, Col. 1) 


pect systems, customer followup systems, 
repair orders, promotional material, ac- 
counting machine forms and miscellaneous 


Reynolds Co., 800 Germantown St., Day- 


Booths 12, 13, 14 





BUMPER LIFT—The Lee bumper lift works in combination with hoist for spring and 
Co., 525 N. Noble St., Chicago 22, | shackle lubrication, washing wheels or putting on chains. Cuts setup time as much as 
Ill, shows a new series of service | 50 percent, says Automotive Equipment Mfg. Co., 11000 S. Alameda St., Lynwood, 
department posters, together with Calif. (Representative: L. F. Reising. Booths 2, 3 and 4.) 


seers 
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Washburn St., Bridgeport 5, Conn. They | 





AUTOMOTIVE NEWS, JANUARY 11, 1954 


™ , —_ 
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Customer Control Offers 


Owner Followup Plan 


Customer Control, Inc., 5 Court 
Square, Long Island City, N. Y., 
which specializes in direct-mail ad- 
vertising programs, personal letter 
campaigns and market analysis, 
puts special emphasis on a 1954 
owner followup program at its 
NADA exhibit. 

Walter Kerne, R. F. Fountain 
and A. C, Hoagland will man 
Booth 114, 


* * 





FLEET WASHING—This unit is displayed 
by Washmobile Corp., 2350 W. Fifty- 
Eighth St., Chicago 36, Ill. It is adaptable 
to vehicles of varying sizes and contours, 
and is said to reduce brushing and mitting 
by as much as 50 percent. (Booths 25, 26, 


27 and 28.) , 





REPAIR COVER— Non-Slip fender and 
seat covers, with wipable Neoprene top 
and cushion-back sponge rubber are dis- 
played by Vacuum Grip Cover, Inc., 54 


are available in six-piece sets and save 
on the laundry bill for mechanics’ clothes 
about $32 per set annually, according to} 
the firm. (Representatives: W. C. Harben, 
E. B. Johnson and G. Weidlich. Booths 109 
and 110.) 


Bg ® 


Insurance Plans 


Insurance plans in various forms 
are displayed by Prudential Insur- 
ance Co. of America, Newark, N. J., 
in Booth 111. The firm is repre- 
sented by L. D. Tasney and J. E.| 
Galm. 








CAR POLISHES—Mirror Glaze products 
are displayed by Mirror Bright Polish 
Co., Pasadena, Calif. Another feature on 
exhibit is the firm's program for dealers, | 
which includes merchandising aids and | 
other suggestions. (Representatives: Nor- 
man Larson, Floyd Meguiar, Paul Craw- | 
ford, Sim Wheeler, Hubert Frye, Ralph | 
Jones, Jack Harris, Pete Lekas, Ted Ber- 
ger, Frank Maguire, Albert Van Kirk, 
Harry Crossley, Pete Kershner, James Con- 
ley, Alex Singleton, Spud Spadaro, Cal- 
vin Stone and Walter Cotton. Booth 77.) 








SERVICE JACKS — Walker Mfg. Co., 
Racine, Wis., exhibits the No. 76 one-end 
lift and the No. 44 automotive trans- 
mission jack. Booth 175.) 


Battery Exhibit 
Hester Battery Mfg. Co., Nash- 
ville 10, Tenn., has various sizes of 
car, truck, bus and marine diesel 
storage batteries on display. Booth 
102 is manned by Ivan N. Joseph 
and Ray Sadler. 








@ “In the ten days following our opening 
we had the largest volume of business in 
used cars for any period in a long time. 
We have every reason to be proud of our 


new facilities.” 


This is a typical experience. Many auto- 
mobile dealers and other merchants have 


Store Fronts 
and Interiors 
by Pittsburgh 


PAINTS - GLASS - 


Bee Se 









WHEEL ALIGNMENT — Bear Mfg. Co., 
Rock Island, Ill., shows its Telaliner which 
permits the operator to check the front- 
end geometry of a car from either the 
spindle or the wheel rim. The Telaliner 
brings the readings from the alignment 
rack into one compact cabinet and mag- 
nifies the results on easy-to-read scales. 
Also displayed are a re-truer, alignment 
gauges and indicators. (Repre- 
sentatives: Joe Pereve, lee Thomas, R. M. 
Mitchell, Jack Mitchell, S. L. Reibel, W. P. 


Sanderson sr., W. P. Sanderson jr., S. 
Hamphill and Frank Touchton. Booths 129 
and 130.) 

(Continued on Page 88, Col. 1) 


testers, 


PITTSBURGH PRODUCTS used 


CAR WASHER—This automatic overhead unit is displayed by Weaver Mfg. Co., 
Springfield, Ill. According to the maker, it uses the smallest amount of water and 
detergent consistent with a high-class wash job. Also shown is the firm's new frame- 
type lift. (Representatives: |. A. Weaver, Jack D. Shaw, J. A. Chambless, E. A. Costa 
and Ruel Logan. Booths 115 and 116.) 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
| TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


“We are pleased 
with our new building and front. . .”’ 


says Harry Heiman, President, Harry Heiman, Inc., Utica, New York 


in this good-looking automotive showroom include: Forest Green Carrara 


Structural Glass; Pittsburgh Polished Plate Glass; Herculite Tempered Plate Glass Doors; Pittco Store Front 
Metal and, in the interior, Pittsburgh Plate Glass Mirrors. Architect: Frank C. Delle Cese, Utica, New York. 


to-date store front 


passers-by ... attracts new customers and 
pleases old ones — definitely widens your 


trading area. 


PLAT 


URGH 


reported improvements in their businesses 
after the installation of a Pittsburgh 
open-vision store front. An attractive, up- 





Why not find out how you can mod- 
ernize your store front—and your interiors 
as well—with Pittsburgh Products? Send 
for a free copy of “How To Give Your 
Store The Look That Sells.” It’s full of 
ideas and suggestions on store moderni- 


appeals strongly to 


zation. Send in the convenient coupon. 


Sipbensers (So > ae CSR St a ae as ee a a 
| Pittsburgh Plate Glass Company | 
Room 4111, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. | 
| Us Without obligation on my part, please send me a FREE copy of your 
| ee modernization booklet, “How To Give Your Store The Look That 
slore eg 
PE NiscccacndstiCeeeeearsas bens ae bates ade ekaeneen ere | 
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IN CANADA: 


CANADIAN PITTSBURGH 


INDUSTRIES LIMITED 








Did you know that the new 


KAISER-WHLLY 
THAN | 





‘COVETS: | 
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Under the dynamic new volume program at Kaiser-Willys, 
dealers are already feeling the extra strength of the great 
new combination. 

Not only are both Kaiser and Willys’ engineering and 
manufacturing resources broadened in their new 
centralization at Toledo . . . the market potentials of the 
new combined franchises are virtually doubled, as well. 

For the Kaiser and Willys lines now blanket 94% of 
the market, price-wise — covering low-price...low-medium 
price ... medium price... upper medium price and 
prestige fields! 

Including the famous multi-purpose Willys Jeep and 
other four-wheel-drive cars and commercial vehicles. 

This represents volume that really is VOLUME — and 
offers an opportunity that may spell a brighter, more 
profitable future for you, too! 

So...if you’d like to broaden your chances for profits... 
build a bigger volume... get yourself in a more flexible 
merchandising position as an automobile dealer... 

Don’t just think about it. Do something about it now! 
Put your name on the coupon below — we'll do the rest — 
in strictest confidence. 


SOPHO SEH EH EEEH EH EEEE EES EEE ETE EES EEHEEEEEEEEEEH ESET ET EESEEH HEHE EEE HEHEHE HEHEHE 
~ 


Roy K. Abernethy, Vice-president and General Sales Mer. 
Kaiser-Willys Sales Division, Toledo, Ohio 


I understand you have room for a limited number of high 
calibre dealers. I’d like to know what’s in it for me. 
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Legislative Roundup 
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including proposals for compulsory , 
insurance, such as is now operative | 
only in Massachusetts; creation of | 
special state funds for payment of 
unsatisfied claims arising out of 
motor vehicle accidents; provision | 
for impoundment of accident-in- 
volved vehicles of financially irre- 
sponsible drivers; and more strin- 
gent financial responsibility laws, 
providing for suspension of driving | 
privileges of accident-involved fi- | 
nancially irresponsible drivers. 
Importance of highway safety 
will get increasing recognition in 
state capitals, with resultant 
pressure for more adequate regu- 
latory laws of all types related 
to safety and demands for en- 
forcement of existing statutes. 
More stringent licensing laws and 
driver education programs will 
come in for particular emphasis. 
Proposals for new licensing and 
other regulatory legislation affect- 
ing merchandising will stem from 
intensifying competition in the 
automotive sales field. More strin- 
gent regulation of installment sales 








means genuine Chrysler Corporation parts and accessories 


Heferred by 


Owners of 





The best service work on 
Chrysler Corporation cars 
and trucks naturally calls 
for only genuine Chrysler 


Corporation 
that means 


and 
you a lot better 


to 


with genuine 
and accessories! 


CHRYSLER CORPORATION - 


oPar! 


Always use MoPar parts 
rofit by the owner 
satisfaction that’ll bring 


Display the MoPar sign 

let owners know you 
do the best service work, 
MoPar parts 


financing and related insurance 
will be sought. New motor vehicle 
title laws will be sought in some 
states. 

Uniform commercial code bills, 
designed to modernize a _ broad 
section of business law and in- 
cluding many provisions affecting 
marketing and distribution, will be 
raised as an issue in several legis- 
lative sessions. 

Thus far enacted only by 


Akron Plant Expanded 


By Andrews-Alderfer 


AKRON. — Andrews-Alderfer Co., 
has announced the expansion of 
its new plant at 1055 Home Ave., 
Akron, O., for the production of 
“Andalfoam” foam and fabric com- 
bination materials. 

The expansion program includes 
the addition of 7,200 square feet 
and the installation of improved 
machinery. The addition will per- 
mit the company to produce a 





wider variety of fabrics and to in- | 


crease its production capacity. 


Pennsylvania, but the subject of 
interim study in Connecticut, 
Massachusetts, New York, Rhode 
Island and Utah, the uniform com- 
mercial code was approved by the 
American Law Institute and the 
National Conference of Commis- 
sioners on Uniform State Laws 
after 11 years of preparation at a 


cost exceeding $400,000. 
oe 6 8 


Trend in Labor Relations 


no clear new trend in 


v the field of labor relations 


legislation is apt to emerge from 
the 1954 sessions, some scattered 
enactments of significance are in 
the making. 


Already indicated are drives by 
Kentucky and New Jersey in- 
dustries for new anti-closed shop 
laws; pressure for a revision of 
New Jersey’s public utility anti- 
strike law and proposals for New 
York legislation to bar convicted 
felons from holding office in labor 
unions and to require state super- 
vision of union welfare funds. 

Legislative action on these and 
other proposals will be watched 
closely for indications of whether 
the trend in the states follows the 
| hands-off policy of recent years or 








Hoosier Cadillac Builds New Home— 


Indiana limestone and glass will form the front of Hoosier Cadillac Co.'s new 
$450,000 sales and service building in Indianapolis. Construction will be completed 
by next spring, according to B. F. Donovan, president. The building will feature a 


control tower, from which all departments 
system. 


can be contacted by an intercommunication 





reverts to a spread of anti-closed 
shop and other types of laws re- 
stricting unions such as were wide- 
ly enacted in 1947. 

With some exceptions, such as 
an anticipated renewed drive for 
a fair employment practices law 
in Michigan, FEPC legislation 
will not be widely considered this 
year. A number of states with 
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1954 sessions already have such 
laws. 

Continuing opposition is in store 
for proposals for state cash sick- 
ness or temporary disability acts, 
providing benefits to wage earners 
unable to work because of non- 
occupational illness or other dis- 
ability. 

Additional liberalization of un- 
employment compensation will be 
sought in most of the sessions. 
Organized labor, meanwhile, will 
stiffen its opposition to proposals 
for lower unemployment tax con- 
tributions by employers. 

Liberalization of the benefit and 
other provisions of workmen’s com- 
pensation laws will continue to 
spread, as will proposals for im- 
proved administration of such 
programs. Although legislation 
aimed at lowering employer costs 
of workmen’s compensation is 
headed for consideration in several 
states, the outlook is for heavier 
employer burdens from this di- 
rection. 

Some progress is likely for pro- 
posals to broaden regulation of the 
wages and hours of intrastate 
workers. Continuing upward re- 
vision of minimum wage levels 
under existing laws may be antici- 
| pated. 


Shipments of V inyl 
In 54 Expected 
To Top ’53 Level 


NEW YORK.—Vinyl fabrics 
shipments in 1954 should show an 
overall increase over 1953 in the 
opinion of member companies of 
the Plastic Coatings & Film Assn. 

Estimates for the first six months 
of 1954 are for an increase in ship- 
ments of vinyl-coated fabrics com- 
pared to the same period in 1953. 
Forecasts for shipments of vinyl 
sheeting set the level for the first 





‘ half of 1954 at that prevailing dur- 


ing the last six months of 1953, 
down from the first half of the 
year. 


With final figures in for the first 

nine months of 1953, the PCFA re- 
ports total plastics fabrics ship- 
ments, including pyroxylincoated 
| materials as well as vinyl-coated 
fabrics and vinyl sheeting, run- 
| ning about 13 percent ahead of the 
nine-month figure for 1952. 


Shipments which dropped off in 
| October and November have 
picked up again to a point where 
Association members foresee this 
| percentage increase holding for 
| year-end totals. 
| Emphasis on the designing and 
production of plastic fabrics speci- 
ally developed for specific markets 
will play the same dominant role 
in the industry in 1954 as in 1953, 
the association’s member survey 
| indicates. 
| With few exceptions, 1954 
| equipment purchases will represent 
|an increased production potential. 
| Only in part will they replace ob- 
| solete machines. . 


American Brake Shoe 


|Buys Leader Welding 

| NEW YORK.— American Brake 
| Save Co. has purchased the weld- 
|ing machinery business of Leader 
— & Mfg. Co., Berkeley, 


| The complete Leader line of 
automatic welding equipment will 
be sold by the welding products 
department of American manga- 
| nese steel division of American 
| Brake Shoe. 
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“We now use 12 ft. manhigh 
Aluminum Alloy Bodies on %-ton 
chassis. These Olson Kurb-Side 
units replaced 1%-ton trucks 
with big, heavy steel bodies, sav- 
tng more than a ton of dead- 
weight. Used on long routes, 
these new trucks save us more 
than $300 per truck a year in 
gasoline alone. They also cost 
less for tires, brake, clutch and 

y repairs, etc.” My Bread 
Baking Co., New Bedford, Mass. 


HOW THICK 
SHOULD BODY METAL BE 
TO PREVENT DENTING 


The ugliness pf denting and the 
high cost of denting repairs is 
Prevented by the use of 44”-thick 
aluminum alloy. 


EXHIBIT 5 AT MIAMI N.A.D.A. 
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THE 400" 


of Delivery. Truck 
Merchandising 


“MANY ARE CALLED BUT FEW ARE CHOSEN’ 
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The right delivery truck is a tool to enable 
a Routeman to deliver more, in less time and at 
lower cost. A forward-control route truck with a 
double-capacity, manhigh Delivery Body costs 
only a few thousand dollars to buy but $15,000 to 
$20,000 to operate and maintain during its long 
life (average 14 years) and costs from $70,000 
to $100,000 for the Routeman’s time in wages and 
commissions during its life. The most economical 
delivery truck is the one that facilitates the best 


- use of the Routeman’s time in: 


1—loading and unloading 

2—getting through traffic 

3—working the payload without fatiguing 
bending, thus saving 1 to 2 hours a day 
compared with a low panel unit. 


The very best delivery truck has a long-lived, 
lightweight Aluminum Alloy Body that accommo- 
dates more payload and saves maintenance time 
and money by: 


1—the reduction of body corrosion 

2—the elimination of excessive denting 

3—by cutting body weight in half, with result- 
ant economies in gasoline, tire wear, 
clutch replacements, in brake relinings, 
spring breakage, bearing failures, in king- 
pin wear and less upkeep of valves, rings, 
pistons and cylinders in frequent-stop 
deliveries. 


The “400” among delivery-truck dealers are 
merchandisers who know these economic truths 
and sell trucks with bodies that save the time of 
Routemen and Garage Mechanics, so that their 
customers can afford today’s higher pay for fewer 
hours per week and thus get back their truck and 
body costs plus a profit. 


Therefore, the “400” enjoy repeat order profits 
from selling what is best for their customers 
instead of seeking quick profits and bigger mar- 
gins on trucks with bodies that cost too much to 
operate and maintain and even handicap and 
fatigue Routemen. 


The “400”, confident of their merchandising 
ability, anticipate customer and prospect wants 
by buying before sales, so that fleet operator needs 
can = met promptly and emergency orders filled 
quickly. 


“,.. we have increased the sale of Olson Alumi- 
num Alloy Kurb-Side Bodies by 800% over 
previous years’ sales.” 

Bates Chevrolet Corp., Bronx, N. Y. 


Naturally, the “400” are the most progressive 
and successful truck dealers in both sales and 
service. They are the leaders among the automo- 
bile dealers of America. 


In 1954, most of the “400” delivery truck 
dealers will stock, demonstrate, sell and service 
Olson Kurb-Side Aluminum Alloy Bodies — the 
Delivery Bodies that pay for themselves through 
savings and longer life and enjoy the highest 
resale values — the body makes the value of a 
used delivery truck! 


“We buy and sell used trucks all over this 
country. Trucks with Olson Aluminum Bodies 
are easily resold—we can’t get enough of 
them.” Fred Hilton, Truck Traders Corp., 
Long Island City, N. Y. 


The demand for Olson Kurb-Side Bodies 
keeps ahead of our constantly increasing produc- 
tion. Non-stocking dealers have to depend on 
“Projections” that are often too conservative. Or 
they depend on body builders’ “Pools” that are 
always there for bodies not in demand. When a 
body merits ever increasing popularity, the de- 
mand wipes out the “Pool” but the far-sighted 
“400” Merchandisers who stock Olson Kurb-Sides 
get the business because they can make quick 
deliveries. 


“Lonesome is the mind that understands” 
the merchandising of quality Route Trucks that 
save time and money and pay for themselves and 
a profit besides. “There is always room at the 
top”—if you are interested, write us for details 
of our 1954 Merchandising Plan in behalf of 
truck-minded Chevrolet, Ford and GMC dealers. 


J. B. E. OLSON CORPORATION 
1740 BROADWAY NEW YORK 19, NEW YORK 
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lishment and support, research, re- 
habilitation, and public and medical 
information on arthritis and rheu- 


Slack Appoints Wilson 


Used-Car Manager 


Burton C. Wilson jr. has been ap- 
pointed used-car sales manager of 
Lyman Slack Motors (Mercury), 
Portland, Ore. 

Wilson recently returned to Port- 
land from Detroit. 

aa a *~ 


Armory Gets K-W Deal 


Armory Garage, Inc., 48 Pleasant 
St., Manchester, N. H., has been 
selected as a Kaiser-Willys dealer. 
The firm recently opened a new 


sales and service building. 
* cg * 


Manchester Dealers Join 


In Christmas Parade 

Auto dealers played a prominent 
part in staging the annual Christ- 
mas parade which launched the 
holiday shopping season in Man- 
chester, N. H. 

One of the floats was sponsored 
by the Manchester Automobile 
Dealers Assn. Two individual deal- 
ers, N. H,. Auto Co. and Morse- 
Batchelder, provided trucks for 
other floats. ‘ 


Loaded Station 


Extra Car Materializes 


On Haulaway 

Employes of Universal Car Co., 
a Chevrolet dealership in Louisville, 
Ky., mindful of rumors about auto- 

~ mobiles being forced upon dealers, 
recently were startled by an inci- 
dent in front of their dealership. 

A double-deck auto transport 
trailer was being unloaded. On the 
trailer were four truckse, two on 
the lower deck and two on the 
upper. 

Suddenly there was a car on 
the top deck. Melvin J. Vowels, 29, 
had shot up the trailer ramp and 
crashed into a truck on the top 
deck, damaging both vehicles. Po- 
lice arrested Vowels on a charge 
of drunken driving. He reportedly 
was driving $0 miles an hour. 

* * 


50th Anniversary Booklet 


_ Published by Dietrich 

' In celebration of its 50th year as 
a Cadillac dealer, Dietrich Motor 
Co. (Cadillac- Buick), Allentown, 
Pa., has published a pamphlet re- 

viewing the firm’s history. 
Dietrich’s present staff and serv- 
| ices are prominently featured in 
_ the booklet. 


* * * 


Edmondson Returns 


Woodrow W. Edmondson, former 
new-car sales manager for North 
Florida Motor Co. (Lincoln - Mer- 
cury), Jacksonville, Fla. has re- 
joined the firm as general sales 
' Manager, according to Homer G. 
| Smith, general manager. 
ic a * * 


Venturino Gets Nash 
Appointment of Peter Venturino 
as Nash dealer in Daly City, Calif., 
has been announced by W. E. Boy- 
' er, San Francisco zone manager. 
- Venturino has been in the auto 
_ sales field for nearly 30 years. 
- * ey * 
J Midwood Appointment 
: Patrick Dale Soriano has been 
named director of sales promotion 
- for Packard Midwood Motors, Inc., 
Brooklyn, N. Y. 
x 





GMC Names Stahl 
Paul Stahl Implement Sales and 
Service Co., Kokomo, Ind., received 
- a GMC franchise. 
“ * * 


* 


Schuth to Sell Buick 
Harold L. Schuth has purchased 
J. C. Hellyer Buick Co., Fullerton, 
’ Calif, and renamed it Schuth 
~ Buick. 
: a os > 


| Williams Named to Handle 


Hudsons in Sarasota, Fla. 
Fred W. Williams, Inc. has been 

appointed a Hudson dealer in Sara- 

sota, Fla. The dealership is located 

at Fletcher & Main streets. 

One of the features of the new 
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(Continued from Page 69) 


dealership will be a modern service 
department, Williams said. 
+ * * 


Studebaker Picks Myner 

L. L. Myner, veteran auto dealer, 
has announced that his fiym, Myner 
Motors, 1618 Marshall St., Shreve- 
port, La. has been appointed a 
Studebaker dealership. Paul B. Har- 
rison has been selected as service 
manager. 

+ * + 


Seid in New Position 
Jack Seid has been named retail 
sales manager for the Kaiser- 
Willys dealership at Eleventh and 
Figueroa, Los Angeles. 
* * * 
Park Circle on TV 
Park Circle Motor Co. (Chevro- 
let), Baltimore, opened its newly- 
remodeled main showroom and 
service departments, with televised 
ceremonies starring Gov. Theodore 
McKeldin and Maggi McNellis. The 
building, at 3400 Reisterstown Rd., 


Oil Resistant 


Heat Resistant 


Abrasion Resistant 









has 100,000 square feet of operating 
space, A staff of 250 is employed. 


+ + * 
Belt Line Buys Property 


For Building Addition 

Belt Line Motors, recently named 
Kaiser - Willys distributor for 58 
dealers in 22 upstate New York 
counties, has announced the $250,- 
000 purchase of property on Cen- 
tral Ave. in Albany for the con- 
struction of a building addition. 

The new building will house serv- 
ice and wholesale parts depart- 
ments, according to Fred and 
Samuel Rosenblatt, Belt Line 
officials. 

* & + 


Bemis Buys Sid Stout 
Harold C. Bemis, a former used; 
car dealer in Tulsa, Okla., has pur- 
chased controlling interest in Sid 


Stout, Inc, (Lincoln-Mercury), Jop- | 


lin, Mo. Sid Stout, the former own- 
er, remains as vice-president. The 
firm’s name has been changed to 
Bemis-Stout, Inc. 
* * * 
Riley Joins Barnard 

R. Earl Riley, who liquidated his 
Portland (Ore.) Packard company 
last month, has been appointed a 
sales representative in the Cadillac 


-~Lougen 





Safest Trucker— 


George Hart (left), president of Hart Mo- 
tor Express, Minneapolis, and Harry Nord- 
marken, safety director of the firm, hold 
state safety awards provided by Trailmo- 
bile, Inc., and presented to them by the 
Wisconsin Motor Carriers Assn. in cooper- 
ation with the American Trucking Assns.’ 
council of safety supervisors. The Hart 
company is credited with attaining the best 
safety record in Wisconsin during the past 
year. 


department of Barnard Motors, Inc. 
(Oldsmobile-Cadillac), Portland. 
Riley is a former mayor of Port- 
land. 

President Harvey Barnard also 


announced promotion of Claire J 
Perkins, parts manager, to servic: 
and parts manager, and Harlan ’ 
Moen to assistant parts manager 

* * * 


Gates Enlarges 

L. O. Gates Chevrolet, Misha- 
waka, Ind., is being remodeled and 
enlarged, 

* a e 

Nathan Becomes Partner 

Ed Nathan has become a partner 
and the general manager of Valley 
Willys, Reseda, Calif. 


+. * * 


Howard Buys Out Wright 


Harold Howard has bought the 
interest of his partner, A. C. 
Wright, in Wright & Howard Nash, 
San Pedro, Calif. The dealership 
hereafter will operate as Howard 
Nash. 


2 


* * * 


Nebels Honored for 15 Years 


As General Motors Dealers 


E. Forrest Nebel and his son, 
Harmon, owners of Nebel Motor 
Co. (Cadillac - Oldsmobile), Jeffer- 
son City,.Mo., have been honored 
for 15 years service as a General 
Motors dealer. GM officials honored 
(Continued on Page 77, Col. 3) 
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Cadillac Employes Join 25-Year Club— 


Gold watches were presented to five employes of Cadillac's New York branch when 
they became members of Cadillac's 25-Year Club. Shown (from left) are F. W. Jacobs 
and Stanley Kozak, York Ave. sub-branch, and Thomas Furlong, New York branch, all 
watch recipients; S. B. Earnest, branch general manager; Gennaro Rippa, New York 
branch, and S. J. Domina, Uptown service branch, watch recipients, and W. G. Smith 
branch general service manager. Back row: J. A. Ransom, branch comptroller, and 
B. H. Miller, parts manager. 


Dealer 





Doings 


(Continued from Page 76) 


them recently at a party at the 
Governor Hotel in Jefferson City. 

Nebel started in the auto busi- 
ness with Chevrolet in 1929 at 
Troy and Wellsville, Mo., and took 
Buick in 1933 and Oldsmobile in 
1938, when he moved to Jefferson 
City. He became a Cadillac dealer 
in 1945. Harmon joined the firm in 
1946, 


? + 


+ 
Newcomb, Jones Named 
Earle C. Dahlem, executive vice- 
president of William L. Hughson 
Co. (Ford), San Francisco, an- 
nounces the appointment of Ed- 


||ward Newcomb as general man- 


ager and Kenneth Jones as sales 
manager. 
a * * 


Kistner Back on Job 


A. C. Kistner has rejoined Queen 
City Chevrolet Co., Cincinnati, after 
a five-month leave of absence. 
Formerly general manager for 18 
years, Kistner now will organize 
and head a national fleet sales de- 
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. Neoprene 
Covers 


Now, the heavy duty covers of Thermoid Fan Belts 
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are impregnated with Neoprene... to provide 


tougher, more dependable Fan Belts that are highly 


resistant to oil, heat, and abrasion. 


Thermoid Premium Fan Belts are pre-stretched 


to prevent stretching, slipping and sagging. 


32 sizes fit 96% of all popular cars. Faster turnover 


. less inventory . . . greater profit! 
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Brake Linings « Fan Belts « 


Precision Process Equipment. 


Compare Thermoid 
with any other Fan Belt! 


Neoprene cover—extra pro- 


Precision molded—no ragged 


partment, according to F. E. Zorni- 
ger, partner in the firm. 
+. * * 


Mason Joins Pedersen 
M. O. Mason, formerly of Sacra- 
mento, Calif., has been appointed 
used-car sales manager of the 
Pedersen Packard dealership in 
Oakland, Calif. 


+ * * 
Cassidy in Business 
Edward P. Cassidy is the new 
Ford dealer in Fowler, Ind. Gene 
A, Christensen, his brother-in-law, 
is associated with him. 
* * * 


Ladd Joins Hastings 
Sanford M. Ladd has been ap- 
pointed new-car sales manager for 
Hastings Chevrolet Co, Santa 
Monica, Calif. 
” + 


7 
Gusky Buys White Sales 
Lee Gusky Auto Sales (Chrysler- 
Plymouth), formerly White Auto 
Sales, has been opened at 961 Ohio 
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River Blvd., Avalon, Pa. W. E. 
Howard has been named new-car 
sales manager. Service manager is 
Ray Kentzel and parts manager is 
Al Martin, 


L-M Franchise for Carroll 


Charles Carroll has acquired a 
Lincoln-Mercury franchise at Fos- 
toria, O. He was formerly associated 
with his father in Carroll Motor 
Sales, Inc. (Ford), East Liverpool, O. 

+ + * 


McClures Join in Deal 
F. M. McClure and his son, 
James, have purchased the E. F. 
Leininger & Son (Ford), Loudon- 
ville, O, The new firm will be 
known as McClure Motors. 
+ * > 


McHenry Replaces Lang 


The Chevrolet franchise in 
Hickory, N. C., has been trans- 
ferred from Lang Chevrolet Co, to 
McHenry Chevrolet Co. Edward R. 
McHenry, Charlotte, will be presi- 
dent of the new firm. 

* + * 


Gerbick Pontiac Formed 


Cc. C. Gerbick has purchased 
Schibley Motor Sales (Pontiac), 
Amherst, O. The firm will be 
called Gerbick Pontiac. 

+ + * 


Cleveland U. C. Dealers 


Get Buick Franchise 

Frank P. Sims and Andy A. 
Sims have established a Buick 
dealership in Euclid, O., the com- 
munity’s first. 

The dealership has been organ- 
ized as Sims Bros. Buick, Inc. . 
The brothers were formerly used- 
car dealers in Cleveland. 

* * * 


Broe Gives Dodge Chassis 


For Trade School Classes 


A Dodge chassis has been pre- 
sented by R. E. Broe, Inc, (Dodge- 
Plymouth), Springfield, Ill, to St. 
James Trade School for use in 
class instruction. ‘ 

* 


Craft Donates Bus 


Craft Motors, Inc. (Ford), Kings- 
port, Tenn., has donated a new bus 
to the Kingsport Boys Club. T. C. 
Templeton, of Craft Motors, pre- 
sented the keys to Frank West, 
first boy to join the club. 

= ” * 


Arney Motor Remodels 


An extensive remodeling project 
is nearing completion at Arney 
Motor Co. (Pontiac), Johnson City, 
Tenn. a 


Now It’s Gaughan’s Turn 
Staab Motor Co. (Chrysler-Plym- 
outh), Ellinwood, Kans., been 
purchased by Harry Gaughan from 
Norbert Staab. Gaughan and Staab 
originally were partners in the 
dealership. Staab bought Gaughan’s 
interest before selling the entire 
business back to him. 
” ~ ¥ 


Beauchemin Adds GMC 
R. A. Beauchemin Co., Lowell, 
Mass., has been named a GMC 
truck dealer. The firm also handles 
Austin and Hillman. 


* 


Dodge Dealer Fisher Named 


To Head Necanicum Grange 
Joe Fisher, Dodge dealer in 

Portland, Ore., has been named 

master of Necanioum Grange. 


Fire Wrecks Lingle 

Twenty-five used cars and trucks 
were destroyed in a fire at Lingle 
Motors Co., Hillsboro, Ill. The con- 
crete building was a complete loss, 
according to fire officials. A supply 
of tires also was destroyed. 

* ” + 


Raley Joins Foster 


Jack Raley, formerly a Hudson 
dealer, is now associated with Jim 
Foster, Hudson dealer in Van Nuys, 


Calif., as assistant general man- 
ager. 
a * * 
Mann Expands 


Harry Mann, Chevrolet dealer 
in Los Angeles, has opened a 
new service building. 

* . * 


Id. Dealers Back Beauties 


Two Twin Falls (Id.) dealerships, 
Wills Motor Co. and Twin Falls 
Motor, each sponsored candidates 
in the competition for selection of 
Miss Twin Falls. Sue Ann Lookhoff, 
Twin Falls Motor = was 
named second alternate 
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(Continued from Page 52) 
dents, Gustav A. Schwenk jr. and 
E. K. Mann jr. 
Schwenk has served as operations 
manager, and Mann has been con- 


Eaton Makes Division 
Of Dynamic Corp. 

CLEVELAND. — Dynamic Corp., 
Kenosha, Wis., has now become a 
division, of Eaton Mfg. Co., C. I. 
Ochs, Eaton board chairman, an- 
nounced last week. Heretofore, Dy- 
namic had been operated as a 
subsidiary with Martin P. Winther 
as president. 

Ochs said that the firm would 
continue operations with F. L. 
Hopf as general manager, E. H. 
Fredrick as assistant general man- 
ager, and T. R. Lavallee as sales 
manager. 

Dynamic is a supplier of dy- 
namometers, adjustable-speed 
couplings, press drives for testing, 
processing and conveying equip- 
ment, and other Eddy -Current 
devices. 


troller. They assumed these posi- 
tions last February. 
* * x 

American Cyanamid Names 
Chiefs for 4 New Divisions 

K. C, Towe, president of Ameri- 
can Cyanamid Co., New York, has 
announced several changes in the 
managerial staff along with the 
creation of four new divisions de- 
signed to streamline management 
operations. 


Kenneth H. Klipstein has been 
appointed general manager of the 
new research division, while an or- 
ganic - chemicals division will be 
headed by L. C. Duncan as gen- 
eral manager and V. E. Atkins as 
assistant general manager. 

A fine-chemicals division has 
been organized with A, B, Clow as 
general manager and A, R, Loosli 
as assistant general manager. 

The new pigments division will 
have J. Allegaert as general man- 
ager and A. B. Hettrick as assist- 
ant general manager. 
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U.C. Dealer Cox 
Acquitted of U. S. 
Fraud Charge 


PHILADELPHIA, — Frank M. 
Cox, Alexandria (Va.) used-car 
dealer, has been acquitted in 
Federal Court on a charge of trans- 
porting in interstate commerce 
nine cars obtained by fraud. 

Judge Frederick V. Follmer di- 
rected the jury to free Cox on the 
motion of his counsel, Thomas D. 
McBride, after prosecution witnes- 
ses testified that a customer’s 
draft given by Cox in partial pay- 
ment for the cars had not been 
signed by Cox. 

Cox stirred up a _ nationwide 
search when he disappeared Jan. 
29, while here with $20,000 to pur- 
chase cars. 

He was arrested Feb. 12 in 
Washington as he stepped off a 
plane. He was then president of 
Gateway Motors Co., of Alexan- 
dria, and had purchased 17 cars 
from Robinson Auto Rental, Inc., 
before his disappearance. 

Cox still faces State charges of 


defrauding Robinson of $18,000. 
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Fram Plans New Headquarters— 

This is a model of what Fram Corp.'s new headquarters in Providence will look 
like when it is finished next summer. The $500,000 project marks the 20th anniversary 
of the firm. The building will be of ultramodern design, featuring exterior walls of 
lightweight steel, with glass and porcelain segments. 


Auto News from Mexico 


Lack of Native Raw Materials Hinders 
Home Production, Llano Says 


By Douglas Grahame 
Staff Correspondent 

EXICO CITY.—Though Mexico 

spends an annual average of 
$85 million importing cars and 
trucks for assembly in this country, 
she has been unable to establish an 
automotive factory because of the 
lack of sufficient mining production 
to provide raw materials for such 
a plant, despite the fact that min- 
ing is the top Mexican industry, 
said Romo Llano, president of the 
National Automobile Distributors 
Assn. 

Mining must be stimulated to 
produce metals and minerals es- 
sential to the servicing of one or 
more automotive factories so that 
Mexico can be self-sustaining in 
regard to vehicles, Llano con- 
tended. 

He also urged that import duties 
on ready-to-use automobiles, par- 
ticularly American makes, be hiked 
to protect the many specialized 
Mexican workmen of the assembly 
plants in Mexico, 

These plants, he said, are so well 
meeting the 1953 quota of 33,000 
cars and truck units the Govern- 
ment fixed that there is a balance 
between supply and demand in 
those vehicles. 

+ * * 


Autodrome Planned 
pea of the world’s largest and 
best autodromes is planned for 
Mexico City with construction ex- 
pected to start in the near future, 
according to Enrique Martin Mo- 
reno, general manager of the Na- 
tional Automobile Assn. 


Stimulation of the tourist trade, 
particularly American, with stress 
on the sporting aspects of automo- 
biling, is the prime motive for the 
projected autodrome, Moreno ex- 
plained. Financing is being ar- 
ranged and a site is being sought. 

+ * * 


Imports and Production 


MPORTS of autos totaled 3,621 
units during the first half of this 
year. The United States provided 
most, with France, Italy and Great 
Britain the runners-up. 

During this period, 6,701 cars 
were assembled in Mexico, all of 
imported materials. The overall 
worth of these 10,322 units was 
$17,250,000. 

“These figures prove that the auto 
continues being a necessity, not a 
luxury,” remarked the National 
Statistics Department. 


* - * 


Ruling on Smuggled Goods 


vas National Supreme Court has 
ruled that it is not a crime in 
Mexico to buy any merchandise 
that was smuggled into the country. 
This applies to automotive ve- 
hicles that enter without payment 
of taxes, automotive business 
lawyers say. 
The ruling was in the case of the 
exoneration of a soap firm that 
appealed a fine for buying raw ma- 


terials which had been smuggled in. 


Those to punish in smuggling 
cases are the actual smugglers, the 
high tribunal held. 


* * * 


Paasch Heads Group 
ENRI G. PAASCH, president of 
Fabricas Auto-Mex, S8.A., is the 
new head of the Mexican Assn. of 
the Automotive Industry, composed 


of executives of all assembly plants 
in this country. 

Romulo O’Farrill sr., president of 
Automotriz O’Farrill, is the new 
vice-president. David Swains, presi- 
dent of Mexico International Har- 
vester, is secretary-treasurer. 

The new board includes Fraine 
D. Rhuberry, Ford executive; J. J. 
McIntyre, General Motors sales 
manager, and H. H. Miller, Inter- 
national Harvester automotive 
supervisor. 

a a * 


Expansion for Chrysler 


C B. THOMAS, Chrysler’s ex- 
¢ port chief, attended the in- 
auguration here of the new and 
larger headquarters building of 
Auto-Mex, S.A., which. for 15 years 
has been assembling and distribu- 
ting Chrysler products in this 
country. The Chrysler plant has a 
daily capacity of 100 units. 


Hudson Finds 
Tradition in 


Choice of Car 


DETROIT.—A spot check by 
Hudson has turned up more than 
700 motorists who have owned Hud- 
son-made cars for 20 or more years. 

Among these, there are many 40- 
year owners, the company said, A 
few even have been driving Hud- 
sons continuously since 1909 when 
the company produced its first 
model. 

One family reported a father-sons 
trio of drivers, each of whom has 
an unbroken record of Hudson 
ownership for more than 20 years. 
They are James Dunham sr., James 
Dunham jr. and Lester Dunham, 
real estate and insurance brokers 
of Clifton, N. J. 

The elder Dunham began the 
family Hudson ownership in 1926 
with a Super Six. To date the fam- 
ily has owned 12 Hudson-built cars. 

D. V. Palmer, a 40-year man in 
Sebring, Fla., reports he has owned 
33 Hudsons through the years. 
Numerous others, according to the 
company, have reported owning 20 
to 25 Hudsons, 

The owner reports came in re- 
sponse to an inquiry asking 
whether Hudson oldtimers would be 
interested in belonging to a 20-year 
owners’ club if one were formed. 
Hundreds have applied for mem- 
bership, the company said. 


etd 


Enlisting Daughters— 


When Rhodes - Walker Chevrolet Coi, 
South Charleston, W. Va., unveiled 1954 
models, the owners’ daughters, Suzanne 
Walker (left) and Julia Rhodes, handled 
the registration of visitors to the dealer- 
ship. The guest book became the founda- 
tion for a prospect list. 
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Nash Personnel Attends Technical Service School— 


Technical service managers of Nash from 24 American and two Canadian zones attend a technical product school in Mil- 
waukee, conducted by W. A. Cook, national service manager. The six-day session included assembly and disassembly opera- 
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Dealers tell me... 





(Continued from Page 3) 


trucks they can aggressively sell at 
a reasonable profit.” Virginia deal- 
ers have urged auto makers to gear 
their production to the natural law 
of supply and demand. 

Idaho dealers condemn overpro- 
duction and bootlegging. Iowa deal- 
ers have called upon factories to 
avoid-.overloading dealers and forc- 
ing them to resort to misleading 
representations as a matter of self- 
preservation. 

* - = 


Washington Watching 


GUCH protests have not gone un- 
noticed by the Federal Trade 
Commission and the Department of 
Justice in Washington. The Mis- 
souri Automobile Dealers Assn., 
which had sent a resolution pro- 
testing factory practices to the Jus- 
tice Department, disclosed a reply 
from Stanley N. Barnes, assistant 
attorney general, which said: 


“J am sure you will be pleased 


tions, a tour of the: Milwaukee plant and roundtable discussions. The service managers, in turn, will conduct similar schools for| to know that some of the activi- 


service personnel of dealers in their areas. 





ties of automobile manufacturers, 





is combined with UTILITY 





Look at these selling FEATURES: 
Curved Windshieid 

180° vision, a Utility exclusive, elimi- 
nates blind spot hazards at intersections. 
Low Step and Deck 

Low step up reduces fatigue. Wide doors 
increase freedom of routeman for faster 
delivery. 

Easy to Service 

Mechanics have easy access to engine 
and other parts of the chassis and body. 
Variable Rear Door Width 

Rear doors are available in several vari- 
able widths to meet the needs of busi- 
ness and product. 


maintenance costs. 


industry for 54 — the UTILITY. 





@ It’s easy to sell a product with eye appeal — plus 
all the features that go into practical, safe 
operation. These features are combined in the 
new multi-stop UTILITY, the fastest selling, most 
profitable parcel delivery unit ever produced. 

Join the hundreds of dealers who are finding the 
UTILITY to be the most versatile unit made today. 
Whether it’s a florist, hardware, department store, 
bakery, laundry, or dairy, the UTILITY will meet 


the needs for better performance and lower 


We cordially invite you to visit our booths 8 and 
21, at the N.A.D.A. Convention in Miami, Florida 
January 9 through 13. See the style leader of the 


Phone — Wire — Write for additional information 
and name of nearest UTILITY representative. 


UTILITY TRUCK DISTRIBUTORS, Inc. 
‘ Union City, Indiana Phone 424 


. River, Mass., according 


which are subject of complaint in 
the resolution, are already under 
investigation by the antitrust di- 
vision.” 

Barnes pointed out that correc- 
tive action calls for evidence rather 
than resolutions and asked for the 
names of individual dealers willing 
to give evidence to agents of the 
Federal Bureau of Investigation. 


This condition of unrest among 
dealers cannot be allowed to con- 
tinue, If the situations that dealers 
complain about remain, not only 
dealers but the factories and auto- 
mobile owners will suffer needlessly. 
They can be corrected promptly by 
a@ mutual contract. 

The challenge is now. Tomorrow 
may be too late. The harm will 
have been done and the Govern- 
ment. will step in uninvited. By 
united dealer action we can solve 
the problem through negotiation 
within the industry. In the spirit 
of understanding, tolerance and 
goodwill, but with determination, 
the goal can be reached. The time 
for action is now. 


Personnel Parley 
Scheduled for 
Chicago Feb. 15-17 


NEW YORK. — Industrial and 
personnel relations executives from 
all parts of the country are ex- 
pected to attend the American 
Management Assn.’s personnel con- 
ference Feb. 15-17 at the Palmer 
House in Chicago. 

The guaranteed annual wage and 
the Taft-Hartley Act will receive 
chief attention in the labor rela- 
tions part of the program. Senator 
Wallace F. Bennett, Utah, will open 
the conference with a discussion of 
clashing interests in human rela- 
tions and how causes of labor- 
management conflict can be an- 
alyzed and eliminated. Sumner H. 
Slichter, Harvard University pro- 
fessor, will present a comprehen- 
sive analysis of the guaranteed 
annual wage. 

Top Federal policymakers will 
outline the government’s role in 
labor relations, with special atten- 
tion to possible changes in the 
Taft-Hartley Act. Participants in 
this panel discussion will be Guy 
Farmer, chairman of the National 
Labor Relations Board; Harrison 
C. Hobart, assistant secretary of 
labor, and Whitley P. McCoy, direc- 
tor of the Federal Mediation and 
Conciliation Service. 

Another group will take up col- 

lective bargaining tactics. Among 
the panel members will be Charles 
M. Brooks, chief labor attorney, 
Texas Co., New York, and William 
A. Kissock, industrial relations 
vice-president, Hotpoint Co., Chi- 
cago, 
At a special evening session Feb. 
16, representatives of Downingtown 
Paper Co. and Local 414, CIO 
United Paper Workers of America, 
will tell how a small company and 
its union evolved a system of coop- 
eration, mutual responsibility and 
respect and frank communication. 

Human motivation will be the 
subject of two panel discussions. 
Speakers will include Dr. Weston 
LaBarre, Duke University; Dr. Wil- 
liam C. Menninger, Menninger 
Foundatio and Edward T. 
Loomis, director of industrial rela- 
tions, Reliance Electric & Engi- 
neering Co., Cleveland. 

Participation techniques, wage 
and salary administration, and ap- 
plication of attitude surveys; will 
be outlined by Robert K. Burns, 
University of Chicago; Eugene E. 
Jennings, University of Pennsyl- 
vania, and Edmond G. Bradfield, 
Port of New York Authority. 


Equipment Division Sold 


To Gem Mfg. by Dover 
PITTSBURGH.—Gem Mfg. Corp. 
has purchased the Dover Super 
Service Station Equipment division 
from Dover Stamping Co., Fall 
to Lou 





Marvis, Gem president. 

All necessary machinery and dies 
have been moved to Gem’s Pitts- 
burgh plant. Complete production 
on the combined Dover and Gem 
lines will be in operation at the 
turn of the year. 
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IF YOUR LETTERHEAD IS HERE... 


take this ad to Woody Kingman in the LOOK booth (No. 
66) and he'll give you a pair of LOOK’s famous sun glasses. 
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Main Line Willys 
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TELEPmons Ghauantows 81028 


You, too, can cash in on this 
powerful new selling technique... 


Thousands of dealers, like those whose letterheads are shown In 1954, Look’s automotive merchandising program will con- 
here, chalked up extra sales of cars, parts and service by tying tinue to be backed by heavy editorial support. Loox, with 
in with Loox’s unique automotive safety program in 1953. America’s second largest magazine audience, is read by 
Look helped these dealers cash in on the impact of its auto- 20,650,000 people . . . many of them your own customers. See 
motive editorials with two major selling promotions. Factories Woody Kingman in the Loox booth (No. 66) at the NADA 
like Ford, Kaiser, Willys, Nash, Studebaker and Chrysler not Convention to learn how you can exploit this productive new 
only commended these promotions, but urged their dealers to merchandising force. Or write: Automotive Promotion Man- 
participate in them. ager, Look, 488 Madison Avenue, New York 22, N. Y. 


Bele) MS moves merchandise...fast 











Ford Plaque Goes to Yakima Legion Post— 


Dr. Fred Burrows (left), son of the late Grover Burrows, of Burrows Motor Co. (Ford), 
Yakima, Wash., presents the Ford national plaque to Leslie Rach, commander of 
logan Wheeler Post No. 36. The plaque honors the world champion American Legion 
junior baseball team of the post. More than 2,000 Ford dealers sponsor such teams. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





By Stuart Griffin 

Staff Correspondent 
KYO.—(UTPS)—Japan is blue- 
printing an ambitious five-year 


road construction program that 
will cost approximately 270 billion 
yen ($750 million), with side ex- 
penses sufficient to run the total up 
to a shade under a billion dollars. 


The p Japanese expendi- 


roposed 
tures will provide for improvement 
of 7,463 kilometers of main high- 
ways, paving of 4,949 additional 


kilometers, construction of 2,765 


kilometers of development roads 
and 4,071 bridges, together with 


repairs for 6,500 kilometers of roads 
and 2,845 bridges. 


ment will provide 65 to 70 percent 
of the total, while the balance 
will come from the various pre- 
fectural (state) governments. 


Japan, according to K. Kondo, 


Auto News from Japan 


Billion-Dollar Road-Construction Program Set; 
Flood of Foreign Cars Stirs Price War 
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and secretary of the Japan Road 
Users Conference, stated that this 
country at present has a road sys- 
tem totaling 136,099 kilometers, of 
which 23,732 are classified as im- 
proved and 112,367 as unimproved. 

He outlined an ambitious plan 
for the construction of a 1,400-mile 
cross-country highway running 
from Aomori, at the northern tip 
of Honshu (Japan’s main island), 
through Honshu to Kyushu, the 
southernmost major island, with a 
branch running through the fourth 
and smallest main island, Shikoku. 


Surveying Under Way 


— of the project is the 
National Council for Promotion 
of National Development, and it is 
sponsored by former Government 
officials, financial and industrial 
leaders, 

Surveying operations for the 
“dream highway,” whose width 


director of the Japan Roads Assn.! will vary from seven to 22 yards, 








No seven-league boots needed... 


“U.S.” is right at your door! 


Things move far and fast when you phone 
United States Rubber Company sales engi- 
neers. The resources of the “U.S.” labora- 
tory and plant at Fort Wayne are put at your 
service right away. On behalf of the automo- 
tive industry, physicists, chemists, metallur- 
gists and design engineers at Fort Wayne are 
constantly designing types of rubber-to-metal 


UNITED STATE 





parts, precision molded rubber and plastic 
parts and precision extrusions—to make your 
products operate more economically, run 
more smoothly. Hand your problems over to 
“U.S.” Phone Trinity 4-3500 and ask for 
Mechanical Goods Division, or write to ad- 


dress below. 


“U.S.” Research perfects it 
“U.S.” Production builds it 


S RUBBER 


COMPANY 


Automotive Sales, Mechanical Goods Division, New Center Bldg., Detroit 2, Michigan 









yen ($277,777). 

Under the current plan, the main 
highway starting at Aomori will 
bypass Tokyo, continuing down the 
length of Japan, through seven 
major mountain ranges, bypass the 
large industrial centers of Nagoya, 
Kyoto, Osaka, Kobe, Okuyama, 
Shimonoseki, Fukuoka, Kumamoto, 
etc., and wind up in Kagoshima, 
Japan’s southernmost tip. Connect- 
ing spurs will reach those cities. 


The road will have two main 
branches, one to the scenic tourist 
area surrounding Japan’s match- 
less Mt, Fuji, the other to Shikoku. 

* . as 


Price Cutting Rages 


OMPETITION among automo- 

bile makers in Japan is becom- 
ing more and more intensified with 
the launching of a price war by 
companies assembling and selling 
foreign cars, and Japanese manu- 
facturers. 

The enterprises turning out Eu- 
ropean vehicles are the Hino Diesel 
Industry Co., which has effected a 
tieup with Renault of France this 
past spring; Nissan Motor Co., 
manufacturing British Austins, and 
Isuzu Motor Corp. which has 
started making Hillman Minx cars. 


Isuzu is selling assembled Hill- 
man Minxes for 1,025,000 yen 
(roughly $2,852) against the or- 
iginal anticipated price of 1,110,- 
000 yen (about $3,177). Accord- 
ingly, Nissan and Hino are 
slashing prices. The Austin, as- 
sembled here, is selling for 1,120,- 
000 ($3,111) and the Renault for 
830,000 yen ($2,309). 

Alarmed over this trend, Toyota 
Motor Car Co., Japan’s largest do- 
mestic vehicle manufacturer, is 
studying plans to slash the price of 
its premium model, the Toyopet, to 
900,000 yen ($2,500). This company, 
which in October slashed the price 
of the same model to 1,050,000 
($2,900), plans to go into mass pro- 
duction. 

Another domestic car maker, 
Prince Motors Co., is preparing to 
step up production of its small- 
type cars to 60 per month from its 
present 20. To realize this, Prince 
plans to effect a merger some time 
next April with the Fuji Precision 
Machinery Co. to bolster its engine 


department. 
. * a 


Demand Tops Output 


A MOTOR CO., another 
major maker here, meanwhile 
has decided to double its capital to 
400 million ($1,111,111) and to ab- 
sorb the Japan Auto Works Co. of 
Kawasaki in order to put out car 
bodies. 

Although the automobiles put out 
by these manufacturers in Novem- 
ber totaled 1,110, it was still fewer 
than half of demand. The various 
makers are trying to avoid selling 
their cars at sacrifice prices but the 
trend is against this, with foreign 
imports still being received at the 
Kobe and Yokohama docks. 


Price - cutting competition seems 
to be in the offing for some time 
to come because of three factors: 


lL. Some 10,000 foreign-made 
cars are believed brought into 
this country each year without 
payment of import duty by U. S. 
service personnel, including ci- 
vilian component personnel and 
dependents. This was guaranteed 
under the terms of the Security 
Force Agreement finalized be- 
tween the U. S. and Japan on 
Apr. 28, 1952. 

U. S. personnel are legally per- 
mitted to bring in a new car every 
12 months, also free of taxes, a 
factor which is held responsible for 
the havoc Japanese say has been 
created domestically. 

2. Price wars have their inci- 
dence abroad, car makers slashing 
their prices in West Germany, 
Great Britain, Italy, and France. 

3. Through the enforcement of 
mass production methods, produc- 
tion costs for domestic-made ve- 
hicles have been lowered, and prob- 
ably will soon go lower. 


Buick Dealer Sheward 


Heading Up Chamber 


Martin J. Sheward sr., Buick 
dealer, has been elected president 
of the Chamber of Confmerce in 
Pittsburg, Kans. 

Sheward formerly served as 
chairman of the chamber’s indus- 
trial committee 


¢ 
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High Court Holds Them Subject .. . 





Dealers Again Lose on NLRB 


By Gerhardt Neumann 
Staff Writer 

rs the second time within a 

few weeks, the U. S. Supreme 
Court has ruled unanimously that 
auto dealers are subject to the 
jurisdiction of the National Labor 
Relations Board. 

NLRB had held consistently 
that this was the case, but 
several dealers dissented on the 
ground that they were not en- 
gaged in interstate commerce. 
As in the earlier cases, th 

Supreme Court issued no opinion 
but merely ordered the decision 
of the lower court reversed. 

The newest cases involve two 
Ford dealers and one Lincoln- 
Mercury dealer in the Detroit area. 

The lower court had ruled that 
because almost all of the merchan- 
dise handled by the dealers was 
manufactured and sold within the 
State of Michigan, the dealers were 
not engaged in interstate com- 
merce and therefore not subject to 
NLRB jurisdiction. 

The Supreme Court referred to 
its ruling of Dec. 14 which held 
that a California Chevrolet dealer 
was involved in interstate com- 
merce because he was an essential 
part of the General Motors national 
distribution system. 

The Supreme Court decision 
seems to conflict with the general 
beliefs of the new Republican ma- 
jority of NLRB, which favors with- 
drawal from all labor-management 
regulation involving enterprises es- 
sentially local in nature. 

s * s 

TS strike deadline set by the 

Midwestern States Conference 
of the AFL Teamsters Union is 
drawing closer, but a number of 
strike votes in Cleveland, Cincin- 
nati, Youngstown and Toledo are 
still to be taken. 

The strike, which was condi- 
tionally set for Jan. 15, was to be 
a protest against direct payment 
of Ohio’s new axle-mile tax by 
owner-drivers who aré union 
members. 

Because Ohio does not grant 
exemptions to out-of-state truck- 
ers, 14 other states have threat- 
ened to withdraw exemptions 


Ford Foresight 


200,000 Gas Stations Get 


New Model Books 


DEARBORN.— When the 1954 
Fords took the road last week 
nearly 200,000 gas stations across 
the country were ready for them. 

Ford division had distributed a 
booklet prepared by Al Esper, 
Ford’s chief test driver, explaining 
with the aid of simple drawings 
and illustrations, the servicing pro- 
cedure to be followed in maintain- 
ing the Ford engine and chassis. 

In the design of these new mod- 
els, particular attention has been 
given to accessibility of compo- 
nents and the elimination of costly 
servicing problems. The booklet ex- 
plains the advanced design features 
of the new 130-horsepower over- 
head valve V-8 and the new 115- 
horsepower Six, as well as the new 
ball-joint front suspension on all 
1954 cars. 





from their taxes on Ohio-based 
trucks. 


The owner-drivers mainly are 
protesting the manner of payment. 
Since they work under long-term 
leases to certified carriers, they 
want the carriers to bear the tax 
burden. 

If a strike should be called, out- 
of-state trucks will not enter Ohio. 

Gov. Frank Lausche said that 
Ohio would not bow to the threat 
of boycott but go ahead with the 


e 
enforcement of the tax. However, 


he will meet with some 20 southern 
governors in Atlanta, Jan. 23 to 
discuss the issue. A number of 
southern states have threatened to 
cancel reciprocity if Ohio should 
insist on its new tax. 

Michigan truck operators have 
requested the Teamsters Union to 
postpone the strike. Ohio trucking 
firms assert they may be forced 
to move their centers of operation 
to other states, particularly if all 
reciprocal agreements are discon- 
tinued. They foresee higher costs 
and fees all around. 

* * & 

IESTIMONY before the Michi- 

gan Employment and Security 
Commission in the appeal of the 
UAW-CIO on behalf of 11,500 Ford 
workers for payment of $700,000 in 
unemployment benefits began last 
week but was postponed-until Jan. 
18. 

MESC had ruled the workers, 
who were laid off last summer as 
a result of a strike at the Ford 
Canton (O.) forge plant, were in- 
eligible for benefits, because the 
Canton plant was part of the 
Ford establishment. 

The union contends that the 
workers should receive compen- 
sation because they had nothing to 
do with the Canton strike. Ford 
attorneys argued that the claim, if 
granted, would increase company 
benefits to MESC 

Asserting that previously MESC 
had refused benefits in similar 
cases, they urged that this policy 
be enforced even though the struck 
plant was not in Michigan. 


OV. G. MENNEN WILLIAMS 

of Michigan has announced 
plans to recommend enactment of a 
state labor relations law to the 
1954 session of the legislature on 
the ground that the present policies 
of NLRB make such a law neces- 


sary. 

Williams charged that the 
board’s new policy “amounts to 
withholding the services of the 
NLRB whenever there is any ex- 
cuse for doing so.” 

As a result of this policy, 
Williams said, Michigan faces the 
prospect of having large parts of 
its industry without any peaceful 
means of solving labor relations 
problems. 

Pointing to a State Supreme 
Court ruling that strike vote pro- 
visions of the state mediation law 
cannot be used to test the claims 
of unions to represent employes, 
Williams said, “This all means that 
Michigan workers are losing all 
legal protection for their right to 
organize.” 

Employers also, he added, “will 


Vancouver Dealers Give Training Cars— 

: The Vancouver (B. C.) Motor Dealers Assn. presents the City with five cars for use 
in high-school driver -training. At left are Frank Bird, secretary-manager of the 
British Columbia Automobile. Assn., and Clarke Simpkins, of Clarke Simpkins, Ltd. 
Fifth from left is R. L. Wiginton, Willys distributor. 


@¢ 


find themselves without any legal 
procedures for the peaceful settle- 
ment of bargaining demands.” 

* + > 


A CITY department of labor, be- 
lieved to be the first of its kind 
in the country, will be created in 
New York City by the new ad- 
ministration of Mayor Robert F. 


Wagner jr. 
If the City Council approves the 
agency, it will be headed by| ' 


Joseph E. O’Grady, veteran labor 
relations trouble shooter and at- 
torney. 

The new department is to pro- 
vide on a municipal level a full 
service to both labor and 
management and to settle dis- 
putes, 

Wagner said the department will 
try to encourage the use of arbi- 
tration and also work for the es- 
tablishment of non-raiding pacts 
among unions, 





Plaque for Sorum— 


Ed Sorum (left), head of Sorum Sales & 
Service (Studebaker), Estherville, la., is 
presented with a 20-year plaque by M. 
M. Scovill, regional manager. The deal- 
ership has been in the same location for 
@ quarter century. 


Arkansas Dealers 
Help Explain New 
Law on 54 Tags 


LITTLE ROCK, Ark. — Members 
of the Arkansas Automobile 
Dealers Assn. have undertaken a 
statewide effort to assist auto 
owners in complying with the new 
law on issuance of license tags. 

Many have sent detailed bulletins 
to customers, explaining the law 
and offering assistance. 

Under a law passed by the 1953 
Legislature, auto owners applying 
for 1954 plates must supply the 
following: 

1, Duplicate of 1953 registration 


Pp. 

2. Certificate of title or lien. 

3. Receipts for personal property 
taxes for 1952, payable in 1953. 

4, Proof that car and all personal 
property has been assessed for 1954, 
for taxes payable in 1955, 

These new conditions were im- 
posed in connection with a state- 
wide drive to tighten personal 
property tax collections. 





Plymouth Names 3 Zone, 3 District Chiefs 


DETROIT. — Appointment of 
three Plymouth zone managers and 
three regional managers was an- 
nounced last week by William J. 
Bird, Plymouth general sales man- 
ager. 

Appointed to organize and man- 
age Plymouth’s new central zone 
was J. A. Lawson, formerly east- 
ern zone manager. F. W. Yale was 
promoted from Philadelphia re- 
gional manager to eastern zone 
manager with headquarters in 
Philadelphia. R. C. Burlan moved 
up from Los Angeles regional man- 
ager to western zone manager with 
headquarters in Los Angeles. 

Advanced to regional manager 





F. W. Yale 


J. A. Lawson 


were K. R. Porter in New York, 
R. E. Dietz in Los Angeles and 
S. W. Hodgson in Philadelphia. 
Porter formerly was New York 
merchandising manager, Dietz 
was field operations manager in 
the home office in Detroit and 


Sales to Be Topic 
Of Management 
Parley Jan. 27-29 


NEW YORK.—How to set up a 
sales program and a sales execu- 
tive’s job in the face of increased 
competition will be emphasized at 
the American Managemerit Assn.’s 
annual marketing conference at the 
Roosevelt Hotel here Jan. 27-29. 

Twenty-seven executives of 
consumer- goods and industrial - 
goods companies will suggest ways 
of getting the sales force to dig 
harder. More than 1,000 marketing 
executives from all parts of the 
country are expected to attend. 

Stanley C, Hope, president, Esso 
Standard Oil Co., New York, will 
open the meeting with an inter- 
pretation of the major current 
economic indicators and their re- 
lation to sales. 

The top sales officers of Tremco 
Mfg. Co., Cleveland, and McBee 
Co., Athens, O., will dramatize the 
how, where and why of their 1954 
marketing programs, describing 
their plans for advertising and pro- 
motion, salesmen training, product 
development and expense control. 

Other topics on the conference 
agenda will include trimming the 
waste from sales costs, controlling 
the sales chief’s work load, sales 
slanting the entire company, mak- 
ing sales forecasts more accurate 
and coordinating product de- 
velopment. 

On display throughout the con- 
ference will be the AMA market- 
ing conference exhibit of company 
manuals, forms, brochures and 
other visual materials related to 
the session topics. 





Hodgson was Philadelphia dis- 
trict manager. 

Named to succeed Dietz as field 
operations manager was J. C. 





R. O. Burian K, R, Porter 


Woodward, formerly Los Angeles 
city manager. Appointed Los An- 
geles city manager was G. M. Bell 
jr., formerly district manager at 
Los Angeles. J. W. Redding of the 
Detroit home office staff was ad- 


Chevrolet Builds 
1,579,542 Cars 
In 2nd Best Year 


DETROIT.—Chevrolet has com- 
pleted its second best year with a 
1953 output of 1,579,542 cars built 
in United States 
and Canadian 
plants, only 7,636 
short of its all- 
time high in 1950, 
T. H. Keating, 
Chevrolet general 
Manager, adn- 
nounced last 
week, 

The record for 
the year, covering 
Plants in the 
United States and 
Canada show that Chevrolet led the 
next highest producer by 293,100 
cars. 

“On the basis of the fine public 
acceptance of our new product,” 
Keating said, “we look for equally 
as good a year in 1954 as we have 
just completed.” 

The 1953 truck figures show a to- 
tal of 398,145 produced in the United 
States and Canada, topping Chevro- 
let’s closest competitor by 44,682 
units. 

Chevrolet production in the 
United States and Canada totaled 
1,997,687 cars and trucks for 1953. 
This was 337,782 units ahead of the 
next highest producer. A total of 
1,839,120 vehicles were produced 
in the United States and 138,567 
units were made in Canada. 

Keating pointed out that 2,108,273 
Chevrolet cars and trucks were pro- 
duced in the United States and 
Canada in 1950, which was the all- 
time high for any manufacturer. 


Arkansas Collections Up 

LITTLE ROCK, Ark.—The State 
Revenue Department reports that 
gasoline tax collections for 1953 to- 
taled $28,950,134, as compared with 
$27,722,539 in the preceding year. 


“Auto license fees totaled $9,224,184 


in 1953, as compared with $8,740,258 
in 1952, and drivers’ licenses yielded 
$666,394 last year, as compared with 
$641,933 in 1952. 





vanced to assistant field operations 
manager, 

Lawson joined Plymouth in 1946 
in the distribution department of 
the Los Angeles plant. He served 
as district manager in the Los An- 
geles region and regional manager 
in Portland before being transfer- 
red to Detroit. 

Burlan went with Plymouth in 
1939. He served as district man- 
ager in Los Angeles, and in 1948 
was advanced to regional man- 
ager. 

Yale joined the firm in 1941 and 
was appointed district manager in 
the Philadelphia region. He has 
been regional manager in Philadel- 
phia since July, 1947. 

Joining Plymouth in 1948, Porter 





S. W. Hodgson 
was assigned to the New York re- 
gion as district manager. He was 
promoted to merchandising man- 
ager in the New York region last 
May. 

After gaining experience as a 


R. E, Dietz 


new car salesman, Hodgson 
joined Plymouth in 1950 as a dis- 
trict manager in the Philadelphia 
region. 

Dietz started with Plymouth in 
1948, serving in the distribution de- 
partment at the Los Angeles plant 
and as district manager in the Los 
Angeles region. 

Woodward and Bell both joined 
the distribution department of 
Plymouth’s Los Angeles plant in 
1949, 

Redding joined Plymouth in 1946 
on special assignment. Since 1947 
he has been a member of the home 
office staff. 


Smith to Manage 
Cadillac Branch 


DETROIT. — Appointment of C. 
H. Smith, former comptroller of 
Cadillac, as manager of the Detroit 
factory branch 
was announced 
last week by J. 
M. Roche, general 


C. E. Paulin, who 
retired as of Jan. 
1. Paulin had 
been with the 
branch since 1937. 

Smith became 
special assistant 

©. H. Smith to General Man- 
ager Don E. Ahrens last Novem- 
ber. Joining Cadillac in 1929, he 
served in the accounting and finan- 
cial administration. In 1945, he be- 
came assistant divisional com p- 
troller and in 1949, divisional comp- 
troller. 
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In the Letterbox 





(Continued from Page 4) 


this done? Very primitively and 
simply —he got out his complete 
prospect list and reviewed each 
prospect previously contacted, as- 
signed each salesman a_ given 
number (all he could digest) and 
issued orders that these prospects 
were to be brought into the sales- 
room under any circumstances, 

The prospect could be told that 
BIII Neteasedcecjorossiertex (a top official or 
sales manager) had a special deal 
he wanted to talk to him about. 
The salesmen were trained to do 
that one thing and nothing else. 
Just get the prospect into the 
salesroom! Then the sales manager 
and/or top official took over and 
made the special offer. 


I can remember one season I 
personally closed 47 such sales in 
two days on $5,000 cars under 
those very conditions, but surely 
we didn’t run our sales play of 
a “special deal” by telling every- 
body about it. How special would 
that be? 

As Paul Hoffman so well put it, 


these “razzle dazzle” advertise- 
ments simply hurt the industry as 
a whole and the dealer that does 
it particularly. Of course, part of 
the trouble lies with the present 
crop of salesmen and the training, 
or should I say, lack of training. 
How many of them know the real 
and true facts about their products 
and where it is different from the 
competition ? 

That can’t be learned by wishing 
and by instinct, it takes careful 
study and analysis. What, after 
all, are we trying to sell—an in- 
animate group of things like iron, 
steel, glass and rubber, or a living 
dynamic thing that renders a 
specific service to the prospect? If 
the latter, then how and why does 
it serve the prospect and do the 
job better than any competing 
product? 

I have analyzed sales reactions 
of various organizations over a 
period of years, and I’m simply 
shocked at the lack of knowledge 
of salesmen in the very funda- 


mentals of their products, and 
surely certain manufacturers and 
their sales representatives are not 
blameless either. Each product has 
definite individual characteristics— 
style, performance, comfort, 
economy, etc. 

Some of these are more promi- 
nent than others and favorable 
combinations of them certainly 
highlight enough differences to 
make them stand out as com- 
pared to competing products, but 
how many are trained 

today? 


to accent these things 

Very few, I dare say. 

I rather think if the industry got 
back to the earthy, early days 
when we had to sell the prospect 
on the fact that he needed a car 
as well as the fact that he needed 
our particular product, much of the 
trouble in the automotive industry 
today would be obviated. 

Would you please accept these 
few thoughts from one who has 
been in the industry for 55 years? 





With HER in Mind— 


Tom May, vice-president of the May 
Co. stores, greets Kendis Rochlen, Los An- 
geles Mirror columnist, in the firm's new 
three-level parking structure in Los An- 
geles, which was designed with parking 
ease for women in mind. Women, it was 
found, are easily frightened by short, 
steep grades in garages. May therefore 
decided to use the natural sloping of the 
ground to do away with ramps. 


ing a prayer for the oldtime sales- 


—F. E. Mosxovics, 2 Indian Drive,| ™@n 


Old Greenwich, Conn. 


Salesman Speaks Mind 


In your issue of Dec. 22, on page 
29, you published a letter contain- 


Your appeal for the oldtime sales- 
man is a wonderful thing; however, 
there is a good reason for the auto- 
motive industries’ lag in sales and 
their not being able to get real 
salesmen. The reason is so obvious 
















are 


To make sure that the gear components of Safety 
Power Steering will stand up under far greater punish- 
ment than they will ever endure in actual service, 
Saginaw engineers developed this ingenious acceler- 


ated-wear test apparatus shown above. 


Then to make doubly certain that Safety Power Steer- 
ing can ‘“‘take it,’’ test cars are driven thousands of 
miles over some of the world’s worst roads at the 


General Motors Proving Ground. 


Exhaustive tests like these are your assurance that 
Safety Power Steering by 
Saginaw is thoroughly 
dependable. It is built 
by experts who special- 
ize in steering gears— 
and build more of them 
than all other makers 





Safety powsr sramme by 


Saginaw is featured at substantially 
reduced cost on new 1954 models of 


PONTIAC 






put together. 





Gruelling Tests 
Prove Stamina 
of Saginaw 


Safety 


Power Steering 
Gears Under 
Continuous 
4500-Inch-Pound 
Load! 





POWER STEERING 


SAGINAW STEERING GEAR DIVISION, GENERAL MOTORS CORPORATION, SAGINAW, MICHIGAN 


that I wonder sometimes why some 
of the dealers stay in business de- 
spite their poor ability to hire men 
that do a real job. 


Allow me to give you a resume 
wi 


First I want to point out that I 
chose the automotive field in 
which to do my experimenting 
because it offers the highest dol- 
lar return for a worker’s efforts. 

I started to sell cars in San Fran- 
cisco—an independent make. I tried 
to secure employment with one of 
the Big Three, but everywhere I 
went I was told that I was too old 
(I am 46). 

Each dealership had a younger 
man who was the sales manager; 
he would question me about my ex- 
perience and when I told him that 
I had 20 years of experience in sell- 
ing, he would state that my experi- 
ence was all right, but I would be 
hard to train to the dealer’s way of 
operation — hence, they could not 
use me, 

That was the usual reason given 
for not hiring me, Another was: 
“We need young men, men who can 
go out and hammer at customers, 
and a person your age couldn’t 
keep that pace.” Another excuse for 
not hiring me would be: “You have 
no following in the automotive 
world in this town. It would cost 
you too much to build up a fol- 
lowing.” 

After giving you the reasons for 
not being hired, I will now tell you 
about the job I did get. As I said 
before, I went to work for an inde- 
pendent dealership. I started in the 
middle of June, 1952. By July 1, I 
had sold nine units; in July I sold 
16 units; in August I sold 19 units. 
Now comes the payoff. 

The dealer admitted that every 
deal was a good one; the trade 
was good; we did not have to go 
over on any of the cars 
Every deal was brought in by me 
from the outside; I refused to 
take floor time, proving that 
there is a lot of business to be 
gotten on the outside, 

Well, the dealer called me in one 
day and told me that he would have 
to cut my commission (I worked 
on straight commission) because 
the other men were objecting to the 
compensation I was drawing. I was 
taking all the money prizes, etc., 
and it was not fair. 

The upshot was that the dealer 
set up two closing men, or T. O. 
as he called them, and these men 
would write up the deals, and the 
salesman would have to pay the 
T. O. man $25 for his effort. You 
can imagine how many of the sales- 
men kept working for that dealer. 

I quit this dealer and went to 
work for another selling the same 
type of automobile. This new em- 
ployer was thrilled to have me, of- 
fered me all the cooperation that he 
could give a salesman, His sales 
manager was also grateful that I 
came to work for this house. 

Well, everything went fine until 
the checks started to come in. 
The boss would approve all of the 
deals; they said nothing about 
any deal being N. G.—not until 
payday. Then I had $1,600 due 
me in commissions for the month. 

Yet, my dear editor, I received 
$700—the rest went to make up for 
supposed losses on the deals that 
the house okayed. Actually what 
was happening was this: The house 
made deals that were so out of line 
that it was pitiful, and they would 
use the dodge to make up their 
losses from the salesmen’s earnings. 

In other words, the house man- 
ager was stupid enough to think 
that by making special deals he 
was really doing the house a fa- 
vor, whereas he was creating a 
future ogre that would keep this 
dealership in turmoil with the men 
and with the customers. 

The customer would call him a 
sucker, and the salesman would re- 
sent his cutting his commission to 
make up for the house deals where 
there were losses. Am I out of line 
in asking you at this point: “How 
many good men can this sales man- 
ager keep?” 

Each dealership has a Sa 
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the honeymoon’s over! 


Let’s face it. Selling a car today isn’t as easy as it used to 
be when customers were begging to buy. Sure, you’ve still 
got a market—a big one—but now you've got to get out, 
meet it face to face and give it the old fashioned pitch. 


The market? Men! 


In the days to come the man is going to be a bigger factor 
than ever in buying decisions. After all, he’s the guy who 
sweats for the family dough and, humanly enough, he 
wants to have the big say where it’s going. 


Of course the wife gets into the act but mostly to pick the 


*Male vs Female Influence in Buying and in Brand Selection 


**Publisher’s estimate 


color or favor the interior appointments. But when it 
comes to the “make” of car bought—it’s the MAN who 
makes the decision more than 9 times out of 10!* 


That’s why, perhaps more than ever before, the man 
market is important to you. It’s waiting for you today. 
Very neatly wrapped up and delivered to you in TRUE— 
America’s Largest Selling Man’s Magazine! Circulation 
Guarantee: 1,750,000. 


P.S. The December TRUE sold more than 1,925,000 
copies— 175,000 over the guarantee. ** 


THE MAN’S MAGAZINE 


TRUE 


A FAWCETT PUBLICATION 


67 West 44 Street, New York 36, N. Y. ¢ Detroit: 1659 Guardian Bidg. 


TRUE THE LARGEST SELLING MAN’S MAGAZINE IN AMERICA 
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NEW! 


SENSATIONAL AUTOMOTIVE DEVELOPMENTS 
ON DISPLAY AT THE N.A.D.A. CONVENTION 


SEE THE MAGIC OF 


Speed-o-Stat 


AND 


Curve- 


Get All the Facts on Both of These Amazing Products at 
BOOTHS 54-55 
N. A.D. A. Convention, Miami Beach, Florida 
January 9 through 13 


THE PIERCE GOVERNOR COMPANY, INC. 
ANDERSON, INDIANA 





TTL es 
ae a? 


fe YE @t) 





MICRO-FEED 










7%2 INCH 
CUTTING DEPTH 
Up to 24 Inch 
Diameter 
8 FEEDS; 3 
SPINDLE SPEEDS 
Saves 5 Minutes 
In Every 10 
TIMKEN BEARING 
EQUIPPED 


EXTRA HEAVY TOOL 
BAR and COMPOUND 






















The sensational new MICRO-FEED is only one of the important 
features of Brake Drum Lathe! 
MICRO-FEED frequently eliminates rough and finish cut and 
produces BETTER than new car drum finish. 


EXTRA CAPACITY Cutting Depth over other lathes, 
in on long-profit-margin Heavy Duty Drum work. 


Lempco’s latest low-cost 


to cash 





WRITE TODAY FOR COMPLETE 
INFORMATION AND PRICES 


ra Ie 


for 35 years 


LEMPCO PRODUCTS, INC." 
Bedford, Ohio 


entlemen: Send me prices and full information 
: No. 505 DRUM LATHE. 


i hieiacininnciercessscepneeneieien 
ADDRESS 


CITY 
A MAIL THIS COUPON NOW POR COMPLETE DETAILS 















a leading 





builder of machine tools 





i 


ieee en coananenanan an tm anin an aeew 








Fulford, Roe Get Pontiac Deal— 


Walter E. Fulford (left), and Ed Roe (second from left), sign the franchise for 
Chieftain Pontiac, Los Angeles, while Don M. House, zone manager, looks on. Fulford 
operated a dealership in Berkeley, Calif., for 19 years. Roe is the grandson of R. E. 
Olds, founder of Oldsmobile and Reo, and formerly was a partner in the Ballard-Roe 


dealership in Los Angeles. 





ATLANTIC CITY.—Walter Bate- 
man (Chrysler-Plymouth), who has 
been an Atlantic City dealer for 
more than 4 
years, estimates 
that he has driv- 
en about a mil- 
lion miles— 
enough to make 
the ee 
from W: 
to Australia 50 
times— but has 
never yet driven 
across the United 
States. 

In the 50 years 





W. Bateman 

he’s been driving automobiles, 
Bateman has found himself in two 
major disasters—the Iroquois 
Theater fire in Chicago and 


he’s had a few narrow squeaks in 


his car, too. 
Bateman started handling 
Maxwell in 1909. When that make 
passed out of the picture in the 

dealershi, 


1920s, the Bateman Pp 
continued with Ohrysler Corp. 
products. 

Born on a small farm near Port 


Reynolds Predicts 
Boom in Aluminum 
Industry in 1954 


LOUISVILLE. — “The year 1954 
promises to be a ‘selling year’, the 
biggest in the aluminum industry’s 
history,” Richard S. Reynolds jr., 
president of Reynolds Metals Co., 
predicted last week. He cited these 
reasons for this expectation: 


history, all 
dustries of adequate supplies. 

2. For the first time since the 
Korean war began, the year starts 
without any restrictions on civilian 


uses, 
3. With the major part of the 
three 


reasing 
market development and increasing 
sales. 


F aluminum production is 
expected to approach 14 million 


i 
I 


ity and auxiliary facilities, he 


, 


From Maxwell to Chrysler 


Bateman, an Atlantic City Dealer for 44 Years, 
Looks Back on Charmed Life 





Norris, N. J., Bateman quit school 
to begin work in a blacksmith 
shop. Later, in Bridgeton, N. J., he 
became an apprentice in a machine 
works there, and then was em- 
ployed by Baldwin Locomotive 
Works in Philadelphia. 

Soon after the turn of the cen- 
tury, he worked for Leland-Faulk- 
ner in Detroit, making single-cyl- 
inder engines for Cadillacs, 

It was during his 1903 Christmas 
vacation in Chicago that Bateman 
found himself in the midst of the 
Iroquois Theater fire—in which 602 
died—and he helped rescue several 
persons from the building. 

After several business setbacks 
in San Francisco, he moved to 


The 
at 816 Arctic Ave., where he han- 
died Maxwell in partnership with 
Edward Moncrief. After a year, 
Robert W. Mixner, an old San 
Francisco friend, purchased Mon- 
crief’s interest, and the Bateman- 
Mixner partnership of 30 years 


In 1937, Bateman’s daughter, 
Muriel— Mrs. Thomas G. Page— 


rently is secretary-treasurer of the 
corporate setup, while her husband 
is president. He joined the firm in 
1945 after his separation from the 


Air Force, 

Bateman, now vice-president of 
the dealership at 3205 Arctic, is 
active in civic work and is an 
ardent boatsman. 


Whites Buy Another 


Jim White, Toledo Chevrolet 
dealer, and his father, Hugh 
Chevrolet dealer in Zanesville, O., 
have purchased Minnick Chevrolet 

Co., Lima, O., from Harold H. Min- 


The firm will be renamed White 
Chevrolet, Inc. The Whites have 
Chevrolet dealerships in Dayton, 
Springfield, and Kokomo, in addi- 
tion to Toledo and Zanesville. 


Keep your eye on 


RUBATEX 





' 
. 





i 


CADILLAC MOTOR CAR DIVISION ec GENERAL MOTORS CORPORATION 





A DRAMATICALLY NEW 


“STANDARD OF THE WORLD” 


WILL 
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SOON BE ON DISPLAY?! 


19544 


—— 





Within a very few days, a new Standard of the World 
will be in the showrooms of Cadillac dealers across the 
country. It is a completely re-styled and wholly re-engi- 
neered Cadillac—far more beautiful to behold . . . far 
more thrilling to drive . . . and far more inspiring to 
own and enjoy than ever before. The presentation of the 


1954. Cadillac will, of course, be an important event for . 


Cadillac dealers across the country. But it should also, 
we think, be of great interest to everyone in the motor 
car industry. For the introduction of this new Cadillac 
will serve as a measurement of the automotive industry’s 
progress—and will provide interesting insight into the 
future design and engineering of America’s motor cars. 
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se |Cochran and E. M. Armitage will | agent, it is claimed that less air is used 
represent the firm at Booth 49. in the carbon removal operation and é 
yy oe | that it minimizes chances of “jamming.” . 


Quaker State Displays It also is stated that a smaller air com- 
pressor furnishes sufficient air for proper 


Oil, Superfine Line operation. Also shown are special tools 
Quaker State Oil Refining Corp.,| and exhaust systems. (Representatives: 
Oil City, Pa. features Quaker} Dann Abbey and Marshall Chambers. 
State motor oil and Superfine lu-| Booths 177 and 178.) 








(Continued from Page 71) 
in 








SHOP FURNITURE—Steel merchandisers, 
benches and other shop equipment are 
displayed by Shure Mfg. Corp., 1701 S. 
Hanley Rd., St. Lovis 17, Mo. (Represen- 
tatives: Harvey Johnson, J. B. Ruark, Joe 
Richardson, Sam Shure and John McEvoy. 
Booths 19, 20 and 21.) 

a + * 
Service Monograms 

Service monograms and license 

frames are displayed by Benmatt 


Organization, Inc., 3447 E. 15th/€. Hall and M. Frank Thomas. Booth 22.) 








St., Los 
Booth 134, 


Angeles 23, Calif,, 








GRILLE GUARD — Helms Industrial De- 
velopment Co., 2730 Scotten Ave., Detroit 
10, Mich., exhibits its new grille guard 
for the 1954 Dodge, plus Lido wire wheel- 
ers. (Representatives: Charles Berry and 
W. N. Ericksen. Booth 135.) 


* + * 


ELECTRONIC TESTING — Model £-1000| Stokes Exhibit Features 


Uni-Tuner tests ignition, generator, starter 
and compression systems with only seven 
key tests in less than 10 minutes, accord- 
ing to Allen Electric & Equipment Co., 
2101-17 N. Pitcher St., Kalamazoo, Mich. 
(Representatives: Charles H. Bowers, John 


Tax, Business Bulletins 

A display of tax and business 
bulletins is offered by Stokes Tax 
Controls, Inc., 243 W. Fifty-fifth 
St., New York 19, N. Y. 

A. A. Lally, M. H. Cochran, K. H. 





bricants. 
Booth 70 is manned by J. E. 
Lyon, W. M. Mayo and H. T. Taps- 


cott. . 





IMPROVED CARBON BLASTER — Kent- 
Moore Organization, Inc., General Motors 


Bidg., Detroit 2, Mich., shows this im- 
proved carbon blaster and other blasting 
material. Due to improved design as well 
as the new hard grained, non-abrasive, 
non-resinous material used as the blasting 


NOW! YOU CAN MAKE ANY BLACK TIRE, A GENUINE “WHITE WALL”! 












Introd 


Inexpensive Complete Five Car Sample Kit Now Available 


If the above picture is familiar to you . . 





. then you have 


probably written to us regarding a “Wite-Wall” fran- 
chise in your territory. You were one of several hundred 
to inquire. So many of you want a “Wite-Wall” fran- 
chise, it is impossible for us to service each one of you 
individually. As a result, we have assembled this $35.00 
sample kit (retail value $60.00). Now, you can test 
“Wite-Wall” on five cars and prove the fact that a 
“Wite-Wall” franchise is a money-maker! The ‘“Wite- 
Wall” sample kit includes rubber discs, special cement, 


roller and instructions . . 


. enough for five cars. Save 


shipping costs by sending check, cash, or money order 


today for $35.00 
Convention. 





RUBBER CO., INC. 


vie 





or visit Booth 84, N.A.D.A. 


13225 Livernois Avenue, 
Detroit 38, Michigan 
Phone: WEbster 3-0437 


pLE 
TED SAM 
LIM! ory gor only 










OFFER 






5” 





See us at: 
BOOTH 84 
N.A.D.A. 
Convention 


Miami, Fla. 
January 9-13th 












CHECK THESE EXCLUSIVE FEATURES: 


* Inexpensive 


*Genuine—live white-wall rubber 


*Installed in minutes on your own premises—tires 


remain on car. 


*Guaranteed heat-resistant—  knock-resistant —will 


not turn yellow. 


* Permanent —will not come off as a result of blow-outs 


or flats. 


TAKE ADVANTAGE OF THIS OFFER NOW! 


See for yourself what "Wite-Wall" can do. 
Retail value $60.00 . . . you send $35.00... 
.you receive a five car sample kit. 
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BEAD BRAKER—This is one of the ex- 
| hibits of Bishman Mfg. Co., Osseo, Minn. 
The unit handles newest type safety 
wheels as well as tubeless tires. without 
injury to tube or wheel, the maker says. 
Also on exhibit are an electric tire 
changer and combination leak tester. (Rep- 
resentatives: Stanley Shea, Don T. Lyons, 
William C. Kitchens, Clyde D. Godbee 
j}and Jeff Neely. Booths 47 and 48.) 
| a 


| Michigan Dealers’ Booth 
The Michigan Automobile Deal- 
ers Assn., Lansing, promotes Michi- 
gan and the association’s 
publication, “616 Years.” It occu- 
pies Booth 142. 
* 
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TURN SIGNALS — Acrystat, a line of 
Class A, Type | directional signals for 
commercial vehicles, is one of the exhibits 
of Signal-Stat Corp., 523-39 Kent Ave., 
| Brooklyn 11, N. Y. The signals are slightly 
| smaller in size than the Sigstat line. Also 
| shown jis the Sigflare, which not only 
signals turns but also flares for vehicle 
| disability at the pressing of a lever. 
| (Representatives: L. S. Hollins, W. A. Raf- 
tery, P. W. Rowan, Lee Bergman and W. 
Gordon. Booths C and D.) 


. * * 





PORTABLE END-LIFT—Bay Mfg. Co., 316 
Arlington Ave., Torrance, Calif., exhibits 
this portable pneumatic end-lift which fea- 
tures a two-stage air control which is said 
to guarantee accurate control of air pres- 
sure. The lift brings either end of a ve- 
hicle up to 50 inches in 10 seconds. (Rep- 
resentatives: P. G. Cloud, Joe Couture. 
Booths 120, 121, 122 and 123.) 

er 2 @ 





Kinney Bin Exhibits 
Shop, Sales Equipment 

Automotive parts bins, shop 
equipment, bench vises and sales- 
men’s furniture constitute the ex- 
hibit of Geo. E. Kinney Bin Co., 
Inc., 727 Ponce de Leon Place N.E., 
Atlanta, Ga. 

Manning Booth 6 are George E. 
Kinney and J. S. Dorsey. 

(Continued on Page 90, Col. 1) 
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Serving the worlds constant demand 
Sor better transportation / 








HERE is ample testimony — on 
roads, on farms, in the air 
and on waterways throughout the world — 
to the excellence that has made Auto-Lite 
famous for quality and performance. For 
Auto-Lite products are specified as original equip- 
ment on many leading makes of our finest cars, 
trucks, tractors, planes and boats, and are conveniently 
available through dealers and authorized Auto-Lite Service 
Stations around the corner from everywhere. 


























This reputation of Auto-Lite for precision manufacturing is 


steadily growing. More and more dealers point with pride to parts 
that carry this famous name. More and more service men use Auto-Lite 
products to assure the unfailing performance needed to match their 
honest workmanship. More and more car, truck, tractor, plane and boat 
owners look for the welcoming Auto-Lite sign when they need service or 
replacement parts. It is this world-wide experience that has given such rich 
meaning to the words, “You’rRE Aways Ricut WitH Aurto-LirTE.” 













BATTERIES © BUMPERS © FUEL PUMPS * HORNS ® GENERATORS 

LIGHTING UNITS * SPEEDOMETERS * SPEEDOMETER CABLE © SWITCHES 

STARTING MOTORS © INSTRUMENTS & GAUGES * IGNITION UNITS 

MOULDED PLASTICS * WINDSHIELD WIPERS * WINDOW LIFTS © SEAT 

MOVING MECHANISMS * HUB CAPS * WIRE & CABLE * SPARK PLUGS 

METAL FABRICATED ASSEMBLIES * GRAY IRON CASTINGS 
ZINC & ALUMINUM BASE DIE CASTINGS 


WORLD'S LARGEST INDEPENDENT MANUFACTURER OF AUTOMOTIVE ELECTRICAL EQUIPMENT 
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TIRE CHANGERS—Two new models fea- 





and service facilities has been com- 
pleted. 

A new showroom has been added 
to the company’s buildings, which, 
together with a used-car lot and 
parking area, now occupy almost 
an entire city block. 

Key personnel include Irvin 
Schad, general manager; Ray Van 
Rossun, service manager; Al Boult- 
ner, parts manager; Eugene Mc- 
Kenna, new-car sales manager, and 
Frank R. Viggiano, used-car sales 
manager. 





AUTOMOTIVE LIFTS—Displayed by U. S. 
Air Compressor Co., 5300 Harvard Ave., 
Cleveland 7, O. They are equipped with a 
roller bearing assembly which insures self- 
alignment of the lift. With friction reduced 
considerably, less air is required to oper- 
ate the lift. (Booth 23.) 





turing the Henderson Air Lock are exhib- 4 ee 

‘ . 2 i. > SEAT COVERS — Kristy Mfg. Co., 599 
ited by the Hendedson tire changer divi- Baltimore Pontiac Outlet N. W., Twenty-Ninth a. lent 37. Fla 
sion of Big Four Industries, Inc., Cincin- CAR CLEANING—Doyle Vacuum Clean- Enl ed McK. ae li ' m ate ES 
nati. The air lock tenters and locks the|er Co., 225 Stevens St., NW., Grand arg by cxenna shows its line of seat covers, with a two- 


wheels at touch of an air chuck. (Repre-| Rapids 2, Mich., shows three Vac-It models| James A. McKenna, president of | tone Saran plastic with quilted trim in 


sentatives: V. H. Hildebrant, A. F. Hilde-| for automotive cleaning. Models 


200|a Pontiac dealership at Eastern | pastel shades as a novelty. (Representa- 


brant and David Besuden. Booths 58 and | (shown here), 30 and 10 are said to fill} Ave. and Chester St., Baltimore, | tives: Mr. and Mrs. Nat Kristall and Mr. 


59.) all needs. (Booths 56 and 57.) 


announces that expansion of sales | and Mrs. Herbert M. Kristall. Booth 72.) 








SEVEN STANDARD MODELS 
ON % TO 10 TON CHASSIS 






MODEL 19-51 EXB (Illustrated) 


America’s Most Versatile Power Wrecker 
serves the dual purpose of a power wrecker 
of advanced design and an efficient mobile 
crane or boom truck. 


For ordinary wrecking work, towing or 
retrieving cars or trucks that are off the 
highway, in deep ditches, etc., the exten- 
sion boom quickly recovers any wreck 
without complicated rigging. 

Radically improved functional design re- 
tains all the basic features needed for 
wrecking operations—PLUS the extension 
boom which multiplies the usefulness and 
operating range of the unit. 


FEATURES OF MODEL 19-51 EXB 


Solid, forward mounted “A”’ frame. Exten- 
sion boom (patented) 82’ extends to 15’. 
New self-aligning head assembly with 
double cable suspension with sheaves at 
boom head—and extension end. 2 ton 
positioning hand winch. Power winch 74 
tons safe load. Remote control levers. 
Ashton spacer and lift bar. Streamline all- 
welded all-steel body. 



























Telescopic boom raises from horizontal 
to 80° and 15’ high. 


MODEL 19-52 BW 


Standard heavy 
duty wrecker. 
Winch capacity 
7% tons. Ad- 
justable hand 
winch, 4 cable 
suspension. 
Streamline body 
with heavy dia- 
mond plate floor, 
sides and back 
plate, an ex- 
clusive Ashton 








feature. Ashton 
spacer and lift bar. 


MODEL 10-D DEMOUNTABLE POWER WRECKER 


The Ashton Model 10D is designed for mounting on any %-1 
ton pickup having a 4-speed transmission and helper springs. 
This new unit 
serves a va- 
riety of pur- 
poses. It is 
ideal foremer- 
gency calls 
ranging from 
tire changes 
to passenger 
car tow jobs 

. it does 
many lifting 
jobs in the _— - si 
yard or in the shop . . . or with the boom supports and tow 
plate removed there is plenty of clear space in the box for 
ordinary pick-up work. 














FOR HEAVY DUTY WORK. 
MODEL 34-10 EXB 


affords maximum power and 
efficiency. The extension boom, 
10 ton capacity, handles all 
types of wrecks . . . also serves 
as a mobile crane which lifts to 
15’ high plus special extension 
unit which gives an additional 
52’. Write for specifications. 


BOOM 
LENGTH 8%’ = | 
Extends to Approx. §¢ 
15’ in Length 






SEND FOR COMPLETE 
ASHTON CATALOG, 
SPECIFICATIONS 
AND PRICES 








DEGREASING COMPOUND —Curran 
Corp., 96 S. Canal St., Lawrence, Mass., 
shows this retail-size package of its self- 
emulsifying and self-scouring solvent. The 
firm stresses the safety of the compound, 
which is described as nontoxic, noncaus- 
tic, nonacidic and having no flash point. 
It is offered in pint-size cans. (Booth 71.) 
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SIGNAL SYSTEM—The Flash-a-Call serv- 
ice control program is featured by Inter- 
Communication system of America, 1112 
S. Wabash Ave., Chicago 5, Ill. It is said 
to increase paid labor sales up to 40 
percent, eliminate unproductive time, han- 
dle more repair orders with the same 
personnel, and relieve the service man- 
ager of details. (Booth 5.) 

(Continued on Page 92, Col. 3) 


Racing Writers 
Honor Campbell, 
Holland in Poll 


WASHINGTON. — Wally Camp- 
bell, Trenton, N. J., and Bill Hol- 
land, 1948 winner of the Indian- 
apolis “500,” have been voted the 
rookie and the comeback race driv- 
ers of the year in a poll of sports 
writers. 


Campbell, who entered American 
Automobile Assn. big car racing 
in midseason, blazed a victory trail 
from Pennsylvania to Iowa and 
finished fourth in the overall 
Eastern sprint standings. 

Holland, 48, was picked because 
of his dramatic showing at Indian- 
apolis last spring, in which he set 
the second-fastest qualifying time 
after being forced from the start- 
ing field of faster cars. He nosed 
out Tony Bettenhausen in the vot- 
ing. 

Sports writers gathered in De- 
troit for the AAA contest board 
meetings, started the poll after 
figures were released showing that 
auto racing had completed its 
most successful postwar season, at- 
tracting more than four million 
spectators. 


Other 1953 selections were: Bob 
Sweikert, the most improved 
driver; Frank Mundy, the most 
colorful and helpful to sports 
writers; Harry McQuinn, Indian- 
apolis chief steward, the outstand- 
ing AAA official; Bill Vukovich, 
the driver most likely to achieve 
immortality; Tommy Hinnershitz, 
the year’s heartbreak driver, and 
Bill Homeier, the outstanding run- 
nerup. 


Hershey Sets Up 


New Corporation 


DERBY, Conn. — A new corpo- 
ration, Hershey Products, Inc., has 
been formed to take over the auto- 
motive parts business of Hershey 
Metal Products, Inc. 


Sales and merchandising policies 
and the type of merchandise 
handled will remain unchanged 
under the new setup, according to 
Paul H. Hershey, president of both 
corporations. 


Other officers of the new corpo- 
ration are: Vice-president, A. P. 
Krueger; secretary, J. A. Frey, and 
sales manager, A. E. Keough. All 
hold the same position with 
Hershey Metal Products, 
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PAINT BAKING OVEN—Dry Clime Lamp Corp., Greensburg, Ind., shows three of 
the Model 16 portable baking ovens, one of which will be in operation. (Representa- 
tives: M. N. Kanouse, Lloyd E. Kanouse, W. J. Banta, Willard Bricker, Lee Salter, Wal- 
ter Rainier, Arthur Stanley, Robert Podewils and Ted West. Booths 172, 173 and 
174.) 


Erlandson Appointed 
Fritz Erlandson has been ap-| Willys dealership for the Monrovia 
pointed used-car sales manager by | (Calif.) area. Lee Kitchell is the 
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(Continued from Page 90) 


Pierce Governor Displays 


Speedostat, Curvemaster 


The Speedostat and the Curve- 
master are put on display by Pierce 
Governor Co., Inc., P, O. Box 1000, 
Anderson, Ind. The Speedostat is an 
automatic device which regulates 
the speed of a car without the foot 
touching the accelerator. The 
Curvemaster is a system for con- 
trolling spring energy. 

The firm exhibits in Booths 54 
and 55 and is represented by Lionel 
Hakes, Gleen Mills, Karl Krammes 
and Herb Kincaid. 

+ * * 


Stemac Exhibits Designs 


Of Dealer Name Plates 


New designs and finishes in indi- 
vidualized auto dealer name plates 
are shown by Stemac, Inc., Denver, 
Colo., in Booths 43 and 44. 

Representatives of the firm are 
E. L. McKanna, Fred Thomas, Nate 
Buell and C. R. Berry. 





HOSE REELS—Balcrank, Inc., Cincinnati, 
O., exhibits, among other equipment, hose 
reels for chassis grease, gear and motor 


| oil. automatic transmission oil. Latch is 
stopped at any desired point. (Representa- 
tives: Leo Spalding, Richard C. Ford and 
Everett D. Fox. Booths 127 and 128.) 








Bob Nelson, head of the Kaiser-|new-car sales manager. 











2666 PENOBSCOT BUILDING 


— that’s what happens every 
Monday morning! The newspaper 
of the automotive industry 

gets in, gets read, gets 

action from the decision men 

in the car factories and 


dealerships. 


The Newspaper of the Industry 





DETROIT 26, MICHIGAN 


| (Booths 136, 137 and 138.) 







A thew wow-cost 

ComTROLLED 
PAERCHAMDISING PLA 

Designed & Engineered - 


TO PERFORM AT THE LOWEST 
POSSIBLE COST IN TODAY'S 
Market: 





GOOD MANAGEMENT—Nvw Orm Plans, 
Inc., 1015 S. La Cienega Bivd., Los An- 
geles 35, Calif., displays materials de- 
scribing its service merchandising plan 
for a competitive market. (Representatives 
Ruth Ormsby Davis and Jay Davis. Booth 
106.) 





TUNEUP EQUIPMENT —A new line is 
displayed by Heyer Industries, Inc., 471 
Cortlandt St., Belleville 9, N. J. It consists 
of package-size units covering all require- 
| ments of engine performance and elec- 
| trical system testing. Each unit is self- 
| contained and can be used independently 
| mounted in a cabinet as part of a com- 
bination, or separately in portable form. 





| Maintenance Guarantee Plan 


Presented by Carlife 


Carlife Guaranty Co., 16501 Wy- 
|oming Ave., Detroit 21, Mich., pre- 


| sents operational procedures which 


emphasize the importance of the 
dealer’s contribution toward pro- 
viding guarantees for the purchase 
and maintenance of cars. 

George M. Taylor, Marr Taylor 
and Edwin C. Nelken will man 
Booth 131. 





VACUUM CLEANER—Model 180 Tornado 
Auto-Vac is powered by a one-horsepower 
motor. Recommended for use at gasoline 
pumps, in the car-wash department and 
for general use in shops and showrooms. 
Brever Electric Mfg. Co., 5100 N. Ravens- 
wood Ave., Chicago 40, Ill. (Representa- 
tives: A. M. Anderson, Carl Schneider and 
Fred Small. Booths 170 and 171.) 
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WHEEL GUIDE — Joyce-Cridiand Co., 
2027 E. First St., Dayton 3, O., displays 
this unit which helps guide cars onto the 
X-Master frame contact lift and also sup- 
ports the car by its frame when the lift 
is raised. (Representative: Houston Brown, 
Emil Georg, Kert Hott and Burwell Neal. 
Booths 143, 144 and 145.) 

(Continued on Page 93, Col. 1) 























Shop Products at NADA Show 


(Continued from Page 92) 
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WIFEY GuETEm Imc R790 CHESTER AVE. Pica 4% PA 


PRICE COMPUTOR—The Jiffy Quoter en- 
ables the new-car salesman to quote ac- 
curate prices quickly. It is displayed by 
Jiffy Quoter, Inc., 5720 Chester Ave., 


Philadelphia 43, Pa. (Representative: Wal- 


ter Charles. Booth 73.) 
oo % 





OVERHEAD WASHER — Accommodates 
anything up to a large bus. Unit is of 
stationary type, and jets spray from many 
angles. There also is a roof-cleaning at- 
tachment for large vehicles. Jetomatic, Inc., 
150 Wakelee Ave., Ansonia, Conn. (Rep- 
resentatives: Thomas Weisz, Andrew 
Weisz, Robert N. Burkle, J. DiGiorgi and 
Sidney Mindlin. Booths 140 and 141.) 


* * * 





SERVICE DISPATCHER—Executone, Inc., | 
415 Lexington Ave., New York 17, N. Y., 
shows intercommunication systems. The 
dispatcher control system schedules daily 
repair orders and gives the dispatcher 
control over every job in the shop. (Rep- 
resentatives: Clark Walter, Ralph Righton, 
J. M. Coker, Rolland Chamberlain and 
Julian Callaway. Booths 179 and 180.) 








BUMPER JACK—Bay Mfg. Co., Torrance, 
Calif., displays an air-operated bumper 
jack. It has a capacity of 4,000 pounds 
and can be stopped at any height up to 
30 inches. (Representatives: P. G. Cloud 
and Logan Cotton. Booths 120, 121, 122 
and 123.) 








VALVE REFACER—Kwik-Way Champion 
is one of the Kwik-Way engine servicing 
and reconditioning exhibits. A companion 
machine is the Deluxe Rocker-Stem grind- 
er. Also displayed will be seat grinders, 
boring machines and a camshaft bearing 
tool. Cedar Rapids Engineering Co., 902 
Seventeenth St. N.E., Cedar Rapids, la. 
(Representatives: F. Critz Hahn, O. L. Bro- 









SHOP CRANE — Lempco Products, Inc., 
5490 Dunham Rd., Bedford, O., exhibits its 
low-cost Mobilcrane for heavy lifting of 
engine blocks, dual wheels and similar 
items. It is made in three models, ranging 
from Y-ton to 1%4-ton capacity. The firm 
also shows the Model 505 brake drum 
lathe featuring Micro-Feed. (Representa- 
tives: Ray Smith and Fred Troutman. Booth 


kaw, L. T. Brown, O. B. Lyon and A. F. 
Pietrobon. Booths 181 and 182.) 


139.) 
(See TRUCK PRODUCTS, Page 94, Col. 1) 


All about the new 


AUTRONIC-EYE 


AUTOMATIC HEADLIGHT CONTROL 


ANOTHER 


What is it? 


The Autronic-Eye is a modern 
electronic device that automat- 
ically controls automobile head- 
light operation at night. De- 
veloped by the Guide Lamp 
Division of General Motors 
after many years of electronic 
research, the Autronic-Eye pro- 
vides the first completely satis- 
factory answer to the long 
standing need for a fully auto- 
matic headlight control. 


SH 


What does it do? 


‘The Autronic-Eye automatically 
dims your headlights when an 
oncoming car approaches. It 
holds your headlights at dim 
until all oncoming traffic has 
passed. Then the Autronic-Eye 
brings your lights back to 
bright—automatically. 


Where is it located? 


In four places—because the 
Autronic-Eye consists of four 
major units. (1) Phototube Unit, 
which is mounted on the top 





GUIDE LAMP DIVISION - 








FiRSsST 


left side of instrument panel 
and aimed through the wind- 
shield. (2) “ Autronic Brain,” or 
amplifier unit, mounted under 
the hood. (3) Power Relay Unit, 
also. mounted under the hood. 
(4) *djkxiliary Foot Switch,*lo- 
cated on floorboard just abdve 
standard dimmer switch. 





How does it work? 


When beams from approaching 
headlights strike the Photo- 
tube Unit, it picks them up and 
instantly transmits an elec- 
tronic signal to the Amplifier 
Unit. This electronic “brain” 
operates the Power Relay Unit, 
which then switches the head- 
lights from bright to dim. After 
all oncoming cars have passed, 
the electronic “brain” switches 
headlights back to bright. When 
the headlights are on dim, the 
Auxiliary Foot Switch permits 
the driver to flash his bright 
lights as a signal, or obtain 


additional light when needed. 


Does it dim at the 
' correct distance? 


The Autronic-Eye dims head- 
lights at a scientifically correct, 


GENERAL 


MOTORS CORPORATION - ANDERSON, 
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CHRYSLER ACCESSORIES EXHIBIT—The parts division of Chrysler Corp. shows six 
paintings flanked on each side by displays of MoPar accessories. In the center is an 
animated section telling a quality story in the fabrication of four parts. (Represent- 
atives: C. L. Jacobson, J. O. Huse, V. G. Sonder, L. W. Piot and A. L. Millard. Booths 
7, 8, 9, 10 and 11.) 


Seiberling Sets Up Plastics Division 
AKRON. — Seiberling Rubber Co. , ling, will concentrate on the fabri- 


has organized a plactics division, | cation of rigid plastic material with 


ich i i oduction on} special properties of tensile 
sca caine ren ne ? strength, chemical resistance or 


other desirable characteristics. 

J. P. Seiberling, president, said; pj, material, produced in sheet 
the division is the first major prod-| form, will be resold to manufac- 
uct diversification started by the | turers for conversion into special 
company since World War II, and | products, he added. The company 
that work on the project is pro-| also will fabricate some finished 
ceeding rapidly. products not in competition with 





The division, according to Seiber- | its customers. 





uniform distance from the on- 
coming car. On hilly roads and 
on curves, the distance v aries— 
but the Autronic-Eye always 
dims at precisely the right second 
for safety! 





Has it been 


proved in use? 


Already, more than 300,000 
drivers are enjoying cars made 
safer at night with the new 
Autronic-Eye automatic head- 
light control. Its safe, efficient 
operation has been proved over 
two years—and many million 
miles—of night driving. 


Where is the 
-Autronic-Eye sold? 


The Autronic-Eye is featured 
on the brilliant new Cadillac, 
Oldsmobile, Pontiac and Chev - 
rolet models. See one of these 
dealers for a demonstration. 





How does it make 


driving safer? 


With the Autronic-Eye, head- 
lights are always dimmed be- 
fore the driver of an oncoming 
car comes within “dazzling 
range.” Moreover, when the 
oncoming driver sees the lights 
of the Autronic-Eye-equipped 
car dim, he is reminded to dim 
his own lights in time. 





How does it make 
driving easier? 


The Autronic-Eye takes the 
driver’s foot off the floor switch, 
his mind off the bothersome 
job of adjusting headlights. 
It relieves him of the nervous 
strain of night driving . . . lets 
him relax and enjoy the trip. 





OLDSMOBILE 





FOR SAFER DRIVING 


®Trademark Registered U.S. Pat. Off. 
INDIANA 


ane er wi 
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(Continued from Page 93) 


FENDERS AND GRILLE — ‘Better Built" 
merchandiser bodies feature new front-end 
treatment of fenders and grille. Exhibited 
by Boyertown Auto Body Works, Inc., 
Boyertown, Pa., are Model MC-12 (shown 
here), with double rear doors and 
mounted on a Chevrolet Model 3942 for- 
and Model MD-10 
doors 


UNISTEEL VAN TRUCK BODY—Gramm Trailer Corp., Unisteel Division, First Lima 
Building, Lima, O., exhibits this light-weight body which features a rugged interior 5 
with a ring-of-steel every 24 inches and inside panels coated for preservation and j 
sound deadening. More than 500 body combinations are available. (Representative: 

James R. Stewart. Booths 15 and 28.) 

* + * a * * 
Magic Circle, a new dealer-employe 
plan, with controlled cost to the 
dealers and prizes for every em- 
ploye. : 

Booth 67 will be manned by Joel 
Allen, Dave Cowen, George Net- 


ward control chassis, 
with 
mounted on the new Dodge forward con- 
trol chassis. (Representatives: Paul R. 
Hafer, Jess R. Goranflo, Hans G. Taenzler 
and Sterling Keller. Booths 1, 2 and 3.) 


* * * 


standard quarter rear and 





STANDARD BRAKES 
On 9°” AKLE 


RAISING PAYLOAD CAPACITY—The Hy-Traction third axles, introduced by Truck- 
stell Mfg. Co., Union Commerce Bidg., Cleveland 14, O., are engineered to double 
the payload of conventional trucks. They feature a built-in cab-controlled, third-axle | Cappel, MacDonald Offers 
weight-transfer unit. Up to 50 percent of the load weight on the trailing axle, it is 
stated, can be transferred to the driving axle for increased traction. Also on display Dealer Employe Plan 
is the firm's dual-axle drive. (Representatives: Donald W. Meyer, Ray Page, Jim Cappel, MacDonald & Co., Cappel 


Brown and Ed Kelly. Booths 13 and 14.) 





iBldg., Dayton 1, O., presents the! schke and Ned Wayman. 


NEW PLAN BOOSTS BODY SHOP 
PROFITS UP TO 40% OR MORE! 


Also helps sales of both 


new and used cars 


Blackhawk’s new plan for bod 
shops is proving attractive to bo 
dealers and independents. This 
plan, along with new “Porto-Pow- 
er” developments, skyrockets la- 
bor profits. To the independent, 
this means ability to e more 
attractive bids and higher net 
profit. However, to the dealer it 
also means more overbead absorp- 
tion which, along with lower re- 
conditioning costs, permits better 
offers on used cars, yet more prof- 
its on trade-ins. 





Merchandising aids 
for body shop 
included in plan 





FOR THE FIRST TIME, a sign is available (for 
nation-wide public recognition) to let cus- 
tomers know you have a body department, 
This attractive three-color metal sign can be 
mounted inside or outdoors. 








a ys i 
PER DAY, per man pays 
Tae la esse deka 


in 6 months! 


Bench-Rock creates a work 
center for every body man 


Heart of the revolutionary Blackhawk Plan for body shops is the “Bench- 
Rack” system. Combining a work bench and a holding rack, each “Bench- 
Rack” includes all Bantam and 10-ton general-purpose “Porto-Power” equip- 
ment necessary for rough-out work, om or off the car. Many dramatic new 
“Porto-Power” time-saving attachments are introduced to help produce 
up to 40% more labor dollars per man. Your Blackhawk jobber has a special 
oe for you on “Bench-Rack” and the big Blackhawk “Dollars-from- 
amage” Plan. Ask him for it TODAY or write us. 





ELIMINATES NEEDLESS WALKING, BORROWING, WAITING — 
And that means cost savings that make your selling jub 
easy! ‘‘Bench-Rack’’ organizes the shop — each man er’’ set-ups absolutely essential to 
has everything needed for work in his own stall. Body profitably handle all 20 major body 
shops know this helps maintain schedules. sections. 


A Product of Blackhawk Mfg. Company, Dept. P. 4014 Milwaukee 1, Wis. 


ov BLACKHAWK «= Porte Power 


THIS PLAN, with ‘‘Bench-Rack’’ equip- 
ment, offers Blackhawk ‘‘Porto-Pow- 














Booth 5.) 





ALUMINUM BODY—4J. B. E. Olson Corp., 
1740 Broadway, New York 19, N. Y., ex- 
hibits this Kurb-Side truck body made of 
heat-treated aluminum alloy. The 10-foot 
size weighs only 1,275 pounds, including 
a 96-pound bumper, and can carry a 1%4- 
ton payload without exceeding capacity 
ratings. (Representative: H. H. Spielman. 





UTILITY TRUCK—Utility Truck Distribu- 
tors, Inc., Union City, Ind., exhibits this 
truck. One additional truck will also be on 
display. (Representatives: Bob Gilman, R. 
W. Beveridge, Jack Yeaple, Bill Adelsperg- 
er. Booths 8 and 21.) 


Porter Acquires 


Wire Producer 


PITTSBURGH.—H. K. Porter Co., 
Inc., Pittsburgh, has acquired Alloy 
Metal Wire Co., Prospect Park, Pa., 


| according to T. M. Evans, president 
| of Porter. 


Alloy Metal Wire produces stain- 
less and alloy steel wire, rod and 
strip for use principally in the elec- 
trical, electronic and chemical 
fields. Retaining its name, the com- 
pany will operate as a division of 


| Porter. 


The acquisition, Evans said, is in 
line with Porter’s continuing policy 
of diversification. It places Porter 
in the wire-drawing field in addi- 
tion to its activities in rubber, steel, 
electrical equipment, forged steel 
fittings, hydraulic equipment and 
wire rope. 


Double Dealing 
Unwanted Salesman Proves 


Efficient, Dishonest 
LITTLE ROCK, Ark.— When a 
salesman applied to M. V. Burleson, 


| owner of Poor Man’s Used Car Lot 


here, for a job, he was told that no 
second salesman was needed. 
Burleson left the lot for a mo- 
ment, and when he returned the 
stranger was just closing a deal to 
sell one of the cars. While the 


|surprised Burleson signed the 


papers, the salesman sold another 


| car, 


While this deal was signed, 
Burleson noticed the stranger mak- 
ing a third sale. Before he could 
get to the scene, the salesman had 
pocketed a $75 downpayment and 
walked off the lot, Burleson said. 

Now the police are looking for 
the stranger. 





More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


a 


IX THIS exciting show of the year, one car has already taken the spot- 
light for 54. The great new De Soto Automatic has captured the 
enthusiasm of thousands of new owners. They know its performance is 
unmatched—because they've been driving it! 

And what are these owners saying? That PowerF lite, the newest, finest 
automatic drive, is smooth, silent, swift in acceleration. There is no clutch. 

They’re saying that Full-Time Power Steering really does do all the 
work of steering and parking. And they note that the car’s always on even 
keel, thanks to No-Sway Ride Control. 

They like the De Soto Power Brakes that give you smooth, safe stops 
with half the usual pedal pressure. They’re excited about those luxurious 
new interiors that are decorator-matched to body colors. 

The real automobile show of 1954 is at De Soto dealers now. See the 
170 h.p. Fire Dome V-8 or Powermaster Six! 


170 H.P. FIRE DOME V-8! 


THE 1954 


DE SOTO 
PN ed) a le 


WITH POWERFLITE TRANSMISSION 
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Special Gets V-8 in 1954 Models... 


Buick Adds Century Series 








NOW Yeu Can Choose a Vehicle Washer 
To Suit Your Needs and Pocketbook! 


* 11 MODELS * 


OVERHEAD 
or 
FLOOR TRACK 


JETOMATIC 


the first and finest 


AUTOMATIC WASHERS 











All efficient, sturdy, handsome, inexpensive. All time-savers, 





profit-makers pay for themselves FAST. Sizes for all 


washing needs . . . Jeeps, Cars, Station Wagons, Taxis, etc. 


For Car Dealers, Gas Stations, Fleet Operators. No compressor 






nor special bay needed. Easily installed. All models complete, 
no extras. Guaranteed. WRITE for Bulletin OF-11 now. 


JETOMATIC, Inc. 


ANSONIA, CONN. 





150 Wakelee at Hallan 











Buy the Best! 


Buy Direct 


and make more profit 


Car Distributors 

—E. A. Laboratories, since 1904 

a leader in the manufacture 

of products for safety and comfort 
offers you an-unusual opportunity to 
supply the finest custom-made 

heaters that money can buy and to 
make additional profit yourself. 

Contact HEATER HEADQUARTERS today. 


ow: 
Heaters! 


E. A. Laboratories, Inc. 


Heater Division, Brooklyn 5, N. Y. 































What's New: 

Added Century series of three models, 
priced between Special and Super series 
ctPaneeneate’? winashielde ..- Remodeled 

te * * *@ 

Bo last Friday (Jan. 8) un- 
veiled the most-changed 1954 
models of any maker thus far. 

The new Buicks come in four 
series with all-new, roomier 
bodies; new exterior and interior 
styling; longer wheelbases; “pan- 
oramic” windshields that are said 
to permit up to 19 percent more 
visibility and more powerful V-8 
engines. 

The Special series makes its 
debut in the V-8 class in 1954 with 
a 150-horsepower engine modeled 
after the valve-in-head V-8 intro- 
duced in the Roadmaster and Super 
series last year. 

* * a 
ORSEPOWER in both the 
Roadmaster and Super series 

has been increased—the Road- 
master from 188 to 200, and the 
Super from 170 to 182. 

New to the Buick line for 1954 
is the Century series, designed to 
sell in the price range between 
the Special and Super. 

The Century, which features a 
200-horsepower Roadmaster engine 
mounted on a 122-inch wheelbase, 
has a high power-to-weight ratio 
and is described as the outstanding 
performer in the Buick line. 

* a2 * 

Ae estate wagons are 

available for the first time this 
year in the ‘Century and Special 
series. 

“Eighty-three major styling and 
mechanical changes have been en- 
gineered into our new line, more 
than in any other single year in 
Buick history,” said Ivan L. Wiles, 
general manager. 

Styling features include full 
rear - wheel fender openings and 
sloping door line on all two-door 
Rivieras and convertibles, built- 
in sun visor and rain cove on 
four-door sedans in the Road- 
master and Super Series, and 
high - crown front fenders which 
permit the driver to see the right 
fender at all times. 

The V-8 engine in the Special 


Chevrolet Widens 


Lunn Contract for 


Corvette Bodies 


ASHTABULA, O.—Lunn Lamin- 
ates, Inc., of Huntington Station, 
L. IL, and Ashtabula, has signed a 
prime contract with Chevrolet to 
make the reinforced plastic body 
parts for Chevrolet’s Corvette 
sports car, it was announced last 
week by James S. Lunn, president. 

Lunn Laminates will be the 
major supplier of these parts 
through March 31, Lunn said. 

Prior to the prime contract, the 
Lunn company was molding Cor- 
vette bodies in its Ashtabula plant 
on a subcontract basis. To step up 
production, the first mold, was put 
into use recently at the Huntington 
plant, Lunn said, and more molds 
will augment the Huntington facili- 
ties in the near future. 

Chevrolet’s announced goal is a 
monthly production volume of 1,000 
Corvettes. 

Chevrolet has transferred Cor- 
vette production to St. Louis after 
closing out its Corvette line in Flint 
at the year’s end, Production pres- 
ently is holding at six units daily, 
a Chevrolet spokesman said, but 
the company expects the rate to be 
gradually increased until 1,000 are 
turned out monthly. 


U.C. Dealer Guilty 


Of Tax Evasion 


FAIRMONT, W. Va.—Kenneth 
C. Casto, used-car dealer accused 
of evading a total of $54,142 in in- 
come taxes during 1947-1948, was 
convicted after a five-day trial in 
U. S. District Court here. 

Federal Judge Harry E. Watkins, 
after sentencing Casto to five years 
in prison and a fine of $10,000, re- 
commended that the defendant not 
be paroled until the $10,000 is paid. 





series, a combustion chamber de-, ment panel, similar to the one on 
sign which is said to increase| Buick’s experimental Wildcat. A 
power and economy, new power/| unique speedometer is featured on 
brakes, front-end suspension de- | Roadmaster and Super models. 
signed to improve steering and pro-| Speed is indicated by a solid red 


vide better cornering ability, and| line that moves horizontally across 


cowl ventilation are mong engi- 
neering advancements claimed for 
the 1954 models, 
a. - * 
HE “sweepspear” exterior mold- 
ing has been restyled along the 
lines of that used in last year’s 
Skylark sports convertible. 


The grille styling also has been 
refined, with 49 thin bars of chrome 
enclosed in a chrome frame. The 
traditional emblem on the front of 
the hood has been replaced with 
the word “Buick” in narrow letters. 


The new windshield, which is 
said to have up to 184 square 
inches more glass area, elimi- 
nates the traditional rearward 
sloping front body posts. These 
posts have been relocated about 
six inches back of the leading 
edge of the front door, On Road- 
master and Super models, the 
front body posts are in a vertical 
position. On the Century and 
Special, they have a reverse slant. 

A sports-car flair has been given 
all two-door Rivieras and con- 
vertibles in the 1954 Buick line by 
slanting the door-belt line and 
opening the rear fender to reveal 
the rear wheels, as was done in 
last year’s Skylark styling. Wire 
wheels are offered as optional 
equipment on all series except the 
Special. 

+” * * 


(Continued on Page 114, Col. 1) 








Inside the V-8— 

This cutaway of Buick’s new V-8 engine 
shows the redesigned combustion chamber 
which is said to increase power and 
efficiency. The piston skirt has been 
lengthened nearly one-fourth of an inch 
for improved stability and longer wear. 
The engine has the same upright valve 
arrangement and the same cam-contoured 
counterweights on the crankshaft as the 
V-8 introduced in the Roadmaster and 
Super series last year. The 1954 Buick 
V-8s come in two sizes, 322 cubic-inch 
for the Roadmaster, Super and Century 
series, and 264 cubic-inch for the Special 
series. Many parts of the two engines 





JNtTERIOR styling has been en- 
hanced by a double-roll instru-! are interchangeable. 
+ * * * * * 





Century Powered by 200-HP Engine— 


All new is this all-metal estate-wagon in the new Century series. Powered by a 200- 
horsepower Roadmaster V-8 engine and mounted on a 122-inch wheelbase, the Cen- 
tury is the outstanding performer in the Buick line. Other Century models are the 
four-door and Riviera. Another estate wagon is in the Special series. 





Buick's Price-Leader Series— 


Powered with a 150-horsepower V-8 engine and provided with a restyled exterior 
and interior, the 1954 Buick Special has the panoramic windshield, refined sweep- 
spear molding and cowl ventilation. The Special has a 122-inch wheelbase and is 
nearly three inches lower than last year. 





Features Built-In Sun Visor— 


The four-door Roadmaster features such styling innovations as a panoramic wind- 
shield, built-in sun visor and a rain cove that permits a partial opening of the 
windows in a rain storm. Mounted on a 127-inch wheelbase, the Roadmaster is power- 
ed by a 200-horsepower V-8 engine. Power steering and Dynaflow are standard. Wire 
wheels are optional. 


; 
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| MR. NEW CAR DEALER: 


ee 


Heres a prescription for your 
overweight used car inventory... 


a eae 
———— eae > 
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SELL ONLY THROUGH THESE 100% SAFE FIDELITY AUCTIONS | 
AUCTION NAME ADDRESS AUCTION DAY AUCTION NAME ADDRESS AUCTION DAY 

Aptco Auto Auction 19241 Dix-Toledo Hyw., U.S. #25 Melvindale, Mich. Wed. & Fri. Louisville Auto Auction 3601 S. 7th St. Road, Louisville, Ky. Tuesday 
Baize & Flippo Auction Co. North Locust Ave., Lawrenceburg, Tenn. Tuesday Maney Auto Auction Jordon Lane, Huntsville, Ala. Friday 

f! Baker Auto Auction Gulfport Airport, Gulfport, Miss. Thursday Mauldin Auction Sales, Inc. 1227 New Buncombe, Greenville, S. C. Tuesday 
Brookpark Auto Auction 13315 Brookpark Rd., Cleveland, Ohio Tuesday Middle Georgia Auto Auction Eastside Highway, Macon, Georgia Wednesday 
Brower Auto Auction Old Airport, Route 40, Richmond, Ind. Wednesday Moline Auto Auction 4216—23rd Avenue Moline, Illinois Monday 
Capitol Auto Auction 4365 Florida Ave,, Baton Rouge, La. Friday Monroe Auto Auction, Inc. Highway #80 Monroe, Louisiana Tuesday 
Cofield Auto Auction Boaz, Alabama Monday Montgomery Auto Auction 729 N. Court St., Montgomery, Ala. Wednesday 
Columbus Auto Auction 2603 Cusseta Road, Columbus, Ga. Thursday Montpelier Auto Auction Co. Route #1, Montpelier, Ohio Monday 
Concord Auto Auction, Inc. 29 Sudbury Road, Concord, Mass. Mon. & Fri. Muncie Auto Auction 3344 So. Madison St., Muncie, Ind. Friday 
Decatur Auto Auction Highway 48, N., Decatur, Illinois Monday Nashville Auto Auction, Inc. 1406 Lebanon Rd., Nashville, Tenn. Wednesday 
Dixie Auto Auction Sales 217 Gadsden Road, Birmingham, Ala. Monday Quincy Auto Auction 3200 Broadway, Quincy, Illinois Friday 
Dixie Motors Auto Auction 718 Angier Ave., Atlanta, Ga, Tues. & Fri. Owosso Auto Auction 1450 E. Main St., Owosso, Mich. Thursday 

: Red Farmer's Auto Auction, Inc. 1010 S. State St., Jackson, Miss. Wednesday Rockford Auto Auction 6402 Forest Hills Rd., Rockford, Ill. Thursday 
Greater Shreveport Auto Auction 1310 N. Market St., Shreveport, La. Thursday Slaton Auto Auction U. S. Highway 11, Cleveland, Tenn. Wednesday 
Grand Rapids Auctions, Inc. 0168-M21, Jenison, Michigan Tuesday Cliff Soderberg Auto Auction, Inc. 13th and Locust Sts., Omaha, Nebraska Thursday 
Doc Greiner Auction 714 Huron Street, Toledo, Ohio Thursday Southern Auto Sales Route 5, Warehouse Point, Conn. Wednesday 
Indianapolis Auto Auction, Inc. 4501 West 16th St., Indianapolis, Ind. Wednesday Pal-Waukee Airport Auto Auction Milwaukee Ave. at Palestine Rd., Wheeling, Ill. Thursday 
Don Kelly's Auto Auction West Lytle St., Murfreesboro, Tenn. Thursday Tinnin Auto Auction Buckwalter Stadium, Meridian, Miss. Tuesday 
Lapiner’s Auction Co. 125 So. Delaware, Mason City, lowa Wednesday Tri-State Auction Co. 3021 Front St., Fargo, N. Dakota Thursday 
Lebanon Auto Auction, Inc. State Highway 29, N. Plainfield, N. J. Wednesday Tri-State Auto Auction, Inc. Valley Springs, S. D. Friday 

West Kentucky Auto Auction Chestnut at W. 12th St., Murray, Ky. Monday 


Mr. Auction Owner: 


It’s well worth the few minutes it takes to find out how Fidelity Check Insurance 
builds volume for you. Find out right now. Write, wire, or call: 204 Stahiman 
Building, Nashville, Tennessee. Phone 5-4101. 


- FIDELITY INSURANCE COMPANY § 


OF TENNESSEE x 








GM Gets Calif. Site 
For Shop School 


SAN LEANDRO, Calif.—Pur- 
chase of 6.75 acres of land here by 
General Motors, as the site for a 
future training center for dealer- 
ship service personnel in the Oak- 
land area, has been announced. 
Purchase price was reported in 
excess of $65,000. 

The center will provide shop 
classrooms, special service tools, 
teaching aids and an auditorium 
for the teaching of several hundred 
students simultaneously. Local 
sources estimated that the total 
investment might reach $1 million. 

No date was disclosed for the 
start of construction, The training 
center is the second announced for 
the Pacific coast. The other will be 
at Portland, Ore. 








FOB Factory — for a behind-the-scenes 
view of factory news. 
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‘In the Letterbox 


(Continued from Page 84) 


losses are swallowed by the sales- 
men at sales meetings. They (the 
dealerships) think the salesman is 
a stupid oaf that knows nothing of 
business administration, or audit- 
ing or what the dealer can charge 
off from taxes, etc. 

When the dealerships and the 
supposed wise men in the manage- 
ment field for these dealers learn 
that egotism is an ‘anesthesia pro- 
vided by nature to deaden the pain 
of being a fool, then, and only then, 
will they be able to handle men 
who can go out and do a selling 
job, men who will give the dealer 
their loyalty, their utmost in mak- 
ing good deals, and make the dealer 
money. 

In all of my auto selling experi- 
ence, I never had a sales manager 





COVERED WAGON TOP 


FOR PICK-UP TRUCKS 
MAKES ANY PICK-UP A CLOSED BODY TRUCK 


-TON 
picxcup 


$89.50 


(OTHER SIZES ON REQUEST—WRITE FOR DEALER DISCOUNT.) 


LIST, F.O.B., 
DETROIT 


D & M TRUCK TOP CO. 


Manufacturers of tops for Pick-Ups and Stake Trucks 


12186 PETOSKEY AVE. 


DETROIT 4, MICH. 


Telephones: WEbster 3-1613 or VErmont 8-2535 








who could or would take me out 
and show me how to get a customer 
or how to bring a customer into 
the store. 

I intended to give you my ex- 
perience in Cleveland, but it 
would take too long. I will state 
that I was given the same run- 
around in trying to get a job as 
described before. 

Suffice it to say that when I did 
get a job I averaged $1,700 per 
month, and again ran into the old 
chiseling deal of cutting the sales- 
man’s commissions to offset the 
house losses on the house deals. 


When the automotive industry as 
a whole will set up a strict code 
under which the dealer must op- 
erate, and police both dealers and 
salesmen, and when dealers realize 
that they must discontinue molly- 
coddling relatives and friends on 
the payroll, giving house deals, pay- 
ing each man a different salary, 
forcing salesmen to take cuts from 
their commissions and countless 
other abuses, then and only then 
will the automotive industry have 
a safeguard against dropping of 
sales. 

The salesman is the backbone of 
the automotive industry, yet he is 
abused more and respected less 
than any employe in the entire au- 
tomotive field—R. W. Duxr, Wash- 
ington. 


- * * 


An Ex-Dealer Speaks 


As a former Chevrolet - Buick 
dealer I take considerable interest 
in the doings of the automotive 
industry, and I read AvTomorTive 
News regularly. 

Some time ago I read a state- 
ment by Mr. Fish, of Chevrolet, 
in your publication, with an 
optimistic view of high 1954 pro- 





© THE MOST COMPLETE 
LINE OF DOOR 
REPLACEMENT PANELS 
FROM ONE SOURCE 





Now, as in the past, Anzick offers you the most 


complete, the most dependable line of flanged door 
replacement panels from coast to coast. From 1933 up 
thru the new 1953 models, Anzick is right there with 
door replacement panels that “really fit.” Made of the 
finest autobody type steel, they are flanged for quick 
easy “trouble-free” installation. Why use costly new 
doors on older models when the job can be done at 
great savings and quickly with Anzick Door Replace- 
ment Panels. 


Write today for full particulars 








duction and some figures on 

dealer’s stocks in terms of days 

supply. 

My own observation and ex- 
perience indicates—at least to me 
—that high production is neither 
the complete or the all-important 
answer to industry problems; that 
the present overstocks of new and 
used cars, which you can see along 
any highway in this section, are 
an alarming factor; that in the 
long run it is far more important 
to keep dealers solvent than it is 
for one manufacturer to take in- 
dustry sales leadership, or for an- 
other manufacturer to retain it. 


I feel that the composite figures 
manufacturers vse in planning 
may be grossly inaccurate due to 
the pressures brought upon the 
dealers who are the original source 
of information; that there are 
many sore spots in dealer-factory 
relations that need to be discussed 
temperately and for which so- 
lutions should soon be found. 

An active dealer is usually so 
situated that he cannot fully ex- 
press his views. It occurred to 
me that it might be useful for me 
to bring out some of the factors 
in factory-dealer relations that I 
know are in some dealers’ minds, 
and that you might choose to 
print all or any part of the dis- 
cussion, to. furnish a starting 
point for an exchange of views 
that might solve some of these 
problems. 

I sold my dealership of my own 
choice, as a_ successful dealer. 
Hence there is no spite or personal 
grudge in anything I say. 

‘Sudden Death’ Clauses 

1. Contracts. How many more 
years must dealers operate under 
contracts with “sudden death” 
clauses which give the factory the 
right to cancel for whim or for 
spite without disclosure of cause 
and without impartial review? 

2. Recognize the dealer as an 
equal. The dealer makes a heavy 
contribution to product success. 
The brand name and the national 
advertising contribute and so does 
the dealer. The proof is that many 
dealers in the lines which, na- 
tionally, are not the leaders, do 
aggressively outsell in their own 
communities. 

The dealer could tell the manu- 
facturer the lines and models the 
public is asking for. In place of 
“hold-backs” and “bonuses” let the 
selling discounts tell the story. 

3. Apvertisinc. Any advertising 
contribution the dealer makes 
should be voluntary. Otherwise, a 
dealer in a non-television area may 
be forced to help pay for an ex- 
pensive promotion his own cus- 
tomers cannot tune in. Any promo- 
tion primarily of the brand name 
should always be manufacturer’s 
advertising. 

4, Stop trying to make rubber- 
stamp dealerships. Let individu- 
alism and initiative make their 
full contributions. Suggestions 
are fine. The factory can and 
should tell the dealer what it 
thinks are his mistakes and what 
should be corrected. But it should 
not come to the dealer with 
formulas and rigid calculations 
as to how many salesman should 
be hired or what parts should be 
stocked. 

In many cases these formulas 
and calculations for which so much 
pressure is exerted originate with 
men with absolutely no field experi- 
ence, no knowledge whatsoever of 
special local conditions, and who 
could not themselves make a living 
either as dealers or as dealer em- 
ployes. The fact that a man is a 
factory man does not give him au- 
tomatic competence or an all-see- 
ing eye. Some of the most miser- 
able dealer failures in our territory 
were factory men who thought 
formulas and figures were the 
whole answer. 

Announcement Dates 

5. MAKE NEW CAR ANNOUNCEMENTS 
AT SEASONABLE TIMES. An announce- 
ment day in December, January or 
February means that in much of 
the country many customers are 
snowbound and demonstrations 
cannot be made due to icy condi- 
tions. 

A new-car announcement should 
be so timed it deesn’t come in 
the spring, or close to that season, 
but should come a little later to 
perk up the drooping fall sales 
curve, 

6. Encourage new young deal- 
ers and producers. Many of to- 
day’s best dealers are men who 
started with little and fought 





Safety Lesson— 

Fire prevention in the home as well as 
in the factory is part of the training of 
16,000 volunteer fire fighters among Chrys- 
ler Corp. employes. Here a woman is 
taught how to snuff out a grease or oven 
fire in the kitchen with a handful of bak- 
ing soda. 


their way up. The newer pro- 

grams as to working capital and 
net worth requirements make it 

next to impossible for anyone 

but a rich man to become a 
dealer now. Why not relax these 
rules to give a chance to the 
younger men with brains and 
energy who aren’t rich but have 

proved themselves, 

7. STop PRESSURE CAMPAIGNS. No 
matter how well meant the effort 
may be, if every activity and pro- 
gram must wind up 150 percent of 
quota, a premium is placed on fal- 
sified sales and inventory figures. 

Each sales campaign activity of 
this type puts on pressure for high- 
er sales or for lower inventories, 
whichever happens to be the tar- 
get, and these pressures extend 
from central office to regions and 
then to zones and then to dealers 
and sales managers. The actual per- 
formance figures are distorted to 
meet the requirements of the cam- 
paign. Maybe the dealers do it so 
their dealerships won’t look dopey. 
Sometimes a dealer does it so a 
factory branch man or a road man 
won’t be put on a spot and fired. 
Sometimes he does it so the factory 
man can win a briefcase or a trip 
to White Sulphur Springs. 

8. GEAR PRODUCTION TO DEALER NEEDS. 
Obviously the dealer needs his cars 
when demand is high. Steam up 
production early in the model year 
and ease it off in the last months. 
Exactly the opposite has been the 
program in some recent years. 

9. Eliminate dealer favoritism 
in allocations. If the factory 
branch is in Cincinnati, it is na- 
tural that the factory branch 
men know intimately and have 
daily contact with the metropoli- 
tan dealers. Human nature being 
what it is, that friendly contact 
may, in shortage conditions, 
cause these dealers to be favored. 

It usually works out that way in 
the early production run so that 
the rural dealer starves while the 
metropolitan demands are met. 
Late in the production run the 
rural dealer is pressured to take 
more than he can handle.. Let the 
factory do something about this 
situation and let the percentage 
allocation figures be generally 
available to everyone. 

Meeting Public Demands 

10. MAKE WHAT THE PUBLIC WANTS. 
This is especially important with 
trucks. If competition has longer 
bodies or better rated trucks and 
dealers find their product is at a 
sales disadvantage, they should be 
able to get factory action. Better 
vet, they should be in on the orig- 
inal planning. 

11. ELIMINATE ALL PRESSURES ON 
DEALERS TO TAKE UNWANTED MERCHAN- 
pIsE. This applies to cars, special 
tools, accessories, parts and special 
programs. If the factory has by bad 
planning made too many station 
wagons, recognize it as a factory 
mistake; let the factory cut the net 
price, instead of sending out squads 
of factory men to force the over- 
production on dealers, Why should 
the dealer pay for the factory’s 
mistake? If the factory has made 
too many left front fenders, let it 
hire temporary warehousing rather 
than make “accidental” mistakes 
on dealer parts orders. 

12. Trim the required forms 
and reports. Let competent busi- 
ness management people be as- 
signéd the specific job of cutting 
the surplus and getting down to 
the compact group of figures and 
revorts that will really be used. 

So many unnecessary figures are 

(Continued on Page 105, Col. 1) 
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Your Customers will Stay Put 


when you protect car finishes and upholstery with 












Don't let dirt and grease rob you of valuable service 
customers. Install STAPUT COVERS in your service de- 
partment—you save customer complaints and reduce 
shop expense through low initial cost and the STAPUT 
reconditioning plan. And most important, your cus- 
tomers will notice and appreciate this protection for 
their cars. 


Repeat Business is as- 


sured when you use 
STAPUT COVERS. 























Damaged car finishes and stained upholstery can ruin an otherwise @ Will not slip off fenders or seats. 
good servicing job! Here's the way to satisfied service customers— .; @ Cushioned protection for fenders. 
Keep quality and workmanship standards high, service prompt and 
the customer's car neat and clean with: 


@ Seat covers stay put—let you slide in and out many. 
@ Impervious to grease, oil and acids. 


Staput Fender Work Covers — complete _ @ Will not crack from cold or folding. 


protection from body dents, scratches and grime. @ Easily cleaned—no laundering necessary. 


@ Just wipe off with gasoline or carbon tetrachloride. 
Staput Seat Work Covers —<ompiete pro 
tection from grease, grime and upholstery stains. THE MOST ECONOMICAL TYPE OF FENDER AND 


SEAT PROTECTION !!! 


The STAPUT TEAM is an unbeatable combination in your service 
department. These covers are fabricated from U. S. KEM BLO SPONGE 
—CHOICE GRADE AND U. S$. NAUGAHYDE—CHOICE GRADE, the 
finest materials available and are really designed to stay put while 
in use. 


And here’s real news! STAPUT COVERS give better protection and 
are more economical than cloth. Only eight months rental charges 
on cloth covers will more than pay for a complete outfit of STAPUT 
COVERS. That's an average annual savings of $31.00 per mechanic 
—like spending one dollar to make two because STAPUT COVERS 
assure two years of service, usually last much longer. Better contact 
your local jobber today and investigate STAPUT SAVINGS AND 


SATISFACTION. 


t Write for information 


. n 
) opne'e test” about open territories! 


litte eI Ate A 
STAPUT COVER COMPANY 


361 W. Western Avenue 
Muskegon, Michigan 





Ship at once: 
#1 Fender Covers @......6.85 





#25 Sets @ .....c..ceccccceoee.20.80 














ISTAPUT/ COVER COMPANY 














#4 Seat Covers @.......... 8.75 scipeiieossaiiningsiee tek, itiaietaeaa amet 
We tepned a ae auaiee Covers and____ Seat Covers to be Cleaned. 
361 W. WESTERN AVE. PHONE 628138 ete elas ap Gites te Bed 
MUSKEGON, MICHIGAN oo Serer eer ter: 


F.0.B. Factory Zone___ State 
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Sales Conditions in Various Arens roa 





Auto Market Reports 


Buffalo 

Ford and Chevrolet ended the 
November sales battle in Buffalo in 
a dead heat. Both sold 513 units. 

A three-way race for the next 
position was won by Plymouth, 
with 295 sales. Following closely 
were Buick, with 280, and Pontiac, 
with 274. 

Practically side by side in the 
next sales bracket were Dodge, 
with 143, and Mercury, with 141, A 
fourth allout race saw Oldsmobile 
edge Chrysler, 97 to 96. 

' Other sales were: Nash, 83; De- 
Soto, 70; Studebaker, 68; Hudson, 
40; Cadillac, 33; Packard, 15; Lin- 
coln, 14; Willys, 10; Kaiser, 7; 
Henry J, 3, and miscellaneous, 6. 

> * * 


Amarillo, Tex. 


New-car sales in Amarillo in the 
holiday-shortened week ended Dec. 
28 totaled 66. Sales in the previous 
week totaled 90. 

Chevrolet recaptured the sales 
lead with a turnover of 25 units. 
Cadillac was second with 8 and 
Mercury was third with 6. Buick 
and Ford were tied for fourth with 
4 each. 

New-truck sales were 8, com- 
pared with 6 in the previous week. 

+ * * 


Cleveland 


Cleveland-area dealers have com- 
pleted their second-best sales year 
in history with a turnover of near- 
ly 77,000 new cars, according to the 
Federal Reserve Bank of Cleveland. 

This is about 3 percent short of 
the record set in 1950. Sales volume 
in_1953 averaged 38 percent over 
1952. 

“While final-quarter sales in 
1953 show a margin of only 9 per- 
cent over 1952, this is largely be- 
cause 1953’s normal end-of-the- 
year downcurve suffers by com- 
parison with the unusual rising 
sales trend at the end of the 
previous year,” according to the 
bank, 


Used-car sales for the year rang 
up a 9 percent gain over 1952. Total 
used-car sales came close to setting 
a record, the bank noted, but com- 
plaints were heard that stocks 
were piling up. 

The bank reported that “final- 
quarter used-car trade showed a 
15 percent gain over the corre- 
sponding year-ago period, a better 
margin than was displayed in 
earlier months.” 

Clerk of Courts Leonard Fuerst, 
releasing figures for the final week 
in the year, recorded a general 
drop in sales. Used cars were an 
exception, with 771 units sold as 
against 666 for the abbreviated 
period a year ago. New-car sales 
were 881 in 1952, compared with 
841 in the last week of 1953.—(San- 
ford Markey.) 

* 


ed * 


Baltimore 


November new-car sales in Balti- 
more totaled 2,270, compared with 
2,637 in October. 

Chevrolet again topped Ford, 
626 to 602. Plymouth sales totaled 
223 and Buick’s total was 143. 
Mercury and Pontiac were tied 
for fifth with 134 each. 

Despite the overall decline in 
volume, Cadillac, Chrysler, Ford 
and Nash sold more cars in No- 
vember than in the preceding 
month.— (Kate Savage.) 


Canada 


New-car dealers in Canada are 
looking forward to another good 
year in 1954, even if competition 
becomes keener. 

Personal incomes of Canadians 
are expected to rise during 1954, 
and this should prove an induce- 
ment for the buying of new cars. 
In fact, there may be more cars 
per capita in 1954 than in 1953 be- 
cause of the continuing upswing in 
incomes. 

Marriages and births are in- 

, and the trend toward 


is sponsoring a form of money- 





lending through the chartered 
banks for building new homes. 


Car ownership is a virtual must | 


in suburban areas due to long dis- 
tances and generally poor public 
transportation. In addition, subur- 
ban living tends to stimulate two- 
car ownership by families —(M. L. 
Schwartz.) 


Pittsburgh 

New-car registrations in Pitts- 
burgh have decreased still further, 
according to the Bureau of 
Business Research of the Uni- 
versity of Pittsburgh. 

Business in general declined in 
the area, the bureau said, with the 
index of activity dropping to 172 
percent of the 1935-39 average from 
the previous week’s mark of 176.5. 

Steel-mill operations were re- 
duced to 75.5 percent of practical 


26, the lowest point of 1953.—(Leon 
| M. Leffingwell.) 
* 


* * 


Liberty, Mo. 


Even with 1954-model campaigns 
under’ way, the market in the 
Liberty (Mo.) area is described as 
“spotty” — good one Saturday and 
bad the next. This condition applies 
to both new and used cars. 


Reasons are plain and simple. 
Many in this area are employed 
at defense plants. A few have 
been laid off and most have lost 
their Saturday overtime, which 
has reduced income from $100 or 
more to as low as $60. Those 
ordinarily making $75 to $80 with 
overtime now are down to $60 or 
less. 

Second reason for the slump is 
that Clay County is rated as the 
largest cattle feeder area in the 


capacity, in the week ended Dec.| world, and the condition of the 


Tue MEN BEHIND THESE DOORS are among 
your best prospects for new truck sales in 
1954! . . . But are they familiar doors which 


es | 


, open easily for your truck salesmen? 


Chances are your local Gar Wood Distrib- 
utor has the key, for serving the particular 
needs of heavy contractors, builders, miners 
and quarry operators, public utilities, farmers, 





Dump Bodies 
and Hoists 


GarWood THE BUY-WORD AMONG TRUCK OPERATORS, EVERYWHERE 


Elevating 
End-Gates 





Truck-mounted 
Winches 





This rear-view mirror, intro- 
duced more than 30 years ago, 
measured the distance of an auto 
to its rear. Different sections in- 
dicated safe or dangerous dis- 
tances. 





cattle market and the drouth have 
reduced this activity substantially. 
Feeder operators are wary of the 
future, which makes them poor 
prospects for new cars. 

Dealers report collection problems 





Truck-mounted 





Heavy-duty 
Bodies 




















as a by-product of local conditions. 
There are some repossessions, but 
dealers report many “open ac- 
counters” taking 90 days to pay 30- 
day accounts. 

To add to the gloomy picture, 
parts volume and accessories are 
down, Service is normal.—(L. H. 


Houck.) 
+ + * 


Toronto 


Toronto-area car buyers are 
shopping around for both new and 
used cars with the result that 
prices on used cars and 1953 models 
have dropped considerably in recent 
months. 

Dealerg now report that not since 
prewar days has there been such 
an ample supply of used and new 
cars. Lower downpayments and 
slightly higher monthly payments 
have helped move some cars in 
recent months, however. 

Dealers expect prices and volume 
of sales to stay firm during the 
winter months, but by early spring, 
prices are expected to go up. New 
car production is expected to be 
maintained at records established 
this year. 

Smaller discounts are expected 

(Continued on Page 101, Col. 5) 


local and state officials and other users of 
special truck equipment is his stock in trade. 
These people are his customers of long stand- 
ing—they have confidence in his ability and 
judgment .. . And they know and respect the 
traditional quality of the Gar Wood equip- 
ment he sells. 


That’s why your Gar Wood Distributor can 





LOAD-PACKER 
Bodies 
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DeCozen Honors Loyal Employes— 


A group of longtime employes of DeCozen Motor Co. (Chrysler-Plymouth), Newark, 
N. J., is presented with wrist watches by Alfred DeCozen (right), president. The em- 
ployes include Albert DeCozen, 30 years; Mark C. Manship, 30 years; Charles Louns- 
bury, 10 years; William Deehan, 15 years; Alfred Dimiero, 15 years; Arthur Clover, 
14 years; Gus Bald, 13 years; Leroy Breitenbecker, 18 years; John Collins, 15 years; 
Albert Glasser, 38 years; Alfred Marsh, 30 years; Humbert Raposo, 24 years; George 
D. Wolfe, 29 years, and Kathleen Lent, 21 years. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





your salesmen 


7 ee ees ed 
re 


be your key to greater sales in these specialized 
truck markets! The very fact that the trucks 
you sell are Gar Wood-equipped can prove a 
magical “Open, Sesame!” for your salesmen 
in new and unfamiliar fields. 


Remember, you earn two profits instead of 
one when the trucks you sell are completely 
equipped and ready for work ... And your 
trucks sell faster and more profitably when 
they’re Gar Wood-equipped. 


Make a date with your Gar Wood Distrib- 
utor today and see how mutual cooperation 
can improve your business. 


cy 


GAR WOOD INDUSTRIES, INC. 
ewan ee AP el) RICHMOND DIVISION 
koh Ast Paste dal le leis Richmond, California 








Auto News from Italy 


Production Rises to 123,225 for Nine Months, 
But Exports Fail to Keep Pace 


OME. — (UTPS) — Vehicle pro-; contract with Communist China for 


duction in Italy for the first 

nine months hit 123,225, compared 
with 101,653 for a like period in 
1952 and 114,447 in nine months of 
1951. 

During July of this year 17,181 
vehicles came off production 
lines, This was the industry’s 
best month in three years. 

The nine-month vehicle total con- 
sisted of 100,089 cars, 15,229 trucks, 

6,084 vans and 1,823 buses. 

In this period Italian vehicle ex- 
ports totaled 24,244 units, compared 
with 20,689 exported in the first 
nine months of 1952 and 23,998 


units sent abroad in 1951, 
* + * 


Red Trade Talked Up 


CURRENT rumor, neither con- 
firmed nor denied, is that the 
Russian trade delegation has ap- 
proached leaders in the Italian auto 
industry, inviting them to contact 
the Kremlin in regard to a possible 


farm tractors. 

A recent agreement here be- 
tween “road” and “rail” groups 
has encouraged bus firms to 
order a substantial number of 
new buses. But this would only 
be a slight boost to the industry 
and it is strongly felt that more 
foreign outlets are imperative. 


Another report is that German 
automobile leaders have recently 
sold their patent for the con- 
struction of utility cars in Italy to 
a Turin firm. 

+ ® * 


Germany Top Buyer 


_BAdie foreign buyers in the 
Italian market were Germany, 
with 4,406 units; Switzerland, 3,562 
units; Sweden, 2,691; Austria, 2,000; 
Belgium, 1,657; Spain, 1,633; Hol- 
land, 940, and Denmark, 809. 

The fact that only 19.6 percent 
of the 1953 production has been 


DISTRIBUTORS: 


ALBUQUERQUE — Winter-Weiss Co.—Phone: 4-3421 


AMARILLO— Plains Machinery Co.—Phone: 3-1747 


ATLANTA—A. C. Miller & Co.— Walnut 1991 


AUGUSTA—Broome Equipment Co.—Phone: 2-3578 


BANGOR— Bangor Auto Body Shop—Phone: 4594 


BAKERSFIELD— Cal. Truck & Ind. Equip. Co.—Phone: 5-5914 


BATON ROUGE-Sabella Brothers— Phone: 7-4533 
BAY CITY—O. F. Toeppner & Sons—-Phone 2-3744 


BILLINGS — Seitz Distributing Co. 
BINGHAMTON — Al's Welding Shop— Phone: 


Phone: 4-4065 
2-9254 


BIRMINGHAM— Robert P. Stapp, Inc.—Phone: 4-5511 


BOISE—The Sawtooth Co.—Phone: 3-3603 


BRIDGEPORT — Spring Replacement Co.—Phone: 5-2138 
BURLINGTON — Fitzpatrick’s Garage-—-Vermont 4-5754 


CHARLESTON-— Baker Equip. Eng’g. Co.— Phone: 


2-0178 


CHARLOTTE-— Baker Equip. Eng’g. Co.—Phone: 3-5473 


CHATTANOOGA 


-A. Fassnacht & Sons—Phone: 5-1078 


CHICAGO—Central Body & Hoist Serv. Co.—Bishop 7-3696 


CINCINNAT!I— Bode Finn Co.— Mulberry 2200 


CLARKSBURG — Baker Equip. Eng’g. Co.—Phone: 4-6368 


CLEVELAND — Truck Engineering Corp. 
COLUMBUS— Schodorf Truck Body & Equip Co. 
DALLAS— Ashton-Richards Co.—Lakeside 5574 


Melrose 1-8000 
-Main 1998 


DENVER—Liberty Truck & Parts Co.— Phone: 3241 
DES MOINES— Brown Body & Equip. Co.—Phone: 3-5814 


DODGE CITY— Southwest Equip. Co., Inc. 


Phone 1662 
DULUTH — Arrowhead Equip. Co.— Phone: 4-5743 


EATONTOWN, N. J.— Chas. P. Irwin Truck Body Co.—Phone 3-0665 


EL PASO—Lone Star Equip. Co.—Phone: 3-1481 
EVANSVILLE — Hallenberger, Inc.—Phone: 5-3339 


FARGO-— Sweeney Bros. Tractor Co.—-Phone: 2-3306 


FLINT—Gwyn Body Co.— Phone: 3-5818 


FORT WAYNE—Frame Service, Inc.—Anthony 1146 


FRESNO— Fresno Trailer Co.— Phone: 2-6169 
GRAND JUNCTION, Col. 


HARTFORD —E. L. Beerwort, Inc.— Phone 2-5207 


HERKIMER, N. Y.—Randall Body & Welding Supp!y— Phone: 340-W 
HARRISBURG -- Harrisburg Truck Body Co.— Phone: 2-6956 
ANDIANAPOLIS— Premier Mfg. Co.— Broadway 5475 


JACKSON, Mich.—Lutter Body Co.— Phone: 9806 


JACKSON, Miss.— Standard Auto Service, Inc.—Phone 2-5023 
JACKSONVILLE—Gaynon Iron Works— Phone: 3-9603 
KALAMAZOO—Neil’s Automotive Serv.—Phone: 2-9855 
KANSAS CITY — Ashton-Richards Co., Inc.—Grand 7919 
KANSAS CITY— National Truck Equip. Co.—Benton 7038 


KEESEVILLE, N. Y.—A. Brelia—Phone 4-2685 


KINGSTON, N. Y.—Ashley Welding Mach. & Iron Co.-~ 


KNOXVILLE -— Post & Co., Inc.—-Phone: 3-2103 


LANCASTER — Lancaster Auto Spring Co.—Phone: 4-2647 
LITTLE ROCK, Ark.—J. Lester Booker Co.— Phone: 5-4955 


LoD!, N. J.—Dianem Co.—Prescott 9-2547 


LOS ANGELES—Gar Wood Industries, Inc.—Logan 8-3211 


LOUISVILLE-— Shipley, Inc.—Clay 7724 
MANKATO, Minn.—L. L. Dewey—Phone: 4869 


MEMPHIS— Carey Equipment Co.—Phone: 36-3032 
MIAMI—Tom Wood Truck Equip., Inc.—Phone: 3-8702 


MILWAUKEE--Fruehauf Trailer Co. 
MOLINE— Mutual Wheel Co.—Phone: 2-3626 


Broadway 2-7080 


MONTPELIER— Vermont Road Equip. Co., Inc.—Phone: 1336 
NASHVILLE—W. T. Stringfellow & Co.—Phone: 5-8533 


NEWBURGH, WN. Y.—A & C Truck Equip. Co. 
NEW HAVEN—Conn. Highway Equip. Co. 
NEW ORLEANS— City Auto Body Co. - 


Phone 5348 
Hobart 7-6321 
Magnolia 5769 


NORFOLK, Va.—A. Wrenn & Sons, Inc.—Phone: 4-6437 


NORTH ADAMS, Mass. —L. 


H. Sherman & Son—Phone: 3447-3 


OGDEN -— Williamsen Body & Equip. Co.—Phone: 2-7503 
OKLAHOMA CITY—J & R Equipment Co.—Forest 5-0468 
OMAHA—Omaha Body & Equip. Co.— Webster 1255 


ONEONTA— Monser Brothers—Phone: 1000 
PEORIA—Fruehauf Trailer Co. - 
PHOENIX— Allison Steel Mfg. Co. 
PITTSBURGH — Auto Truck Equip. Co. 


Phone: 9178 


Alpine 8-7731 
Churchill 1-1000 


POCATELLO—Williamsen Body & Equip. Co.—Phone: 1745 


POMONA— Win Ward Co.—Lycoming 9-2517 


PORTLAND, Me.— Truck Equipment Co.— Phone: 9-3203 
PORTLAND, Ore.—Pierce Trailer & Equip. Co.—East 3191 


POUGHKEEPSIE-—N. Y. Welding & Equip. Co. 
PROVIDENCE—H & R Automotive Serv., 


Phone: 4719 
Inc.— Phone: 1-2151 


RAPID CITY, S. Dak.—West River Equip. Co.—Phone: 4850 
RENO-— Sierra Machinery Co., Inc.—Phone: 2-6981 


RICHMOND, Va.—Baker Equip. Eng’g. Co.- 


Phone: 6-1507 


ROCHESTER, N. Y.—Mike & Joe Equip. Co.—Hamilton 7240 
ROCKFORD-— Nelson Trailer & Body Co.—Phone: 3-5313 
SAGINAW—Bender Sales & Service—Phone: 2-0880 
SALISBURY, Md.—R. D. Grier & Sons Co.— Phone 4131 
SALT LAKE CITY—Williamsen’s, Inc.—Phone: 22-5658 
SAN DIEGO— Utility Trailer Sales Co.—Franklin 9-1384 


SAN FRANCISCO—Gar Wood Industries Inc. 


Beacon 4-3914 


SAVANNAH—Transport Equipment Co.— Phone: 7375 


SCOTTSBLUFF — Brubaker Tractor Co. 


Phone: 1568 


SEATTLE—Northern Commercial Co. (Alaska) —Mutual 2-300 


SEATTLE—Transport Trailer & Equip. Co., Inc. 


Seneca 7850 


SHREVEPORT— Truck Equip. Dist's., Inc.—Phone 5-4457 
SOUTH BEND— Edwards Iron Works— Phone: 6-5511 


SPOKANE-—General Machinery Co. 
SPRINGFIELD, Mass.—0O. R. Cote Co. 


Keystone 1535 
Phone: 4-4966 


ST. JOSEPH-— Karle Carriage Works— Phone: 2-9455 


$T. LOUIS— McCabe Powers Auto Body Co. 


S & M Supply Co.—Phone 2966 
GRAND RAPIDS— Hoekstra Truck Equip. Co.—Glendale 6-5415 
Phone: 1652 
! 


Goodfellow 7800 


SYRACUSE —Pfoh! Equipment Co.—Phone: 73-3011 
TAMPA— Power Brake & Equip. Co.—-Phone: 2-7135 


TERRE HAUTE—Wm. 0. Hensley—Crawford 9407 


TOLEDO—Harruff Welding Co.— Lawndale 6296 
TULSA—Travelodge Corp.— Phone: 2-9114 


WATERBURY -— Perreault Auto Spring Serv., Inc.—Phone: 3-3189 


WATERLOO— Mack Body Co.—Phone: 3-4451 


WICHITA—Harry Young & Sons Body & Equip. Co.—Phone: 7-6267 
WORCESTER— George H. Jewett Co.— Phone: 5-2750 


FACTORY BRANCHES 


ALBANY, N. Y.—Phone: 2-3389 
BUFFALO, N. Y.—Parkside 8-300 
BALTIMORE, Md.—Belmont 2963 
BOSTON, Mass.— Stadium 2-4320 
CHICAGO, I11.—Boulevard 8-2546 
DETROIT, Mich.—Townsend 8-1341 
NEW YORK, N. Y.—Astoria 8-8120 
MINNEAPOLIS, Minn. —Bridgeport 3400 
PHILADELPHIA, Pa.—Deiaware 6-2020 
WASHINGTON, D. C.—Republic 4441 





exported while 20.3 percent of the 
1952 output was exported has 
caused some concern in Italian 
business quarters. 

Many feel that had not the 
Government taken steps to en- 
courage domestic purchases, Italian 
car production would actually be 
in a decline. 


Auto 
Markets 


(Continued from Page 100) 


on 1954 models within a few months 
after appearance in Canadian 
showrooms, according to some Tor- 
onto dealers. 

The Toronto price on 1953 Chev- 
rolets, Fords and Plymouths is 
about $700 under list price, On 
more expensive models discounts 
of up to $1,000 are being offered. 
Earlier models are being offered at 
discounts of about $300 to $500 on 
the early 1953 prices, while models 
made before 1950 are not in de- 
mand.—(James Montagnes.) 

” * * 


Ottawa 


Dealers in Ottawa report that 
used-car buyers are demanding 
more credit than ever before, there- 
by adding to dealer worries. 

Some say they are voluntarily 
tightening up, rejecting some 
deals because of the terms asked. 
Several other dealers report they 
are holding on until spring, when 
prices are expected to rise. 

One dealer says he finds shoppers 
trying to buy beyond their means. 
He said he has managed to con- 
vince many prospects that they 
should revise their purchases 
downward. 

“Both customer and dealer get 
a better break,” he said. — (M. L. 
Schwartz.) 

7 * = 


Buffalo 


New-car sales in the Buffalo area 
during November dropped sharply 
from the October level and also 
showed a slight decline from the 
corresponding month a year ago, 
according to the Buffalo Automo- 
bile Dealers Assn. 


Sales totaled 2,710 compared 
with 4,122 in October and 2,821 in 
November, 1952. This was the 
first month since May that sales 
dipped below the corresponding 
1952 month, 


New-car sales for the first 11 
months of 1953 totaled 38,767 com- 
pared with 27,742 in the corres- 
ponding period of 1952 and 34,772 
in the like period of 1951. 


New-truck sales during Novem- 
ber fell to 242 from 388 in October 
and 264 in November, 1952. Truck 
sales for the first 11 months totaled 
3,254 against 2,771 in the first 11 
months of 1952 and 3,669 in the cor- 
responding 1951 period.—(George E. 
Toles.) 

+. - 7 


Sioux City, la. 


New-car sales in Sioux City for 
December totaled 266, compared 
with 220 in November. 


Ford held first place, while 
December sales for Plymouth, 
Mercury, DeSoto and Chrysler 
more than doubled their Novem- 
ber totals, Sales by make were: 
Ford, 51; Chevrolet, 46; Plym- 

outh, 42; Mercury, 27; Pontiac, 23; 
Buick, 16; Dodge, 12; DeSoto, 10; 
Cadillac, 7; Chrysler, 7; Oldsmobile, 
7; Lincoln, 6; Nash, 6; Studebaker, 
2; Willys, 2; Hudson, 1, and Pack- 
ard, 1. 

New-truck sales totaled 50, com- 
pared with 41 for November. By 
make, sales were: Chevrolet, 13; 
Ford, 12; International, 11; Dodge,; 
7; GMC, 4; Studebaker, 1; White, 
1, and Willys, 1. 





Canadian Auto Labor 


Time Losses Listed 


OTTAWA.—Time lost in labor 
disputes in the auto and parts 
industry amounted to only 200 
man-working days during Octo- 
ber out of 268,100 man-working 
days lost by such disputes in all 
industries, :a report by the Ca- 
nadian Government discloses. 
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Used-Car Auction Prices 
Market Trend 


The overall average price of wholesale used cars declined $5 last 
week to rest at $701, according to Automotive News’ index, The figure 
was the lowest recorded since before World War II. 


The decline did not apply to all models, however, with ’52s showing 
surprising recuperative powers and ’47s also gaining. An increase of 
$41 was charted in the average price of ’52s and ’47s added $8 to the 
index price. It was the second week in a row that ’52s had gone up, 
and it was the first time in five weeks that ’47s had risen, 


All other models were down, In the biggest drop they had suffered 
since Oct, 12, the 46 models lost $26, Other losses were: '48s, down 
$18; ’51s and ’50s, down $16; ’49s down $8, and ’53s, down $3. 


At five representative auctions last week, buyers were busier than 
they had been for some time, claiming 370 of the 549 cars offered. 
That sales ratio of 67 percent was the best showing in months, A 
week earlier, at nine auctions, 1,663 cars were offered and 997 were 
sold, for a ratio of 60 percent. 


Priees marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


OAKLAND, CAL. 


(Pollock’s Auto Auction. Sale every 
Wednesday. Prices are for sale of Dec. 30.) 
(89 cars sold out of 150 offerings.) 
BUICK — '53 Special sedan, $1,910, '52 
Super Riviera, $1,520. '50 Special sedan, 

ped $745, $695, $645, $560. '49 Super 

$510. *48 sedan, $175. 

CADILLAO —’51 (62) conv., $2,275, ’50 

(62) sedan, $1,730. '49 (61) sedan, $985. 
'47 conv., "$600. 

RO) —'53 Bel “Air sedan, $1,900; 

'62 SL conv., $1,- 

$1,100, "$925, 





dan, $600. '49 sedan, $170. 
$130. 

LINCOLN—’51 sedan, 
$345. 

MERCURY—’52 conv. 
$1,060; sedan, §$1, 000, 
club coupe, $775, $685, $630. °49 conv., 
$700; club coupe, $470; sedan, $505. 

NASH — '52 Rambler, $895. 51 Rambler 
$795, $745, $730; Ambassador sedan, 
— $560, '50 Ambassador sedan, $490, 


$455 

OLDSMOBILE—’51 (88) sedan, $910; (98) 
Holiday, $1,645. °'49 (98) conv., $750; 
(88) sedan, $515. '46 (88) sedan, $235. 

PACKARD—’52 sedan, $1,250. °51 (200) 
sedan, $985, $895. '50 conv., $525; se- 
dan, $615. 

PLYMOUTH—’52 Belvedere sedan, $1,565; 
Cranbrook, $830; club coupe, $950. ’51 
a. $950, $705, $680; station wagon, 


PONTIAC—'52 (8) sedan, $1,595, $1,210, 
$1,195. '51 (8) sedan, $855, $850, $620. 
"50 (8) sedan, $700. '49 (6) sedan, $585, 
$520. '47 sedan, $275, $235, $23) 0. 

STUDEBAKER — ‘51 Commander sedan, 
$725, $705. '48 conv., $395; sedan, $375. 
"47 sedan, $255. 

WILLYS — '50 station wagon, $690. ‘48 
station wagon, $330; Jeepster, $335. 


OMAHA 


(Cliff Soderberg Auto Auction. Sale 
Heed Monday. Prices are for sale of Dec. 
-) 
(Market is holding its own, Sold 34 
cars out of 60 offerings.) 
BUICK — ’53 RM coupe Riviera, $2,470°*. 
CADILLAC—’50 (62) sedan, $1,675*. 
CHEVROLET—’54 (210) Handyman, §2,- 
095*; 4-dr., $1,800*; 2-dr., $1,800*; Bel 
Air Hardtop, $1,985*. °53 (210) 4-dr., 


‘47 sedan, 


$1,045, °48 sedan, 
$1,425. °51 conv., 
$975, $930. ‘50 


%-ton pickup, $1,045. 
275; sedan, $1,065, $1,060, 
$910. '51 SL coupe, $850; sedan, $880, 
$820, $710. ‘50 SL sedan, $530; club 
coupe, $700. °49 SL club coupe, $365; 
station wagon, $765. '48 FM conv., $315; 
sedan, $350, $330. °47 FM conv., $295; 
station wagon, $205. 

OHRYSLER — '52 NY sedan, $1,505. ‘51 
Imperial sedan, $1,275. '49 NY sedan, 
2 at $495. °46 Windsor sedan, $310. 

DeSOTO—’52 club coupe, $1,050. ‘49 club 
coupe, $580, $570. ’48 club coupe, $335. 
’47 sedan, $320. 

DODGE—’51 (6) pickup, $630; Coronet 

‘ sedan, $850; coupe, $545. °'48 sedan, 
$300. "46 sedan, $310, $235. 

FORD — ’'53 Custom (8) sedan, $1,790; 
Victoria, $1,860. '52 Custom (6) sedan, 
$1,000, $970, $830; (8) club coupe, 
$1,200. ‘51 (8) sedan, $1,045, $905; 
pickup, $685; conv., $880; station wagon, 
$950. °50 (8) sedan, $720, $580, $555, 
eon $465; (6) %-ton panel, $305; (8) 

$585; (6) station wagon, $700. 
"49 “%s sedan, $485, $470, $460, $425, 
$410, 5; (6) %-ton panel, $260. °48 
(8) sedan, $295, $230. °47 (8) conv., 
$235; club coupe, $230. 

HUDSON—’50 (6) sedan, $405. 
$325. '47 Super sedan, $105. 

KAISER—'52 Deluxe sedan, $765. 


‘49 sedan, 


"51 se- 





$1,475*. ‘52 SL Deluxe 4-dr., $895. ‘51 
SL Deluxe 4-dr., $845. "50 SL Deluxe 
2-dr., $580. '49 FL Special 2-dr., $460. 

CHRYSLER—’54 NY Deluxe 4-dr., $3, 275°. 
"53 = $2,020*. ’51 NY 2-dr., 
$1,1 

FORD 53 Victoria, $1,615. 
pickup, $760. '51 Deluxe (6) 2-dr., $605. 
’49 Custom (8) 2-dr., $425. ‘48 (8) 4- 
dr,, $185. °47 Custom’ club coupe, $250. 

KAISER—’51 4-dr., $520. 

MERCURY—’54 Monterey coupe, $2,650*. 

PACKARD—’53 Deluxe Clipper 4-dr., $1,- 
805*. 

ON eee Star Chief (8) conv., §2,- 
850*; Chieftain Deluxe (8) Catalina, $2,- 
550°; 2-dr., $2,300*; 4-dr. $2,100. "53 
Super (8) ‘Catalina, $2,135*; Chieftain 
Deluxe (6) 4-dr., $1,700. °'51 Chieftain 
Deluxe (6) 2-dr., $985. "50 (8) sedan 

$625. '49 (6) club coupe, $410, 


coupe, 
$665. 


sedan, $395. 
WILLYS—’51 1-ton panel, 
ALBANY, N. Y. 
(Tim Anspach Auto Auction, Sale every 

Monday. Prices are for sale of Dec. 28.) 

(Charity sale. Sold $6 cars out of 96 
offerings.) 

BUICK—’53 RM Riviera sedan, $2,100*. 
’51 Special sedan, $880. "50 Super sedan, 
$800*. °48 Super sedan, $230, 

CADILLAC—'49 (62) sedan, $1,100*. 

CHEVROLET — ’54 (210) sedan, $1,930*, 
$1,890, $1,785, $1,750; Bel Air sedan, 
$2,050, $1,875*, $1,870*. °52 SL Deluxe 
2-dr., $1,070*; sedan, $1,000*. '51 SL 
Deluxe sedan, "$820; Bel Air sedan, $925. 
"50 SL Deluxe sedan, $680*; station 
wagon, $350. '49 SL Special sedan, $425, 
$270; SL Deluxe sedan, $420; FL De- 
luxe sedan, $425, $250. ‘48 station 
wagon, $160. °47 Aerosedan, $290; 
Deluxe sedan, $235. 


CHRYSLER — ‘50 Royal station wagon, 
$825*. °47 Town & Country (8) conv., 
$160, 

DeSOTO—’50 Custom sedan, $700*, $680*. 
"49 Custom club coupe, $500*; sedan, 
$575*. 

DODGE 53 %-ton pickup, $810. 
Coronet sedan, $860*. '51 Coronet sedan, 
$850*. '49 Wayfarer sedan, $400; Custom 
sedan, $460. °'47 Custom sedan, $310, 
$210°*. 

FORD—’52 Custom (8) conv., $950*; se- 
dan, $980*. '51 Deluxe (8) sedan, $660. 
"50 (8) %-ton panel, $260; Custom (8) 
conv., $490; sedan, $400; Special Deluxe 
(8) sedan, $550*; Deluxe (6) sedan, 
$520. 49 Custom (8) club, $485, $340; 
station wagon, $340. '48 Super Deluxe 
(8) sedan, $260. °46 Deluxe (6) sedan, 
$170. 


HUDSON *49 Commodore (6) sedan, 
$360; Super (6) sedan, $270. '47 Super 
se30 sedan, $100; Commodore (6) sedan, 
120. 

MERCURY—'51 sedan, $870*, $780*. '50 
sedan, $625*; club, $700. ’49 sedan, $510. 

NASH—’47 (600) sedan, $150. 

OLDSMOBILE—’49 (98) sedan, $460*. ‘48 
(78) sedan, $260*. '46 (98) sedan, $130*. 

PACKARD—’49 Super sedan, $260. ‘'46 
Clipper sedan, $150. 

PLYMOUTH—’52 Cranbrook sedan, $860. 
*51 Cambridge sedan, $680. °50 Special 
Deluxe sedan, $530. '49 Special Deluxe 
club coupe, $340; Deluxe Business coupe, 


‘52 %-ton 





More than 
words 


can say. 


ft 
§ 
+ 


ne sede Kak. 


says more than words can say about your shop; 
that it is “CLEAN—EFFICIENT—QUALI- 
FIED—RESPONSIBLE”—and more! These 


are qualities that create customer confidence 


. ++ increase your service sales. 


Ask your jobber or write us for descrip- 


tive catalog on 


MANUFACTURING CORPORATION 


Si, 1601 S. HANLEY RD. + ST. LOUIS 17, MO. 


Are - hecaitatinasieati 


BE SURE TO SEE OUR DISPLAY IN MIAMI, JANUARY 9 THRUI3 . 





entire Shure-built line. 


ilustrated: Model 9200 
Service Merchandiser 
and 9205 “Low Boy” 


Service Merchandiser. 
BOOTHS 19-20-2 


"52 | 


Average Used-Car Prices 


(Compiled by Automotive News) 


Jan. 1954 Dec. 
To Date 1953 


$1,816 
1,122 
827 


Nov. 
1953 


$1,937 
1,181 
876 
679 
512 
351 
274 
231 


637 
463 
310 
254 
216 


Average... $ 701 $ 706 $ 755 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 





PONTIAC—’50 Chieftain (8) sedan, 
’47 SL (6) sedan, $200. 

STUDEBAKER—’53 Champion sedan, $1,- 
250*. °51 Champion sedan, $530*. ‘50 
Champion sedan, $450. '48 Champion se- 
dan, $215*. '47 Champion sedan, $120. 

WILLYS — ’53 Jeep, $1,000. ’49 station 
wagon, $465. °48 %-ton pickup, $510, 
$150. '47 Jeep, $370. 

MISCELLANEOUS—’47 International De- 
livery van, $130. 


DENVER 


(Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of Dec, 28.) 
(More cars offered for sale. Higher 
percentage of sales, prices slightly lower, 
market steady. 109 cars sold out of 146 
offerings.) 
BUICK—’52 Super Riviera 2-dr., 
51 4-dr., $900. 


CADILLAC—’53 (62) coupe deVille, $3,- 
920; (62), $3,850* (ps); coupe, $3,700*; 
4-dr., $3,450* a” $3,395* (ps). 50 
(62) 4-dr., $1,650 

CHEVROLET — '54 Bel Air 4-dr., 
(210) = 2-dr. $1,950, $1,785; %-ton 
pickup, $1,370. ’'53 Bel Air 4-dr., $1,780, 
$1,700, $1,630; (210) 4-dr., $1,640, $1,- 
425; 2-dr., $1,485, $1,295; (150) Handy- 
man, $1,605; %-ton pickup, $1,300. ‘52 
SL Deluxe 2-dr., $975, $925; 2 at $910. 

CHRYSLER—’50 NY 4-dr., $540. 

DeSOTO—’50 4-dr., $615. 

DODGE—’52 Wayfarer 2-dr., 7. $735. 
49 Coronet club coupe, $42 

FORD—’53 Victoria, $1, 910, 31, 720 (ps); 
Custom (8) 2-dr., $1,360; %-ton pickup, 
$1,100, $1,020; %'-ton pickup, $1,020. °52 
Victoria, $1,450; 4-dr., $805. '51 Custom 
(8) club coupe, $705. ‘50 2-dr., $435. 
"49 Custom (8) 4-dr., $375, $310; (6) 
club coupe, $250. 47" conv., $200. 

HUDSON—’49 (6) 4-dr., $305. 

LINCOLN—’54 Capri sport coupe, $3,930* 


’54 Sun Valley, $3,010*; 
Monterey sport coupe, $2,795* (ps). ‘53 
Custom 4-dr., $1,970. '51 4-dr., $855. 
°50 4-dr., $575. °49 club coupe, $345. 

NASH — ’50 Statesman 4-dr., $400. ‘49 
(600) 2-dr., $310; 4-dr., $255. °47 (600) 
4-dr., $150. 

$1,830. 


$870*. 


$1,315. 


$2,005; 


(ps). 
MEROURY 


PLYMOUTH—'54 Belvedere 4-dr., 
51 Savoy, $990. '50 4-dr. $440. 
| PONTAIC—’54 Star Chief 4- dr., $2,695* 
| (ps). °53 Catalina (8), $1, 905°; Chief- 
tain (8) 4-dr., $1, 785%’ °52 (6) $1,085. 
| *51 Catalina (8), $1,170, $1,045; Chief- 
| tain eo +e $935. ’50 Silver Streak 
2-dr. sgl (8) 4-dr., $585, $520. 
| STUDEBAKE — °51 (8) 2-dr., $680; 
Champion en dr., $620. ’50 Champion club 
coupe, $410; 4- -dr., $310. 


JESSUP, MD. 


(Colie’s Auto Auction. Sale every 
Wednesday. Prices are for sale of Dec. 30.) 
(Slow sale. iad 21 cars out of 43 
offe ) 
CADILLAC—’49 (62) conv., $825. 
CHEVROLET — ’51 Panel Delivery, $410. 
"50 SL Deluxe conv., $525. '49 SL De- 


luxe 0-4 $415, $400, $325. 
DeSOTO—’5 $1,000. '50 


2 Fire Dome ‘conv., 
Deluxe sedan, $625. 

FORD—’50 Custom (8) sedan, $450, $410; 
station wagon, an "49 Custom (8) 
sedan, $325. '47 7? $220. 

MERCURY—’50 sedan, $300. 

OLDSMOBILE—'50 (88) sedan, $700. 
Deluxe sedan, $150. 

PLYMOUTH—’52 Cranbrook sedan, $725. 

PONTIAC—'46 Torpedo (8) conv., $170. 

gee — ’51 Commander sedan, 
$395; coupe, $540. 

WILLYS—’52 sedan, $685. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Monday. Prices are for sale of Dec, 28.) 
(Prices slightly higher this week. 
More buyer’s than cars, Sold 43 cars 
out of 72 offerings.) 
BUICK—’51 Super 4-dr., $390*. '50 Super 
$810*, $750*. ‘47 Super 4-dr., 
$1,300; 


— °'53 (210) 4-dr., 
(150) 2-dr., $1,160. '51 SL Deluxe 2-dr., 
$805*. °50 ‘SL Deluxe 4-dr., $665, 
’49 SL Deluxe 2-dr., $510. °48 FL 2-dr 
$350, $330. °47 SM ‘4-dr., 2 at $285. 

DODGE — ‘49 Coronet 4-dr., $505*, '47 
Deluxe 4-dr., $190. 

FORD — ’53 Custom (8) 2-dr., $1,250*. 
’52 Custom (8) 2-dr., $1, 090°, $1,000. 
*51 Custom (8) 2-dr., ” $855, $785, $750; 
(6) 2-dr., 2 at $700. 50 Custom (8) 
2-dr., $635. "49 Custom (8) 2-dr., $460, 
$450: conv., 2 at $425. '48 Deluxe 4-dr., 
$325; 2-dr., $285. °47 Seen 2-dr., $165. 

MERCURY—'49 4-dr., $525. 

OLDSMOBILE—'50 (88) 4- -dr., $855*. ‘48 

PLYMOUTH—'50 Cranbrook 4-dr., $575, 


(78) 4-dr., $110°*. 
$570. 

PONTIAC—’52 Chieftain (8) 4-dr., $1,200*. 
48 Torpedo (8) 4-dr., $330*. "46 4-dr., 
$100. 

STUDEBAKER—’50 Champion 4-dr., $515. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Dec. 


30.) 
picked up a little. Sold 41 
cars out of 86 offerings.) 
BUICK—’47 Super 2-dr., $160. 
OHEVROLET—'52 SL Deluxe 2- dr., 
$900. °51 SL Special 2-dr., 
Deluxe 2-dr., $775, $670; 
$410. °48 FL 2-dr., $415. 
FORD—’52 Main (8) 2-dr., $830. 
pes (8) 2-dr., $750; Custom (8) 2-dr., 
$655. "50 Deluxe (8) 2-dr., $535, $520. 


47 


$425; Custom (8) 2-dr., $545, $475. °49 
,Custom (8) 2-dr., $365, 2 at $355, $310 
“Deluxe (6) 2-dr., $400, $280. '48 Special 
Deluxe (8) 4-dr., $290. °46 Deluxe (8 
2-dr., $145. 

MERCURY — $830. 
$250. 

OLDSMOBILE—’51 (88) 4-dr., 
(88) 2-dr., $290. 

PLYMOUTH—’54 Belvedere 4-dr., 
’50 station wagon, $560. 


PONTIAC—’51 (8) 4-dr., $950, $880. °47 
(8) 2-dr., $260. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every 
— Prices are for sale of Dec 
.) 


"51 2-dr., ‘48 4-dr 


$800. ‘48 


$1,750" 


(Below zero temperature, icy roads, 
and blizzard conditions shut out sale. 
Sold 13 cars out of 40 offerings.) 
BUICK — '52 Super sedan, $1,310*. ’50 

Super sedan, $810*; Special sedan, $700*. 
CHEVROLET_—’54 %-ton pickup, $1,340 

’53 Bel Air sedan, $1,550. ‘50 Deluxe 

sedan, $685. '48 FM sedan, $300. 
DODGE—’50 Wayfarer sedan, $500. 
FORD—’15 Model-T pickup, $200. 
OLDSMOBILE—’49 (98) sedan, $635. 
PLYMOUTH—’52 Cambridge sedan, $900 

*49 Special Deluxe sedan, $345. 
PONTIAC—’53 Catalina, $1,815*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Wednesday. Prices are for sale of Dec 
30.) 


(Prices were up an average of $100 
per unit. Buyer attendance excellent in 
spite of blizzard. Sold 32 cars out of 
42 offerings.) 

BUICK—’51 Special Riviera, $1,150*; 2- 
dr., $855. °48 Special 4-dr., $505. 

CADILLAC—’52 (62) 4-dr., $2,540*. 

CHEVROLET—’54 Bel Air 2-dr., $1,950°*. 
"53 %-ton pickup, $940. '52 FL Deluxe 
-dr., $970. '51 SL Deluxe 4-dr., $815°*. 
‘49 FL Deluxe 2-dr., $650; %-ton panel, 
9 ’47 SM 4-dr., $300. °46 FM 2-dr., 

DODGE — ’53 Coronet (8) 4-dr., 
*48 Custom (6) 2-dr., $370. %-ton 
panel, $105. 

FORD—’52 Victoria (8), $1,230. ’51 Vic- 
toria (8), $975*; Custom (8) 2-dr., $775; 
Deluxe (3) (Cab) %-ton pickup, $675; 
Deluxe (6) 2-dr., $640. 50 (6) %-ton 
a $450. °48 Super Deluxe (8) 2- 

HUDSON 51 Hornet 4-dr., $850. 

KAISER—’50 4-dr., 

LINCOLN—’48 4- dr., $185. 

MERCURY—’49 2- dr., $530. 

49 (88) station wagon, 


OLDSMOBILE — 
$310*. 
PLYMOUTH "51 Belvedere, $850, 48 
Special Deluxe 2-dr., $300. 
PONTIAC—’51 (8) station wagon, $855°*. 
— GMC Carry All, 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every 
Wednesday. Prices are for sales of Dec, 23 
and 30.) 

(Sold 102 cars out of 179 offerings.) 
BUICK—’51 RM Riviera, $1,135*; Super 

4-dr., $1,035*, $1,025; Special 4-dr., 

$930, $915. ‘50 Super 4-dr., $700*; 

Special 2-dr., $735. ’°49 RM 4-dr., $480*, 

$450°. °48 Super 4-dr., $280. 

CADILLAC—’53 (62) 4-dr., $3,190*. °51 
(608) 4-dr., $2,105*. 

CHEVROLET—’53 Bei Air 4-dr., $1,605*; 
(210) 2-dr., $1,365*, $1, 330°. ’52 SL 
Deluxe 4- ar., $995; %- ton pickup, $720. 
51 SL Deluxe 4-dr. $780°*; 2-dr., $705*, 
$700. °50 SL Special 2-dr. $455; SL 
Deluxe 4-dr., $655*, $515. ‘49 FL De- 
luxe 2-dr., $415. 48 SM 2-dr., $335, 


$295. 

CHRYSLER—’52 Windsor 4-dr., .$1,200*. 
’48 Windsor 4-dr., $255*. 

DeSOTO—’54 Powermaster 6) club coupe, 
$2,505* (ps). ’51 Custom 4-dr., $910°*. 
’49 Custom club coupe, $490*. 

DODGE—’50 Coronet 4-dr., $575*. 

FORD — '53 Custom (8) 4- -dr., $1,730*; 
Victoria, $1,990*, $1,875*. ‘52 (8) 2-dr., 
$1,030. °51 Custom (8) 2-dr., $720°*, 


(Continued on Page 103, Col. 1) 
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EXTENSION BOOM WRECKER — This 
model is one of a line of 17 offered by 
Canfield Tow Bar Co., Inc., 6033 E. Mc- 
Nichols Rd., Detroit, Mich. Displayed are 
two wreckers. (Representatives: E. C. Van- 
degrift sr., E. C. Vandegrift jr. and Clovis 
Thomas. Booth 10.) 





$1,525°.. 
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Task of Readjustment 


Bank Urges Business to Mend Own Fences 
Without Government Help 






NEW YORK.—Observing that “a| situation may be due in part to a 
very moderate decline in business] logs of perspective, according to 
activity has sufficed to touch off| the bank. 


the demand for governmental anti- 
recession stimulants,” Guaranty 
Trust Co. of New York warns in 
its publication, the Guaranty 
Survey, that “the real task of read- 
justment after a boom is not per- 
formed by government but by 
business itself under the pressure 
of contracting markets and tight- 
ening competition. 

“By any reasonable standard, 
business is now decidedly good,” 
the bank says. “Yet the cry 
arises for help from Washington, 
not as a remedy for anything 
that has happened but as a pre- 
ventive of what is feared may 
happen. 

“Inflationary shots in the arm 
administered by the Government 
may seem to offer an easy way 
out,” the bank declares, “but infla- 
tion, or ‘reflation,’ is no substitute 
for readjustment. 

“Such action merely prolongs the 
maladjustments and strengthens 
the forces tending to cause re- 
cession,” the bank says. “The final 
outcome must be either truly a 
disasterous business slump or a 
chronic inflation. And chronic in- 
flation, as many countries have 
learned to their cost, is no solution 
for anything, not even for business 
recessions.” 


Undue alarm over the present 


‘Rat Race’ 


High Horsepower Rapped 
By Auto Official 

PETERBOROUGH, Ont.—D. C. 
Gaskin, president of Studebaker of 
Canada, Ltd., criticized auto manu- 
facturers for what he called a 
“horsepower rat race.” 

Addressing the Peterborough 
Sales and Advertising Club, he said 
cars now being produced with 200 
horsepower or more still will have 
that power 10 years from now 
when they have become mechani- 
cally worn. He said they will prob- 
ably fall into the hands of youthful 
buyers who may not realize their 
danger. 

“It’s about time the industry took 
a good look at itself,” he said. 


Auctions | 


(Continued from Page 102) 
4-dr., $775*. '50 (8) 4-dr., $630*, $625*. 
"49 (8) 2-dr., $495*, $470. 
FRAZER—’51 4-dr., $685*. °48 4-dr., $145. 


HUDSON—’51 Pacemaker 4-dr., $485. °48 
Super 4-dr., $320. 

KAISER—’51 Special 4-dr., $515*, $455. 
‘50 Traveller 4-dr., $285*. 

LINCOLN—’46 4-dr., $115. 

MERCURY—’53 coupe, $2,105*. ‘51 4-dr., | 
$1,420*. °49 4-dr., $505; club coupe, | 
$510*, $410. 


NASH—’50 Ambassador 4-dr., $570*. 
OLDSMOBILE — '52 (88) 4-dr., $1,265*. 
"49 (98) conv., $500*; 2-dr., $635°*. 
PACKARD—’52 (200) 4-dr., $1,145*. 
PLYMOUTH—’54 Suburban, $2,025*; Bel- 
vedere 4-dr., $1,840. °52 Cranbrook 4- 
dr., $850*. °49 Deluxe 4-dr., $490. 
PONTIAC — '53 Chieftain (8) 4-dr., $1,- 
845*. ’51 (8) 2-dr., $905*, coupe, $820. | 
"49 (8) 4-dr., $570*. 
STUDEBAKER — '51 
$645*. 
WILLYS—’53 4-dr., *$1,060*. 


FLINT, MICH. 


(Flint Auto Auction, Sale every Wednes- 

day. Prices are for sale of Dec. 30.) 

(Sold 70 cars out of 90 offerings.) 

BUICK — '53 Riviera 4-dr., $1,950*. ‘51 
Special 4-dr., $865, $850; 2-dr., $835. ’50 
Special 2-dr., $560, $515, $440; 4-dr., 
$755; Riviera, 4-dr., $700. °49 Super 
4-dr., $360. ‘48 Super 4-dr., $350. 

CADILLAC—’47 (61) 4-dr., $390, $335. 

CHEVROLET—’52 SL Deluxe 2-dr., $920, 
$865, $858; 4-dr., $1,040, $900. ’51 Bel 
Air 2-dr., $765; SL Deluxe 4-dr., $675; 
FL 2-dr., $715. °50 SL Deluxe 4-dr., 
$530; SL Deluxe conv., $525; FL 2-dr., 
$530. '49 SL Deluxe 4-dr., $560; 2-dr., 
$425, $405. °48 FM 4-dr., $295, $280. 
club coupe, $115. °46 4-dr., $130. 

DeSOTO—’52 Custom (6) 2-dr., $1,165. 

FORD—'52 (8) 2-dr., $1,000. ’51 (8) 2-dr., 
$755, $615; conv. coupe, $780; (6) 2-dr., 
$620. ’50 (6) 2-dr., $435, $410; (8) 2- 
dr., $545. °49 (8) 4-dr., $370, $365; (6) 
2-dr., $355. 

HUDSON—’53 Hornet 4-dr., $1,530*. 

MERCURY — ’50 coupe, $585. ‘49 conv., 
$400; club coupe, $365. °48 4-dr., $195. 

NASH—’50 Ambassador 4-dr., $325. 

OLDSMOBILE—’48 (78) 2-dr., $185. 

PLYMOUTH—’50 Concord 2-dr., $425. '49 
Special Deluxe 4-dr., $390, $325. °47 
Deluxe 4-dr., $140. 

PONTIAC—’53 Catalina (8) 2-dr., $2,060*; 
Chieftain Deluxe (8) 4-dr., $1,715*. '52 
Chieftain Deluxe (6) 4-dr., $1,190. ‘51 
Chieftain (8) 2-dr., $890, $845. ‘50 SL 
(6) 2-dr., $510. "49 SL (6) 4-dr., $450. 
‘47 2-dr., $225. 

STUDEBAKER—’52 Land Cruiser 4-dr., 
$735. °51 Champion 4-dr., $425. ‘50 2- 
dr., $370; 4-dr., $240. 


Champion 4-dr., 





During the 1930s, it points out, 
the most prolonged and severe 
depression on record held con- 
sumption and investment at low 
levels, Then came the costliest 
and most destructive war in 
history, during which purchas- 
ing power rose sharply but 
personal consumption and normal 
investment were subordinated to 
the need for maximum military 
output. 

With the removal of wartime re- 
straints, the pent-up demand for 
both producers’ and consumers’ 
goods appeared in full force. The 
resulting boom was intensified by 
the great rearmament program and 
by the outbreak of hostilities in 
Korea. 


“Most businessmen are realistic 
enough to recognize that the weak- 
ness generated by booms must be 


HOW I NETTED & 
IN ONE YEAR WITH MY 
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corrected before new advances can 
be made,” the bank asserts. 

“During a boom, with its dis- 
torted economic conditions, 
businessmen and investors mis- 
judge future markets and embark 
upon projects that prove unprofit- 
able,” the bank says. Some 
businessmen overexpand, and some 
commodities and services are over- 
produced. 


“These tendencies vary widely,” 
the survey says. “In some cases, 
inventories may rise excessively. 
In others, the price structure may 
be distorted. Credit expansion 
may oxertax the reserve base. 
Artificially easy money may 
create a false picture of market 
conditions and business prospects. 


“The real task of readjustment 
is not performed by government 
but by business itself, Inventories 
are reduced. Unsound projects are 
abandoned. Price and cost relation- 
ships are realigned. Operating in- 
efficiencies in labor and manage- 
ment are eliminated or diminished. 
“The quality of goods and 3ervices 
is improved. Inflated values are 
written down to realistic levels. 
Consumers’ wants are reexamined, 
and production schedules are 
altered accordingly. The ‘lost art’ 
of salesmanship is rediscovered.” 









Jacobs Promotes 


Riggs to President 


DETROIT.—Thomas J. Riggs jr. 
has been named president of F. L. 
Jacobs Co., manufacturer of auto 
parts and acces- 
sories, it was an- 
nounced last 
week by Frank 
E. Howard, chair- 
man. 

With Riggs, 37, 
and Howard, 45, 
Jacobs now is be- 
lieved to have 
one of the young- 
est top manage- 
~~ ment teams of 
T. J. Riggs, jr. any. industrial 
corporation of its size or larger. 

Riggs had been serving as sales 
manager and executive vice-presi- 
dent of the firm. He succeeds Carl 
Halpin, who will continue with 
Jacobs as an independent engi- 
neering consultant. 





Randall Gets Deal 


Samuei Randall has opened Ran- 
dall Motor Co. (Chrysler-Plymouth) 
on Main Street, Portage, Pa. 
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Lease Purchase 
at low cost 


FLASH-A-CALL’S 


Business Management 
for your 
Service Department 
it is possible to enjoy 80%—90%— 
100% absorption with a planned 
program. 
Flash-A-Call 


planned program is 


GUARANTEED to increase customer paid 
labor 25%, raise absorption figures, 
establish peak customer relations, elimi- 
nate confusion and lost motion without 
increasing fixed expense. 


We know your shop's problems and the 
corrective measures required to solve 
them. We will install a complete 
Cor cua ‘pervect? Sot guarantee 
your ®@ personne 

results or YOU OWE US NOTHING. 

if you are erecting a new building or 
remodeling your present one, your 
factory knows our plan and will 
recommend it highly. ° 

When attending the N.A.D.A. show, see 
us in Booth No. 5 for a practical story 
on how to improve your service oper- 
ation, or write for a representative. 


FLASH-A-CALL 
SERVICE CONTROL 
1112 S. Webash Ave., Dept. AN-73, 
Chicago 5, Il. 





INLAND RADIATOR DEPARTMENT *%@@ 


“Yes,” says Don Pullman, President of Pullman 
Motor Co., Centerville, Iowa, “our 
install an Inland Radiator Department was a 
wise one. The first year our profits exc 
total cost of.the equipment and all incidentals. 
The Department accounted for a 32.1% increase 
in labor sales which, of course, greatly incr 


our service absorbtion.” 


“Besides our retail work, we have developed a 
nice wholesale’business. We actually advertise to 
tell car owners to return their car to their dealer 
for radiator service — thus gainin 
and business of the competative 


**Net Profits exceeded all costs the very first year!”’ 


That really tells the story in a very few words—a complete and ac- 
curate outline of our operation for the first year. As you might guess, I'm 
well pleased with my results, and feel justified in suggesting you 
investigate the possibilities of increasing profits with an Inland Radiator 


decision to 


eeded the 


the goodwill 


lers!” 


Department by mailing the attached coupon as | did. 


Lon ebb 


INLAND 


MANUFACTURING COMPANY 


1108 Jackson Street 


Omahe 8, Nebraska 


“Inland planned our department, selected the 
equipment and trainéd a member of our organi- 
zation in the latest methods of radiator cleaning 
and repairing. They even provided us with a 
pricing and merchandising program! I have a 
ment that is simple to administer, yet turns 
out top quality work in a minimum of time.” 


“Sales of related parts followed labor sales. The 
first year we moved $2,896.58 of hoses, fan belts, 
water pumps, cores, new radiators and other 
cooling system parts...a nice figure when you 
realize that’s $724.15 in gross profits tacked on 
to the total. It's the same old story; once you 
get under the hood, you can’t help but sell!” 


comes 
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s profit on labor 
fae to our tota 


Are you now operating a radiator shop?. [J Yes 


MAIL THIS COUPON TODAY! 


ro eo 


“Radiator sales for the year were $12,143.47, our 

$6,246.33 ...a healthy con- 
I labor sales! The Flo-Test 
machine, which tests radiators for plugging 
either on or off the car, has been responsible for 
much of this volume.” 


“There's another angle to an Inland Radiator De- 
partment worth considering: It’s easier to create 
and maintain product preference when you can 
offer automobile owners this essential service 
they have to purchase somewhere. I don’t have 
to tell you that a well satisfied service customer 
is your hottest prospect when that trade-in time 
around.” 


FREE! Mail the coupon below—get your 
“BLUEPRINT FOR PROFIT’’ 
_ by return mail. Gives you o 


complete Radiator Department 
profit picturel 


= SSS SSSS SSeseSes ces SSVVVSSssses oa 


INLAND MANUFACTURING COMPANY, Dept. A-1 
1108 Jeckson Street, Omohe 8, Nebroske 


Please send complimentory copy of “Blueprint fer Profit.” 


Title. 


Zone... State. 
C1) No 
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Finnin-Keist Blaze 


Part of the building housing Fin- 
nin-Keist Motor Co. Kingman, 
Kans., was gutted by "fire. The blaze | 
started in the parts department, | 


firemen said, and had burned 
through a ceiling and the roof be- 
fore it was discovered. No estimate 
of the damage was available. 


COVERED WAGON TOP 


FOR STAKE TRUCKS 


@ EASY TO INSTALL 
@ EASY TO HANDLE 
@ FULL CARGO PROTECTION 


framework consists ‘a 
Ss across ¢ 
— removable 


Steel 
bows 


and 


loading. 

wai, OO 
and mildewproof. 

Roll-up split curtain in rear with 

heavy duty zipper in center for easy 


Unbreakable glass window behind cab 
When ordering, give moke of truck, 


9 ft. Stake Truck Top—$155.00 list 
—F.O.B. Detroit. Other sizes upon 
request. Write for dealers discount. 
for clear vision. 
width, length and height preferred. 


D&M TRUCK TOP CO. 


MANUFACTURERS OF TOPS FOR 
12186 PETOSKEY AVE. 


PICK-UPS AND STAKE TRUCKS 
DETROIT 4, MICH. 


TELEPHONES: WEBSTER 3-1613 or VERMONT 8-2535 











Install LISLE PLUGS as original equipment in 
transmission, rear axle and crankcase. Abrasive 
metal particles that circulate in lubricants will 
be attracted and held by the strong permanent 
magnet in the LISLE PLUG. You'll remove a 
common cause of premature wear. 


REPLACE 
eo) ai FV ad 
PLUGS 
WITH 


BRS 3 
PLUGS 


TO REMOVE 
IRON AND 


STEEL 
a eae as 
FROM OIL 


CLARIND 









WRITE 


for Free 
Sample plugs 
for 

Testing. 

Just state 
size and 
type of 

Plug 

Desired 


MMH) 


, IOWA 


sler Names 
7 to Key Posts 
e * es 
In Body Division 

DETROIT. — Seven executive ap- 
, ointments for the Chrysler Corp. 
automotive body division were an- 
nounced last week by John E. 
Brennan, general manager of the 
newly formed division. Four are 
former Briggs Mfg. Co. vice-presi- 
dents, and two are other former 
Briggs executives. 

The former Briggs executives 
are: George W. Drysdale, pro- 
duction manager; Joseph D. Quinn, 
assistant production manager; Clif- 
ford B. Doty, chief engineer; Wal- 
ter B. Connolly, supervisor of labor 
relations; Daniel J. Convery, comp- 
troller, and William E. Landis, 
supervisor of employe services. 

Sherman Mitchell, who has been 
production superintendent at the 
Chrysler jet engine plant since 
November, 1952, was named gener- 
al manager of staff executive. 


Drysdale joined Briggs in 1928 as 
a general foreman in the experi- 
mental division. He was named 
vice-president in charge of manu- 
facturing in 1951 and was elected 
to the Briggs board of directors 
in March, 1953. In May of last 
year, he became vice-president and 
assistant to the president. 

Quinn joined Briggs in 1927 in 
the production department. He 
was named assistant general manu- 
facturing manager in 1950, and last 
May was elected vice-president in 
charge of manufacturing. 

Doty began his engineering 
career with Briggs in 1926. He was 
named director of engineering in 
1950, and the following year was 
elected vice-president in charge of 
engineering. 

Convery has been with Briggs 
since 1919. He was named assistant 
secretary in 1942, and in addition 
to these duties, was made assistant 
treasurer in 1951. In May of last 
year, he was named treasurer. 

Connolly joined Briggs in 1941 
in the industrial relations division. 
He was named director of person- 
nel in 1949, and was elected vice- 
president in charge of labor re- 
lations in 1953. 


Landis joined Briggs in 1928, and 
became assistant director of the in- 
dustrial relations division in 1934. 
Since May, 1953, he has been di- 
rector of industrial and public re- 
lations. 

Mitchell joined Chrysler Corp. in 
the Chrysler Institute of Engineer- 
ing in 1938. In February, 1951, he 
was appointed planning superin- 
tendent of the jet engine plant, and 
in November, 1952 was named pro- 
— superintendent at that 
plant 


Eclipse Machine 


Names Johnson 


ELMIRA, N. Y.—Russell S. John- 
son has been appointed sales direc- 
tor of the Eclipse Machine division 
of Bendix Avia- 
tion Corp. 

Johnson will be 
responsible for 
sales, service and 
advertising activ- 
ities. Previously 
he was manager 
of automotive 
products sales of 
the division and 
had been located 
at Detroit since 
1941. His new 





R. 8. Johnson 
headquarters is in Elmira. 

The division makes engine con- 
trol equipment, Stromberg carbu- 
retors and other products. 





Northwestern U. Sets Up 


Transport Study Center 


EVANSTON, I1l.—Establishment 
of a national transportation center 
at Northwestern University has 
been announced by President J. 
Roscoe Miller. 

The center will carry on a pro- 
gram of research, undergraduate 
training and graduate study aimed 
at the solution of major problems 
in the highway, rail, air, pipeline 
and water divisions of the trans- 
portation industry. 

The center is a joint undertaking 
of the university’s school of com- 
merce, technological institute and 
traffic institute. 













Now 


it 
requires . . 


to operate a Dealership | 
Profitably! 










THIS BOOKLET IS A GUIDE WHERE YOU CAN FIND THE ANSWER TO— i 
@ New Car Volume @ Variable Expenses 
@ New Cor Gross Profit @ Fixed Expenses 
@ Accessory Sales with New Cars @ Fixed Gross Profit 
@ Used Car Gross Profit or @ Service & Parts— 
@ Working Capital Customer Labor Sales 





Send Check or Money Order 

fo: NU ORM PLANS, INC. DGOPORE  cecccsesescenenseeetesccssssecsecsescesee 
1015 South La Cienega Bivd. 
Los Angeles 35, Caltfersie City ecccccccccccccccssccsccccssecesesecsccesesesescccs 


Telephone: BRadshaw 2-3441 





6 lh ie Gah a Sa Mae Aon 


"BY THE WAY, A. J., HEIL BODIES HAVE All THE 
BEST FEATURES IN THE RIGHT PLACES, TOO!” 


SUBFRAME construction of Heil Bodies have both cross 
members and long members interlocked and welded into 
a single assembly to prevent sagging of body floor. This 





reinforced steel subframe is welded integrally with the body 
to support the load uniformly and distribute the lifting 
forces of the hoist without bulging or distortion. 

Other Heil features your customers look for include; 
weight-saving design for bigger pay loads and lower oper- 
ating costs; sturdy construction for long service life; a choice 
of hoists and bodies matched to the truck and the load. 

Keep your customers satisfied .. . call your Heil distributor 
today about the advantages of dealing with Heil. 


Ao ARN anata cS th 


STRONG-ARM HOISTS 


Trouble-free hydraulic hoists 
assure faster dumping, shorter 
cycle time and keep trucks 
working longer with fewer re- 
pairs. Hoist frame takes all 
stresses without transferring 
any stress to truck frame. 





a 


a 


rex HEILco. 


DEPT. 5914, 3059, WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 

Sales Offices: New York, Union, N. J., Washington, D. C., Atlanta, 

Cleveland, Milwaukee, ey Chicago, Kansas City, Denver, Dallas, 
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Winner in Pontiac Western Contest— 


Salesmen of Herb Mendelson Pontiac, Santa Monica, Calif., 


were winners of a 


western regional sales contest. Shown (from left) are Larry Benson, general manager; 


Dick Franklin, Pontiac district manager; Elmer F. Ulrich, president of the firm; Gordon, 


Smith, sales manager, and G. E. Burton, used-car manager. 


In the Letterbox 





(Continued from Page 98) 


now developed that it makes 
drudges out of bookkeepers, Natu- 
rally, the factory’s business mana- 
gement head wants an important 
department and he will always 
want more, bigger, faster reports. 

There is now a need for ‘the 
elimination of unnecessary reports, 
needless figures and reports easier 
of preparation. One form now in 


use, for example, lists month and 
year eight times on one piece of 
paper. Apparently the manufac- 
turer’s art department wanted 
symmetry, so they tagged each 
corner of each side. Now 10,000 
bookkeepers write month and 
year 960,000 times a year on this 
paper. The same form lists the 
number of new-car salesmen, of 


From Assembly Line 


To You 





We wish to thank you for your loyal and 
valued patronage during the past 30 years. 
The tremendous growth of the automobile 
industry has paced our industry's progress 
and we are grateful for the cooperation and 
support the members of your organization 
have so warmly given us. 


As assembly lines all over the country begin 
to roll out their beautiful, new 1954 models, 
we again pledge our utmost efforts to bring 
them to your showrooms safely, economically 


and expeditiously. 


We are very proud of the fact that the 
drivers who deliver your new cars and trucks 
have again retained the reputation as the 


world's safest drivers. 


During the 1952-53 


National Fleet Safety 


Contest, sponsored jointly by our association 
and the National Safety Council, drivers for 
our industry set a new, all-time safe-driving 
record in trucking industry annals with only 
one accident per 100,000 miles operated. So 


far, in the 1953-54 contest, our drivers have 


driven for nine consecutive months for an 


accident ratio of LESS THAN ONE ACCI- 
DENT per 100,000 highway miles. 


Hearty thanks to our many dealer friends 
for helping our drivers establish this wonder- 
ful record of saving lives and property on 


the nation's highways. 


NATIONAL AUTOMOBILE 
TRANSPORTERS ASSOCIATION 


2627 Cadillac Tower 


Detroit 26, Mich. 








used-car salesmen, of combination 
salesmen, etc., as an inventory at 
the beginning of the month; an- 
other line lists new additions; an- 


_| other lists the discontinued; 


another line the ending inventory; 
another line the factory established 
target for this dealership; another 
line lists the discrepancy between 
the inventory and the target; still 
more lines give the same infor- 
mation as to sales managers sub- 
divided into various types. How 
important is this form to the 50-car 
dealer who calls his two salesmen 
Joe and Tom and knows what 
grade of school their kids are in. 
How far can you push bookkeepers 
and when do we get common 
sense? 

13. Develop plans for the pool- 
ing or warehousing of little used 
parts and tools, For instance, a 
small dealer may sell one car in 
two years equipped with hydrau- 
lic window lifts. Why should it 
be mandatory for him to spend 
$20 or $50 or $100 for special tools 
for this gadget while at the same 
time four other dealers within 15 
miles also have to buy them? 
Why can’t the five own one set 
in common, or better yet, why 
doesn’t the factory warehouse 
this tool for rental either at the 
branch or at a centrally located 
dealership? This sort of thing 
drains the dealers for the bene- 
fit of the factory sponsored tool 
maker. 

14. ACCESSARY PLANNING. The new 
accessories should be available in 
adequate supply at the warehouses 
at the same time the new model 
and advertising appear. Each year 
dealers are asked to promote a kit 
or package deal of accessories, 
when at no time except at the end 
of the model run are all the items 
of the package in stock at one 
time. The new model car need be 
no surprise to the accessory plan- 
ning. 

Parts Account Checkup 

15. CHECK THE EXPENSE ITEMS BILLED 
TO THE DEALER ON HIS PARTS ACCOUNT. 
These are big money items which 
are a major factor in the dealer’s 
profit-and-loss picture. It’s true 
that the factory can usually pro- 
duce the dealer’s signed order, per- 
haps secured as part of a pressure 
program at contracting time. 

But in actual fact, these are for 
the most part factory-sponsored 
programs with a pressure tinge, 
the type the factory man has to 
sign all his dealers to or else lose 
his job. 

16. Don’T PENALIZE HONESTY. If a 
dealer honestly and sincerely pre- 
sents his own case, whether it be 
for not getting enough cars or for 
declining to take enough cars, he 
should not be penalized through 
cancellation or the denial of 
wanted cars or the forced feeding 


of unwanted cars.—Former DEA.er. 
” +“ * 


Korean Student's Plea 


I am writing this letter to you in 
the hope that you will publish it. 

I am a Korean student, currently 
enrolled at the 
College of Engi- 
neering of Seoul 
National Univer- 
sity, and majoring 
in mechanical en- 
gineering. Ever 
since I have taken 
up this course, I 
have cherished a 
burning desire to 
come to your 

; country some day, 
Yong Shik Hong and now I feel 
that the time has come to try. 

Many of the United Nations 
have sent their forces to our 
country and gained honor as 
members of the free nations of 
the world, Nevertheless, the re- 
sult of their sacrifices in blood 
and money is continued unrest. 


Although it is clearly prohibited 
in the armistice agreement, the 
Communists are moving ahead to 
expand their military power. This 
indicates that they are preparing 
for another aggression in the near 
future. In order to prepare against 
it, we should make Korea not only 
stronger economically and indus- 
trially, but also give it a chance to 
establish closer links with the free 
world, 

It is almost impossible to describe 
the present educational situation in 

Korea. The war has ravaged the 
country completely, and students 
are faced with enormous difficul- 
ties. Many of our professors were 
taken away to North Korea or 





killed by the Reds. Most of our edu- 
cational institutions have been de- 
stroyed, and those college buildings 
that remained are occupied by mili- 
tary offices. 

Like many other Korean stu- 
dents, I am thinking ahead and 
trying to envision the future of 
my country, What it needs, are 
first of all engineers who can re- 
construct what has been lost, 


But I doubt that we have suffi- 
cient strength to do this job now. 
I feel that as long as we Korean 
students are faced with such seem- 
ingly unsurmountable obstacles, 
progress in Korea is impossible. 

I believe that in order to be pre- 
pared for the job of the future, it 
would be best for me to go abroad, 
enlarge my knowledge and develop 
my personality so I can do my part 
in the fight against Communism. 
As a student of mechanical engi- 
neering I would of course prefer to 
go to the United States to. study 
and also get acquainted with its 
automotive industry. 

For some time now I have writ- 
ten letters to colleges and univer- 
sities, asking for admission under 
a scholarship, but so far without 
success. My financial condition is 
not such that I could afford go- 
ing to the United States at my 
own expense. My father was kid- 
napped to North Korea, and my 
mother is at the present time the 
main support of the family. 

But since I am determined to 
round out my education, I decided 
to launch an appeal for help 
through the good offices of your 
paper. I was introduced to AuTomo- 
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tTIve News by Margaret Guin, of 
Time magazine. 

What I need is a sponsor who 
will give the necessary financial 
guarantees for me. I believe that 
the sum required will be relatively 
small, and I expect to earn some 
money in my spare time, once I 
get to America. 

If there is anyone among your 
readers who would be willing to 
help me finance my studies in 
America, I would be happy to hear 
from him. His would be an invalu- 
able contribution to the reconstruc- 
tion of Korea.—Yone Sux Honea. 


Patti Page to Star 
At Milwaukee’s 
Automobile Show 


MILWAUKEE.—Patti Page, ra- 
dio, television and recording vocal- 
ist, will headline entertainment at 
the Milwaukee Auto Show, Feb. 
6-13. 

Miss Page’s appearance was an- 
nounced by Harry Kaminsky, chair- 
man of the entertainment commit- 
tee of the Milwaukee County Auto- 
mobile Dealers Assn., sponsor of the 
show, Kaminsky said she will ap- 
pear each evening, plus matinees 
on Feb. 6, 7 and 13. 

Contracts for other entertain- 
ment attractions are being consid- 
ered, Kaminsky said. 

The 1954 show will be the third 
held in Milwaukee since the end of 
World War II. The others were in 
1951 and 1953. 


Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


7. W. K. 
Dean of celemeiies gogo Trainers 


A LIFETIME OF EXPERIENCE 


W. K. BRAASCH 


AT A FRACTION OF ITS REAL VALUE. 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 
Money back if not completely satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 
Please send me the following NEW MANUALS: 


Success Fundamentals. 


$2.00 
each 


te Leadership. 
Se ee ee 
Ail six monucls for only $10.00. 


NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, IWinois 


While in 


DON'T MISS 





MIAMI! 


SEEING THE 


McFarland “GREAT” Umbrella 


(21 FOOT SPREAD) 


FOR CAR LOTS 





Visit the McFarland Plant in Miami 


See the McFarland “Great” 


“Great” 


Umbrella (21 foot spread) and “WHIRLABOUT” the 
Umbrella that turns. See them made and operated—how they are crated 


for shipment and how easy they are fo install. Get the story first hand on how dealers 


in 42 states and five foreign countries are using the “Great” 


Umbrella to attract 


more customers to their lots—make more sales and more money. We're sure you'll 
enjoy this visit and we will be most happy to see you. 


McFARLAND AWNING CORP. 


742 S.W. 8TH ST., MIAMI 


TELEPHONE 2-8153 














































DESIGNERS AND 
MANUFACTURERS 


of 


Special Tools 


for 


AUTOMOTIVE 
SERVICING 


MANZEL 


Division of FRONTIER INDUSTRIES, INC. 
341 BABCOCK ST., BUFFALO 10, N. Y. 























back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


The 
Section. 


“The boss told Chadwick he hadda have that job done 
by noon, but he musta forgot to tell him what day!” 





Ever check your service records from a “‘cost vs. 
charge” point of view? Well chances are, if you do, 
you'll find you’ve actually been losing money on a 
number of repair operations. “‘No Charge” jobs that 
weren’t done right the first time .. . and jobs that some- 
how take longer than the time allowed by flat-rate 
standards. Chances are, too, you'll find that most of 
these losses can be eliminated simply by using Kent- 
Moore Special Service Tools. 

You see, Kent-Moore Tools are designed especially 





Yours for the asking! to perform repair operations for which no adequate 
New Tool Guide standard tools exist. And each one is service engineered 
describes and _ to do its job better, faster, easier . . . and at lower cost 


than is possible by means of improvised makeshift 
methods. The results? Good service at a fair price for 


a. loading veer” your customers, and positive profits for you! 
Without obligation, r 
zie er itty’ ~= KENT-MOORE ORGANIZATION, INC. [Kj M 


5-105 General Motors Building + Detroit 2, Michigan 
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FOB Factory 


(Continued from Page 28) 


presses, hydraulic straightening 
presses, hydraulic broaching 
presses and broach sharpeners, is 
included. 

* * + 


Plastics Press Described 


PHILADELPHIA, — The new 
Stokes Model 731 semi - automatic 
compression molding press of 150- 
ton capacity is described in Bul- 
letin No. 516, issued by F. J. Stokes 
Machine Co., Philadelphia 20, Pa. 
The toggle press is said to be 
especially suited for molding parts 
such as resistors, capacitors and 
others requiring insert work, parts 
with thick and thin sections, or 
parts with pins and projections, 

* + + 


Lathe Catalog 


SOUTH BEND.—Catalog 5328 of 
South Bend Lathe, South Bend 22, 
Ind., describes the recently in- 
troduced eight and ten-inch Pedes- 
tal tool grinders, which feature 
knuckle room to spare, because 
there is no motor between the 
grinding wheels. 

s s * 


Metals Brochure Issued 


FLUSHING, N. Y.—An illustrated 
brochure describing a wide variety 
of thin-gage and close-tolerance 
ferrous, nonferrous and precious 
strip metals is available from In- 
dustrial Division, American Silver 
Co., Inc., 36-07 Prince St., Flush- 
ing 54, N. Y. 

* * + 


Grinding Wheels Offered 


NIAGARA FALLS, N. Y. — Car- 
borundum Co., announces the avail- 
ability of Carboflex depressed-cen- 
ter grinding wheels for rough 
grinding, weld removad, cutoff and 
slotting operations on ferrous and 
nonferrous metals and nonmetal- 
lics. 


7 2 * 
Blast Cleaning Explained 
HAGERSTOWN, Md. — “Blast 


Cleaning,” a booklet written by 
Victor F. Stine, vice-president of 
Pangborn Corp., is designed to ex- 
plain the advantages of abrasive 
cleaning for industrial purposes in 
nontechnical language. Copies are 
available from Pangborn Corp., 10 
Pangborn Blvd., Hagerstown, Md. 
* * > 


Chemical Paint Guide 


AMBLER, Pa.—A handy refer- 
ence guide to chemicals and pro- 
cesses for metal preservation may 
be procured by writing American 
Chemical Paint Co., Box 301, Am- 
bler, Pa. The chart lists the meth- 
ods of application, types of coating, 
equipment notes, coating time and 
other information. 

* * + 
Plastic O-Rings 

EAST SPARTA, O.—Molded 
O-rings of Teflon are offered by 
Sparta Heat Treat Co., Plastics 
Division, East Sparta, O. Teflon is 
a plastic which is Virtually chem- 
ically inert, nonadhesive and capa- 
ble of being used in temperatures 
ranging from 320 degrees below 
zero to 500 above, the company says. 

? « * 


For Mathematicians 

WASHINGTON.—A new publica- 
tion, “Tables of Coefficients for the 
Numerical Calculation of Laplace 
Transforms,” is available from the 
Government Printing Office, Wash- 
ington 25, D. C. The tables are part 
of the National Bureau of Stand- 
ards Applied Mathematics Series 30. 
The cost is 25 cents. 

= ~ cm 


Filter Folder Issued 


LEBANON, Ind.—A folder on 
Delpark coolant filters for Besly 
grinders is available from George 
L. Guymon, Industrial Filtration 
Co., Lebanon, Ind. The folder con- 
tains data on late-model Besly 
machines and the Delpark filters 
offered as optional equipment. 


Short-Run Stampings 

MINNEAPOLIS.—Publication of 
a brochure containing information 
on die and stamping costs for small- 
quantity stampings has been an- 
nounced by Federal Tool & Mfg. 
Co., short-run stamping firm. 
Copies are obtainable from the 
company at 3600 Alabama Ave., 
Minneapolis 16, Minn. 
























Sel . 
"4 ardek CAR-TO 


THE Quality CARRIER 
with NO SUCTION CUPS 
NO STRAPS 












Four stainless steel, rubber 
soled saddles clamp Kar- 
dek to the shoulders of 
your car top. 
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LIBERAL RESALE DISCOUNT 
Priced from $20.85 to $65.95 


(Plus Excise Tax) 
Available for immediate delivery 
Finished in Chrome or Baked Enamel 


Shipped KD to conserve space 
200 Ib. Freight Allowance 











Fits all cars. 







Installed or removed in a 


jiffy. 















THE PROVEN CARRIER — THOUSANDS IN USE 


Send for illustrated literature. You'll see why TV Repairmen, 
Carpenters, Plumbers, Electricians, Sportsmen, and Tourists are 
buying Kardek. 







Some choice territories available for qualified manufacturer's 
representatives. 


MILLER MANUFACTURING CO. 


5920 TIREMAN AVENUE ° DETROIT 4, MICHIGAN 




























































Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





LEND LEASE! 




























@ Some call it deferred time 
payments and other names. 
We like to call it Lend Lease 
with a Profit Motive, for that 
is what this sensible Wash- 
mobile credit plan amounts to. 


Now you can install Wash- 
mobile on a modified lease 
basis, owning it outright at 
the end of an agreed-upon 
term. Washmobile pays for 
itself out of profits it earns 
for you—with plenty to 
spare. 


Can you afford Not to step 
up your washrack output 
with this low-cost, automatic 
equipment? Write for details. 


Automatically eliminates washbay losses 










One car wash a day 
will finance the aver- 
age Washmobile in- 
stallation. Fits your 
bay without changes. 


Washmobile of Colorado, Denver, Colo. 


Washmobile Northwest, St. Paul, Minn. Washmobile-Udall Co., Berkeley, Cali 


Acme Equipment, Altoona, Pa. Midwest Washmobile, Omaha, Neb. 
Ken Cart Salt Lake City, Utah 
Siggins Corp., Kansas City, Mo. 


Merkle Sales Co., Milwaukee, Wise. Washmobilé-McGee, Washington, D. C 


Cen. States Washmobile, Springhela im. 


Ash ois ie . ag Washmobite of Chics 0, cnicago ‘in Washmobile of Texas, Inc ston, Tex 
Ashton Auto. ip., Toronto lashm of Chicago, , th. exas, Inc., ton, Tex. 
Washmobile Florida, Miami, Fla. Western Washmobile, Amarillo, Texas Washmobile Mid-South, Memphis, Tenn. 


Washmobile N. J., Newark, N. J. mobile, Louisville, Ky. Southern Washmobile, Birmingham, Ala 
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Oldsmobile Dealership— 


NADA Clinic Offers Tools... 
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Sales Success Called 
Vitalin Year Ahead 


(Continued from Page 22) 


ordinated through the medium of 
the sales meeting. 

The sales meeting should be 
used as the medium for the 
transfer of ideas and objectives 
from management and for the 
creation of enthusiasm, The sales 
meeting should be used to de- 
velop competition and to estab- 
lish individual goals for each 
salesman within the organization. 
Too often, sales meetings become 

routine and, in place of being in- 
spirational and instructive, are a 
complete waste of time for the 
company as well as the salesmen. 

After policies have been estab- 

lished and the sales force is con- 
scious of the company objectives, 
then system becomes the key note 
of production: 

The SYSTEM of selling a used 

car. 

The SYSTEM of closing a sale. 
The SYSTEM of prospecting. 
The salesman’s ability to follow 

an effective pattern in selling a 
car or closing a sale is the vital 
point of selling. 

7” 


How to Close 


A suggested method of closing a 
sale that has proven effective to 
many salesmen engaged in the 
automotive sales field is the eight- 
point system as follows: 

Put the prospect at ease. 

Make a closing-room presenta- 
tion. 

Overcome product objections. 

Overcome appraisal objections. 

Show why it’s timely to buy now. 
Make it possible to buy now. 

Compare advantages of your 
service department. 

Make final try for a sale. 

The only time a salesman shall 
deviate from a proven pattern of 
closing a sale is to clarify a point 
raised by the prospect which 
may be irrelevant to the subject 
at hand and then quickly return 
to the procedure which is de- 
signed to build up the sale, step 
by step, until the final close is 
accomplished. 

To make a sale is one thing; to 
know what causes a sale is an- 
other. It has been known for a long 
time that it takes some work to 
produce a sale; but how much 
work? What is the ratio of work 
to sales? 

Each salesman must be stimu- 
lated to the point that he is willing 
to provide the effort to accomplish 
the following ratio of work to 
sales. In the opinion of the writer, 
in order to complete an average 
sale, 10 prospects are required. Of 


‘Weatherproof’ Oil 


Introduced in East 

NEW YORK.—RPM 10-30 Motor 
Oil, which, it is claimed, increases 
gasoline mileage as much as 15 
percent in stop-go driving, has been 
introduced in the east by California 
Oil Co., a subsidiary of Standard 
Oil Co. of California. 

Special components give the oil 
a 10-W viscosity at low tempera- 
tures and a 30-grade oil viscosity 
at high temperatures, the firm says. 








these 10 prospects, only five can 
be interested to the point where 
they desire a demonstration. 

And, of these five prospects, only 
three will be curious enough after 
a demonstration to seek an ap- 
praisal of their car. To complete 
this sequence, only one of the three 
who receive the appraisal will pur- 
chase a car. I am sure not many 
salesmen realize that there is such 
a ratio between work and sales, or 
at least that the ratio is so high 
when sales are compared to effort. 


It is felt that the combination of 
good planning and direction by 
management and a complete 
knowledge of selling systems and 
proper utilization of salesmen’s 
time will result in increased auto- 
mobile sales and dealer profits. 


So therefore, let’s all get out of 
that rut and start using “controlled 
selling” today! 


* * > 


The Dealer 
Who Sells 


by 
Eddie Kossman 
Kossman Buick Co., Cleveland, Miss. 
My story on sales management 
as a small-town dealer is a simple 
one. 


I started in this business 30 years 
ago as a salesman and I thought it 
was a good business then and I 
still think so. 

Most of the problems in the 
selling of automobiles today have 
presented themselves during that 
period of time. I have lived with 
depressions, booms, inflation, de- 
flation, car scarcities, no car 
production and an adequate 
supply of cars such as we have 
today. 

However, several years ago a 
new factor entered this business 
when many car manufacturers 
franchised additional outlets for 
their cars and new cars began to 
show up on used-car lots. 

We felt that we could handle 
this one by carrying out certain 
policies that would make the public 
want to buy from us and by using 
indirect selling as a vehicle to sales. 
We do this through the public, per- 


sonnel and policies. 
* * x 


Developing Buyers 

During my first few years as a 
retail automobile salesman, I rode 
over dusty, dirty, gravel roads in 
open cars and spent most of my 
time cold-canvassing the rural ter- 
ritory in which I lived. I soon dis- 
covered that people did what they 
wanted to do when they were ready 
and not what I wanted them to do. 

Therefore, I set out to develop 
purchasers into customers, and I 
reached a point as a salesman 
where I felt that I had tied these 
people closely enough to me so 
that when they thought of buy- 
ing a new automobile they would 
think of me. 

I tried to reach a point where my 
position was comparable to that of 
a life insurance salesman who, 
when he makes a sale, receives a 





me 


Ea 


Providence 





This distinctive display room and used-car lot were built by Colonial Motor Sales 


(Oldsmobile), Providence. 


renewal commission annually for 
nine years after selling the policy. 

I felt that if I did not by my 
actions drive these customers away, 
their replacement business was 
mine. I developed a clientele of 
customers who bought cars from 


me year after year. 
* + * 


Public Relations 


Nearly 13 years ago I became a 
dealer in another town represent- 
ing the same line of cars that I had 
been selling since 1924. My experi- 
ence as a salesman had convinced 
me that sales management simply 
meant managing to make every 
sale that could be made at a profit. 

We set out to develop our pub- 
lic relations, feeling that if public 
relations are so vitally important 
to public utility people who have 
virtually no competition, it is an 
even greater factor in our highly 
competitive business of selling 
automobiles in volume in a town 
of 6,738 people where nearly every 
make of car is represented. 

Now let me dwell a few minutes 
on the three “P’s” in our business: 
Policies, Personnel and People. 
Let’s take policies first: There is 
no rule book that I know of by 





The steering-column gear shift 
was in use as far back as 1904. 





which the selling of automobiles 
may be conducted. 

A football game must: be played 
by the rule book without deviation. 
In running a civic club successfully, 
the book of bylaws must be fol- 
lowed, or to operate a Red Cross 
Chapter the same is true. 

Many fine books on sales man- 
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agement have been written by men 
like Jack Lacy, who is on the pro- 
gram at this convention, and they 
are fine, but there is no rule book 
or handbook that will make our 
business succeed and prosper with- 
out other activities. 

* * 





* 


Use Golden Rule 


There is one rule in the book, 
the Bible, that is the most impor- 
tant part of policy in our business, 
and that is the Golden Rule. We 
treat other people like we would 
want to be treated. 

By so doing, we know that we 
have created a desire on the part 
of many people to trade at our 
place of business and buy their 
cars from us year after year and 
again and again, We know that 
people are creatures of habit and 
that they appreciate fair and 
honest treatment. 

I still buy my clothing from the 
same firm where my father first 
bought my first long-pants suit of 
clothes. 

My wife buys her groceries at 
the same store where she has 
shopped for the past dozen years. 
We have used the same doctor and 
the same dentist for over 12 years. 


Many of our customers have 
(Continued on Page 109, Col. 1) 





TO PROVE 


BAY-LIFT 


SUPERIORITY 
TO YOURSELF 


FREE TRIAL 
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PORTABLE, PNEUMATIC 
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Saves time and money 
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working level 
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SEE THE BAY-LIFT IN ACTION e NADA SHOW — Booths 120, 121, 122, 123 


BAY MANUFACTURING CO., Dept. AN 
* TORRANCE, CALIFORNIA 


BOX 578 
Gentlemen: 


Address 


I’ve got nothing to lose. Sure fll try your BAY-LIFT in my shop for 
10 days to see if it’ll save me time and money. 
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Rockenbaugh to Sell 


M. W. Rockenbaugh, of M & R|the Chrysler- Plymouth dealership 
Motor Sales Co., Greenfield, O., has|and take a position with a hard- 
announced that he intends to sell| ware company in Cincinnati. 
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If you have a gasketing, cushioning or sealing 
application—investigate the cost-saving advan- 
tages of Rubatex first. For further information, 
write for our latest catalog, Dept. AN-1B, Great 
American Industries, Inc., Rubatex Division, 
Bedford, Virginia. 
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| Auto Advertising | 


(Continued from Page 20) 


ern advertising manager; Joshua 
Derry, Chicago manager, to western 
advertising manager; Robert 
Brinker, Boston manager, to New 
York advertising manager; William 
Swartz, salesman in the Boston of- 
fice, to Boston manager, and Royal 
Peterson, salesman in the Chicago 
office, to Chicago manager. 
> * a 


Farm Ads Set Record 


Farm magazine advertisers in 
1953 establisned what is described 
as an alltime record for investment 
in a single publication in one year 
—$10,152,247 for 1,123 pages in Farm 
Journal. 

This tops the previous high of 
$9,107,271, set by the same publi- 
cation in 1952, 

The April, 1953, issue with reve- 
nue of $121,071 still stands as the 
biggest issue of any farm magazine 
in history, Farm Journal said. 

* * * 


BSF &D Gains Laurels 


Brooke, Smith, French & Dor- 
rence, Inc., national ad agency, 
has been honored by the Detroit 
chapter of the American Assn. of 
Newspaper Business Departments. 

Cc. F. Taylor, president of the 
Detroit chapter, presented to 
Willard S, French, president of 
BSF & D, a scroll signed by more 
than 75 newspaper representa- 
tives. 

The scroll, Taylor said, repre- 
sented “the appreciation of those in 
the publication and supplier fields 
whose duties bring them in con- 
tact with agency personnel.” 

Agency officials witnessing the 
award included Guy C. Smith, 
general manager, and Walter C. 
Ayers, executive vice-president. 

, x * * 


Names 


Albert D. Conkey, Detroit ad- 
vertising executive and educator, 
has joined D. P. Brother & Co., as 
a creative director on the agency’s 
accounts. 

H. H. S. Phillips jr., director of 
advertising for Time, has been 
transferred to the magazine’s devel- 
opment department, where he will 
be in charge of publishing planning 
operations, John McLatchie, gener- 
al manager of Time International, 
succeeds Phillips as advertising di- 
rector. 

H, E. Cole, western advertising 
manager of American Magazine, 
has retired after 34 years with the 
publication. He will be succeeded 
in his Chicago headquarters by 
Donald F. Mikkelsen, heretofore 
Pacific coast representative. 

Patrick O’Rourke, account ex- 
ecutive for a year and a half, has 
become the partner of Burns W. 
Lee in the public relations firm of 
Burns W. Lee Associates, Los An- 
geles. Lee, as senior partner, will 
continue as operating head of the 
company. 

Charles M. Wilmarth, Palo Alto, 
Calif. has been appointed by 
Stromberger, LaVene, McKenzie, 
Los Angeles, to supervise public 
relations, publicity and advertising 


| for the northern California division 


of General Petroleum Corp. 

Daniel L. Lionel has been named 
classified advertising manager of 
the New York Herald Tribune, suc- 
ceeding Frank Mahoney, who has 
been assigned another position in 
the Tribune’s advertising depart- 
ment. 

Thornton Warren has joined 
Look magazine’s advertising sales 
staff. He will work out of the 
Cleveland office. 


Style Breeds Hue 
Color ‘Revolution’ Credited 


To Hardtops 


LANSING. — The hardtop is re- 
sponsible for the color “revolution” 
in new cars, according to G. R. 
Jones, general sales manager of 
Oldsmobile. 

He attributed this to the design 
of the hardtop, which lends itself 
to two-tone combinations, and to 
the wide range of colors from 
which customers may choose, 

Most popular two-tone combina- 
tions on Oldsmobile hardtops, Jones 
said, are Baltic blue and polar 


=| white, cadet blue and acacia blue, 


§| Stade green and polar white, cove 
green and fern green, pearl gray 
and mist gray, and polar white and 
royal marine. 


Downtown L-M Adds Luke 


A. M. Luke has been named gen-| three years, he had been sales man- 
eral manager of Downtown Lincoln-| ager of Edmunds Motor Co., Cin- 
Mercury, Inc., Atlanta. For the last | cinnati. 


expressly made 
for new car dealers... 
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Custom-Tailore 
De Luxe 


PACKAGED AND CUSTOM MADE 


MERCHANDISED FOR 


FAST, EASY SALES! IN SIZES. TO FIT 


04° MOST POPULAR CARS! 


odie Acclaimed everywhere as the finest and best-fitting 
arm rest covers made! They're custom tailored and 
guaranteed to fit as snug as the original upholstery 
— without tacking or nailing! Made of HEAVY- 
<i WEIGHT Boltaflex with a full length zipper closure. 


CHOICE OF 5 CAR-INTERIOR 
MATCHING COLORS: — 
Silver Vogue ZIPIT-ON Blue, Brown, Green, 


Arm Rest Covers are beau- Grey or Maroon 


tifully packaged in an 
attractive plastriclear 
window carton. Litho 
graphed counter display 


cards also available 

J 
USED AND SPECIFIED AS 
AN ORIGINAL REPLACE 


MENT PART BY LEADING Order through your Jobber or 
direct. List prices shown subject 

CAR FACTORIES to usual dealer discount. Write 
for catalog and car guide 


AT THE NADA SHOW—BOOTHS 63-64 


' 1 EXTRA WIDE BRAKE 
Safety Brake’ Pepat EXTENSION 
FOR AUTOMATIC TRANSMISSION DRIVERS 


GREATER SAFETY WITH EXTRA WIDE PEDAL SURFACE 
CAR FACTORY APPROVED—FOR LEFT FOOT BRAKING 


@ A PART, NOT A GADGET ® 


@ Better balance and control with left foot braking for easier 
stopping, parking, starting, holding. 


@ Wide pedal eliminates accidental foot slippage. 
@ Prevents—Creeping, stalling, awkwardness, accidents. 


— Takes Only One Minute to Install — 


Bottomley Enterprises RETAILING AT 


14466 Ford Road Dearborn, Michigan $3.95 
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Sales Success Called Vital 
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2 bought from us 10 or more new and 
3 used cars, and the man who bought 
the first car from me when I was 
a salesman 30 years ago has bought 
a new Buick Roadmaster from me 
each year for. the last eight years. 

o 


a good deal of time to their great 
humanitarian cause, I am a 
member of the executive board 
of our Boy Scout Council, and I 
am very much interested in the 
young people because we must 
depend on them not only for a 
strong America in the days 
ahead, but they will also buy 
automobiles as they grow older. 

I am a Director of our local 
Chamber of Commerce and have 
served as chairman of its industrial 
committee for several years, We 
have succeeded in bringing over 
$25,000,000 in plant investment 
capital into our small town in the 
last five years, where there was no 
industry before. 

I am a Rotarian, as many of you 
are seated in this room today. To 
those of you who are not Rotarians, 
Rotary operates on a classification 
system where one man is selected 
in each town where there is a Ro- 
tary Club, to represent his trade or 
profession, and that man is chosen 
because he represents the highest 
ethical standards in his particular 
business or profession. 


It becomes his duty not only to 
carry out the objects and principles 
of Rotary with the public, but to 
also maintain good competitor re- 
lationships, and this we try to do. 
Other dealers believe in us and we 
believe in them, which in many 
cases helps us to trade in a car at 
a figure closer to its true value. 

- * * 


Do Things Differently 


Our policy on advertising is to 
try to do things of a different na- 
ture. We advertise, of course, in 
our local papers and over our focal 
radio station. 

In addition, we have a baby 
book with our name in it pre- 
sented to the parents of every 
child born in our local hospital. 
We have mailed to the football 
fans in our territory a publica- 
tion called the Kick-Off which 
reaches them on Monday morn- 
ing and gives them ratings of all 
major football teams and predic- 
_ tions of games to be played the 
following week end. 

We have a well-lettered sound 
truck which we lend to schools, 
churches, our veterans organiza- 
tions and other civic groups so that 
they may advertise their activities 
in our trade territory. 

We make no charge for the use 




















A Front-Row Seat 

As an automobile dealership, we 
have taken @ front-row seat in 
local affairs. We feel an obligation 
to our community, our state and 
our nation and we do something 
about it. We do things of a civic 
nature because we enjoy doing 
them and because it develops con- 
fidence in the minds of the public 
ae we are good people to deal 
with. 

I am chapter chairman of the 
Red Cross in our county and give 


ALL-METAL 
PARTS BINS 


You get the best deal in 
heavy duty flexible bins 
and equipment from 
Hope Metal Products. 
Contact us today — and 
and see for yourself. 


All Styles — All Models 


OPS 


METAL PRODUCTS, INC. 
1806 ROCKWELL AVE. 
CLEVELAND 14, OHIO 










some organization. However, our 


word of mouth from one of our 
satisfied customers to another. 
* * r 


Give Local Awards 


We award a trophy to the out- 
standing young men each year on 
our high school football team. We 
also give a citizens medal each year 
at commencement time to the 






POSITIVE REAR DOOR 


SAFETY LOCKS 


demonstrated leadership in the 
other fields of school activities. 

Each year our high school 
senior class takes a trip to some 
city in the United States which 
is an outstanding experience in 
the lives of these young people, 
and when they depart by bus, our 
firm pins a corsage on each 
young lady and presents a suit- 
able gift to each young man in 
the senior class. 

We frequently dip into our ad- 
vertising funds to broadcast our 
local high school football games. 
We do these things that do not 
directly result in sales, but we are 
convinced that we get much busi- 
ness to come our way because of 
these things that we do. 

We are proud of the personnel 
that makes up our organization. 
Our program is a long-range one 
and some of the people in our or- 
ganization have been with us since 
We opened the doors of our place 
of business nearly 13 years ago. 

While our sales force does not 
constitute our entire organization, 
our entire organization is a part of 
our sales force. 

* 


$1.57 
Per PAIR 


100% EFFECTIVE—Cannot Fail 
Quickly Installed or Removed. Re- 
places Inside Door Handle. Rear Doors 
are Always Locked From Inside, but 
can be apenee from outside as usual. 
No Mechanical Changes To Make. 
Handle can be replaced if desired. No 
Delicate Darts to Break and Cause 
Failure. Mounted on Attractive Dis- 
play Card. 
This New Design HOUSER’S 
SAFETY DOOR LOCK No. 302 and 
No. 304 will fit more than 95% of all 
cars built in U. S. A. 
IMMEDIATE DELIVERY 
If your jobber cannot furnish order 
Mercury direct. Write today for free catalog of 
over 200 HOUSER service items. 


HOUSER Engr. & Mfg. Co. 
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Courtesy First 


The public is treated courteously 
and a genuine interest is displayed 
in them by our service department. 
I have always felt that one of our 
salesmen might sell a customer one 


R 5000 DEALERS 


SPECIFY STEMAC PERSONALIZED 
NAME PLATES 
ASK FOR DETAILS 


S t if AC 1281 SO. CHEROKEE 


DENVER, COLORADO 





of this sound truck, and it is in use | 
nearly every day of the year by'! 


most effective advertisement is by | 


young man or woman who has} 





car, but that future sales were en- 
tirely dependent upon our service 
department. 

Because of the attitude of our 
personnel, our advertising and 
the outside activities that we en- 
gage in, in many cases we get to 
see the prospective customer be- 
fore they talk to anyone else 
about a car. 

When they come in we try to 
make the sale that day, and in each 
case we make the best deal that we 
can from a profit viewpoint keep- 
ing in mind this four-way test, 
which is: 1. Is it the truth? 2, Is it 
fair to all concerned? 3. Will it 
build good will and better friends? 
4. Will it be beneficial to all con- 
cerned? 

Through the years there has 
been a sincere effort on the part 
of our personnel to think along 
these lines and it has resulted in 
a steady increase in sales, profits, 
and the earnings of our personnel, 

* + + 


Meeting Competition 

I previously mentioned that 
nearly every make car is repre- 
sented in our town; however, our 
keenest competition is from other 
Buick dealers in nearby towns. 

While we respect their rights and 
do not sell cars in the towns where 
their dealerships are located, and 


rights, we still run into them as 
competition in the fringe areas of 
our territory and theirs. 


We have never figured how we 
or any other dealer can sell a 
$3,000 car for $2,500 or less, and 
stay in business, so we must get 
a fair price and make a fair 
profit out of each deal. 


The things that I have mentioned 
that we do and that are done by 
our personnel have made it pos- 
| sible for use to do this in many 
instances, despite the fact that in 
many instances a customer can buy 
a car of the same make for a few 
dollars less money from some other 
dealer, We have tried to be and 
we are different in what we do. 

As a result of doing these things 
that do not directly result in sales, 
in the year just finished we sold 


Willys Aircraft Division 
Purchases Coast Plant 


SAN LEANDRO, Calif.—The 
Oakland aircraft division of Willys 
Motors has purchased the Osborne 
Engineering plant here for a price 
in excess of $500,000, according to 
Robert L. Osborne, former owner. 

The main building covers more 
than 100,000 square feet. Other 
buildings on the 10-acre site pro- 
vide manufacturing power supply, 
engineering and office space. 

The plant was leased in 1950 to 





Kaiser-Frazer with an option to 
buy. 
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Registration figures in our zone of 
influence show that we registered 
70 percent more cars than our 
nearest competitive make and 


nearly twice as many as the next 


one. 
. s s 


Half in Small Towns 


I represent the small-town dealer 
on this panel. A little over a year 
ago Mr, Wade Leach, Vice Presi- 
dent of General Motors Acceptance 
Corp., stated that a General Motors 
analysis of the automobile business 
showed that approximately 50 per- 
cent of the cars sold by General 
Motors came from dealers about 
my size. 

I feel that many of you success- 
ful businessmen in this room are 
dealers selling about the same num- 
ber of cars that I sell. 


I believe that the observation 
of the Golden Rule, the four-way 
test and the assumption of a 
rightful place in community life 
will result in.the sale of a great 
many automobiles for any dealer, 
large or small. 

The application of these policies 
by our personnel in dealing with 
people in our business have made 
it possible for us to furnish trans- 
portation and happiness in many 
customers in the years gone by. 

We have confidence in the future 
of this business and believe that 
these principles and policies of 
public relations and indirect selling 
will succeed in our business and in 
yours, 
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Enclose Check with Order. 
Shipments Prepaid. 
free Used Car Systems & Aids 
Catalogue. 


BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Ste. “A", Box 1037, Cleveland 2, Ohie 





BUFFALO 
COURIER 
EXPRESS 


Western New York's 
Only Morning end Sunday New:poper 
REPRESENTATIVES: 
SCOLARO MEEKER & SCOTT 


9 SYSTEMS 
TO CHOOSE FROM! 


| 


i 
i 
| 


Mey Pepy 


| 
1 
i 


8. Underfloor disappearing heavy “4 
tap ede ond tae” 


% Pm om Baym Revoir ‘ 
Write for our new Iilustrated catalog. 


“The World's Finest Exhaust System” 
ENGWALD CORPORATION 


AUTOMOTIVE NEWS, JANUARY 11, 1954 


NADA Service Clinic .. . 


Customer Control: 
The First Concern 


(Continued from Page 26) 


independent garage owner start 
getting together, 

You will see charts later that will 
give you a clearer understanding 
through illustration of many points 
we are now discussing. 

The first chart will clarify the 
title of my talk, “The Master Key 
to Service Profit.” There are many 
secondary “keys” to service oper- 
ation but only one master key to 
profit. This master key is the prof- 
itable customer in adequate quan- 
tity. 

He, or she, (Crowell-Colliers 1953 
survey shows better than 50 per- 
cent of drivers to be on the distaff 
side) is our bread and butter, and 
any dessert, we may get. They are 
the people driving the cars that are 
old enough and have enough mile- 
age on them to make service trans- 
actions a profitable business—the 
ones that for several reasons we 
lose, too many of, before they reach 
the profitable stage. 

* * 


* 


Service Sale Value 


Now, to get this point over I 
want to show you Chart No. 1. 
(Average mileage by models is ob- 
tained by totaling mileage shown 
on orders and dividing by number 
of orders written. You will note 
that statistics in column A are 
taken from the Crowell - Collier 
Publishing Company Automotive 
Survey, an annual issue containing 
much information valuable to any- 
one engaged in the administrative 
phase of our industry. 

(This chart illustrates the serv- 
ice sale value of cars by year 
model and mileage. Note the 
sharp upward trend during the 
first 18-to-24-month period. The 
downward trend is just as sharp, 
equaling the current model at the 
1947-46 point and dropping far 
below on prewar models, 

(Keep in mind that body shop 
experience is not included in this 
picture. It is left out in order to 
bring the mechanical maintenance 
and repair shop activity into sharp- 
er focus, The body shop will be 
handled in the clinic tomorrow. 

(The purpose of this chart is to 
establish the fact that in the aver- 
age case the profit value of a me- 
chanical maintenance and repair 
service customer is in direct ratio 
to his speedometer reading.) 


* * * 


Customer Control 
Next, let’s study Chart II. (This 
chart has the same data as Chart 
I in the three vertical columns at 
the left. The three vertical columns 
to the right should establish the 
value of effective customer control 
exerted through good service rec- 
ords, used properly, active and 
thorough follow up by mail, phone 
and personal calls. 
(All of the Dealers in Group A 


have this, plus active prepaid lubri- 
cation programs and bond pro- 
grams plus other customer attract- 
‘ing and holding practices. The serv- 
ice profit experience of the A group 
by comparison with the B and C 
groups also proves the value of in- 
telligently operated customer con- 
trol.) 

Some dealers who have im- 
proved their net operating profit 
margins from 100 to 1000 percent 
during the last few years con- 
sider improved customer control 
one of the vital factors. 

Just a word of explanation on 
those percentage figures—some of 
the fellows were up to their necks 
in red ink. One in particular has 
changed from a net operating loss 
on his shop of 37 percent of cus- 
tomer labor sales in 1951 to a 
healthy black figure in ’53 while 
increasing his customer labor sales 
less than 20 percent. 

Can you see why I call the prof- 
itable customer the Master Key to 
Service Profit? Note how Group A 
writes almost twice as many orders 
as the B group and 4% times as 
many as Group C, in what I call 
the “Gold field,” two and three- 
year-olds. Look at the lead they 
have in the “silver field,” one and 
four-year-olds. Now take a good 
look at part of the “salt mines”— 
the current model, B group writes 
80 percent more orders than the A 
group and the C group writes 187 
percent more than the A group. 

* * oa 


Avoid ‘Salt Mines’ 


How can any dealer operate a 
profitable service department writ- 
ing from 50 to 75 percent of his 
R. O.’s in the “salt mine” bracket? 
(The increase in percentages is al- 
lowed for the jalopies that are not 
included in this study.) You may 
add the. number of customers your 
contact men spend time with but 
do not write orders on. 

You may be interested to know 
that the “gold field” accounts for 
31 percent of all cars, the “silver 
field” accounts for another 30 
percent, the remaining 39 percent 
belong in the “salt mines” group. 

The conditions shown on this 
chart prevail solely because too 
many dealers of the Class B and C 
type lose the new-car-sale custom- 
ers as service customers before the 
cars accumulate enough mileage to 
make them profitable service cus- 
tomers. 

We wil) now !ook at Chart III. 

* ~ * 


Losing Customers 


(This chart shows the loss of 
new-car buyers as service custom- 
ers during the period from delivery 
of new car to 20,000 miles or ap- 
proximately 25 months. Customers 
were considered lost after a period 


of time equivalent to six visits to 


Weltner Buys Daniels Pontiac— 


: C. B. Weltner (left) has bought the George Daniels Pontiac dealership in San Fran- 
357 Lafayette Ave., Brooklyn, N. Y. a. year him are Ted O'Day (center), sales manager, and Don R. Stuart, Pontiac 
zone er. 


i 


Virginia Puts Art on Wheels— 


A specially designed 45-foot Fruehauf 


trailer carries selected art pieces of the 


Virginia Museum of Fine Arts for exhibit in outlying sections of the state. The trailer's 

interior is fitted with museum walls and illuminated by built-in ceiling units. The 

opening display includes Dutch and Belgian paintings loaned by Walter P. Chrysler jr. 
= — paeaketeeenenenaataainsions 





the dealer’s shop had elapsed and 
the dealer’s standard practice of 
follow up had failed to get them 
back.) 

This survey brought out an ex- 
ceptionally interesting point, Out 
of the thousands of personal con- 
tact interviews by phone and 
visit, only 3.8 percent of the lost 
tomers could recall any dissatis- 
faction with the dealers’ service. 
They had just drifted away, 

Crowell - Colliers mid -’53 survey 
found 98 percent of dealers’ serv- 
ice customers answered yes to the 
following question: “Were you sat- 
isfied with the work done?” 

When we. compare this result 
with the 1951 Roper Survey on pub- 
lic relations it is food for thought 
about our policies and perform- 
ance in departments other than 
service. The score made by the 
L.G.0., also 98 percent, and the 
seryice stations, 100 percent, on the 
same question put to their custom- 
ers leaves no room for pride in our 
ranking! 

Of the nine dealers involved in 
this survey three were Class A, 
three Class B and three Class C. 
Their newspaper and radio service 
advertising was pretty much in line 


with other dealers in their area. 
* * * 


About Followups... 


Class C maintained no followup 
system, depending entirely on an 
occasional “cut-rate special” broad- 
side mailing for service customer 
attraction. Records of customer 
service transactions consisted of hit 
or miss methods of R. O. shop copy 
filing which was dependent on 
shop supervisor for maintenance. 

The Class B group maintained 
an average followup record sys- 

tem. Maintenance and mailing 

were part-time duties of clerks. 

The activity was spasmodic, rec- 

ords incomplete, and usually sev- 

eral days behind, 

All three dealers in the Class A 
group had well planned and aggres- 
sively operated service record and 
followup systems. The employe re- 
sponsibile for operating the system 
in each deal worked it on an in- 
centive plan which was based on 
either the number of active cus- 
tomers or the volume of customer 
business. 

This appears to be a vital factor 
in achieving good performance in 
this activity which is so essential 
to profitable shop operation. 

* * * 


The Sad Story 


Let us look briefly at Chart IV. 
It is short but not sweet. In fact 
a very sad story. There is a cus- 
tomer subclassification that affects 
this survey. It is the “professional 
new customer.” This type is more 
commonly found in metropolitan 
areas, particularly in congested in- 
dustrial office building areas where 
parking is expensive. (Verbal ex- 
planation.) 

Now let’s look at Chart No. V. 
This chart gives us an idea of the 
market, close to 38% million cars 
needing service. Note the leading 
items, No. 1—We dealers get 17 
percent, Our 1/5 share of item A 
is directly connected with this. 
No. 2—We get 19 percent, No. 3 
—We get 8 percent. 

Items 1, 2 and 3 are “feeder” 
services. Services that are, as the 
chart shows, bought frequently. 
They provide the contacts through 
which we may have the opportunity 
to get the other service and re- 
placements the owners need. 

There is a very definite ratio of 
other services to chassis lubrica- 
tion. So many lubes to an oil 


change, a wheel pack, a brake ad- 
justment or reline, tuneup, a wheel 
alignment, an overhaul, etc. 

How can we increase our puny 
19 percent share? The three essen- 
tials are adequate facilities, im- 
proved performance and intelligent 


and aggressive customer control. 
as * * 


Mileage Again 

Now let’s look at Chart VI to see 
how this service and replacement 
business breaks down by mileage 
groups. Note the ratios to lube ac- 
cording to speedometer readings. 

Take Item 9—wheel alignment, 
one to eight lubes under 10,000 
miles. Jump to one to five lubes in 
the 10,000 to 30,000 bracket. Also 
Item 10—brake reline: One to nine 
lubes under 10,000, goes up to one 
to 6% lubes in the 10 to 30,000 
bracket. 

Item 16, motor overhaul, also 
merits your attention, The one 
overhaul to 18% lubes in the un- 
der - 10,000 bracket is probably 
handled as factory claims, but 
the one-overhaul-to-1l-lube deal 
in the 30 to 50,000 bracket is 
needed to bolster up our waning 
percentage of heavy repairs. 

Let us now review Chart VII by 
the year models and see where the 
service business is going that we 
are not getting. 

We will skip section A, which is 
devoted to the five replacement 
items we studied in Chart V, and 
put our time in on Section B. Here 
again is the grim story of cus- 
tomers lost before their cars de- 
velop sufficient mileage to become 
profitable to our service depart- 
ments. 

Look at that decline from year 
to year—49 percent of our current 
models by mid-year, 68 percent of 
last year’s model, 73 percent or 
better of the “gold field” lost be- 
fore we reach it! 

* x 7 


Where Business Goes 


Let’s get on to Chart VIII before 
we starve to death. This chart 
shows us where the business is go- 
ing on an over-all-basis. In Section 
A we see our pitiful 21 percent 
share. Now look at Line 2 in Sec- 
tion B, lubrication. Our share, 19 
percent—less than 1/5. Keep this 
in mind while we study Section C. 

Focus on Line 2, a very profitable 
service item, and we get 28 percent 
to the I.G.0.’s 36. Now look at Lines 
3 and 4, two other very profitable 
items and, with due credit to the 
equipment manufacturers, we are 
ahead on these as we are in Line 6, 
again with credits to fine equip- 
ment and training programs from 
the equipment manufacturers. 

However, I’m pretty sure we 

are here today with the hope of 
finding ways and means of in- 
creasing our share instead of re- 
joicing over what the records 
show to be somewhat mediocre 
achievement. 

Whai do you suppose we would 
show in the way of percentages on 
all the other lines in Section B and 
C if we doubled our percentage in 
Line 2 of Section B, lubrication, 
and made it 38 instead of 19 per- 
cent? Elementary isn’t it? We 
would naturally increase our other 
percentages in fairly stable ratio. 

How are we going to- accomplish 
this job? The first step will be to 
find out why we are enduring this 
customer loss. The next step will 
be that of taking corrective action. 
We can never develop profitabie 
service operations as long as we 
continue to lose over %—almost % 
—of our new car buyers as service 

(Continued on Page 111, Col. 1) 








E—E—————E Se hl lCU 


rs 


he 


j- 
el 


ly 
1- 
i- 
nt 


2e 
ant 
re 
C- 


<, 


in 
30 
1e 
1e 


ween er™ § Owe 


re 
rt 
me 
on 
nt 
C= 
19 
is 


le 
nt 
es 
le 
he 
re 

6, 
p- 
m 


f 


Id 
on 


mn, 


Ve 
er 


to 
us 
ill 
yn. 
ie 


® &o 











NADA Service Clinic... 








AUTOMOTIVE NEWS, JANUARY 11, 1954 


Customer Control Comes First 


(Continued from Page 110) 


customers before their cars develop 
the age and mileage that make 
them profitable to deal with. 


* * * 


No One Solution 


Customer control through accu- 
rate and adequate service records, 
intelligent and aggressive follow up, 
by mail, telephone and personal 
calls is not, of course the complete 
answer to all of your problems. It 
cannot, for example, compensate 
for poor quality of workmanship, 
inadequate facilities, inept or indif- 
ferent management, 

It can and will, if properly 


Engineer Reports 
Today’s Engines 


Carbonize More 


DETROIT.—Truck operators and 
dealers servicing new trucks can 
expect more carbon-removal jobs 
on the new high-compression en- 
gines, according to James S. Lan- 
ham, chief engineer of Kent-Moore 
Organization. 

Lanham said that years ago car- 
bon-removal was a regularly sched- 
uled operation, but, with the 
improvement of steels, lubricants 
and fuels, carbon accumulation be- 
came less of a problem. 

With today’s compression ratios 
exceeding 7 to 1, however, it is 
becoming a common practice to 
pull engine heads and remove the 
carbon every 5,000 to 10,000 miles, 
he said. 

V. G. Raviolo, of Ford Motor Co., 
recently pointed out that in 10,000 
miles of operation a modern engine 
will loose 11.7 percent of its torque 
through carbon accumulation. 

Mechanics say that a haphazard 
scraping of carbon, which leaves 
much of the accumulation, is not 
adequate. They report that only a 
trace of carbon deposit can produce 
half the torque loss that a badly 
carboned engine would suffer. 

Oil and gasoline used, it is 
pointed out, are important factors 
in the amount of carbon that ac- 
cumulates. Engine “pinging” and 
power loss can be overcome partly 
by using fuel with an octane rating 
of six to 10 numbers higher, engi- 
neers report, 





Martin Appointed 


Dana President 


TOLEDO. — Directors of Dana 
Corp. announced last week that | 
J. E. Martin, executive vice-presi- 
dent, had _ been | 
elected. president 
of the firm, a 
producer of auto- | 
motive universal | 
joints, propeller | 
shafts and other | 
assembly units. 
Martin succeeds | 
Ralph E. Car-| 
penter, who had 
been _ president | 
since 1948, Car-| 
penter was elect- | 
ed vice-chairman of the board. 
Martin joined the company in 
1952 as executive vice-president and 
Since then had operated from the | 
Spicer manufacturing division in | 
Toledo. 


J. E. Martin 


Bosses Meet | 


Pennsylvania Inspectors 


Briefed on Rules 


HARRISBURG, Pa.—Seventy 
“Boss” meetings on Pennsylvania’s 
Motor vehicle inspection rules and 
regulations were hailed as success- 
ful by Claude S. Klugh, general 
Manager of the Pennsylvania Auto- 
Motive Assn., which sponsored the 
Meetings in cooperation with the 
State Revenue Dept. 

Klugh reported that almost .80 
Percent of the owner-operators of 
inspection stations in the state at- 
tended the meetings. 

The meetings were conducted so 
that owners and operators would be 

y aware of their responsibilities 
@nd any new regulations that be- 
fame effective Nov. 1, opening day 
of the current semi-annual inspec- 
tion period. 


planned and operated, show you 
where and why your customer 

loss is occurring. Armed with this 
vital information you will be in 

a position to take the necessary 
corrective measures if you want 

to. 

This brings up a point—the will 
to determine what is needed and 
to make the necessary effort. It 
seems that when it comes to service 
there are only two periods in the 
average dealer’s life. 

One is the period when his profit 
from car sales relieves the need for 
doing anything about service prob- 
lems. The other period finds him 
so preoccupied with the used-car 
problem that he has time for noth- 
ing else. 

Since World War II, up until the 
last nine months, excepting for a 
short period in 1949, most of my 
assistance to dealers has been a 
matter of removing the obstacles to 
service customer patronage. Clear- 
ing up the blocks caused by poor 


perspective and attitude, bad work 
habits and job practice created in- 
creased capacity which was almost 
automatically filled by voluntary 
customer action with little if any 
need for promotional effort. 


* * * 


Wrong-Way Trend 


This situation has changed 
rapidly during this past year. I 
have had only two cases during 
1953 that did not require aggressive 
promotional effort to reverse custo- 


mer loss trends. The last quarter of 


Columbia Mills Buys 
Blackburn Plant 


SYRACUSE, N. Y. — Columbia 
Mills, Inc., has purchased the 
equipment and inventory of Black- 
burn Products, Inc., Newark, N. J., 
according to E. F. O’Reilly, Colum- 
bia president. 

The Blackburn plant, which 
manufactures artifical leathers and 
plastic-coated fabrics, will operate 
as a division of Columbia. 


| 1958 shows a rapidly accelerating 


trend in the wrong direction. 

In my. work I find remarkably 
few service managers and fewer 
dealers with a clear understand- 
ing of service records and follow- 
up operation and its true value as 
a vital factor in service operation. 
All too frequently we find this 
activity not planned, just a part- 
time detail chore for some person 
not even remotely concerned with 
the shop operation, or maintained 
by a “part-time” employe. 

Sometimes it is sublet to a con- 
cern specializing in the work. In- 
complete maintenance and awk- 
ward location restrict the use of it. 
In general it is looked upon as 
something to refer to in case of 
trouble. 

Seldom do we find it as it should 
be—as a simple and complete 
record of our service customer 
transactions, integrated with the 
other procedures involved in servic- 
ing a car. An accessible and ac- 
curate record of the car’s ex- 
perience and history, showing what 
service has been rendered, by 
which mechanic, when and at what 
mileage. Providing up to the 
minute information on additional 
services needed, substandard per- 
formance occurrences, customer 
credit rating and experience, trends 
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Olds Honors Baker— 


On his 25th anniversary with Oldsmo- 
bile, Chester A. Baker (right), statistician 
in the sales and advertising department, 
is presented with a ring by G. R. Jones, 
general sales manager. 


of customer acquisition or loss by 
year model, and other additional 
data essential to planned and con- 
trolled service department oper- 
ation. 

Every item needed to have a 
satisfactory customer control is 
available from your standard 
sources of supply except the one 
most important. 

That one must be supplied by 
you—it is the WILL to have it. 


MCQUAY-NORRIS: 


PISTON RINGS 








Manufacturers have recognized the 


engineering and production skills 


of McQuay-Norris in the piston ring 


field for more than 42 years. 


For Piston rings to meet every requirement 


—no matter how exacting — 


our engineering know-how is at your disposal. 


MCQUAY-NORRIS MFG. CO. « ST. LOUIS 10, 


MO. 
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HARRISBURG, Pa. — (UTPS) — 
Pennsylvania’s automobile dealers 
are contributing approximately $1 
million to safety education with 
their support of the driver training 
program in the state’s high schools, 
it was reported last week by Claude 
§. Klugh, Harrisburg, general man- 
ager of the Pennsylvania Automo- 
tive Assn. 

Pledging the continued support 
of the wherever pos- 
sible, Klugh announced that deal- 
ers are now contributing that 
figure by providing about 400 
cars for use in driver training 
programs. 

Ivan J. Stehman, highway safety 
education chief in the State De- 
partment of Public Instruction, re- 
cently reported an estimated 444 
high schools in the state offer 
driver education and about 45,000 
students participate. 

“Although driver training got its 
start in Pennsylvania in the early 
1980s,” Klugh said, “the program 
did not gain impetus until about 

eight years ago when the auto- 
mobile dealer got behind the move- 
ment. Dealers hope to see the time 
when the course is available in 
each of the state’s 927 high schools, 
providing the opportunity for every 
student who wishes to do so to 
avail himself of such training.” 


Explaining that the driver 
training program is entirely un- 
der the control of the school dis- 
trict, Klugh said inauguration of 
such courses results strictly from 
the decision of the school district 
to install it. 

“Arrangements for the use of a 
car in the behind-the-wheel phase 
of the course where the program 
has been installed are made be- 
tween school officials and the local 
automobile dealers,” Klugh added. 


“The dealer loans the vehicle to 
the school district at no charge, 
with schools paying the mainte- 
nance cost of the vehicle,” Klugh 
said. “All that is required of the 
school is that it have a teacher 
certified by the State Department 
of Public Instruction as eligible 
to conduct the course. The school 
provides time for the course in the 
school schedule, and the automobile 
is provided by the dealer.” 

Klugh said the state’s new-car 
dealers feel that since they sell 
cars to the public they can make 
a contribution to highway safety 
through support of a program de- 
signed to train drivers in safety, 
and sound driving practices. 

“Through driver training pro- 
grams in our high schools we can 
feel assured that our youths will 
be properly trained when they 
reach the age at which they are 
permitted to drive,” Klugh said. 

The PAA official’s views on the 


Cars in U.S. 


(Continued from Page 2) 
Towa, 833,326 (831,472); Kansas, 
_ 674,280 (639,327); Kentucky, 608,233 
(871,829). ae 


OUSIANA, 554,806 (535,374); 

Maine, 214,130 (204,741); Mary- 
land, 583,863 (531,099); Massachu- 
setts, 1,196,353 (1,156,219); Michigan, 
- 2,178,829 (2,040,966); Minnesota. 955,- 
-- 519 (944022); Mississippi, 334,100 
(317,343) ; — ri, 1,052,086 (987,- 
























































Oklahoma, 624,600 (602,163); Ore- 
614,418 (516,719); Pennsylvania, 
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Pennsylvania Contributions Hit $1 Million .. . 


Dealers Boost Driver Training 


value and benefit of teaching safe 
driving practices to high school 
students have been endorsed by 
State Secretary of Revenue Otto 
F. Messner who declared: 

“The time to acquire profi- 
ciency and a respect for law and 
the other fellow’s rights is at the 
very outset of a driving career.” 

In a report on the latest periodic 
survey of the driving records of 
the young operator who has taken 
driver education in high school and 
those who did not benefit by such 
instruction, Messner pointed out 


driver training, has confirmed th 


safety on the highways. 


“Young people who did not 
take this classroom and behind- 
the-wheel instruction in high 
school have been involved in 
more than 2% times as many ac- 
cidents as the ones with this 
training,” Messner said. “More- 
over, nearly four times as many 


Original Equipment Tires 
“bumped” me 


into Selling Seiberlings 


Haywood M. Davis 


DAVIS AUTO COMPANY, INC. 


Fort Wayne, Indiana 


‘A few years ago I had no idea that I'd ever be a é/re dealer. Tires 
were a headache for me, just as they are for a lot of other car dealers. 
I carried some in stock, not as a profit item, but to take care of 


‘bumpy tire’ complaints by car buyers. 


“Car dealers are bound to get their share of imperfect original equip- 
ment tires because so many are made. Since the car manufacturers 
don’t guarantee these tires, adjustments are a problem. The tires have 
to be taken to the local tire dealer—and then they lay around until a 
factory adjuster stops in and passes on them. Meanwhile, the car 


that each survey of comparative 
records kept over the past 3% 
years of the driving careers of 
3,000 youngsters, half of whom had 


e 


belief that expert early teaching 
is the surest way to bring about 


of them have been arrested for 
moving traffic violations.” 

In pledging the continued sup- 
port of the state’s new-car dealers 
to the driver training program in 
Pennsylvania's high schools, Klugh 
praised the Pennsylvania Legisla~ 
ture on “its foresight to see the ad- 
vantages of providing instruction 
in driving for our youngsters.” 


The Legislature in 1951 provided 
funds to schools to help in financ- 
ing the program. The General 
Assembly increased the fee for 
learners’ permits from $2 to $4, 
with the increase earmarked for 
driver training. Schools offering a 
course in driver training are reim- 
bursed by the state at $10 per 
pupil. 

The legislation had the whole- 
hearted support of the PAA, which 
represents over 3,200 new-car deal- 


dealer has an unhappy customer—unless the dealer replaces the tires 


himself as I did.”’ 


I Started Carrying Seiberling Tires 


Just to Eliminate Complaints 


“They're a better grade tire . . . the local Seiberling dealer can make 
immediate adjustments without waiting for a factory adjuster . . . and 
they're fully guaranteed in writing without restriction on how long 
they're used or how far they're driven. They’re even covered by a ‘no 
time or mileage limit’ road hazard guarantee! The Seiberling guarantee 


is the finest ever made on a tire. 


“I knew my customers would be satisfied with Seiberling tires. But, 
frankly, I didn't know they were going to be so enthusiastic. I've never 
known a product that has a better reputation among people who have used it.”’ 


Get all the facts about the profitable 
SEIBERLING FRANCHISE for Car Dealers 



















ers and more than 1,000 independ- 
ent repair shop operators through- 
out the commonwealth, Klugh said. 





Ford Fund Gets 
Gift of Timber 


DEARBORN. —A gift of Michi- 
gan timber and timberlands has 
been made by Ford Motor Co. to 
the Ford Motor Co. Fund, a non- 
profit, educational, scientific and 
charitable organization. 

Allen W. Merrell, vice-president 
of the fund, said the gift involved 
about 318,000 acres of timberland 
in seven counties of Michigan’s 
upper peninsula. Deeds to the 


property have been turned over to 
the fund, Merrell said, but mineral 
rights have been retained by Ford 
Motor. 





HAYWOOD M. DAVIS 


+. one of the leading automobile dealers in Indiana 
and one of the foremost civic leaders in Fort Wayne. 
He is past president of the Automobile Dealers Asso- 
ciation of Indiana—past president of the Fort Wayne 
Chamber of Commerce—director of the Y.M.C.A. and 
Better Business Bureau—and is currently active in 
many civic organizations. 


Seiberling Tire Users Sold Me on 


Becoming a Seiberling Dealer 
“In 1951 I opened the ‘Davis Tire Center’ 
immediately adjoining my new car agency— 
and started selling the full Seiberling tire 


line: passenger tires, truck, farm and indus- 


get it. 
“My advice is to 


down.” 


ca’s Finest Tires,” 


New car change-over to Seiberling tires is a profitable 
operation—and assures customer satisfaction. A com- 
parison ride on Seiberling Safe-Aires shows the 
greater riding comfort and better traction of “Ameri- 


trial tires. And I put in a recap plant to do 
Seiberling Thermoweld Recapping. 


“Since I've handled Seiberling tires I’ve had 
just one dissatisfied customer. And he is im- 
possible to please on any score. Customer 
satisfaction that I get with Seiberling tires is 
worth a great deal to me. My entire operation 
—tires and automobiles—is built on getting 
repeat business. Seiberling tires help me 


sell Seiberling tires. And 


now is the time to get into the tire business if 
you aren't already in it. Equipment costs are 


» 
| 
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d- er " 400.000 In answer to questions on used- 
h- * 400,000 Cars Is Goal for 1954... car inventories, G. R. Jones, Olds- 
id. =, . ° mobile general sales manager, said 
i : dealers now have 
Oldsmobile Reaching: 0s ss 
cars on hand, 
which represents 
about a 35-day 
Fi ad supply. A used- 
: or Output Recor spl A ae 
- paign is now un- 
- (Continued from Page 2) derway in some 
nd develop, but declined to estimate | removed, enabling higher and oace cs a i 
an industry production figure. | more efficient production for ’54. others soon — to 
nt Cost of model-changing he added, | The most notable of these, he said, reduce wed-one 
od will be amortized over the calen- | is the installation of a new plating stocks consider 
a 2 dar year. plant, which is now nearing com-| 511. before March 1 
’s Heretofore, peak production year | pletion. Ta a die eumnment on hhewee- 
he Chieftain Opens Second Car Lot— for Oldsmobile was 1950, when a 2 wee, Wellvem Geclaneé Gat 
to ‘ a ili ‘ j 396,000 cars were produced. Last | IS planned that the new plant OL 4 mobil d not itself 
al This is the second used-car lot opened by Chieftain Pontiac-Cadillac, Denver. The year’s output was 319,414, will take over the plating of all _ mt _, . on 
rd lot has a salesroom, and there is space for car reconditioning. Paul Seifert is presi-| During 1953, Wolfram said, some| bumpers, leaving all previous facil-| ** a SS ee 


race.” 
of the production bottlenecks were| ities for other items to be plated. gerrced - a 
us : maar Aiea leceedtiinsilieitepdooemsaiciaancseedisoneice Horsepower,” he said, “is a by- 


product of our drive for increased 
efficiency and reserve power.” 


Oldsmobile executives reflected 
enthusiasm and optimism for the 
coming year, based on the '54 model 
outlook. The cars will be intro- 
duced to the public on Jan. 20. 

e ” * 


Gene employment will con- 
tinue throughout the year, the 
company believes. At present, 13,450 
workers are employed by the divi- 
sion, as compared to 11,150 a year 
a 


dent of the firm. 


go. 

About 25 percent are currently 
employed on defense contracts, 
it was reported, and in event the 
defense picture changes, it is 
likely that most of them will be 
absorbed in auto production, 
Wolfram said. 

Present labor schedules are laid 
out on a two-shift basis, but over- 
time production is planned for the 
first quarter, at least, Wolfram 
said. 


Auto Old Timers 
To Organize 


_ Florida Council 


MIAMI BEACH, Fila.—A Florida 
state council of the Automobile Old 
Timers will be organized Wednes- 
day, (Jan. 13) following a break- 


Davis Tire Center is an integral part of Davis Auto Company, 
Inc., at 312 East Main Street, Fort Wayne, Indiana. With three 
tire service trucks in operation the Tire Center enables the or- 









ganization to give its customers complete service on their cars. fast in the Empress Hotel here for 
the Florida members of the organi- 
® zation. 


Host at the breakfast will be the 
Florida Automobile Dealers Assn., 


The recap shop is kept “dairy” clean—serving both efficiency with President Eugene R. Elkes 
of operation and customer impression. Sizes up to 1100 x 22 and General Manager Walter C. 
can be recapped. Mallory making the arrangements. 


Officers of the 35 state and city 
councils affiliated with AOT will 
attend. 

J. Saxton Lloyd, former NADA 
president and a life member of 
AOT, proposed the organization of 
the Florida council. 

C. M. Bishop, AOT national presi- 
dent; C. Ray Palmer, treasurer; 
A. A. Lally and many other AOT 
directors are also expected. 

This is the first large gathering 
of AOT members ever held during 
an NADA convention. 


7 
Cadillac 
(Continued from Page 2) 
are good for future delivery. All - 
carry deposits of $100 to $250. 

He said that the 1,700 Cadillac 
dealers are practically out of new 
cars and predicted they would be 
out of used cars by Feb. 1. 

Despite the backlog of orders, 
Roche urged more intensive sell- 
ing efforts by Cadillac salesmen in 
1954, pointing out that competitors 
are striving aggressively to oust 
Cadillac from its top spot in the 
high-priced field. 

7 


* - 

[Ast year, said Roche, the high- 

priced field (Cadillac, Packard, 
Lincoln, Chrysler and Buick Road- 
master) accounted for sales of 322,- 
000 cars. That was the best year 
since 1929. In 1954, Roche expects 
sales in this field to total 350,000 
cars. 

Dollar sales for Cadillac in 1953 
were $850 million, best in the divi- 
sion’s history. 

Reche said that Cadillac’s com- 
bined new-car, used-car and serv- 


OS SS SS NS NE NE SS OES UE ice sales volume had increased 


WALTER ELLEN, 


Manager of Davis Tire Center 





--in addition to being a tire expert is extremely 
well-versed in all phases of motor transporta- 
tion—particularly the field of heavy diesel 
transport. His experience wos gained both in 
this country and England. He is an Associate 
of the Institute of Transport, Great Britain. 






























FOR “Business with Profit”. . it’s SEIBERLING 


When you sell Seiberling tires you’re sure of tatingly guaranteed in writing with no time 
sales—and sure of satisfied customers! or mileage limits. 














i i i i i lowest cost 
Seiberling Trading Area is Exclusively e The truck tires operate for the 
YOURS. : per mile—and there’s a tire for every load, 
road and type of service. 









@ The tire line is complete—passenger, truck, 
farm end industial. @ The pricing program guarantees you both 
satisfied customers and a substantial profit. 






@ The passenger tires are the finest—unhesi- 
























Pc: 16 percent over 1952. 
. . - “Another indication of the de- 
| Seiberling Rubber Company, Name eer : am ° | mand for quality automotive prod- 
Akron 9, Ohio Riven ‘Nine yh ot Br ine Yee ke ucts,” he said, “is the increase of 
Cadillac dealers’ used-car sales by 
| Please let me have complete information Address eos aoeee guy pelle tee eA nf | 9.1 posemne over 1952. The average 
| about your franchise for car dealers: Make of tires now handled __ ae eae Cadillac Seabee ie aula cae = 

neeanes: ‘SAS, SANA GRENSON INN etis SSLNAD IS IAN) SS AMAA SIS NONEININ CNR nto AEE APES ey) URS AS RR ND days. 
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Added... 


4. Buick Series Make 
Debut in New Year 


(Continued from Page 96) 


a scale graduated from 0 to 120 
miles per hour. 

For interiors, new  combi- 
nations of colors in nylon, broad- 
cloth, cordaveen and leather are 


used. 
The Special V-8 engine has the 
same overall dimensions as the V-8 


Aids Visibility— 


All Buicks for 1954 are equipped with 
the new panoramic windshield, which is 
said to improve visibility by 19 percent. 
The new windshield also permits relocation 
of the forward body pillars, giving the 
driver a better view of cross-street traffic. 
The high air intake shroud across the 
base of the windshield also is a feature 


of all 1954 models. 
+ + + 


in the Roadmaster and Super. This 
permits the interchangeability of 
numerous parts to simplify servic- 
ing and maintenance. 
* * * 
_ Special V-8 has a 264-cubic- 
inch displacement and an 8.1- 
to-1 compression ratio in Dynaflow- 
equipped cars. In-cars equipped 
with manual transmission, the 
compression ratio is 7.5-to-1. 
A four-way power front seat 


Skylark. 

An electrically operated radio 
antenna also is standard on the 
Skylark and optional on all other 
models. 

Power brakes, optional on all 
Dynaflow-equipped cars, have been 


New Speedometer— 


Buick’s new Redliner speedometer in- 
dicates speed by a solid red line that 
flows across a scale graduated from 0 
to 120, eliminating the traditional needle. 
A drum, painted red and black, operates 
the speedometer. When the car acceler- 
ates, the drum turns up the portion paint- 
ed red, which makes the line flow across 
the scale. When the car decelerates, the 
“ drum revolves the other way, causing 
the red line to recede. 

salty: ae 


redesigned with the addition of an 
electrically driven vacuum pump 
which supplies vacuum for power 
braking whenever the ignition is 
turned on. The vacuum pump auto- 
matically cuts out when the engine 
turns up 300 or more revolutions 
per minute. 
e = * 

Bot Dynafiow and power steer- 

ing continue as standard 


equipment on Ts and 


optional on all others, 

Swing-out front-door hinges pro- 

vide more entrance room. 

The new line comes in 15 
models with six horsepower 
ratings and two wheelbases. 

Models available in 1954 include: 
Special—four-door sedan, two-door, 
Riviera, convertible and _ estate 
wagon; Century — four-door, 
Riviera and estate wagon; Super— 
four-door, Riviera and convertible; 
Roadmaster — four-door, Riviera 
and convertible, and the Skylark. 

* * * 


| ig! 1953 the two estate wagons of- 
fered were in the Super and 
Roadmaster series. 

All Roadmaster and Super models 
are mounted on a 127-inch wheel- 
base. This represents an increase 
of 1% inches in the wheelbase of 


For Better Steering— 


A new parallelogram-type steering link- 
age is used on all 1954 Buicks. The new 
steering geometry provides practically 
zero toe change through the ride and 
rebound ranges of the front suspension, 
gives better directional stability and elim- 
inates “wheel fight"’ on rough roads, 
Buick says. The same steering linkage is 
used on both power and manual steering 


gears. 
Roe.  * 


four-door sedans and a 5%-inch 
increase in the wheelbase of two- 
door models in these series. 

Special and Century models are 
mounted on a 122-inch wheelbase, 
an increase of half an inch, 

Horsepower rating of the Special 
is 150 with Dynaflow and 143 with 
Syncromesh transmission. Horse- 
power output of the Super with 
Syncromesh is 177, and 195 in the 
Century. 

The Skylark, restyled for 1954, is 
powered by the 200-horsepower 
Roadmaster engine. 


"Barber Pole’ Speedometer— 


AC Spark Plug division of General Mo- 
tors has developed this speedometer which 
is rectangular with a brilliant red line that 
lengthens across the instrument as the car 
accelerates. The speed line, the firm says, 
allows the driver to keep abreast of his 
speed without taking his eyes from the 
road. Inside the case is a revolving red 
and black barber pole cylinder which ap- 
pears as a progressive horizontal line on 
the speedometer. It is first to be adopted 
by the 1954 Buick models. 





_ Mexican Race Winner at Safety Clinic— 
. Stevenson (right), driver of the winning Lincoln in the Mexican road race, 


Chuck 
discusses safety 
Skinner, Kansos 
Lovis. 


with Dr, Robert D. Sanders (left), Hazelburst, Miss., and Dr. John O. 
City, during the American Medical Assn. clinic on safe driving in 


Canadian Studebaker Dealer Honored— 


Dezall’s Garage Co., Ltd. (Studebaker), Cranbrook, B. C., is presented with a 
ploque in honor of the firm's 30 years of association with Studebaker. Gordon De- 
zall (right), receives the plaque from Stewart Spear, district manager. In the center 
is Larry Turney, a mechanic who was awarded a five-year pin. 


Plastics Output Sets Record 


1953 Production Runs 30 Pct. Above 1952; 


Yield Is Three 


NEW YORK — Plastics estab- 
lished another record in 1953, the 
Society of the Plastics Industry, 
Inc., said last week. 

An alltime high of approxi- 
mately 3,000 million pounds of 
raw materials were produced 
during the year, the society said, 
an increase of 30 percent over 
1952 production of 2,333 million 
pounds. The society said the 1953 
output doubled the 1949 figure 
and was nearly five times as 
great as 1948 production. 


Prospects for 1954 appear to be 
fairly satisfactory and indicate a 
small increase of perhaps 5 percent 
over 1953 the society said. 

The 1953 value of all plastics 
products approximated $1,500 mil- 
lion. The society estimates that in 
1954 these products will be valued 
at $1,575 million. 

Many factors were responsible 
for 1953’s persistent and impres- 
sive growth, the society said. 

Suppliers of raw materials in- 
creased their production facili- 
ties, making possible new pro- 
ducts and more of them. Machi- 

nery manufacturers developed 

new and bigger equipment to 
handle more and larger items. 

Research laboratories continued 
to develop new and additional in- 
formation on characteristics and 
properties of the various raw 
materials. 

Product design and product en- 
gineering contributed more than 
ever to the production of better 
plastic items, the society said. 

Products manufactured accord- 
ing to quality standards, sponsored 
by the society, and issued by the 
U. S. Department of Commerce, 
have increased product perform- 
ance, customer satisfaction and re- 
tailer acceptance, it said. 

A year-end survey of sales sta- 
tistics covering a representative 
group of 133 injection, compres- 
sion, transfer and extrusion mold- 
ers, revealed that gross sales of 
these companies for the first 10 
months of 1953 were up 34 percent 
from the same period the previous 
year. 

Based on U. S. Tariff Commis- 
sion figures, the largest rate of in- 


‘crease in molding materials was 


recorded by the phenolics, which 
were up 49 percent in the first nine 
months of 1953. Polystyrene mold- 
ing materials were up 43 percent 
with the cellulosics and vinyls up 
41 percent and 20 percent respec- 
tively. 

During 1954 and 1955, the so- 
ciety said, additional increased 
production in the basic raw ma- 
terials will become available as 
expanded facilities and new 
plants enter production, In the 
case of polyethylene, four more 
companies, in addition to the 
two now in production, are ex- 
pected to be actively in the mar- 
ket by the end of 1955. 

The society said there is a feel- 
ing that the first few months of 
1954 will continue to experience 
the mild decrease in the high pro- 
duction rates which developed in 
November and December of 1953. 
However, this condition is not ex- 
pected to be severe, nor to con- 
tinue past the middle of the year. 

In 1953 there were many consoli- 


Billion Pounds 


dations, mergers and outright pur- 
chases of plastics concerns by 
other companies in the industry, as 
well as by outside organizations 
seeking an entrance into the field. 


There are 5,000 to 6,000 compa-" 


nies identified with the plastics in- 
dustry throughout the U. S. em- 
ploying about 200,000 persons, the 
society said, 


Group of Dealers 
In Idaho Warns 
Of Trick Ads 


MALAD, Id.—Worried by what it 
considers unfair sales tactics, the 
Malad Automobile Dealers’ Assn. 
took action and placed a blunt ad 
in a local newspaper. 

The theme of the ad was: “Don’t 
be misled by unrealistic tradein 
offers.” 

The ad read in part: “Stop and 
think a minute. Hasn’t experience 
shown you that you can’t get some- 
thing for nothing? 

“Remember this when someone 
mails you a postcard or sticks a 
little note on your windshield— 
offering much more tradein value 
for your present car than even you 
think it’s worth. 

“Don’t be fooled. This is just 
plain ‘bait’ advertising—a trick to 
get you in a salesroom where a 
high-pressure artist can work you 
over. 

“They have no intention of giving 
you the high figure they seemingly 
offer. : 

“Ethical new and used-car deal- 
ers do not use these unfair and 
tricky bait tactics. Remember this 
warning: ‘Before you invest, in- 
vestigate’.” 

Association officials said the ad- 
vertisement created favorable com- 
ment throughout the area, and re- 
sulted in goodwill for the legitimate 
and ethical used-car dealers and 
helped stop the “baiting” of inno- 
cent customers. 





Transport Industry Urged 
To Plan Now for Defense 


LOUISVILLE. — Declaring that 
transportation is a keystone of the 
nation’s defense structure, Maj.- 
Gen. Edmond H. Leavey, retired 
chief of army transportation, told 
the National Defense Trans- 
portation Assn. meeting here that 
the transportation industry must 
start planning now if the U. S. is 
“to weather the next storm.” 

Problems the transportation in- 
dustry must meet as outlined by 
Leavey included: 

The establishment of arterial, 
restricted-use truck roads be- 
tween airfields and terminals of 

other types of transport. 

A sufficient number of river 
crossings over such rivers as the 
Potomac, the Mississippi, the Ohio 
and the Missouri to permit free 
flow of rail and water traffic in all 
directions. 

Expansion of the highway 
system to support both military 
and civil defense and to carry 
military and civil traffic in the 
event some motor, rail or air 

facilities are destroyed. 

A system for faster interchange 
and transfer of cargo between 
the various forms of trans- 
portation, and of quick rerouting 
of all forms of traffic if normal 
routes are blocked out. 

Plans for fuel supply, mainte- 
nance and repair of equipment; de- 
velopment of more and better me- 
chanical handling devices, and de- 
velopment of plans for obtaining 
and training manpower to meet 
peak loads, 

Edward J. Buhner, board chair- 
man of Silver Fleet Motor Express, 


carrier industry and to provide the 
type and character of uniform 
regulations that would enable the 
motor carrier industry to fulfill its 
destiny.” 

Brig.-Gen. John P. Doyle, di- 
rector of transportation for the Air 
Force, said some carriers think the 
Department of Defense should be 
considered as the protector of the 
economic life of carriers. 

“It is our opinion that the 
National Transportation Policy was 
written as much for the protection 
of the public as for the protection 
of individual carriers.” 

Kenneth L. Vore, director of 
transportation in the office of the 
U. S. secretary of defense, told the 
delegates that the Department of 
Defense expects the transportation 
industry to exhibit leadership, 
cooperation, integrity, understand- 
ing, stability and sound public re- 
lations in its dealings with the de- 
partment, 

Robert B. Murray jr., under- 
secretary of Commerce for trans- 
portation, told the meeting that if 
war strikes the U. S. must have a 
transportation control agency “in 
being” capable of immediate ex- 
pansion because “we will not have 
the same opportunity for mobili- 
zation as was allowed us in World 
War IZ.” 

“The entire problem of the best 
type of wartime organization is 
now under active study,” he added. 


Inc., outlined a four-point program | ' 


which he said the truck industry 
would like to see put into effect. 

It included 
Government business;” abolishment 
of Section 22 of the Interstate 
Commerce Act, under which the 
Government is permitted rate ad- 
justments and which, he charged, 
makes it possible for a few un- 
ethical truck lines to chisel; and 
elimination of congestion at 
Government freight-handling in- 
stallations through more efficient 
routing and better physical facili- 
ties. 

Decrying “the vast plethora of 
rules, laws directives and regu- 
lations” imposed by the 48 states 
and the Federal Government on 
the entire motor carrier industry, 
Guy A. Huguelet, president of 
Southeastern Greyhound Lines, said 
“now is the time in the interests 
of national defense to scrap the 
horse-and-buggy type of regulation 
now hamstringing the motor 


“a fair share of|| 


Nash Poster Contest— 


J. B. Huntress (left), Nash advertising 
manager, and H. C. Doss, sales vice-presi 
dent, view part of the more than 1,00( 
entries in Nash's second annual outdoo: 
poster idea contest. All Nash dealers and 
their employes were eligible to enter the 
contest, with prizes totaling $3,300. 








tr 
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Tennessee Thieves Steel Safe, Loot Freezer 
Using the dealer’s own pickup Thieves also took $534 in cash 





uck, thieves hauled away a 700- | from its hiding place in a freezer 


pn Se biter a. oan, chest at Range Motor Co., Eliz- 
oun 0' oun le, 

Tenn. The safe contained valu- | ®ethton, Tenn, after ca 
able papers, said David Rodefer, | the building through a rear win- 


















12186 Petoskey 





owner. dow. 















No Lost Sales Due To Oil Drip—Eliminates Unsightly Drip Pans 


Made from specially treated material to resist oil, grease, water and fuel. 
CAN'T BE SEEN FROM THE OUTSIDE 


When Ordering, Give Mak $1 3.50 for standard models 


and Model of Car... F.0.8. Detroit 
Large Cadillac and Buick Slightly Higher 


D & M TRUCK TOP CO. 


s of Truck Tops and Undercar Covers 





THE EXTRA-COMFORT SEAT CUSHIONING 
IN THE NATION'S LEADING CARS 





DDED UTILITY FOR 
- ANY Ya, Ya, 1 TON PICKUP 


+ ELIMINATES COSTLY HAND LOADING 


LY 

A VENCO SAVINGS MEST LOADER 
CK PAY —_— 

INSTALLS FOR LESS THAN $200. 


It’s a fact. You'll sell 
more pickups if you tie 
in an economical, 
efficient loader with 
the sale. 

Completely safe! 
Automatic load control! 


SEE VENCO 
IN OPERATION 
TODAY! 


@ SEE YELLOW PAGES OF YOUR PHONE BOOK 
FOR NAME OF NEAREST DISTRIBUTOR, OR WRITE: 


<> THE VEN CORP, 2222 Newell Street, Dept. ANA 


los Angeles 39, California 





Telephones: Webster 3-1613 — Vermont 8-2535 Detroit 4, Michigan 

































Auto Factories 
At the NADA 


Convention 


MIAMI BEACH. — For the con- 
venience of dealers at the NADA 
convention, here is a list of factory 
headquarters: 


CuHevroLeT—Headquarters at 
Algiers Hotel. 


Chrysler Division — Head- 
quarters at Saxony Hotel. Break- 
fast for dealers at 8 a.m, Jan, 12 
in the Bagoda Room, Hospitality 
room at headquarters, Suites 407 
and 408, 

DeSoro — Headquarters at Algiers 
Hotel. Hospitality in Kismet Room. 
Dinner party for DeSoto dealers at 
7:30 p.m, Jan. 11 in the ballroom 
of the Empress Hotel. 

Dopce — Headquarters at Roney 
Plaza Hotel. Hospitality in the 
Ocean Lounge Room every day 
after 4 p.m. Breakfast for dealers 
at 8 a.m. Jan. 12 in the Imperial 
Room. 

Forp—Headquarters at Sans Souci 
Hotel. Hospitality in the Cavalier 
Room, 

Forp News Bureau — De Lido 
Hotel. News Room. 


GMC Truck & CoacH — Head- 
quarters at Algiers Hotel. Hospi- 
tality at headquarters every after- 
noon, 


Hudson — Headquarters at De 
Lido Hotel. Hospitality in head- 
quarters suite. 

Kaiser-WiLLys — Headquarters at 
De Lido Hotel. 


LiNcoLN-MeErcury — Headquarters 
at Nautilus Hotel. Hospitality 5 to 
8 p.m, Jan. 9, 10 and 11 in Drift- 
wood Room. 

NasH — Headquarters at Lord 
Tarelton Hotel. Hospitality, “Native 
Nassau Junkaroo,” every day from 
5 to 8 p.m. Breakfast for Nash 
dealers and wives at 7:45 a.m. Jan. 
12 in the Main Dining Room. 

OLpsMOBILE — Headquarters at 
Martinique Hotel., Daily hospitality 
at the Martinique Roof for dealers 
and wives, 

Packarp—Headquarters at Roney 
Plaza Hotel. Dinner for dealers 
Jan. 11 in the hotel, 

Pontiac—Headquarters at Em- 
press Hotel, Hospitality in head- 
quarters room, 

PLyMouTH—Headquarters at Sax- 
ony Hotel. Hospitality every day in 
the Veranda Room, 

StupeBaAKeR—Headquarters at Sax- 
ony Hotel. Buffet dinner Jan. 12 at 
the Surf Club for dealers and 
wives. 

CHRYSLER Motor Parts Division— 
Headquarters at Saxony Hotel. 


U. C. Merchandiser 
Named by Dodge 


DETROIT. — Stuart P. Hutchins 
has been appointed to the newly 
created post of 
national used-car 
merchandising 
manager for 
Dodge. 

Hutchins’ auto- 
motive experi- 
ence includes po- 
sitions as manag- 
er of another car 
manufacturer’s fi- 
nance depart- 
ment, and as bus- fi 
iness Manage- 8. P. Hutchins 
ment manager and general man- 
ager of dealerships in Des Moines, 
Indianapolis and Wayne, Mich. 


$40,000 Gift 


Ethyl Supports Fellowships 
In 21 Universities 


NEW YORK. — Ethyl Corp. is 
continuing its graduate fellowship 
program by supporting fellowships 
in 21 universities in the fields of 
chemistry, chemical engineering, 
mechanical engineering and 
physics. 

A total of $40,000 has been con- 
tributed ‘to cover stipends, tuition 
and fees. This is in addition to 
special research projects which are 
supported at a number of universi- 
ties. 
The Ethyl fellowship program 
was initiated in 1938 to encourage 
the development of outstanding re- 
search personnel and fundamental 
research. 





L-M Factory in St. Louis Wins Architects’ Medal 


ST. LOUIS. — Lincoln-Mercury’s | ing’s designer, Albert Kahn Asso- 
assembly plant here has been se-| ciated Architects & Engineers, De- 
lected as the outstanding example | troit, 


aol aan architecture in the 8t.| iocted in 1946, the St. Louis ) 

The St. Louis chapter of the | Plant was the first of five factories 
American Institute of Architects | designed by Kahn for Ford Motor 
has awarded a medal to the build-| Co. 








BORROUGHS. 


““delivers the goods’’ 
from survey to installation 


BORROUGHS FLEXI BINS are built to give the greatest accessi- 
bility, quickest adjustment and fastest stockroom service. They make 
inventory-taking easy. Flexibility, dependability and efficiency are built 
into every unit. Borroughs distributors offer you the following complete 
service: 





Complete survey service Plan-o-graphing service 

Your stockroom may be brand new, Here’s another job where our engineers 
requiring a complete new bin system .. can be of real service to you. Not only 

or you may want your present one will they show how best to use your 
rearranged and made more efficient. present floor space for top efficiency, 
Regardless of your storage bin prob- but they will also furnish plan-o-graphs 

lem, our engineers can show you many for revising your present bin system, or ‘ 
economies that will mean genuine sav- for an entirely new system. i 
ings for you. 





Prompt delivery service Efficient installation service 
Your job is always the most important Planning is one thing—and working to 
to us. We know that you must have that plan is another. We do more than 
your stockroom ready for business on make deliveries...our installation en- 
such-and-such a day... and it’s up to gineers are on the job to correctly and 
us to see that your storage bin system completely install your Borroughs sys- 
is ready when you want it. Yes, you tem—the most efficient and economical 
can bank on a promise from us. storage bjn system that money can buy. 


See any of these 
BORROUGHS FLEXI-BIN DISTRIBUTORS 
for literature and prices 


AUTOMOTIVE BIN SERVICE BINS & EQUIPMENT CO. 
10040 Freeland, Detroit, Mich. 1918 Buford Highway, W. E., Atlanta, Ga. 
1059 Main Street, Buffalo, W. Y. 2318 Ouk St., Jacksonville, Fla. 
1220 Richmond, Cincinnati, Ohio 
54 West 30th Street, Indianapolis, Ind. K & S AUTOMOTIVE INVENTORY 
204 Builders Bldg., Louisville, Ky. 26 Clay Avenue, Everett, Mass. 
53 Crennell Ave., Pittsburgh, Pa. 
3707 Euclid Ave., Cleveland, Ohio FELIX F. LOEB, INC. 
8810 So. Vincennes Ave., Chicago, Ill. 
W. W. CANNON CO. 4500 North Wilson, Milwaukee, Wis. 
9739 Denton Dr., Dallas, Texas 
1901 Winter St., Houston, Texas MILLS-MORRIS CO. 
EAST COAST DISTRIBUTING CO. Ws Sa Rghy Se, Se Ee 
327 Hopkins Rd., Baltimore 12, Maryland SIGGINS COMPANY 
¢/o (Sorensen Motors), Berwyn, Pa. 704 Broadway, Kansas City, Mo. 
115 North 12th Street, Omaha, Neb. 
ESSENTIAL EQUIPMENT CORP. 1082 36th Street, Des Moines, lowa 


32-58 62nd Street, Woodside L. |., N.Y. 
SIGGINS EQUIPMENT CO. 
GREEN-PENNY COMPANY 901 South Boyle St,, St. Louis, Me. 


421 E. Washington, Los Angeles, Calif. 
: SPARKMAN-BARKER CO. 
WILLIAM A, GORE COMPANY 550 Santa Fe Dr., Denver, Colorado 


1834 Adeline St., Oakland, Calif. 1181 Sherman Ave., Salt Lake City, Utah 


BORROUGH §S Miz. company 


Subsidiary ef American Metal Products Company of Detroit 


3002 N. Burdick, Kalamazeoo, Michigan 
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Fail to Earn 4.3 Percent on Sales... 


80 Percent 


of Dealers 


Below Profit Average 


(Continued from Page 1) 


from a high of nearly 8 percent 

of sales down to an actual loss. 

Gross profit varied from a high 
of nearly 21 percent to a low of 13 
percent. 

The gross on used car sales 
ranged from a few dollars profit to 
a loss of more than $65 per used 
unit. 

Gross profit for all dealers aver- 
aged 16.5 percent of sales, and 
total] expenses 12.2 percent. 

sf. 8 
S usual, the committee gave 
figures for dealers by four 
groups. Group I includes dealers 
retailing 1 to 149 cars and trucks; 
Group II, 150 to 399; Group ITI, 400 
to 749, and Group IV, 750 or more. 

Operating profit for Group I and 
II dealers was 4.3 percent; for 
Group III, 4.4 percent and Group 
IV, 4.7 percent. 

The average loss per used unit 


sold rose from $7 average in the 
first six months to $11 for nine 
months, Loss was higher for the 
volume dealers—$2 for Group I, 
$17 for Group II, $29 for Group 
III and $25 for Group IV. 


Ratio of used unit sales to new 


Carborundum Acquires 


Stupakoff Ceramic 


NIAGARA FALLS, N. Y.—Agree- 
ment has been reached for Carbo- 
rundum Co. to acquire the capital 
stock of Stupakoff Ceramic & Mfg. 
Co., Latrobe, Pa., according to Maj. 
Gen. Clinton F. Robinson, president 
of Carborundum, 

Robinson said that Stupakoff will 
continue operations under its pres- 
ent name, organization and person- 
nel under the direction of Semon 
H. Stupakoff, president. Stupakoff 
manufactures components used in 
the electrical and electronic indus- 
tries. 


was 1.4 to 1 for all dealers; 1.7 to 
1 for Group I; 1.5 to 1 for II; 1.1 
to 1 for III and .9 to 1 for IV. 
The day’s supply of used cars 
on Sept. 30 was 35 and the average 
cost per unit on hand was $835. 
Percentage of vehicles in stock 30 


days or longer was 44.8. 
* + * 
Ar RAGE service absorption 
held steady with the first half 
at 56.2 percent. 

The average dollar volume of 
parts sales per new unit sold rose 
from $286 in the first half to $296; 
percentage of gross profit on parts 
to sales rose from 28.1 to 28.5 per- 
cent. Number of months’ supply of 
parts dropped from 6 to 5.8. 

Customer labor sales per new 
unit sold rose from $217 to $225. 
Percentage of gross profit to sales 
was down to 42.7 from 43 percent- 
age. 

On total service, sales per new 
unit were up from $677 to $702. 
Percentage of gross profit 
sales was 32.4 percent, up from 
$1.7. 

New cars and trucks accounted 
for 55.1 percent of sales; used ve- 
hicles 27.8 percent; total service and 
parts, 15.4 percent and miscellane- 
ous, 1.7 percent. 

Percentages for the second half 
were 54 on new vehicles, 28.8 used, 
14.7 service and parts and 2.5 mis- 
cellaneous. 


How Dealers Fared on Expenses, Profits 


EDITOR’S NOTE: The following figures are taken from the latest issue of NADA’s “Dealer Profit 
_ or Loss Facts” bulletin. In all cases, volume groups are broken down as follows: Group I, 1 to 149 
new cars and trucks retailed in 1952; Group II, 150 to 399 units; Group III, 400 to 749, and Group 


IV, 750 and more. 


FIRST NINE MONTHS, 1953 


SALES, EXPENSE, AND OPERATING PROFIT 


GROUP I 


Per New 
Unit 


Gross Profit Per Used Unit Sold 

Number of Days’ Supply in 
Inventory 9-30-58 ................ 

Average Cost Per Used Unit in 


GROUP II 
Per New 
% of Unit 
Sales Retailed 
100.0 $4,305.98 
16.8 807.05 


GROUP Ill 


% of 
Sales 


17.0 


3.9 188.58 4.5 


8.6 


12.5 
4.3 


USED CARS 


GROUF II 


412.83 
601.41 
205.64 


8.1 
12.6 
44 


GROUP I 
$841 

1.7 to 1 
—$2 
39 
$817 


47.8% 


PARTS 
(Accessories Not Included) 


$921 
15 tol 
—$17 
33 
$864 


43.7% 


GROUP I GROUP I 


$299 

28.5% 
4.8 
2.5 


CUSTOMER LABOR 


GROUP Il 


$240 
46.0% 


TOTAL SERVICE 


GROUP I 


Per New 
Unit 
Retailed 
100.0 $4,071.24 
694.99 
184.12 
328.89 


513.01 
181.98 


GROUP Il} 


$865 
11 tol 
—$29 


$855 
32.9% 


GROUP Ill 


$236 
28.49 
4.6 


GROUP UI 
$198 
48.1% 


INDUSTRY 
AVERAGE 


Per New 

% of Unit 
Sales Retailed 
100.0 $4,547.61 
16.5 75L79 


GROUP IV 


3.9 176.67 
377.19 
553.86 
197.93 


8.3 
12.2 
4.3 


INDUSTRY 
AVERAGE 
$864 
14 tol 
—$i1l 
35 


$835 
44.8% 


28 


INDUSTRY 
AVERAGE 
$296 
28.5% 


5.8 
2.1 


GROUP IV 
$218 
25.2% 

4.0 


2.6 3.0 


INDUSTRY 
AVERAGE 
$225 
42.7% 


GROUP IV 
$152 
48.8% 


Includes Labor, Parts, and Ali Other Service and Stockroom Sales, Except Accessories With New V ehicles 


Absorption 
(Officers’ Or Owners’ Salaries Included) 


GROUP II 


$716 
34.7% 


59.2% 


GROUP I 


GROUP III GROUP IV 


$563 
35.9% 


58.8% 


INDUSTRY 
AVERAGE 


$702 
32.4% 


56.2% 


$477 
34.3% 


59.3% 


RATIO OF DEPARTMENTAL SALES TO TOTAL SALES 


GROUP I GROUP II 


55.4% 
27.9% 
14.9% 

1.8% 


GROUP II GROUP IV 
61.0% 
23.2% 
13.8% 


INDUSTRY 
AVERAGE 
55.1% 
27.8% 
15.4% 

1.7% 


63.2% 
21.7% 
14.0% 


2.0% 1.1% 


Foreign-Car Sales Dip After ’53 Surge 


(Continued from Page 6) 
reestablishing Austin in the upper 
ranks of foreign-car registrations. 

During October, 1953, Morris sold 
132 cars, with a 10-month total of 


1,872, compared with 205 in Oc- 
tober, 1952, and a 10-month total 


in that year of 1,558. 

Volkswagen showed its first 
dip in 1953 with an October rig- 
istration of only 108, as against 
148 in September. The 10-month 
total stands at 980 for 1953. How- 
ever, the October registration is 
far ahead of October, 1952, when 


only 47 Volkswagens were reg- 
istered. 

The remaining miscellaneous ve- 
hicles registered during the month 
of October, 1953 amounted to 414 
vehicles. The number of miscella- 
neous vehicles registered in the 10- 
month period was 4,583. 


Minneapolis President— 


E. G. Taylor, past president, hands the 
gavel to John Scheefe, newly elected 
president of the Minneapolis Automobile 
Dealers Assn. 


IH Names Busard 
Truck Sales Chief 


CHICAGO.—W. C. Schumacher, 
vice-president of International 
Harvester, has announced the ap- 

pointment of 
Ralph M. Buzard 
as manager of the 
truck sales de- 
partment. Buzard 
succeeds W. K. 
Perkins, who will 
become staff as- 
sistant to the 
vice - president, 
working on spe- 
cial assignments. 
Perkins has been 
away from active 
duty for some 
time because of illness. Buzard was 
assistant manager of truck sales 
at the time of his promotion. 

He joined Harvester in 1922 as 
a salesman at the company’s Akron 
district sales office. 





Brand Names Day 
To Be Planned by 
Committee of 16 


NEW YORK.—A committee of 16 
sales, advertising and public rela- 
tions executives has been named to 
assist Chairman Malcolm Muir, 
president of Newsweek magazine, 
in planning Brand Names Day-1954. 

The announcement was made by 
Barry T. Leithead, president of 
Cluett, Peabody & Co., Inc., and 
chairman of the board of Brand 
Names Foundation, Inc, Leithead 
said the annual conference on 
brand and advertising themes will 
be held Apr. 28 at the Waldorf- 
Astoria in New York. 


Committee members named in- 
clude: Edgar S. Bayol, press coun- 
sel, Coca-Cola Co.; Charles G. 
Burke, vice-president, Moloney, Re- 
gan & Schmitt, Inc.; Peter Fahren- 
dorf, vice-president, Chilton Co., 
Inc.; George H. Fitch, director of 
advertising, Devoe & Raynolds, Co., 
Inc.; J. Baxter Gardner, vice-presi- 
dent, Cluett, Peabody & Co., Inc., 
and Julius Haber, director of pub- 
lic relations, RCA Victor, Radio 
Corp. of America. 

Also, George A. Huhn, vice-presi- 
dent, Ruthrauff & Ryan, Inc.; E. 
A. Korchnoy, vice-president, Frank 
H. Lee Co.; Gerald Lyons, director 
of public relations, Du Mont Tele- 
vision Network; Daniel C. Mc- 
Carthy, director of publicity, Soco- 
ny-Vacuum Oil Co., Inc., John H. 
McCullough, vice-president, H. B. 
Humphrey, Alley & Richards, Inc., 
and Richard Murray, advertising 
director, New York World-Tele- 
gram. 

Also, Dwight W. Norris, director 
of development, Newsweek; Jack 
Pacey, director of public relations, 
American Broadcasting Co., Inc.; 
John D. Thees, advertising director, 
New York Herald Tribune, and J. 
A. Wolcott, sales promotion man- 
ager, Rust Craft Publishers. 


U.S. Sees Good Year 


But Secretary Weeks Says 1954 Won’t Match 
Record Boom of Last Year 


WASHINGTON.—Though 1954 
will not equal the alltime record 
boom of 1953, it will be among the 
better years of economic history, 
Commerce Secretary Sinclair Weeks 
said last week. 

“The outlook is bright for a high 
overall level of jobs and business 
activity and for an abundance of 
newer and better products at at- 
tractive prices,” Weeks said. 

“For months business has an- 
ticipated temporary adjustments. 
Many already are over and others 
will be dealt with as we move 
ahead, The Administration will 
continue its policy of encourag- 
ing economic stability and growth 
and of preparing measures for 
prompt use whenever or wher- 
ever required.” 

Looking at the prospects for 


New Mich. Firm 
Enters Service 


Tool Business 


BELLEVILLE, Mich. — A. W. 
Bacon, formerly vice - president of 
Kent-Moore Organization, Detroit, 
last week announced the formation 
of Serviquip, Inc., a new company 
with offices at 553 Huron River 
Drive, Belleville. 

Facilities for the manufacture 
and distribution of service tools 
and equipment are offered to 
manufacturers of products with 
service and maintenance responsi- 
bilities. 

The company also will function 
as a national distributor to manu- 
facturers of products offered to the 
service market, Bacon said. A field 
organization will be made available, 
he said, to handle service and 
training responsibilities. 

Bacon has had 25 years of ex- 
perience in the automotive field. He 
spent 20 years with Kent - Moore, 
starting as order department man- 
ager with the founders of the 
original company. 


1954, Weeks cited the following 
facts: 

The U. S. now has a population 
of 161 million, compared with 158% 
million a year ago. 


Personal income is at the season- 
ally adjusted annual rate around 
$285 billion, with $281 billion last 
December, 


In the year ended Sept. 30, 
Americans added $25 billion to 
their holdings of liquid assets, 
according to the Securities & Ex- 
change Commission. This new 
saving brought their accumulated 
liquid assets holdings to approxi- 
mately $375 billion, exclusive of 
personal holdings of corporate 
securities, 

Inflation has been slowed almost 
to a stop. The latest consumer 
price index of the Bureau of Labor 
Statistics for the month of Novem- 
ber showed a decline from October 
and was less than 1 percent higher 
than the corresponding month last 
year. 


The aggregate stock of capital 
equipment installed in industries 
and on farms is the largest and 
most efficient in our history. The 
record-breaking quantity installed 
in the past year replaced large 
numbers of obsolete or worn-out 
machines with ones of improved 
design. 

In addition, many new ma- 
chines and items of equipment 
were added. Thus, producers sub- 
stantially raised the average level! 
of efficiency. 

The price, wage, and productioa 
controls in force a year ago have 
been eliminated. The result has 
been to enhance both the economic 
freedom of the individual and the 
efficiency of the productive system. 

Consumer purchases of goods and 
services have continued hig 
throughout the year, resulting in a 
further addition to-the stock of 
consumer durables which contrib- 
ute so importantly to the higa 
standard of living. Sales of all re- 
tail stores amounted to about $171 
billion in 1953, compared with $144 
billion in 1952. 
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From Buyer Lineup to Frenzied Sales . . . 





Output Since War: 47,322,177 


(Continued from Page 2) 


are hustling to make sales. The 
customer again is king. 

The past year, during which 6,- | 
134,823 cars and 1,209,797 trucks | 
were turned out, 
turning point. 


YHE war-resultant demand was 


not easy to satisfy. Strikes, | 


material shortages and Government 
production controls were among 
the thorns. 

When car makers got the go- 
ahead sign in July, 1945, they 
were not able to jump right into 
volume output because of ma- 
terial shortages and the necessity 
for revamping plants after war 
work, The task was so difficult 
that in the last six months of 
1945 only 69,532 cars were turned 
out, less than a week’s turnout 
in normal times. 

Even through 1946, makers had 

troubles, with the result that week- 


2 Regional Chiefs, 
3 Other Aides 
Named by Dodge 


DETROIT.—The appointment of 
two regional managers and three 
other executives was announced 
last week by Dodge. 

Jack A. Wixom was named Los 





L. ©. Tarieton 


Angeles regional manager and 
Lawrence C. Tarleton was appoint- 
. regiorial manager in Greensboro, 

. C, 

Eugene W. Thrasher was named 
assistant business management 
manager in the Detroit office. Two 
assistant regional managers also 
were appointed. They are George 
E. Moore, for Chicago, and Arthur 
G. Kirchner jr., for Detroit. 

Wixom formerly was city man- 
ager of Los Angeles and district 
manager of North Los Angeles. 
Tarleton formerly was St. Louis 
city manager. 

Thrasher had been regional man- 
ager in Greensboro. Moore formerly 
was Chicago regional business 
manager. Kirchner had been city 
manager of the metropolitan Chi- 
cago area. 


New Album Tells 
Rolls-Royce Story 


ARCADIA, Calif. — The first vol- 
ume of “Rolls-Royce, An Album of 
Sales & Institutional Literature,” a 
184-page book dealing with the 
history, legend, craftsmanship and 
usefulness of the Rolls-Royce, has 
been published by Dan R. Post 
Publications, Arcadia. 

With numerous photographs, 
drawings and a wealth of informa- 
tion, the book’s editors tell the 
story of the famous British Rolls- 
Royce from 1906, when it was first 
produced, until the present day. 
Another volume tells about the 
American Rolls. 


Armacost 


(Continued from Page 3) 
Problems, we must be ready and 
Willing to stand up individually and 
be counted.” 

Armacost also warned that 
dealers should be careful that an 
untimely appeal to government 
by any group of dealers does not 
undermine programs which are 
being carried out on a national 
basis. 


He suggested that local or state 
8roups discuss such plans with 
Tepresentatives of NADA. 

“Otherwise,” he said, “we might, 


was the real 


| ly car production in 1946 averaged 
‘only 41,000 units, whereas in 1953 
the weekly average was 118,000. 


T TOOK until weit into 1949 for 
auto makers to really flex their 
muscles, and it was 1950 before the 


|industry’s postwar expansion pro- ; 


|gram began to bear fruit. 

Back in 1946, despite a 100-day 
strike at General Motors and 
tieups in the steel, coal and glass 
| industries, U. S. plants made 2,- 
| 155,674 cars and 940,583 trucks. 
GM did not build a car in 1946 
| until April. 

The year 1947 got off to a fast 
start. Output in the first week of 
February hit a postwar high. But 
materials were scarce and the year 
ended with output of 3,555,665 cars 
and 1,237,974 tracks. | 


N 1948, de — a 2 d * continued to 
grow. Statistics show that two 
million old cars had been scrapped | 





in 1947, Expansion plans were 
stepped up. Dodge opened an as- | 
sembly plant at San Leandro, | 
Calif.; GM a B-O-P factory in| 
Atlanta, and Lincoln-Mercury add- 
ed plants in Los Angeles and 
Metuchen, N. J. 

Allout effort was exerted, and 





the industry managed to hike 

production to 3,911,335 cars and 

1,364,957 trucks, The total might 

have been better, except for a 

three-week strike at Chrysler, 

material shortages, and lower 
output at K-F because of slowed- 
up sales, 

At the beginning of 1949, the in- 
dustry was not as confident as it 
was going into 1948. When the year 
was over, however, U. S. plants had 
turned out 5,118,293 cars and 1,- 
131,695 trucks. Dealers started to 
experience trouble selling the 
vehicles late in 1949. 


__ 1950 opened, many 
market observers were crying 
“enough.” In December, 1949, cars 
were piling up in the field. 

Most predictions were that 
1950 car output would be slightly 
less than in 1949. But, due chiefly 
to stimulation of the market by 
the outbreak of the Korean War, 
the year ended up wiih The 


trucks. 

With the Korean War six months 
old, the auto industry at the begin- 
ning of 1951 began to feel the pinch 
of materials. Production quotas | 
were established by the Govern- 
ment, but materials were allotted 
in such a manner that impossible. 
of quotas was virtually impossible. 


NEVERTHELESS, “5,800,506 cars | 
were turned out, while truck | 
production set a new record of | 
1,416,382. 

While the auto industry started | 
1952 on a rocky road, the path be- | 
gan to smooth out at year’s end. 
Federal output controls and a two- 
month-long steel strike caused car 
output to drop almost a million 
units below 1951. Built during the) 
year were 4,337,443 cars and 1,223,- 
397 trucks. 

With Federal production curbs 
ended, auto makers in 1953 scored 
a first-half production record of 
8,256,010 cars and were well on 
the way to turning 1953 into the 
industry’s highest output year. 

Then came a change in the! 











New for Jets— 
This continental rear tire mount now is 


8nd in all probability will, find | available on Hudson Jets. A pushbutton 
Surselves inadvertently working at | latch release in the center of the hub cap 
€foss purposes and defeating our'| tilts the unit for removal of the spare 


Common aims.” wheel. 


market, charges of overproduction, 
inventory-dislocation, shutdowns by 
Nash and Kaiser, the GM Hydra- 
Matic fire, parts shortages and 
model changeover problems. 

* * * 


_—- dealers, faced with post- 
war-high stocks, resorted to 
‘blitz sales” and price-cutting on a 
big scale in the model cleanup 
period. 

By November, the output pace 
had eased up, due to cutbacks by 
some makers and to model 
changeovers. 
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|Nash Dealers Sponsor Safety Contest— 
In the second half of 1953, the | 


In cooperation with the Cleveland Police Department, the Nash dealers’ association 


industry turned out 2,878,813 ‘cars, | of that city is sponsoring a traffic safety contest, in which weekly winners get a $25 


but the grand total for the year 
reached 6,134,823 cars and 1,209,- 
797 trucks, the second-best vehicle- 
output year in history. 






would appeal Purcell’s action. 

Lyle Janz, manager of the Port- 
land BBB, said Hollywood had 
been a constant target of com- 
plaints involving “abusive and 
high-pressure sales tactics.” 
Spokesmen for the Portland 

newspapers said Hollywood adver- 
tising copy was refused because it 
was “bait advertising” and, as such, 
was false. A specific ad referred 
to said: “Will you take (figure) for 
your used car in trade for new 
Ford?” The price quoted in the ad 
was never allowed, the newspaper 
spokesmen said. 

Janz said many customers also 
responded to “would - you - take” 
cards left under windshield wipers 
of cars and found the figures fic- 
titious. A typical operation, he said, 
was this: 

An interested customer would ap- 
pear at the dealership with a 
“would-you-take” card and a sales- 
man would draw up an agreement 
based on the indicated allowance 
and get possession of the custom- 
er’s car keys and certificate of title. 

In a sense, Janz said, the sales- 
man thereby became an attorney- 


| in-fact for the customer. The sales- 


man would then tell the customer 
his superior would have to approve 
the deal. 

He would then return with the 
news that the allowance had been 
cut. Sometimes, price haggling 
lasted four to five hours, according 


‘DeSoto Appoints 
Mix as National 
U.C. Manager 


DETROIT. Appointment of 
Clyde G. Mix as national used-car 
merchandising manager of DeSoto 


Clyde G. Mix J. D. Watson 


was announced here by J. B. Wag- 
staff, DeSoto sales vice-president. 

At the same time, Wagstaff an- 
nounced that Robert Dunsmore has 
been named DeSoto’s dealer opera- 
tions manager, while J. D. Watson 
has been appointed Omaha regional 
manager replacing Mix. 

Mix joined DeSoto in 1948 as dis- 
trict manager in Flint, Mich. He 
was appointed Detroit city man- 
ager in mid-1952, and was named 
Omaha regional manager in May, 
1953. 

Dunsmore joined Chrysler Corp. 
in 1947 and most recently held the 
post of assistant director of dealer 
operations for Chrysler Corp. 





Watson joined DeSoto in 1948 | 


as district manager in Milwaukee. 
Prior to his Omaha appointment, 


Abuses Laid to Dealer 


Business License Refused Portland (Ore.) Firm 
After Complaints on Sales Practices 
(Continued from Page 3) 
lice chief’s action. Fait said he|to complaints on file with the BBB. 





he was Chicago city manager for | 


DeSoto. 


‘savings bond and a chance to compete for the grand prize—a 1954 Rambler. Exam- 
ining entries are (from left), O. G. Watson, zone manager; Harold Gorman, of the 
Cleveland Safety Council, and Police Chief Frank W. Story. 





recommendations blocks the 1954 
license, but the firm can continue 
in business under its 1953 license 
until March 15,.1954. 

Hollywood may petition the City 
Council for a hearing and the coun- 
cil may override Purcell. If Pur- 
cell is upheld, the company may 
then appeal to the State courts for 
a City license. 

Owners of Hollywood are said to 
operate several Ford dealerships 
along the Pacific Coast and in 
British Columbia. 

M. M. Meadows, general man- 
ager of Hollywood, said his firm 

has sold 10,000 Fords since it took 
over the dealership in 1950 with 
“as many as 550 sold in a single 
month.” 

He denied any unethical prac- 
tices and said Hollywood had had 
no more customer complaints than 
any other dealer. The majority of 
complaintst, he added, have been 
satisfied. 







Some of the complaints said 
that when the customer refused 
to take a cut in the allowance 
and asked for the return of his 
keys and title, he would be told 
that his car already had been 
sold. One person reportedly had 
to hire an attorney to get his own 
car returned. 

Others have complained, Janz 
said, that in order to get the full 

allowance quoted on the “would- 
you-take” card, they had to accept 
several hundred dollars in un- 
wanted accessories. 


Janz said others reported that as 
soon as they offered cash, Holly- 
wood refused to make a deal. He 
said this indicated that the sales 
contracts were packed with finance 
charges. 

A day after the police chief’s ac- 
tion, United Pacific Insurance Co. 
canceled its $5,000 surety bond cov- 
ering Hollywood. 


The bond, required by State law 
of any auto dealer, is posted with 
the secretary of state. Although the 
law does not mention a cash bond, 
State officials said they would be 
unable to refuse to accept a cash 
bond posted by the firm itself. 

Filing of Purcell’s and Peterson's 


Arkansas Calls for Bids 
On 225 New Autos 

LITTLE ROCK, Ark. —A record 
number of 225 cars will be pur- 
chased by the State of Arkansas 
this month. 

Forty dealers, all in the light-car 
class, will offer bids. The purchase 
list will be broken into lots for 
bidding purposes, since state policy 
calls for all the cars in each de- 
partment to be of identical make. 
Eighty of the vehicles will be sta- 
tion gees, 
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AUTO STORAGE 
COVERS 





—<— Now —no need to tie up valuable floor space or 
pay expensive warehouse charges. Store cars out of 
doors safely under contour tailored Winthrop Covers! 


Made of tough, flexible Polyethylene — harmless to car finishes — withstands 
temperatures as low as 60° below zero without cracking. Covers a car from 
bumper to bumper — slips on and off in seconds. Folds into small neat package 
when not in use. Ties down at corners with sturdy tape, stays in position on 
windiest days. Order today! 


WINTHROP MANUFACTURING COMPANY | 
WINTHROP, MASS. | 

Please send the following AUTO STORAGE COVERS: 
—_—___...No.W-3 STANDARD -___No. W-4 JUMBO | 
() Enclosed is Check or Money Order 


STANDARD 
STORAGE COVER 
for FORD, CHEVROLET, 
PLYMOUTH, NASH, ete. 





CHRYSLER, BUICK, ete. 
$9.95 


No. W-3. $7.95 | 
C] Please bill us. Bank reference. | 

JUMBO COMPANY NAME vsieoatinaaieadae 
STORAGE COVER ADDRESS ! 
for CADILLAC, LINC City ZONE STATE | 
| 


10% Discount on Orders of 10 or More 
SHIPPING CHARGES — add 50¢ for each cover 


No. W-4 
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Electronics Usher n New Era 


than was possible with older pro-| ’ 


DETROIT.—Automotive engi- 
neers are using electronics in their 
hunt for still better ways of mak- 
ing America’s cars and trucks. 

This relatively new branch of 
a is setting new standards 

of enginéering perfection, push- 
ing record production capacities 
still higher and cutting process- 
ing costs. 

Electronic techniques and de- 
vices, including the vacuum tube 
and its cousin, the transistor, are 
proving to be valuable additions to 
the automotive plant. They are 
never subject to letdowns, or emo- 
tional and physical fatigue, and 
are always ready to direct auto- 
tedious 
work formerly done by toilng men. 

The men are still there, but now 
in the latest plants, most of them 
are watching gages, reading meters 
and pushing buttons, 

Electronic circuits provide the 
nervous system of modern factor- 
ies in a new concept of vehicle 
production called “automation.” 
Machines that count, remember 


ving 
problems that formerly blocked 
the road to mechanical improve- 
ments. Measurements, once 
thought impossible, can now be 
made electronically. 

Staffs of mathematicians, for ex- 
ample, have spent up to four years 
developing gear design tables. Elec- 
tronic computers now do the job 
in 200 hours, 

Similar computers are replacing 


‘Oil Affects 


the slide rule on such jobs as 
analysis of sales, costs, income, 
production schedules, quality con- 
trols, material and inventory con- 
trols; handling and evaluation of 
personnel records, design and in- 
spection of parts. 

Differential analyzers now “test” 
advance vehicle designs without 
resorting to the usual trial-and- 
error method, Such things as brake 
and engine efficiency and riding 
qualities are accurately measured 
long before a prototype model is 
built. 

Electronic inspection machines 
speedily perform jobs that for- 
merly could not be done at all, 
or only with agonizing slowness. 
One inspection machine measures 
thickness of copper strips to the 
thousandth of an inch and 
checks for pinhole perforations 
while the strips move past at 300 
feet per second, 

But the story of automation, a 
natural fruit of production - line 
techniques long familiar to auto- 
motive men, is perhaps the most 
fascinating of all. 

Automation is the automatic han- 
dling of parts, in the foundry, the 
forge, the press plant and the ma- 
chine shop. It depends upon elec- 
tronic “brains” to run the huge 
“transfer machines” that make up 
an automated plant. 

Automated equipment turns out 
products with constant precision, 
and does it faster and cheaper 


Everything’ 


Free-World Production Expands to Keep 
Pace with Growing Demand 


CHICAGO.—The most noticeable 
trend in the world oil picture is the 
decentralization of the industry, 
says Ole Berg jr., British American 
Oil Co. Ltd., Toronto. 

Production has spread to new 
areas of the globe, he says, and 
processing of crude oil is done 
thousands of miles away from 
the source. 

The industrial evolution which 
many countries are experiencing 
has made the petroleum market a 
truly international one, he adds. 

“The U. S. alarmists of 20 years 
ago who prophesied a petroleum 
shortage in two decades (even at 
the rate of consumption in those 
days) have been incorrect,” Berg 
says. 

“World oil production so far this 
year is the highest on record and 


Official Hot-Rods 


Indiana Buys 160-H.P. Fords 


For State Police 


INDIANAPOLIS.—Indiana State 
Police will put into service 47 new 
high-acceleration Fords. 

They will replace standard-model 
Fords, Chevrolets, Plymouths and 
Pontiacs now in use. Supt. Frank 
A. Jessup said the State Police 
could use 322 cars of the inter- 


ceptor type, but plan to buy no/h 


more until the first 47 are thor- 
oughly tested in actual operation. 

The Ford police model has a 
160-horsepower engine and heavy- 
duty equipment throughout. 


shows sharp increases over last 
year. The markets grow larger 
year after year.” 

Symbolic of this changing 
world oil picture, Berg says, is 
the development of the Canadian 
petroleum industry. As recently 
as 1947, Canada was 18th on the 
list of world oil producers. In 
1953, Canada ranked eighth 
among oil producers, 

Nearly a million dollars is spent 
daily on exploration and pro- 
duction in Canada to bring in a gas 
or oil discovery well at the rate 
of one every third day. 

The free world, Berg said, is pro- 
ducing at a rate of 10 times greater 
than Russia and her satellites, but 
Communist production is almost 
exclusively for the armed forces. 

A growing demand for free-world 
petroleum production — for autos, 
tractors and petrochemical uses— 
with a corresponding expansion of 
production, can be reasonably fore- 
cast, he said. 

Atomic developments will have 

little bearing on the petroleum 
picture, he said. 
. “The world will continue to re- 
quire more and more energy, and 
even the most liberal predictions do 
not allot more than 10 percent of 
the world’s power needs to atomic 
energy within the next 20 years,” 
e said. 

The oil industry is responding to 
an era of greater activity and di- 
mensions than- ever before, Berg 
said, because “oil affects every- 
thing and everything affects oil.” 


Stoddard-Wendle in New Garb— 


Steddard-Wendle (Ford), Spokane, has opened a remodeled and modernized 
building which, in its new form, more than doubles available space. The used-car lot 
is under cover. Wayne Stoddard and Chud Wendle are owners of the firm. Ben 


Williams is used-car manager. 


duction methods, In addition, these 
processes have speeded the ‘indus- 
try’s long drive toward increased 
safety and improved working con- 
ditions by substituting steel hands 
for those of human workmen. 


Increases in output credited to 
transfer machines have ranged 
all the way from 15 to 200 per- 
cent. An example is the 32-sta- 
tion machine in use by one 
manufacturer. It performs 198 
fully automatic operations while 
machining all the holes in the top 
and both cylinder head faces of 
a V-8 engine block. 

It loads raw blocks, machines 
them, rolls them into position, 
automatically gages the holes and 
sends them on to the next phase 
of manufacture. 

Electronics specialists say all this 
is only a hint of more amazing 
things to come. 


Packard Huntington Signs Franchise— 


The rights for Packard in Huntington, N. Y., 


have been acquired by Packard 


Huntington, Inc. Shown (from left, standing) are Robert B. Low, secretary; C. R. 
Willis, zone business manager; J. M. Byrne, district manager; Fred Specchio, treas- 


urer, and C. H. Noll, 


assistant zone manager. 


Seated (from left), are Richard G. 


Schiess, president of the new firm, and C. H. Evans, zone manager. 








114 Chrysler Dealers Win Bermuda Trip 


NEW YORK. — Climaxing a} 
nationwide selling campaign, 114 
Chrysler dealers and their wives 
and regional, district and factory 
officials left here last Monday on 
an all-expense cruise to Bermuda 
and Nassau. Thirty-four hundred 
dealers took part in the contest. 

In addition to the cruise 
awards, Chrysler division is pre- 
senting prizes to individual sales- 
men who did outstanding jobs 
and enabled the dealers to qualify 
for top honors. These range from 
1954 New Yorker sedans down to 
cash prizes of $100. 

All awards in the contest, both 
for dealers and salesmen, were 
based on performance against an 
established quota, so that all who 
entered had an equal chance to 
win, E.’M. Braden, general sales 
manager of the division, said. 

Among the Chrysler division ex- 
ecutives taking the trip are: R. H. 
Appleman, executive assistant to 
the president; C. R. Curtan, sales 
manager; Walker Way, western 
zone assistant sales manager; J. 
H. Caron, advertising manager, 
and C. B. Neely, merchandising 
manager. 

Regional managers taking part 
in the cruise include: F. T. Cope- 
land, Houston; F. M. Harris, 
Denver; W. F. Stuessi, Cincin- 
nati; John Czentnar, Omaha; L. 
Q. Brown, Kansas City; J. M. Os- 
borne, Syracuse, and E. R. Ber- 
gin, New York. 

District managers who won trips 
include: William Wagner, J. E. 
Drier and W. H. Kough, New 
York; T. A. Lyons, Pittsburgh; J. 
V. Lilly and K. R. Smith, Syracuse; 
W. R. Moxley, Philadelphia; Wil- 
liam Walper, Washington; W. M. 
Wine, Atlanta; K. R. Baldwin and 
G. C. "Leavitt, Boston; W. A. Teipel, 
Chicago; R. Ww. Buschlen and Tad 
Gish, Cincinnati; H. A. Leiter and 
F. L. Moeller, Detroit; R. R. Kruse, 
Kansas City; K. Stanley, 
Memphis; R. G. Lowry and T. J. 
Devine, Minneapolis; E. L. Joseph, 
New Orleans; F. R. Simpson and 
R. G. Boyer, Omaha; C. S. Ozburn, 
St. Louis; A. J. Lockley, Denver; 
C. A. Huml, Los Angeles; L. C. 
Howston, Oklahoma City; R. L. 
Hildebrandt, Portland; C. M. 
Mitchell, Dallas, and Edwin Lamm, 
Houston. 

Following are the names of the 
dealers who won trips: 

ATLANTA Recion—Rex Davis, Bes- 
semer, Ala.; James n, Alex- 
ander City, Ala., and S. M. Whaley, 
Sevierville, Tenn. 

Boston Region — Samuel L. 
Monk, Rutland, Vt.; Daniel V. 
Capuano, Providence; ©. Gill, 
Rockville, Conn.; James M. Ham- 
ilton, Webster, Mass.; J. M. Moir, 


WASHINGTON Recion — Tom K. 
Wheeler, Washington; Thomas H. 
Myers, Martinsville, Va; G. T. 
Zepp, Upperco, Md., and Leonard 
W. Parker, Leesburg, Va. 

Omanua Region — Jack Friedman, 
Des Moings; Don Freer, Blair, 
Neb.; Homer W. Vestal, Winterset, 


Ia.; Frank A. Gorham, Dunlap, Ia., 
and T. J. Miller, Newcastle, Neb. 

Chicago Region — Jonas Her- 
stien, Chicago; Sam _ Achilli, 
Elgin, IL; Murrell Belanger, 
Crown Point, Ind.; W. J. Maurer, 
Freeport, IL, and Kenneth 
Elliott, Sycamore, Ill, 


Syracuse Region — Ward Maurer,, 


Rochester, N. Y.; Leon Shapiro, 
Oswego, N. Y.; Kinsley Maloy, 
Clyde, N. Y., and L. H. Shaut, Mo- 
hawk, N. Y. 

Kansas Crry Recion—Lee A. Mar- 
shall, Salina, Kans.; William L. 
Cress, Kansas City; A. G. Clark, 
Leavenworth, Kans.; C. T. Haines, 
Independence, Mo., and Don Dier- 
king, Alta Vista, Kans. 

Milwaukee Region — J. P. Gil- 
lespie, Madison, Wis.; Carlton C. 
Ames, Manitowoc, Wis., and 
Odes Fleetwood, Spalding, Mich. 

Denver Recion — Elmer C. Berg, 
Denver; E. H. Ingram, Clovis, N. 
M.; O. O. Roth, Littleton, Colo., 
and R. P. Procter, Durango, Colo. 

Cincinnat: Recion—Lee J. Hilge- 


Herzberg Check Cited 
For Advertising Motif 


MILWAUKEE. — A newly de- 
signed check used by Herzberg 
Corp., manufacturers of special 
machinery and machine tools, has 
been selected as “Check of the 
Month” by Todd Co., Rochester, 
N. Y., manufacturer of protected 
checks. 

The check bears the firm’s trade 
name in a prominent position, and 
is designed to serve as advertising 
media to the average of 16 persons 
who handle a check in the course 
of its active life. 


His Big Moment— 


Raymond Geist, 2, of Chicago, is greet- 
ed by J. T. Callahan, B. F. Goodrich Co. 
executive, as he becomes the millionth 
person to ride on the firm's moving rub- 
ber sidewalk at the Chicago Museum of 
Science and Industry. Raymond will re- 
ceive transportation toys from Goodrich 
over the next 10 years each Christmas. 
The sidewalk, which was installed in Feb- 
ruary, 1953, can carry 5,000 persons an 
hour and is the prototype for those to be 
installed in transportation terminals and 
shopping centers. 


ford, Dayton; L, T. Patterson, Cin- 
cinnati; Gayle E. Tipton, Cincin- 
nati, and R. K. Greenwell, Taylors- 
ville, Ky. 

New Orveans Region — Joe M. 
Cagle, Lake Charles, La.; H. D. 
Kendall, McComb, Miss., and R. A. 
Rentz, Lake Providence, La. 

Pittsburgh Region—Tom Fara- 

bough, Barberton, O.; Geo, L. 

Brainard, Sharon, Pa.; G. A. Kil- 

lion, Philipsburg, Pa.; i. B. Rich, 

Rittman, O.; Clare EB. Wagner, 

New Wilmington, Pa., and Char- 
les W. Slater, Chelyan, W. Va. 

Dertroir Recion — David L. Blau- 
shild, Shaker Hgts., O.; Ed Sneth- 
kamp, Detroit; P. Dallas, Hunting- 
ton, Ind.; T. H. Brousseau, New 
Baltimore, Mich.; Howard E. Ellis, 
Lima, Ohio, and-J. F. Brisse, Har- 
bor Beach, Mich. 

Houston Recion—L. A. Poe, San 
Antonio; E. L. Mayberry,’ Victoria, 
Tex.; C, E. Haverlah, Pleasanton, 
Tex. 

Datitas Region — Elie E. Lam, 
Wichita Falls, Tex.; C. A. Sherrard, 
Denison, Tex.; Joe Wren, Decatur, 
Tex., and Leo Knox, Crockett, Tex. 

OKLAHOMA Region — Walter E. 


‘Allen, Oklahoma City; Lennis R. 


Hutto, Tulia, Tex., and J. D. Skin- 
ner, Altus, O 

St. Louis Region — John D. 
Bundy, East St. Louis, IL; Lloyd 
C. McDowell, Cape Girardeau, 
Mo.; Luther Potter jr., Carbon- 
dale, Ill.; Lester McDowell, Mt. 
Vernon, Mo.; Ray H. Green, 
Petersburg, Ind., and G. S. Wil- 
coxson, St. Elmo, Hil. 

MINNEAPOLIS Region — Ervin Pen- 
tel, Minneapolis; Robert J. Hal- 
loran, Brainerd, Minn.; Norman 
Biel, Crosby, N. D., and Carlton K. 
S. Thornton, St. Paul, Minn. 

JACKSONVILLE Recion—Willard Mc- 
Gahey, Miami Beach; Sanford G. 
Walsh, St. Petersburg, Fla., and 
Joseph G. Rose, Delray Beach, Fla. 

Los ANGELES Recion—Mel Alsbury, 
Hollywood, California; R. S. Mc- 
Cune, National City, Calif. and 
E. Mcllvain, Prescott, Ariz. 

Philadelphia’ Region — Frances 
H, Gehman, Emmaus, Pa; 
Samuel Himmelstein, Trenton, N. 
J.; Paul H. Stern, Manheim, Pa.; 
Ernest Smith, Pa.; Lee 
E. Fisher, Selinsgrove, Pa., and 
C. A, Gruber, Middletown, Pa. 

PorTLAND REGION — Everett T. 
Steven, Tacoma, Wash.; E. W. Wil- 
liamson, Bend, Ore.; Phil Anderson, 
Grandview, Wash., ‘and C. B. Rein- 
hart, Montesano, ‘Wash. 

Charlotte Region — James H. 
Foil, Salisbury, N. C.; R. B. Par- 
ker, Morehead City, N. C., and 
E. F. McLeod, Manning, 8S. ©. 

MempuHis Recion—W. D. Wood, 
Greenville, Miss.; Jack W. Cook, 
Shelbyville, Tenn.; Norvel Counce, 
Selmer, Tenn. 

New York Recion—Bernard Land, 
Brooklyn, N. Y.; Bernard Schwartz, 
Brooklyn, N. Y.; Sam C. Difeo, Lin- 
den, N. J.; Gorman P. Fischer, 
Hillside, N. J.; Howard Millis, 
Amenia, N. Y., and Nicholas 
Roselli, Bernardsville, N. J. 

San "Francisco Region — Martin 


and 
John c. Murphy, Sonoma, Calif. 
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But Year Gets Off to Fast Start... 


cae Studebaker |: 
:|Cutting Production 


(Continued from Page 1) 








e 
Car, Truck Output Estimates 
e 
By Automotive News 
PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week dan. 1 
Ended Same ——s Jan., to 
Jan. 9, Week, gan. 1954 dan. 10, 
1953* 194" To Date 1953 
CHRYSLER ..............0.000... 19,750 25,581 9,167 19,750 25,581 19,150 
UFO wrcsesessecccccevssssses 2,100 3,759 1,595 2,100 3,759 2,100 
NI i sigscscsccereescecosens 2,550 2,085 1524 2,550 2,035 2,550 
STINE - ccsscoricesvenssseccosessete 3,100 1,384 1,240 3,100 7,384 3,100 
Plymouth. ...................... 12,000 12,408 4,308 12,000 12,403 12,000 
SS iicsbiescsdicsncecsicovtesieiel $9,510 24,863 21,105 39,510 24,868 39,510 
SEE 0h tsdubinivetns sessvessvetesos 30,100 19,185 14,340 30,100 19,185 30,100 
TIED eesti cevsctessesesenesese 1,160 926 935 1,160 926 1,160 
Mercury .... 8,250 4,752 5,830 8,250 4,752 8,250 
GENERAL MOTORS .. 53,430 43,375 35,348 53,430 43,375 53,430 
EEE sdcedvacsavcessrsoseseawsons 9,800 8,312 5,982 9,800 8,812 9,300 
EEE © acsnccaticereveseeverses 2,100 BIBS cvcecerssres 2,100 2,186 2,100 
Chevrolet. .................. 31,300 19,553 22,670 31,300 19,553 31,300 
Oldsmobile . .................. 1,280 6,255 eresssssnse 1,230 6255 1,230 
PONEAC ..........0..00.0scesceees 9,000 6,569 6,696 9,000 6,569 9,000 
KAISER MOTORS .................. BPE Sicsschissvs —sanunng pines BIRDS sacessienee 
SEITEN  ecnecsiiverescioccrssons sees twssveveenee TOW siewcintes sete GOW senses 
STEED, cdvabeviiictsscebvivsivienics. coaaninenbn SUD: -coecshonnins’” < -Spiesetuiele OP < . waewiiin 
HUDSON 830 1,644 618 830 1,644 830 
i oo 2,150 SB2Beeeseseneen 2,150 3328 2,150 
PACKARD  ....0......2c0:00000 1,400 2,523 715 1,400 2,523 1,400 
STUDEBAKER. .............. 2,360 638 288 2,360 638 — 
Total Cars, U. S. ...... 119,430 103,649 67,301 119,430 103,649 119 430 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 
eek 





Week Ww dan. 1 dan. 1 
Ended Same Ended Jan., to to 
Jan. 9, Week, Jan, 2, 1954 Jan. 10, Jan. 9, 
1954 1953* 1954* To Date 1953* 1 
CHEVROLET .................. 8,100 7,974 6,702 8,100 1,974 8,100 
DIAMOND T. .................. 25 167 57 25 167 25 
UEP cdisnitasncscitsesiscsseoesse 80 60 58 80 60 80 
ED. -eudiatashidivastskeniasseses 2,175 3,043 1,312 2,175 3,043 2,175 
FEDERAL. .................00.... 65 15 25 65 15 65 
SEI scdsibdsncdecvanshiniesioestenis 8,400 6,108 4,977 8,400 6,108 8,400 
RIT 2 sebiasiiiciischidasihanisaiiniaceckier 3,000 2,859 2,544 3,000 2,859 3,000 
INTERNATIONAL ..... 2,280 2,278 1,528 2,280 2,278 2,280 
ES tit saetancasbesilbcns 120 220 117 120 220 120 
SY Giiscunnsbsncctdibsseseniotatese 230 360 140 230 360 230 
STUDEBAKER. ........0... 0.0.00 BD" iketcusisnss.-” Siedlaminies PD’ calsucmass 
III” dinisnctclescstvectaiamstbes 250 258 203 250 258 250 
MUMMETED ccsssncscacseosssssesecss 1,394 2,739 1,483 1,394 2,739 1,394 
MISCELLANEOUS 230 331 189 230 331 230 
Total Trucks, U. S. .. 26,349 27,910 19,285 26,349 27,910 26,349 
Total Cars, Trucks 
ER: WU pitisitecansibdigiesaiaabacd 145,779 131,559 86,586 145,779 131,559 145,779 
Total Cars, Trucks 
nc Ele ntitcsnans 7,400 8,144 6,920 7,400 8,144 7,400 
Grand Total 
Cars and Trucks 


U. S. and Canada ....153,179 139,703 93,506 153,179 139,703 153,179 
*Revised. Miscellaneous ineludes Autocar, Corbitt, Marmon H., Brockway, FoureWheel 


Drive, Sterling, Nash, etc. 
N.B.: 


All U. S. totals include cars and trucks for military orders. 


U. C. Price Index Slips, 
But ’52 Models Gain 


(Continued from Page 3) 


the 1953 total comfortably past 
the entire 1951 total, which previ- 
ously had been the second best 
year. When December figures are 
compiled, the grand total for 1953 
should approximate 5,750,000. 

This would fall short of the 
record 6,326,438 new cars regis- 
tered in 1950, but would be well 
above the 5,060,903 sold in 1951 and 
the 4,158,394 units for 1952. 

* * 


AREET samplings of last week 
showed: 

New-car sales in Akron totaled 
216, compared with 330 in the previ- 
ous week. Used-car sales were 283, 
compared with 471 a week earlier. 

new-car sales totaled 





Auto Stocks 
1953-54 

High Low 
Chrysler 62% 59% 96% 58% 
GM 61% 58% 6954, 585% 
Hudson 12% 11% 17 9% 
Kaiser 2% 2% 5% 2% 
Nash 17% 16 25% 16 
Packard 4 3% 6% 3% 
Stude. 22% 20% 48% 20 
Average 26.02 24.48 
_ Com 
an ot Soe open oe of trading on the 
(RNR 


841, compared with 1,046 a week 
—s Used-car turnover was 

In Amarillo, Tex., new-car sales 
were 66, compared with 90 in the 
previous week. 

December new-car sales in Sioux 
City, Ia., totaied 266. The total for 
November was 220. 

New-car sales were reported 
down last week in Buffalo and 
Pittsburgh. 


Auto Show Slated 
For Endicott, N. Y. 


-BINGHAMTON, N. Y.—The En- 
dicott-Vestal area has scheduled its 
annual automobile show for Feb. 
11-13 in the Endicott EJ Recrea- 
tion Hall. 

The project will be sponsored 
jointly by the Greater Endicott 
Junior Chamber of Commerce and 
Vestal Junior Chamber of Com- 
merce, 

Proceeds will go for the purchase 
of a resuscitator for the Endicott 
Police Department. 

Endicott-area auto dealers al- 
ready are working with Jaycee 
leaders in planning their. displays 
for the February show. 


form with reductions ordered in 
December by Dodge, DeSoto and 
Chrysler divisions. 
* * * 

1. second shift at the Plym- 

outh plant in Detroit is to be 
discontinued, with a resulting lay- 
off of 2,350 out of 11,250 workers. 
In addition, 360 out of 1,800 em- 
ployes at the Evansville (Ind.) as- 
sembly plant are to be laid off, and 
90 out of 2,600 at Los Angeles. The 
San Leandro (Calif.) plant will.not 
be affected. 

In conjunction with the Plym- 
outh cutback, Chrysler Corp.’s au- 
tomotive body division, which 
took over Briggs Mfg. Co.’s fa- 
cilities for building Plymouth 
bodies, will lay off 5,300 of its 
30,000 Detroit employes and 760 
of its 3,750 at Evansville. 
Studebaker’s cutback is the sec- 
ond in recent months, with 3,000 to 
3,500 workers to be laid off indefi- 
nitely. The previous layoff affected 
5,000. The remaining employes con- 
stitute less than half of Studebak- 
er’s peak force. 

* * + 

TUDEBAKER’S earlier layoff 

was attributed to a change in 
the market, but no reason was 
given for the latest cut. 


The Ford division-Chevrolet race 
got off to a fast start last week 
with Ford planning to work all of 


Discount 
(Continued from Page 6) 


conceded there is no contract 
provision to prevent this practice. 

Dalke said, “The Chicago BBB 
has been aware of the NPDC au- 
tomobile sales in the past years, 
but this is the first year that the 
company has announced that it had 
advance-contracted for its vehicles. 
Previously, cars were simply sold 
on a discount basis as they became 
available. 


“Our only basis of complaint is 
that the format of the bulletin sent 
to the service organizations too 
closely resembled a military com- 
munication. We have no other issue 
with the company.” 

Dalke reported that NPDC 
headquarters was at 6649 North 
Coldwell Ave., Chicago, and that 
there were at least two Chicago 
warehouses, Leggett also lives at 
that address. 

He said that NPDC had a work 
force of 83 persons in New York 
City, under the supervision of Col. 
J. M. Longacre, a retired Army 
officer and former West Point man. 
The New York address was not 
available. 

Dalke said that the BBB had re- 
ceived requests for information on 
the firm from Lincoln, Neb.; Den- 
ver; Atlanta; Hartford, Conn., and 
other cities. He said that NPDC 
very likely has representatives in 
many sections of the country. 

Joseph E. Bayne, Lincoln-Mer- 
cury general sales manager, stated: 

“Lincoln-Mercury division sells 
sells its cars to authorized Lin- 
coln-Mercury dealers, who in turn 
retail to the public, The division 
is not participating in any such 
discount plan and has no knowl- 
edge of any Mercury dealers hav- 
ing agreed to provide cars for 
such p 

NPDC, which “sells everything 
except food and clothing,” came 
under scrutiny when Capitol Mo- 
tors, Helena, Mont., wrote to Fred- 
erick J. Bell, NADA executive vice- 
president. 

Later the company’s bulletin 
came to the attention of Maj.-Gen. 
Edgar C. Erickson, commanding 
general of the National Guard Bu- 
reau, who disavowed any endorse- 
ment of the car offer. 

Erickson then notified all state 
adjutants that the firm’s bulletin 
was “strictly commercial.” 

NPDC said that its Ford offer 
was effective only between Jan. 15 
and Jan, 31 and that the firm was 
only making $15 per car. 


its 15 plants Saturday and Chevro- 
let adding two shifts to its sixth 
plant. Ford’s turnout was estimated 
at 30,100, compared with 31,300 for 
Chevrolet. 

Chevrolet, incidentally, will turn 
out its eight-millionth postwar car 
next week. 

+ > * 

OTH Oldsmobile and Cadilla ex- 

pect to set alltime output 
marks in 1954. James R. Roche, 
general sales manager of Cadillac, 
said his firm plans to turn out 
117,000 cars this year, surpassing 
its peak of 110,535 in 1950. Olds- 
mobile’s output should set a mark 
of 400,000 this year, said J. F. Wolf- 
ram, general manager. Its current 
record of 396,757 was set in 1950. 

Roche added that 1954 might 
be the best year in history for 
prestige-class cars because of the 
cut in personal income taxes and 
elimination of the excess profits 


tax. 

Revised figures show that U. S. 
plants last year turned out 6,134,- 
823 cars and 1,209,797 trucks, com- 
pared with 4,337,443 cars and 1,223,- 
397 trucks in 1952 under Govern- 
ment controls. 

& = a 
beeen January off to a fast start, 
output for the month should 
amount to 525,000 cars and 105,000 
trucks. February should be even 
higher. Production in January, 1952, 








Off for Bermuda— 

Journeying to Bermuda to act as hosts 
to 114 dealers were Chrysler division ex- 
ecutives (from left), Ray Curtan, sales man- 
ager; Roy Appleman, executive assistant 
to the president; Charles Neely, merchan- 
dising manager, and E. M. Braden, gen- 
eral sales manager. A Bermuda cruise was 
awarded to dealers who captured top 
honors in the nationwide ne Sell and 
Sail” contest. 


Insurance Firm 


Pays Dealers 
$5 Million in °53 


HARTFORD, Conn.—Resolute In- 
surance Co., Hartford, said last 
week it has paid its automobile 
dealer-agents over $5 million in 
commissions during 1953, the firm 
reports. 

According to Resolute, the com- 
pany’s dealer-agents have also been 
paid more than $40 million on 
about 250,000 claims since 1943. This 
sum represents payment for parts 
and labor and replacement of total 
losses on vehicles which the auto 
dealer insured. with Resolute. 

Officials say the most important 
feature of the Resolute insurance 


plan is that maximum commissions. 


are paid to those dealer-agents who 
are most careful in their under- 
writing. 

Under the Resolute plan, the 
company sets aside 80 percent of 
the premiums for the payment of 
commissions and losses. The firm 
reports that approximately 40 per- 
cent of the premiums are returned 


to the dealer-agents as commis-| rea 


sions. 


Chartered in 1926, Resolute an- 
nounced that on Nov. 30 its total 
assets were $21,464,983. Of this 
amount, 92.3 percent was in cash 
or U. S Government bonds. The 
company now has an agency group 
of more than 1,500. 
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totaled 465,804 cars and 111,949 
trucks, 


a makers’ set records in 





Chrysler Corp.’s U. S. car out- 


Buick established two marks. 
Output of hardtops totaled 171,991 
units, more than double any previ- 
ous year, and Dynaflow output, 
spurred its temporary adoption by 
Oldsmobile and Cadillac, amounted 
to approximately 445,000 units. That 
was 15,000 more than the previous 
record set in 1950. 

: + e 


Bux said nearly 80 percent of 
all its cars built in 1953 were 
equipped with Dynaflow and more 
than 55 percent were powered by 
the new V-8 engine. 


Notes: Both Chrysler division and 
Hudson extended the New Year’s 
holiday to last Monday (Jan. 4). 
GM’s Fisher Body division has re- 
quested that its steel suppliers 
speed up deliveries on steel origin- 
ally ordered for a later period. 


Obituaries 


G. Merlyn O’ Keefe, 56, 
New England Leader 


PROVIDENCE—G. Merlyn 
O’Keefe, 56, a prominent New Eng- 
land auto dealer, died unexpectedly 
Jan. 2. 


Mr. O’Keefe had been a close as- 
sociate of former U. S. Attorney 
General J. Howard McGrath. Al- 
though he had been handicapped 
by a heart condition since 1952, Mr. 
O’Keefe recently had given full at 
tention to both his dealershi) 
O’Keefe Motors, Inc., (Dodge-Plymr 
outh), and the Rhode Island Au. 
tomobile Dealers License Commis- 
sion, of which he was president. 

- t a 
Nathan Fine 

DETROIT.—Nathan Fine, 59, treasurer 
of Divco Corp. since 1942, died at his 
home here Dec joined 

in 1934 





resigned year as “president. of the 
Crestwood State Bank, a position he had 
held several ae 

*- 


ana F. Aguilar 
RICHMOND, ee were held 
here for Gustav Aguilar, a used-car 
dealer here since 1080. 


E. L. 
DETROIT. — E. L. * a 
pioneer in the ——— hardware field, 
died Jan. 2 in hospital 


M. 
Smith Co. from 1907 to 1923, he 
founded Ackerman - Blaesser - Fezzey. He 
retired as president of the latter firm in 


1947. 
* . = 


Frank J. Holehouse 
MILWAUKEE.—Frank J. Holehouse, 75, 
a builder of some of the first special 
truck and car bodies, died Dec. 27. He 


ment Co. untfl he retired in 194! 
> = * 


H. A. Robinson 
HILLSBORO, O.—H. A. Robinson, 83, 
who organized the Hillsboro Auto Co. in 
1913, died Dec, 30. 
* 2°* 


Ross A, Irvine 
SHERMAN, Tex.—Ross A. Irvine, 68, 
an avto dealer here for many years, 
died Dec. 27 in Oklahoma City. 
> ¢ 


J ibson 
LaGRANGE, Ky.—Joe Gibson, 78, Chev- 
rolet dealer in Crestwood, Ky., for 35 
31. 


Mr. Gibson had operated a livery stable 
in Crestwood before going into the auto 
business. He had resigned last year as 
president of the Crestwood State Bank. 

o * v 


Walter B. Templeton 

HINSDALE, Ill.—Walter B. Templeton, 
81, founder and formerly chairman of 
the board of Templeton, Kenly & Co., 
Broadview (Ill.) manufacturer of Simplex 
mechanical and hydraulic jacks, died in 
Hinsdale. A native of Chicago, Mr. Tem- 
pleton formed the company in 1899 ie 
the late W. K. Kenly. He served 
— for 40 years, becoming quuaee 


Anthony A, Lederman 
CA, N. Y.—Anthony A. Lederman, 
76, auto dealer, Dec. 25 in a 
Buffalo —— He owned the A. A. 


1907 to 1935. “He was the first 
auto mechanic in Utica. He previously had 
served as assistant chief instructor of the 
experimental department of the oe Socom N. 
Pierce Co., builders of the Pierce-Arrow. 


* s a 
M,. Warren 
EASTLAND, Tox. Wiliam 2. Warren, 
51, Studebaker dealer here, died Dec. 13 
following a short iliness. 
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Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 


Nearly 10,000 Attend 
NADA Convention 


(Continued from Page 1) 


Freed, first vice-president, will 
preside. 
am s s 


INTERS on what makes a star 
salesman were given to dealers 
Sunday by Jack Lacy, of Lacy 

Sales Institute. 

C. P. Williams, nationally known 
service consultant, conducted serv- 
ice clinics Saturday and Sunday. 

Here is the program from today 
on: 

MONDAY 

10:00 A. M.—Clinic, “Sales Manage- 
ment.” Moderator: John H. Lan- 
der, Atlanta. Panel: Vincent T. 
Baker, Pueblo, Colo., and Eddie 
Kossman, Cleveland, Miss. 

2:30 P.M, — Clinic, “Trucks.” 
Moderator: T. A. Williams sr., 
Greensboro, N. ©. Panel: E. J. 
Carney, Charlotte, N. C.; R. J. 
Young, New Orleans, and R. N. 
Heintzelman, Orlando, Fila. 

TUESDAY 

10 AM.—Clinic, “Business Manage- 
ment.” Moderator: Frank H. 
Yarnell, Chicago, Remarks by L. 
M. Stewart, St. Louis. Principal 
speaker: Harry G. Moock, De- 
troit, “The Business of Business 
Is Profits.” 

2:30 P.M.—Clinic, “1954—Year of 
Decision.” Presiding: Charles C. 
Freed, first vice-president. Ad- 
dresses by Alton M. Costley, chair- 
man, national affairs committee; 
Frederick M. Sutter, chairman, 
industry - relations committee; 
Frederick J. Bell, executive vice- 
president, and Robert S. Arma- 
cost, president. 

9:30 P.M. — Grand Ball, Roney 
Plaza Hotel. 


WEDNESDAY 


10 A.M.—Clinic, “Your Investment 
in Flesh and Blood.” Presiding: 
George M. Berry, St. Louis. Ad- 
dresses by Frank Collord, Water- 
loo, Ia., “Salesmen’s Compen- 
sation,” and Arthur Haas, Cleve- 
land, ,, Getting Your House in 


11 A. M.—Clinic, “It’s Your Future.” 
A dramatic presentation intro- 
@uced by Carl E. Fribley, chair- 
man, public relations committee, 
and featuring Walter B. Cooper 
as narrator. 

2:30 P.M.—Annual meeting. Reso- 
lutions committee report. Intro- 
duction of newly elected officers 


. ; 
Big Three 

: (Continued from Page 1) 
cars, topping the 1951 high of 
1,228,536. 

The Chrysler division dropped 
1.6 points to 2.6 percent of the total, 
DeSoto dropped 0.2 points to 2.1 
percent, Dodge went down 1.2 


points to 4.8 percent, and Plymouth 
declined 0.1 points to 10.8 percent. 


Lincoln, Oldsmobile and Cadillac, 
the only divisions of Ford Motor 
‘ and GM to decline, suffered from 
lack of Hydra-Matics after the 
$80 million GM plant fire. Olds- 
mobile and Cadillac made a partial 
recovery by adopting the Dynaflow 
unit as a temporary measure. 

* a e 


INCOLN went down to 0.7 per- 
cent from 0.8 in 1952, Cadillac 
slipped to 1.7 percent from 2.2, and 
Oldsmobile dipped to 5.2 percent 
from 5.3. 


Not only did the independent 
makers lose ground on shares of 
the total, but their total produc- 
tion in 1958 was below that of 
Government-controlled 1952. Last 
year they turned out 542,088 cars, 
compared with 578,611 in 1952. 
The industry’s 1953 total was 
6,134,828, against 4,337,443 in 
1952. 


Of the independent producers, 
only Studebaker and Packard 
turned out more cars in 1953 than 
in 1952. 

Studebaker made 186,484, com- 
pared with 161,505 in 1952, and 
Packard turned out 81,400, against 


for 1954. Addresses by Douglas 
McKay, secretary of the interior; 
Arthur E. Summerfield, post- 
master general, and Dr. Norman 
Vincent Peale. 

8 P.M. and 10:15 P.M. — Family 
party. 


oz 
Darrin 
(Continued from Page 2) 
horsepower F-head engine. Maxi- 
mum torque is 135 foot pounds at 


1600 r.p.m. and the rear axle 
ratio is 4.55 to 1 


Providing six speeds forward, the 


“overdrive transmission is operated 


by a short competition-type shift 
lever mounted at hand-height in 
the drive shaft floor tunnel. 

The instrument panel dials are 
set into the left side of the dash 
directly before the driver. The 
right half of the dash is safety 
padded. 

‘Seats, door panels, padded 
dash, and the folding convertible 
top are finished in deep-embossed 
vinyl, colored to harmonize with 
body finishes, Fabric colors are 
scarlet, poplin, pine tint and yel- 
low poplin, used’ in combination 
with body colors of champagne, 
pine tint and yellow satin. 

Innovations in body design in- 
clude doors which slide into closed 
compartments in the front fenders 
when in open position. 

The folding top may be mounted 
in conventional convertible top po- 
sition or in “landau” style with 
the front portion open. Overall 
height with the top in place is 
51 inches. 

A large rear body compartment, 
accessible through two separate 
deck lids, provides space for lug- 

gage, spare tire and storage of 
the folding top. 


Byard Names Proffitt 


Gene Byard Ford, 410 Broad St., 
Charleston, W.: Va., has appointed 
Charles F. Proffitt as service man- 
ager. Proffitt has been in the serv- 
ice business in Charleston for 15 
years. 


Classified Want Ads 


Kindly Acknowledge 


AUTOMOTIVE NEWS 


HELP WANTED 


MALE OR FEMALE. Ford dealership 
bookkeeper. Must have general ledger 
and financial statement experience. To be 
assistant to office manager in one of 
the largest Ford dealerships in this area. 
This is a very desirable position and 
will be very interesting to the right 
party. Reply in own handwriting, giving 
full details as to age, experience, edu- 
cation and salary desired. Box 3356, c/o 
Automotive News, Detroit 26. 


SALESMAN AUTO PARTS. High paying 
permanent position for experienced 
traveling salesmen. Salary, commission 
and bonus. Opportunities for advance- 
ment to district managerships. Earn $500 
to $800 a month at start. Well known 
manufacturer and national distributor. 
Over 5,000 fast selling repair parts and 
special kits for all makes of cars. 
Established accounts, Protected terri- 
tories open now due to expansion and 
promotions. Pay while training in field. 
Car required. Write fully, 

Cleveland 17, Ohio. 


SERVICE MANAGER. 400 car potential— 
Detroit area. GM experience 
Give particulars, 
3365, c/o Automotive News, Detroit 26. 


WANTED—TOP NOTCH used car lot man- 
ager. $5.000 per year, plus commission. 
Write Cliff James Motors, Warren, Ohio. 


‘WANTED SALES MANAGER 


Thoroughly experienced automobile sales 
manager wanted for modern progressive 
“Big Three'' dealership, located within 25 
miles of Boston. Excellent opportunity for 
right man. Man selected must be capable of 
training and supervising entire safes force. 
Submit resume and salary requirements to 
Box 3372, c/o Automotive News, Detroit 26. 


to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) per insertion for 


of Automotive News. Replies to Box Number ads: 


wse of a box number, in care 


ore forwarded to the advertiser, unopened, the same 


day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN ADWANCE 


OF PUBLICATION DATE. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


DIVISION 
MANAGERS 
NEEDED 


Plans for 1954 will make avail- 
able territories in the United 
States and Canada— 

High Earnings, on a straight 
commission deal, with plenty of 
Repeat Business— 


Must have car, and free to 
travel, a following in Automo- 
tive Field helpful, but not es- 
sential— 


Give sales experience, age and 
marital status in first letter to 
Home Office, or visit our Booth 
#131 at N.A.D.A. Convention 
in Miami Beach, January 9 to 
13 inclusive. 


The Carlife Guaranty 
Company 
16501 Wyoming Avenue 
Detroit 21, Michigan 


EXPERIENCED AUTOMOTIVE parts 
salesmen to call on new car dealers. 
Territories available western Pennsyl- 
vania, Ohio and Michigan. Two years’ 
outside sales experience in automotive 
selling required, Liberal drawing account 
against commissions. Earn $8,000 to 
$10,000 or more yearly with opportunity 
for advancement. Company car furnished 
volume producers. Write. giving complete 
sales experience and business references. 
This will be held in strict confidence. 
Lee Rodgers and Company, 4076 West 
Richfield Road, West Richfield, Ohio. 


DISTRIBUTOR WANTED 

National expansion program creates im- 
mediate openings over entire United States. 
Well known Petroleum products. Automotive 
field. Sold nationally. Desires experienced 
salesman capable of establishing distributor- 
ship and training salesmen. Unlimited po- 
tential. Protected territory franchise agree- 
ment. Minimum investment $4,009. Sales Mgr., 
Bell Lab., Inc., Box 2507, Orlando, Fla. 


SALESMEN. EXPERIENCED, automotive 
parts-body hardware accessories, sales- 
men with new car dealer following or 
parts managers interested in selling. Op- 
portunity to earn $10,000 a year or 
better with large distributor. Full time 
or ronconflicting sideline. Large earn- 
ings assured through aggressive sales 
program, Liberal commission, drawing 
account, car expense, bonus plan. Terri- 
tories now open—W. Penn., Ohio, North 
and South Carolina, Texas, Mississippi, 
Tenressee. Our employees know of this 
ad. Write giving full particulars. Box 
3355, c/o Automotive News, Detroit 26. 


REGIONAL AND DISTRICT 
SALES MANAGERS 


To work with regional and district person- 
nel of leading car manufacturer selling 
and supervising installation of factory 
sponsored service selling plan. Not direct 
mail nor owner follow-up. Regional terri- 
tories open in eastern central and western 
U. S. District territories opened in most 
parts of U. S. Automotive background 
in sales or service required. Permanent, 
high income positions open immediately. 
This is an expansion program. 


Write Box 3371, c/o Automotive News, 
Detroit 26, giving complete background. 


WE NEED FOUR hard hitting, live wire 
auto salesmen. Experience with inde- 
pendents preferred. Drawing account and 
commission. Write Distributor, P. O. 
Box 630, Miami, Fla. 


COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the. advertiser. 


POSITION WANTED 


Pier] 


ACCOUNTANT-OFFICE MANAGER with 
GM and Ford large dealer experience, 
qualified to assume full responsibility of 
accounting and office activities. College 
degree. Box 3357, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER, sales manager, 
business manager. Fourteen years’ ex- 
perience with Flagler Chevrolet and 
Southland Chevrolet in Miami, Florida. 
Connections with both companies lost 
only after death of dealer and sale of 
dealership, Desire connection with GM 
dealer in Florida. C. I. (Chet) Edwards, 
618 McRorie, Lakeland, Fla. Telephone 
64-911 or 67-741. 


FOR HIRE — SALESMAN with imagi- 
nation to show need of your products and 
ability to close without tricks to insure 
repeat business. Desires to act as manu- 
facturers agent in Alabama, Georgia and 
Florida. Over twenty years’ experience 
in the automotive field. References ex- 
changed. Address Salesmanager, 2643 
Barbara Ave., Columbus, Ga. 


PARTS MAN—EXPERIENCED in Chrys- 
ler products. Capable of managing 
medium size parts operation. Experienced 
in large operation. Presently employed 
one man operation. Employer closing 
out. Contact Mr. Gulledge if you desire. 
Prefer staying in south. Available be- 
tween Jan. 15tn and Jan. 30th. Chas. 
DeWitt, c/o Gulledge Motors, San Mar- 
cos, Texas. 


GENERAL MANAGER, Young, married, 
family. General manager for one of the 
countries largest General Motors, Motors 
Holding dealerships. Also volume Ford 
experience. Desire present or future buy 
in. Write Box 3358, c/o Automotive 
News, Detroit 26. 


SALES MANAGER — NEW AND USED. 
New car dealership being sold at present 
time. Will be available for employment 
on or about March 1, 1954. Appear in 
person for interview anytime. Frefer 
large ‘‘Big 3°’ operation. Desires to 
locate in south or west. Commission 
basis only or salary and over-right pre- 
ferred. Ten years’ experience in »perating 
new and used car business. Best refer- 
ences. Married, age 30, three children. 
a 3340, c/o Automotive News, Detroit 











SALES MANAGER or service manager. 
Have held both positions several years 
each, I know all phases also as used car 
manager. 35 years old, sober, married. 
Have excellent record. Hard work, long 
hours, I am use to and like. Good 
reason for leaving present position. Box 
3366, c/o Automotive News, Detroit 26. 


FORD PARTS MANAGER, age 27, six 
years’ experience, desires to locate cen- 
tral United States. Familiar with all 
phases parts department. Best cf refer- 
ences, Box 3341, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER AVAILABLE with 
prewar sales know how and appraising. 
Why are so many 1953 models still on 
hand? Why so many used cars? Why 
are so many dealers hurting? Write P. O. 
Box 148, Atlanta 1, Ga. If any of the 
above fits your case. 


SOUTH FLORIDA DEALERS. Accountant 
—business manager available. GM, Ford 
systems, daily reports, statements. Active 
worker, qualified to assume _ responsi- 
bility, competent controller. Box 3367, 
c/o Automotive News, Detroit 26. 


TRUCK SALES MANAGER—capable of 
handling complete truck department. 44 
years of age and 20 years truck ex- 
perience. If you have a real need for a 
reliable truck man, let me hear from 
you. Box 3342, c/o Automotive News, 
Detroit 26. 

ENERGETIC YOUNG MAN, age_ 35, 
college trained, married with family, 
desires change. Have GM wholesale and 
retail experience. Presently employed in 
GM 150 car dealership as No. 2 man. 
Am looking for an opportunity and 
hardwork with older man. Will make 
you money. After one year, would con- 
sider an investment in business. Excellent 
references. Prefer GM in Ohio. Box 3368, 
c/o Automotive News, Detroit 26. 


PARTS MANAGER — 20 years’ experience. 
Chrysler products both wholesale and 
retail. Presently employed, references ex- 
changed. Box 3351, c/o Automotive 
News, Detroit 26. 


AUTO DEALER MANAGEMENT EX- 
PERIENCE. Available immediately. De- 
troit or vicinity. Best references. Sales 
manager or can take complete charge. 
The ‘‘know how’’ necessary to meet 
today’s market. Write Box 3355, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 

DEALERSHIP HANDLING Dodge-Plym- 
outh, handling 125 units per year, within 
twenty miles of Youngstown, Ohio, Com- 
pletely equipped service and parts de- 
partments. Owner will sell or consider 
lease agreement. Box 3348, c/o Automo- 
tive News, Detroit 26. 


FOR SALE—75-100 CAR dealership hand- 

ling Oldsmobile. North Carolina’s famous 

| Golding community. Box 3362, c/o Auto- 
motive News, Detroit 26. 




















DEALERSHIPS AVAILABLE 


DEALERSHIPS AVAILABLE, handling 
Kaiser and Willys, in Miami, Fla, and 
area. Also southern east coast and 
south half of Florida including Key 
West. Write Distributor, P. O. Box 630, 
Miami, Fila. 


DEALERSHIP IN BEAUTIFUL Tucson, 
Arizona where the sun shines 365 days 
of the year. A City with 167,000 popu- 
lation including suburbs. The business 
is new, modern, fully equipped and 
located on the main street. I must sell 
for health reasons. Send inquiries to 
Kenneth Patzman, 3208 FE. Lester, 
Tucson, Ariz. 


DEALERSHIP CLOSE TO PITTSBURGH, 
Pennsylvania, handling DeSoto-Plymouth. 
city 30,000. Large trade area. Building 
with used car lot, complete service facili- 
ties, reasonable lease or buy. Parts at 
inventory, no used cars, no accounts. 
Factory approval necessary. Or will con- 
sider experienced young man of good 
reputation with $15,000 cash to buy 
into corporation and operate business. 
Owner has larger deal. Write Box 3361, 
c/o Automotive News, Detroit 26. 








WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 


AGENCY HANDLING NASH. Good, go- 
ing business. Completely equipped shop. 
Parts, accessories, filling station, used 
car lot and office. Will sell complete 
business for considerably less than in- 
ventory. Located in central Illinois in- 
dustrial town of about 25.000 population. 
About $10,000 cash will handle. Box 
3363, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC. es- 
tablished 18 years in growing Indiana 
industrial city. Excellent service cover- 
age. Sell or lease modern building and 
used car lot. Purchasing inventory of 
parts and equipment only. Must meet 
factory approval. Write Box 3364, c/o 
Automotive News, Detroit 26. 


Dealership Handling Ford 


$80,000 net before taxes. Small town—2,500 
population—county seat. Midwest county trade 
area 55,000. $20,000 parts and equipment. 
Terms cash. Factory approval. Confidential. 
No blue sky. No accounts receivables. No 
used cars. Excellent money maker. Lease 
property, low rent, rigid control on overhead. 
Reason—buying bigger deal: must move fast. 
Box 3335, c/o Automotive News, Detroit 26. 


AUTOMOBILE DEALERSHIP handling® 
Chrvsler Corporation cars — metropolitan > 
Detroit area. Complete facilities, very’ 
reasonable lease. Substantial quota. Same 
location many years. $20.000 will buv 
deal. Excellent reason for selling. Box 
3353, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING STUDE- 
BAKER. Los Angeles county, California. 
300 units, large franchise area. Will 
pav owner over $75.000 in profit plus 
salarv this year. Five vear profit over 
$200.000 after taxes. Complete set-up. 
New showroom. body and fender shop, 
service department. Will sell going cor- 
poration or parts inventory plus fixtures. 
Tf latter. $65.000 will take it. Good 
leases. good location, one of finest sales 
forces in the country. Strong advertising 
program running. Owner seriously sick 
man, spending little time at business. 
Must have operation and retire. Will 
give all possible aid to buyer. Box 3345 
c/o Automotive News, Detroit 26. 


AUTO AGENCIES 





arge. medium and small “Biq Three" auto 


yagencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
'50 Montague Street Brooklyn 2, N. Y. 
Ulster 2-5600 


DEALERSHIP NOW HANDLING DeSoto- 
Plymouth — 100-150 car dealership in 
Texas’ fastest growing gulf coast in- 
dustrial town. $550,000 volume in 1953. 
The highest service absorption in this 
area. With factory approval, this dealer- 
ship can be obtained for $40.000. Build- 
ing can be leased or purchased from 
present dealer. This deal without ac- 
counts receivable or used cars. Box 3370, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORD — 80 
miles from Chicago. Inventory at a 
discount. $150 per month rent. A real 
moneymaker. V. R. Walker, Phone 800 
or 985, P. O. Box 231, Watseka, Ill. 


_______ DEALERSHIP WANTED 

CHEVROLET - FORD. Approximately 250 
units. West “— southwest — northwest. 
Strictly confidential. No brokers. Box 
3360, c/o Automotive News, Detroit 26. 
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CARS FOR SALE 


TOLEDO AUTO 













or if you have opportunity to 

' ‘ dealershi: d 

mechage such dealership and are) AUCTION COMPANY 
ae aovidine you ‘can make | 2902 Telegraph Road Toledo, Ohio 





eash investment. Replies strictly 
i. Box 3369, c/o Automotive 

Detroit 26. 

CHEVROLET OR FORD 

in small community—prefera- 

ja or Florida, Can meet 


by the National Airport 


SALE EVERY TUESDAY, 1 P.M. 
Checks Guaranteed 
Harold Strait, Jim Vance 













ampere. All replies strictly con- 

3359, c/o Automotive Auctioneers 
——— Gale Neiswender, 

BUSINESS OPPORTUNITIES Manager 





— Open daily 9 to 5 — 
A U C T | oO N Phone Klondike 4631 
Ryan Oldsmobile, Inc. 
Teesday, Jensary 19th—10:00 A. M. 
Leceted: Cortiand, N. Y., 

Certiand County 
149 Main Street 
REAL ESTATE AT AUCTION 


garage with tiled showroom, body and 
toner "thee Apartment on second floor. 


New a Used Cars At Auction 
Also Parts—Accessories—Equipment 








ATTENTION DEALERS!!! 
200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service—Storage 

Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Woodward at 13 Mile Royal Oak, Mich. 
Lincoin 5-1100 











Charles ’ Owner and Auctioneer | “Home of Michigan's Finest Automobiles” 
Certiand, N. Y. 
___DISTRIBURORSHIP AVAILABLE | SQMETHING NEW 





USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 

229 S. Hanson St. Philedeiphia, Pa. 

1. & Spatig, Used Car Manager 
Sherwood 8-1500 


Stete Distributorships Now 
open in the State of 
Tennessee and Kentucky 
Also in the States of 
Missouri, Arkansas and Kansas 


For Cadillac lime of funeral coaches and 
ambulances .. « 
Old established manufacturer. 


Profitable proposition to reliable distributor. 
ative will help organize 


li 


GMAC Finance Plan 


Box 3350 
c/o Autometive News, Detroit 26 





CARS WANTED 


WANTED — BRAND NEW 1953 Fords, 
Chevrolets, Plymouths, Hudson Jets, Pon- 
tiacs, etc. If you n cash, phone Glenn 
Walraven Motors, Marion, Ohio 2-4135— 





DEALER SERVICES 





| Nights 2-5708. 
INMENTORY SERVICE . 
dian ic ae oe —. sites WANT TO BUY 
confcbeabtad and unbiasea. Certified reports. LATE MODEL TAX! CABS, 
; pF. elt eservice. | Eperiences| POLICE CARS AND RENTALS 


Parts Department operation sent 


Call or write for service details.| terested in small or large fleets within 


400 miles of Cleveland, Ohio 
Call or Write 
WILLIAM SCHER 


6619 Euclid Avenue Cleveland, 
UT. 1-7131 


on reseest, 


Automotive Inventory Service Co. 
10040 Freetand Detroit 2 Mich, WE 3-6449 








INVENTORY SERVICE Ohio 
Parts Accessories 


large and Small Dealerships 








\ oma price extended and sum- 
hours. Expert partsmen NEW LINES WANTED 
rn ss work, Accurate, unbiased and 
inventories accepted by ail ac- 
coumnene and the government. Export Sales 
ALLIED NTORY CO., INC. 
1916 & 79th Se. Chicago 49, Ill. DIRECTOR LEAVING FEBRUARY ON 


ex 5-8300 REGULAR TRIP THROUGH 


SOUTH AMERICA 


Can handle additional lines —re- 
placement parts, garage equipment, 
body builders. 


Denslo F. Hamlin 





INVENTORY SERVICE, Parts and acces- 
ories. Top type personnel, organized 
yrocedures, up-to-date records. Model, 

year breakdown for Ford, Chevroiet, 

L-M and oe dealers. Fast service 

eastern half U.S.A. Taibot’s Inventory 

Service, 124 8. Woodward, Birmingham, 

Mich, Midwest 4-5355 or 4-846. 








124 Oak Avenue Hempstead, New York 
ewe RECORDED I NTORIES 
tliminates possible error. time in f. PARTS FOR GALS 


‘or FREE 


GM ILLUSTRATED 
PARTS 
CATALOG! 


largest Wholesale Stocks 
of GM Parts For 























AUTO AUCTION 
TIM ANSPACH 


“Midway,” Stop 20 
Albeny Sena etedy Road © Buick 
A N. Y. * Cadillac 
(For Dealers Only) —— 
EVERY MONDAY ...12 NOON ontiac 
Member of N.U.C.D.A. and N.A.A.P.A. © Chevrolet 


One day service. Special cash allow- 
ance on Phone Orders. All Shipments 


ATTENTION DEALERS ! ! |} °°>- 
SPECIALIZING IN THE SALE OF GORDON BUICK 


EX-TAXIS 
Gust tate - (formerly Robertson Buick) 
1000 $. WABASH AVENUE 


Chicago 5, Illinois WaAbash 2-1030 
sae = 





Bodies - 
a 


"a Gale caeent valle tote 


Heaters 









| 1950-1951 
Plymeuths — Fords — Chevrolets Genuine Oldsmobile Parts 
1 to 500 Largest Olds parts wholesalers in the middie 
MORRIS FREEDMAN werk, Chipments ened pretigtly. 
S4th & LINDBERGH BOULEVARD GREBE OLDS 
PHILADELPHIA 43, PA, 3400 S. Kingshighway 
7-200 SHERWOOD 3-1700 | Flanders cv00 St. Louls 9, Mo. 


RR RET ANN 





























PARTS FoR BALE 
NASH PARTS SALE. We have lost our 
franchise and have on hand all of our 
parts for 1946-1947 and 1948 as well as 
a limited amount of pre-war and 1949 
thru 1953 parts. Inventory totals to ap- 
proximately $12,000 list. Write for copy 
of inventory and make us an offer. Post 

Office Box 416, Akron, Ohio. 


MISCELLANEOUS 


1.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 

- « « also Safety Chains 
BE SAFE — BUY 


Automatic Braking 


The ORIGINAL "YELLO 


Tow Bar. 


The ONLY Unit 
That Gives You A Full Floating 
WRIST ACTION Ride and Tow 
on all type roads at all times. 


COMPLETE with 

Guide Cables and 

BRAKE HOOK-UP 

Meets ALL 1.C.C. Requirements! 
e eo * 


WITH BRAKE HOOK-UP 
$ 45 LESS 
ONLY .. . °51°° cure 
Meets 1.C.C. Strength Requirements 


STEEL (Tow Bar) CARRYING 

CASE with Wheels & Handles $1 3.95 
(Add 55¢ for Padlock with 2 keys) 

WE STOCK PARTS FOR ALL TYPE BARS 


—SPECIAL— 
Protecto Covers (Tailor Made) ... 
Carrying Bags 
SAFETY CHAINS, set of 2, only ... 

QUICK-TOW, Bumper- 


to-Bumper Tow Bar... $19.50 


CASE-LOT 6 UNITS, only . . . $17.50 
* eB * 


TRI-KING 3-Point Hook- 
Up iIntra-State Tow Bar $42.50 


(Folding “V" Type) 


$6.95 


$2.50 


PAK-JAK Trans. & Diff. 
Jack . . . for Autos and Trucks 
Including Adaptors 


All Prices Include 8°% Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE , 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 


Write Today For 
_ UMastrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders Ia The Industry” 
Since 1939 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Commerce &t., 


SHOP EQUIPMENT FOR SALE 


ATTENTION DEALERS 
Former Chrysler-Plymouth Dealer 
Will Sacrifice $35,000 Inventory 


of Parts 


Shop equipment, complete front end ma- 
chine, Bear wheel balancer, Chrysler spe- 
cial tools. Outside Chrysler and Plymouth 
neon sign—original cost $3,400. Complete 
office equipment, machines, safes, desks, 


E. DUNNIGAN 


2976 N. Third Street Milwaukee, Wis. 
Telephone — franklin 4-3950 








— Painted your color— Motors, Ine., Columbus 
BALISE MOTOR SALES Stated on : Sao Fors WC. 
oquimincal “hi-speed 
603 Columbus Avenue = — ete, Weane 
Springfield, Mass. oer cam or ‘call Joe Ne 
Motor 12 Charles St. 
10, Penn, BY, 1-2988 








CA 
2771 E. Slauson Ave. 
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"Hae 
CHEVROLET-HOLMES 
WRECKER signals, air horns, 


H. D. platform bodies with steel 
heads, Used by manufacturer 
own product and maintained 
by selling Ford dealer. Both motors 



























FOR SALE OR TRADE 


or 


LL WORTHINGTON. 
Huntington Park, Calif. 
8-3255 


Phone LOgan . ae 


"Seinen ro FOR SALE <- 
FOR SALE—1 PACKARD > Hone, Ca “ 
& 


bulance and 1948 Cadillac—S . 
bulances. Both clean, complete. Available 

immediate delivery. John Hoffman, 552 
E. Wesley Rd., Atlanta, Ga. 


AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 


ATTENTION DEALERS! 
GET ON THE BAND WAGON 


Automobile Customizing Is Here to Stay 


CUSTOM RADIATOR GRILLES 


We manufacture the most complete line of CUSTOM RADIATOR 
GRILLES for Ford 1946 they 1953. Mercury 1946 thru 1951. 
Also FENDER SKIRTS and AUTOMOTIVE ACCESSORIES. We are 
also producers of many standard replacement radiator grilles 
including Chevrolet, Chrysler, DeSoto, Dodge, Plymouth, Ford, 
Mercury, Pontiac. Dealer inquiries invited. Write for our catalog 

and price list. ; 


DETROIT GRILLE MFG. CO. 


258 E. VERNOR DETROIT 1, MICH. 




















































Attention a’ 
Start the NEW YEAR with the Greater CHICAGO AUTO AUCTION. 


First sale Monday, January 11, 1954 and every Monday there- 
Y%, mile black top testing road 


a a ee 




















Sa 


after, 500 car parking area. 
on the premises. All checks and titles guaranteed. 7 year auto 
auction experience. George Lawson, mgr. Dutch Stuart {auto- 
mobile auctioneers) Hube Elliott. 


GREATER CHICAGO AUTO AUCTION 
7750 S. CICERO AVENUE CHICAGO, ILLINOIS 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [1] 
for which check is attached [[] or send bill [1] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Winn 00h tsrdindeven ede donveuce dates trebkekssechesernceatenecetsaeeae 
Cineed AGEs ccc seca ctceddccdesccevesecscedsoves Zone No...... soe 
Go vecacdccccossccacccedecocces cee shanenns BabOs ov oc vigcassoll ome 
TRADE CONNECTION: . 
Car Dealer CT) Truck Dealer [] Manetagur: 
Jobber [) Insurance [[] Fieancial [) Supplier [ 
Matte GF Cahccccccccccsese cecceccocese Po cccdcccccccscses os. 
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INTERIORS | 
WILL SELL 


CARS IN'54 


Crest Cushion Topper 
Beautifies-Protects 
- These Interiors 


Automobile dealers have proven the sales success of Crest 
Cushion Topper. This success will increase with the intro- 
duction of 1954 models.. More and more of your customers 
are interior conscious. Because Crest Cushion Topper is so 
| essential, so practical for 1954 models, car owners will buy 
| Cushion Topper. It protects the beauty of the interior. And 
its so comfortable with its Thana Foam cushioning of 


SATURDAY EVENING 
POST ON FEBRUARY 6 


It’s another in a series of 4 color, half-page advertisements 
that’s pre-selling over four million American motorists. A 
complete tie-in merchandising program includes a sales 
building package, eight-color counter display, envelope 
, stuffers, consumer folders, and news mats. 


There is satisfaction AND PROFITS in merchandising 
| Cushion Topper. Make sure Topper is on the cushions of 
} every car you deliver. Fill out the coupon and mail it today! 


THE CREST COMPANY 
5185 CASS AVENUE ¢° DETROIT 2, MICHIGAN 


“Oushion Topper sales and profits appeal to me. Send 
me the F 


[re 


In colors that harmonize with 
interior beauty . . . Blue, Green, 
Maroon, Grey, Brown, Black. 


Thana Foam Cushions Your Ride 
On Thousands Of Tiny Air Cells 


You'll enjoy new riding ease, new driving comfort 
when you ride on Cushion Topper. Thousands 
of tiny air cells “breathe” when you change 
position. Smooth-surfaced Aero-Twill Rayon 

is permanently fused with a Thana Foam latex 
base. Cushion Topper fits snug, stays snug. 


It gives you protection where you need it. . . 
on the seat cushion . . . yet doesn’t hide smart 
styling. Cushion Topper sponges clean in seconds. 
Winterize your car cushion with Cushion 

Topper. Delightful to ride on. No winter clothing 
drag. Enjoy Cushion Topper’s comfort and 
practicality now! 


Slide in, slide over, slide 
out. No clothing drag. 


“Bi 
“T'll see you at your local dealer. If he does.. : : 


yet have Cushion Topper, order direct. State 
color, and give make, year and body style of 


your car.” 
THE CREST COMPANY 
5735 CASS AVE., DETROIT 2, MICHIGAN 


FACTORIES: Detroit, Michigan; Batesburg 
and Edgefield, South Carolina 


Cushion Topper does something. special for 
you—your car. 
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